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Next time a Webster order is delivered, 
check Webster's superiority for yourself. Note 
the carton its greater strength and sounder 
construction — an extra that assures delivery, 
factory-perfect, to your shelves. Note the 
slide-drawer ribbon cartons, labeled for quick 
identification and designed for efficient han- 
dling of shelf stock—a Webster exclusive for 
many years. Note the boxes — their beauty 
of design and the extra heavy stock of which 
they're made. They add prestige and smart- 


ness when displayed and withstand the 


Extra values YOU can check 


/ 
It's WEBSTER'S f 


When vou sell carbon papers, ribbons, duplicat- 
ing and office supplies, you need competitive 
strength ... Webster's line gives it to you in an 
unbeatable combination of high quality, wide 


variety and attractive packaging. 


roughest treatment in the hands of your cus- 
tomers. Test the products themselves in your 
own office work —and you'll see how 
superior materials and experienced manufac- 
turing combine to give longer service and 
uniformly satisfactory results. 

Add to Webster's quality these four extra 
dealer values: Forty-one years of consistent 
advertising in THE SATURDAY EVENING 
POST and other national magazines ...a 
sixty-two year record of friendly cooperation 
with dealers . . . experienced merchandising 
specialists to help you sell more. . . adver- 
tising aids to increase results from your local 
promotvions. 

Check them all. They add up to a stronger 
line. Stock the profit line. Stock Webster's. 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 





F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1951, 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $6.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $7.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $9.00. 
Single copies, thirty-five cents in the U. S. and 
its territories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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address: Applico, Chicago, Telephone: DEarborn 2-3206. 
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These advertisements present the products of the leading manufacturers in each division of the industry Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. Ihey do, however, offer their services in resolving any disagreements which result from relations established 
through the journal 
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LASSTFICATIONS 


r the benefit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
sss office are represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 


fe wnth the service 


M Part Box Letter Files 
\ I &! ‘ 
' \ ~ Sales ( 
= Ex ‘ 
' ( Wer ke ( T 
I k Barnes ( 


Brief & Zipper Cases 
‘ ‘ 


Saddler 
‘ rle & t 
‘ 1 I & Binder ¢ I 
I I se Leaf ¢ 
s Product 
= Bros. Mfg. ¢ 
A 
Built to Order Office Furniture 
Manufa ( I 
Bulletin Boards 
‘ 1) ’ rt 4 i A ~ I 
A Business Forms 
' \ G. J i [ 
t W ‘ I 
, nditiene 
. tioners Calculating Devices 
Safe & kx ‘ 
Calculating Machines 
’ M ne Co., Ir 
I RK. ¢..B M 
Ad M I> 
M r( 
lL. ¢ «& 
write 
s Business Mac ‘ 
Adding M ‘ 
Calculating Machines, Used 
( ator Equipme ‘ 
A 
Calendar Pads & Stands 
q I & ¢ 
A = k « t I 
Carbon Papers 
s Kibbor & ta 
Card tndex Boxes & Trays 
\ s ipt I 
I & I x‘ 
l ‘ ‘ 
A? 4 - = ‘ ‘ 
Mf i The 
S Eq ‘ 
Steel Eq ‘ 
Mfg. « 
aS ( al Fire f ( 
‘ W ke ¢ 
< &s ( 
oN ‘ 
M ( 
M } ‘ 
(of } i 
Ss I I 
‘ ! ‘ 
Wall ‘ 
Card index Files, Revolving 
f f eal w 
_ ( 
Cards, Business 
B.. ¢ 
Cash Boxes 
< S ( 
S I ‘ 
} re { 
5 nge “ ke ¢ 
S &s ‘ 
s } 
Harne ‘ 


Cash Register Parts 


Re err 
Casters, Caster Bearings 
kD Ste W 
( T 
‘ I 
Mi ‘ 
Chair trons 
1 s 
abinet t ‘ 
i T 
Chair Mats 
( F & ¢ 
I 
‘ I W 
\\ 
M ( 
Chairs, Folding 
‘ ‘ 
| 
Mir ‘ 
‘ ( 
Chairs. Office 
( 
( 
‘ ‘ 
| ‘ 
n ' 
4 Hi 
‘ gement 
I A 


OFFICE APPLIANCES, July, 1951 


Slides 


without obligation. 


Imperial Leather Furniture Co 


Jasper Chair Co 





Niemann, Ir 
Royal Metal Mfg. C« 
uw- Walker Co 


Stanley Mfg. ¢ 


s 


Sturgis Posture Chair ¢ 

Ta r Chair Co 

I pholstery Leather Group, T! 
W Is Chair Corporatior 


Chairs, Posture 
\luminum Seating Cort 
Art Metal Construction C« 
Bright Chair ¢ 
(ramer Posture Chair C¢ 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Cort 


High Point Bend. & Chair Co 
Imperial Leather Furniture (« 


sper Chair Cx 
Johnson Chair ¢ 


Kir Posture Chair (« 
Vl iistand Company 
Royal Metal Mfg. Cx 
Sturgis Posture Chair Cs 


Ta r Chair ¢ 
Wells Chair Cory 


Chairs, Tablet Arm 


Adirondack Chair Companys 
lasper Chair ¢ 
W eC} r Corp 


Checks, Stamped Metal 
Dayton Stencil Works 
Force, W um A., & ¢ 

Checkwriters and Signers 
Ha Welter Cx 

Clipboards 
See Arch & Clipboard File 


Coin Bags, Trays, Wrappers 
Exline, William, Ir 


Continuous Forms 
Har Philip, Compar 


Copyholders 
4 Products, Ine 
ers Box Co 
Co Right Mfg. Cor 
Hall-Welter ¢ 


Banh 


Correspondence Trays 


Art Met Cones i om ¢ 
\ bt Se ‘ rp 
‘ ] ‘ wn Mfg. ¢ I 
i] (ier } & Co 
‘ ul Fireproofing ¢ 
( Craft Leather ¢ 
‘ Wer ke ( I 
I rial Methods ¢ 
Maso St Proc 
Metalstar Co., It 
Pee s Eq n ‘ 
s Steel F pi ‘ 
Sell Corpor ' 
Ser 18 Self -¢ Ink 
“ el D Wood 
Sha Walk ( 
~ Ml ‘ ar 
We ‘ 4 ‘ 
Costumers 
‘ Wer ke ¢ T 
I 8 P ‘ 
! Steel F ‘ 
! M M ( 
ws ss k ‘ 
“ ‘ Con 


Cushions & Pads, Chair 
| bh ] Mf 


Cuspidors 


Dating Stamos 
j \ ‘ Riel 
I mn Mark } ' ‘ 


Desk Bumpers 

} (he } a& ¢ 
Desk Lamps 

Genet L Mie. ¢ 


bureau, through which the information will be promptly and cheerfully furnished by letter 


Desk Pen & Ink Sets 
Esterbrook Pen Co., The 
Gitt Craft Leather Co 
Sengbusch Self-Cl. Inkstand Co 

Desk Side Files 
Amberg File & Index Co 
Cole Steel Equipment Co 

Desk Trays 

See Correspondence Trays 

Desk Work Distributors 
Advance Prod, Div, A.8.B 
Fox, Geo. BL, & Co 
‘ e-Wernicke Co., The 


I n Metal Products, Inc 
\ Safe & Equipment Co 
W m Jones (Ct 

Desks 
4 Desk Company 
Art Metal Construction Co 
Bb son Mfg. Co., The 


Lrowne-Morse Co 


Cardinal Sales, Inc 


‘ ! Jamestown Mfg. Corp 
General Fireproofing Co 
G e-Wernicke Co., The 
Imperial Desk Company 
I neible Metal Furn. Co 

r Desk Co 

r Office Furniture Co 
Ml ont Furniture Co 
M e¢ Desk Company 
l’eerless Steel Equipment Co 
Security Steel Equipment Corp 
Shaw -Walker Co 
\ r Safe & Equipment Co 
We Chair Corporation 
\\ j Company, The 

Diaries 
s Memo Book 


Dietating Machines 
Miles Reproducer In 
Drafting Instruments & Equipment 
(-Thru Ruler Co 
‘ neli Cort 
Drafting Tables 


s or Equipment Cort 


Duplicating Machines & Supplies 
\ 


Ma ne ¢ Ine 
Ames Sup is 
I + K & Carbon ¢ 
‘ vif Cort 
( Carbon ( 
‘ a Ri & Carb. Mig. ¢ Im 
i x. M ‘ 
" Mie. « 
Hi i The 
ink &§ ‘ a Im 
! fold Supplies ¢ 
M g & Volger, In 
Town Corporation 
Impertal ¢ Ime 
“) ¢ n hon & Carbon C« 


~ h, L. & Corona Typ 
t -Print Corp 
T k ph C« The 
Safe & Equipment ¢ 
Wolt Dupl. & Supply Co 
Vrig Dupl. Di Hart 
Duplicating Stencil Files 
ty « 


i erson Specia 


Envelopes 


( e- Wernicke ¢ The 

‘ ern States Envelope Co 
Qua Park Envelope ¢ 

~ ve ‘ 

WW } ‘ 


Envelopes, Plastic 
4 r Oo Company 
Ml iY ( ampany 
Erasers, Rubber 


Sifpply ¢ 


Expense Books 
I 


| 
Fonfold Forms 
‘ ' I 
File Boxes, Fibre Collapsible 
ke Rox « 
I 
( Wer ke ( The 
_ A su ‘ 


Filing Cabinets, Insulated 


Herring-Hall-Marvin Safe Co 
i Steel Safe ¢ 
Walker ¢ 
Safe & Equipment ¢ 


Filing Cabinets, Metal 
Prod. Div. A.8.B 


Mts Equipment, Ine 
‘ Mi ii Co truction (x 
4 ~ Sales Corp 


(Continued on page 6) 








(Continued from page 5) 


Bentson Mfg. Co., The 
Browne- Morse Co., The 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment ( 
Corry-Jamestown Mfg. Corp 
Geller, J. BR 
neral Fireproofing Co 
Globe-Wernicke Co., The 
Guardsman Safe Co 
Invincible Metal Furn. Co 
Keystone Steel Equip. Co 
Metal Office Furniture Co 
Parker Steel Products, Ine 
Peerless Steel Equipment Co 
Remington Rand, Inc 
Rockwell- Barnes Co 
Security Steel Equipment Cory 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Watson Manufacturing Co., In 
Western Mfg. Company 
Filing Cabinets, Wood 
Globe-Wernicke Co., The 
Imperial Methods Company 
Wells Chair Corporation 
Filing Supplies 
Acco Products, In 
Advaneo Prod. Div. ASB 
Aigner. G. J., Company 
Amberg File & Index (« 
Art Metal Construction (¢ 
Art Steel Sales Corp 
Karkley, (. L., & Co 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture C« 
Northern States Envelope (+ 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope Co. 
Rockwell-Barnes Co 
Security Steel Equipment Corp 
Sell Corporation 
Shaw-Walker Co 
Smead Mfg. Co.. The 
Victor Safe & Equipment Co 
Warshaw Mf. Co 
Finger Pads 
Speed Products Co, 
Fountain Pens 
Esterbrook Pen The 
Gathering Racks 
Evans Specialty Company 





Globes, Geographical 
Cram, George F., Co., The 
Gummed Cloth Rings 
Reyburn Mfg. Co., Ine 
Gummed Tape & Sealing Machines 
Reyburn Mfg. Co., Ine 
Tape, Incorporated 
Honor Rolls 
Kutch, Walter E., Company 
index Card Signals 
(See Signals, Index Cards) 
Index Tabs 
Aigner, G. J., Company 
Amberg File & Index Co 
Barkley, (. L., & Ca 
Elbe File & Binder Co,, inv 
Globe-Wernicke Co., The 
Graff, George B., Co 
Guide System & Supply Co 
Markilo Company 
Reyburn Mfg. Co, Ine 
Shaw-Walker Co 
Sheppard, ¢ E.. Co 
Speed Products Co., Ine 
Victor Safe & Equipment Co 
Warshaw Mfg. Co... Ine 
inks, Adhesives, ete 
Colonial Carbon Co 
Fulton Marking Equip. Co 
Ink Specialties Co 
Inkstands 
Sengbusch Self-Cl. Inkstand C« 
Labels 
Imperial Methods Co 
Oxford Filing Supply Co 
Reyburn Mfg. Company, Ine 
Warshaw Mfg. Co., Inv 
Ladders, Library, Stores & Vault 
Cotterman, 1. D 
Leather Goods 
Chicago Saddlery (¢ 
Doppelt, Charles, & Cx 
Stebco Products 
Stein Bros. Mfg. Co 
Letter Trays 
(See Correspondence Trays 
Library Equipment 
All-Steel Equipment, Inc 
Browne - Morse Co 
Corry-Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip, Company, Inc 
Lockers & Storage Cabinets 
All-Steel Equipment, Inc 
Art Metal Construction Co 


6 





." Posting Trays & Stands 
( 1 See Loose Leaf Tray B 
a Wernicke ¢ The ’ ge Equipme (or 
I Me i ‘ Presentation Covers 
s PAY ent ‘ Amberg File & I xf 
M r I Elbe File & Binder ¢ I 
: : et fe , , P Price & Sign Markers 
a Valker ( t Willia \ & 
Loose Leaf Books & Devices ' Marking Ea ‘ . 
4 Gil ‘ ~ ‘ KR. A & ¢ 
I e&lr ( i Punches 
} } «A ( I \ I I 
{ r ( Wernicke ¢ I 
' , ‘ HH & Pe Mig. « I 
4 } { € ‘ 
s ‘ : Ribbons and Carbons 
\ es ( Ame in Carbon Va ‘if ( 
Loose Leaf Metals \ Sul a 
~ ..8 . J keye Ribbon & ¢ ( 
‘ Mir ‘ 
Loose Leaf Sheet Covers, Plastic ( Ribb. & Mfg. ¢ Ir 
Gs ‘ eo, A. P.. in 
‘ MI f Supplies ¢ 
Lanse fe B ( i & Volger, | 
Mi ‘ 0 Town Corpora 
Loose Leaf Tray Binders s-Imperial ¢ I 
i , I si’ “et af l 
I hq . Queen Ribbon & Ca ‘ 
“ C. E..¢ Regal Typewriter ¢ 
W ‘ K rt Rar I 
Mail Distributor K lypewriter ¢ 
’ . l 15.8 s H. M., 4 
( i ke ¢ ! I erwood ¢ 
s & | ‘ U.S. Type Ribbon M ‘ 
Manifold Books & Business Forms Wel FS... ¢ 
I’ ( i l \V e, i 
- ee a a Rubber Bands 
K We n KR ert 
Maps, Globes, ete 
\ Ml ( Rubber Stamp & Plate Mfg. Mchs 
G ! ( \ an Evatype ¢ pora 
Marking Devices Rubber Type 
I \ \ “« ¢ I W im A ( 
Memorandum Books = - a.» oe * 
: B , Rulers, Transparent 
v . C.-T Ruler ¢ 
Mending Tape 
R Ml ‘ I Rulers, Yardsticks 
Metal Badges, Checks, Tokens W ut Rule ¢ I 
? s Work Safes, Office 
Moisteners \ \I ( tru ‘ 
~ ~ ( | i ( B I’ ne ‘ t 
Nameplate Labels ( Steel Ea ( 
I ) Ir 
Numbering Machines ( I p ‘ 
‘ . 4 ‘ WW ke ( [ 
R.A & ( Safe ( 
Office Furn. Warehouse Wholesalers —- M r > ( 
ort | ‘ D k Steel Sa ( 
t Ka I 
Office Partitions & Railings ~ Safe ¢ 
‘ “ Walker ¢ " 
\ M ' ‘ I \ Safe & 1 ( 
Office Printing Outfits Sand Urns 
; \\ “at : ; 
M f . ae 
Pads, Figuring Scrapbooks 
2 nes ‘ ! File & B ‘ 
Paper ( \\ ( 
RK BR ( \\ ones ¢ 
Shelving 
. All-S ! I 
Paper Clamps B s Box ¢ 
‘ , ] e- Morse ¢ 
\ I ‘ ( ‘ ‘Ml ‘ 
&R ( ‘ IR 
I k P ( T \l ul I 
j ‘ H " ‘ ‘ Mi ( 
Paper Clips Shows & Exhibitions 
( H. ¢ I I ige & I G M fA 
( \ ( N i mek&l G s ‘ 
M . Signals, Index Card 
Paper Fastening Machines ‘ k. He « ‘ I 
} ( ‘ iff. G ge B i 
( I Safe & Equipme ( 
i > . ‘ Signs, Changeable Letter 
! } I ( I 1) a 8 xs 
Vi ! ‘ 
- ‘ Signs, Office Identification 
& | ‘ \“ er t i 
Paste Smoking Stands, Office 
s i s « 
. ; K \M il M ‘ 
Pen & Ink Sets 3 K P 
} k | ‘ as , P 


Sorting Devices 
, : “ ‘ \ File & I ‘ 
‘ H 


Pencil Sharpeners 


Spindle Files 
Pencils, Mechanical ‘ ( ‘ 


Stamp Pads 


Pencils. Wood Cased Lead 
“ “s e | W \ «& ¢ 
Mark Eq ( 
Pens | P ss ( I 
s Self-Cl. Int . R. A., & ¢ 


Dene @tee 
" Steel Stamps, Rubber 

= Kn ‘ = 
cz I ‘ 


Stands for Office Machines 


Pins & Pin Containers 
. . ‘ s k | I 
\ s { 
Plaques Ca 18 
. \ b., 4 ‘ Steel Equipr ‘ 
Platens, Typewriter, ete ( Fire ‘ 


\ ~ ‘ 


Maso Steel Products 
Meilink Steel Safe Ce 


Metalstand Company 

Mid Metal Mfg. ¢ 
Secur Steel Equipment ¢ 
Wells Chair Corporatior 


Staples and Stapling Machines 


Ace Fa er Cory 

Arrow Fastener ¢ I 
Hiotchh bk. H., I 
Mark Mit ‘ pa 
Spe ’ ‘ Ir 


Va M ( pa 
Stationery Rack 
Haly Specialty 8 


Stencils, Brass 
Duyt Ste Work 


Stenographer's Notebooks 
Rock B es ( 


Stools 
Ha ( 
KR sl \ Mira. ¢ 


Wells ¢ Corpora 


Storage and Transfer Cases 
All-Steel Equipment, I 
Amberg I & Index 
irt M al ¢ struction ¢ 


Security Steel Equipmer 
Shaw-W b ( 
Vang Eng. & Mfg. ¢ 


Stores Fixtures and Equipment 
All-Steel Equipment, I 

Strong Boxes, Fire Protected 
Dic ® 


Herri H M Safe 
M Steel Safe ¢ 
\ Ss & I ( 
Tables 
\r \I ( 
Isr \I ‘ 
Card s I 
‘ i Mit ( 
a e-W ke ¢ I 
l nM I I 
Ma s 
Royal M Mf ( 
Secu = } ‘ 
Sha WW ‘ 
\ s & | I ‘ 
We ‘ ‘ 
Tables, Folding 
M I Pre 
Tabulating & Statistic Machines 
Ir B é Ma es ( 
Ren K I 
Tags 
Ke i ( I 
Telephone Accessories 
Elbe File & Binder ¢ 
\ s & | pmie ( 


Thumb Tacks 
G 


Graff I ‘ 
Va Vif ( 

Ticket Holders 
Vigne ( Cot ‘ 


Time Clock Supplies 
\ | ‘ 


Time Clocks & Recorders 
Int B Ma en 
los \ ) Mifg. ¢ 

Type, Typewriter 
Ames S ‘ pa 


Typewriter Cleaning Material 


\ >, pa 
Ca ‘ 

Cla ( I I 
Mittag & Volger, I 

N i ‘ 
Regal T er ( 

Webster, I s  « 


Typewriter Cushion Bases & Knobs 
\r Hla & | té 


Continued bottom page 


OFFICE APPLIANCES, July, 


—— 


Typewriter Pa 


ypew 


OFFICE 


WANTS AND tOR SALE 


The rate for classified advertisements is twelve cents a word, minimum 


charge 


SITLATIONS WANTED 





ECHANIC, business machines Experienced 
recommended Box G-49 


xempt Well 


s, Chicago 6 





care 


R MECHANIC AVAILABLE with 15 years’ ex 
ble, sober, dependable. Desires permanent job 
ire Office Appliances, Chicago 6 








PRODUCTION ENGINEER WANTED 





Combination Design—Production Engineer 
steel office furniture Excellent opportt 
wing manufacturer in the industry S 


’ 


e Appliances 


Cc 


ails first letter Interview arranged 


hicago 6 


ex 
imity 

onn 
Box 








EXECUTINV 


S WANTED 





\N TO MANAGE SALES, for large Far Western 
x several of the 


ure, operatin 
whose present 
irk. Prefer 

ious with z 


sales are pushing 


mm 


strengthening 


le time in fiel 


ré possessed o 


f 


lances Chicage 


BINDER ENGINE 


‘ mpany has an 


leading names in office 


ma 


several stores in widely scat- 


an between 35 and 45, a 
ind love for selling, cay 
igeressive sales staff thre 


with staff. Liberal compe 


towards the 


mbi- 
rable 
sugh 


thusiastic sales leadership and willing to ds 


nsa- 


the proper qualifications an 


irranged. Strictly confidential. Write V 


106 








ER \ large national L 





attractive opening for a 
10 years experience in designing bine 
od understanding of production as it relates 


tion Middle West Write V-108 care ¢ 





OoRse 
man 
lers 


ffice 


OFFICE MACHINE MAN to manage large 
West Coast Must be hard working sales 


man 

















bility with inguestioned previous record 
letter. Confidential V-90, care Office Ap 
a t 
ressive manager for growing office equip 
Mid-West Must have experienc: Interest 
tilable for right party Present owner wants 
time to outside sehing Box V-%1, Office 
igo 6 
SALESMEN WANTED 
WANTED—Hard working, high quality, experi 
for exclusive territories on: Friden Calcula- 
Adding and Calculating Machines Under 
ers (jJestetner Duplicators and Supplies 
ities above average Live in Central Cali 
rking conditions with well established firm 
tial. Give f details, references and your 
etter Box V-%2, care Office Appliances 
VANTED Experienced outside man for office 
rniture Fast growing midwest city Estab 
Unlimited opportunity for young igeres 
ingg man. Write omplete details first letter 
Office Appliances, Chicago 6 


\NTED for ou 
growing orgat 


lipment M 


is 


ide territory Best deal pos 


zation, selling office supp 


lies 


ed t be honest and aggressive 
Office Appliances, Chicago 6 





(LISHED COMMERCIAL STATIONER, Greens 


pply sales Re 


ts & Tools 


| Desk Mechanisms 


APPLIANCES, 


x 


outside salesman qualified for equipm 
"-95, care Office Appliane 


V-9 


Ir tusiness Machines ¢ 
Remington Rand, In 


Royal Typewriter C« 
Smith, L. C., & Corona 7 


I nderwood Corp 


Typewriters, Rebuilt & Used 
Regal Typewriter (¢ 


Upholstered Furniture 
Barealo Mfg. 


bright Chair ¢ 

Cardinal Sales, I 

(jrar Rapids Leather Furn. ¢ 
, al Leather Furr ( 


July, 1951 


ent 


es 


2.40, payable with order. Add six words if box address is used. 


OFFICE SUPPLY SALESMAN offered side line opportunity 
for high commissions. Sell nationally advertised office neces- 
sity wanted by every stenographer and typist and every 
business office. Multiple sales. T. H. Wenstrom, Sales Man- 
ager, 53 Park Place, New York 7 








MECHANICS & REPAIRMEN WANTED 





TYPEWRITER AND ADDING MACHINE MBCHANIC—By 
Smith-Corona Typewriter and National Adding Machine 
dealer. Good pay. Permanent position. Please send qualifi- 
cations, references, and snapshot first letter. Typewriter 
Service Company, 120 North 3rd Street, Albuquerque, New 
Mexico 

COMBINATION SERVICE MAN, Typewriters and Adding 


Machines with sales ability Steady employment on liberal 
basis. Muncie Typewriter Exchange, Muncie, Indiana. 


ADDING MACHINE REPAIRMAN, Experienced with R. ¢ 
Allen line. Prefer young ambitious man, who really wants 
to get ahead. Highest wages. E. L. Blake, Distributor, 4766 
Woodward Ave., Detroit 1. Michigan 











SERVICE FOREMAN capable of managing shop for estab- 
lished Royal dealer, adder experience arotereell Excellent 
opportunity for reliable man to share business. Address Ira 
A. Cleveland, personal, 735 Broadway, San Diego, Calif. 
MECHANIC WANTED—Burroughs all around service man. 
(jo0d job for a good man. Must be sober, no floater. Business 
Equipment Co,, 160 W. Larned Street, Detroit 26 


BURROUGHS TRAINED ADDING MACHINE MBECHANIC 
wanted. Salary and commissions D & M Typewriter and 
Adding Machine Co., 726% St. Helens, Tacoma, Wash. 


WANTED MECHANIC capable of repairing Underwood 
Bookkeeping machines. Class A & B. Also Elliott Fishers 
and mechanic for Sundstrand adding machines. Good pay and 
permanent job. Office Equipment Co., Inc., 308 8th St., Au- 
gusta, Ga 

















SALES REPRESENTATIVES WANTED 





MANUFACTURERS AGENT, now contacting retail commer- 
cial stationers, business machine dealers, etc., various open 
territories, Supplement present lines by representing manu- 
facturer nationally known office device. Box V-96, care Of- 
fice Appliances, Chicago 6 





WANT AGGRESSIVE REPRESENTATIVE in South Central 
and South East states to sell and service dealers. Mechanical 
specialty—requires demonstration. We are known and ad- 
vertised nationally Want quarter to half of man’s time. 
tox V-97, care Office Appliances, Chicago 6 





EXCLUSIVE SALES REPRESENTATIVE 
FOR NEW ENGLAND 
OPPORTUNITY for high grade office furniture man to rep- 
resent quality chair and quality desk line. Send complete 
information in confidence tox V-98, care Office Appliances, 
Chicago 6 





MANUFACTURER OF WOOD OFFICE DESKS located in the 
middlewest has a few territories open for successful manu- 
facturer’s representatives. An excellent opportunity. A re- 
sponsible factory with its own veneer mills. Eighty years 
experience in furniture. Write giving lines now carried and 
territory covered. Box V-99, care Office Appliances, Chicago 6. 





COUNTRY’S LEADING LAMP MANUFACTURER with suc- 
cessful line and effective promotional program has opening 
in several excellent territories for experienced men with 
following. Write fully V-100, care Office Appliances, Chicago 6 





OPPORTUNITY FOR MANUFACTURER'S REPRESENTA- 
rIVES. New 6%c “Magic Marker.” Instant-dry, waterproof, 
all-surface marking unit with disposable reservoir. Excep- 
tional market reaction! Write at once giving your set-up, 
number of men, territory covered, type accounts, lines car- 
ried. SPEEDRY PRODUCTS, INC., 19 RECTOR ST., N. Y. C 





WANTS AND FOR SALE, Continued on Page 8 


Niemann, Inc Shaw -Walker Co 
Royal Metal Mfg. Co Victor Sefe & Equipment Co 
Stanley Mfg. Co Wilson Jones Co 
Stationers Manufacturing Co Waste Baskets 
Upholstery Leather Group, The Art Steel Sales Corp 
Wells Chair Corporation Cole Steel Equipment Co 
Upholstery Materials Corry Jamestown Mfg. Corp 
Masland Duraleather Co Fox, Geo. E., & Co 
Visible Systems Equipment General Fireproofing Co 
Aigner. G. J., Company Ulobe-Wernicke Co., The 
Art Metal Construction (% Lawson, F. H (o.. The 
Diebold, Ine Security Steel Equipment Co 
Gilobe-Wernicke The Shaw -Walker Co 
Remington Rand, Ine Wells Chair Corporation 


7 





WANT AND FOR SALE, Continued from page 7 \ NTED B ! | or N.C.R. Bookkeeping and Billin 








— yi Que ‘ ete descriptio: l best price \MER 


SALES REPRESENTATIVES AVAILABLE N.Y 





REPRESENTATIVE WITH FOLLOWING handling 


only the Nationally Advertised Ma r Addr: has avail ER LLIOTT-FISH aR ichines, « ileu ! idi 
able time for aggressive, intelliger tio f nother: hines il fice equipment bought and s W. 
line for New York, New Jers¢ NN } ’ What ( é Comp 106-908 N. Water & \ wauke Wis 
have you to offer? Harry A. § ‘ W th Street , Ss eels 


New York 23. 





ONAL BOOKKEEPING MACHINES r ‘ il 


s ers, adding ! ! é Ad eria 
JOBBER ITEMS WANTED: Smaller: flice en ind ‘ st er for our high OFFI MA 
supplies wanted to distribute a } | O-Mati ‘INES IN¢ ‘ ‘ne Street. at. 1, ‘I 
machines and supplies in Min: , d 
ing territory. Donald F. Ro . St. Mir — 
neapolis 15, Minn . mT) TO —— , 
—_—_—_— gz Must be o < 

\i Ser ice ( \ 4 x 








RETAIL BUSINESS FOR SALI 





OFFICE MACHINES—3 mar I é pt. Ni isi ROUGHS PRODUCTS our speci 


ness. Distributor and dealer I ‘ f type for I bookkeepers 
writers, adding machines, « tor ‘ { ~ Dearborn, Chic 
Southern city with 15 county ! I round 

$20,000. Owner retiring and dor ‘ ter! ——_——_—— 

to responsible party Write \ Off \ppliance 


I RROUGHS MOON HOPKINS ELLIO FISHER B 7 
‘ \i ( mptometers, Kes lator 
putaeieieaman ! orrell Office ‘I ( 


OFFICE MACHINES AND SUPPLY 


Chicago 6. 





ably, volume can be greatly inert wh a 

knows business. Clean stock, tur ee t ear. Fa 

growing No Illinois communit ! r retire LIOTT-FISH | \ND SUNDSTRAN hinge pt 

8500-9000 required Box V-10 Fics \ ch} Burt } Friden Marchant nro¢ ( om 
! ft 


cago 6, I ti t VI r Adding 1 
a 349 N. 3d St. M i 
NEAR DETROIT OFFICE SUPP LN ( PMEN'l a 
STORE WITH ACTIVE HOBBY EI IN rH BR -OUGHS OOKKEEPING MACHINES , fodel 
YEAR. LARGE SHOPPING ARI > i Y $4 ‘ erial numtl le ‘ 
000 INVENTORY. FINE LEA NI TIRING “oy BD PERORE oe 
GOOD DISCOUNT FOR CASH » Of 


pliances, Chicago 6 





LISTS 





WILL SELL CHEAP list of 5 1 é l Oy} \LI ighs Carbonized ling M rol 


office appliance dealers \ ) ewriter he ‘ bs Natura I er B l ious 

and adding machine dealer N Ihe Wr $} Duplicators li $69.00 p , We 

Kraus Co., 48-02 43rd St W ood ' } y ble offer for al ! rf Bo 
Ort il D, <sme ¥ t 








Tv 2 > . 
FOUNTAIN PEN REPAIRING ROUGHS ACCOUNTING MACHINES Bouct ens 


—> , r I ! ( rmpany In 


WELTY’S REPAIR ALL MAKI IUNTAIN PENS 
Pens, Pencils, ete. Repaired at t I é 
averages 5 to 21 days and imp Ve 

ture “CONKLIN,” SWAN, WA WAI PARKER D—A of Bookkeeping Machines, K ex: 
WELTY, SHEAFFER, MOORE, « the! ( I rs, 2000 and $s >A? MER 
makes We feature Gold Pen |! Re ‘ Mai } , S 0 . Los Anwels ( iforni 

all makes to ONE place for é ! SK ABOUT 
NEW WELTY PENS, $1.50 to $ - \ | | 














Repair Co. (Est. 1904) 8 So. St ( SALI nd 16” Ose | 
= \ Electric E Ves 
Ss J ney-Bowes I M ! 
) ' yt? 
ADDING MACHINE PARTS, TYPE, ET¢ BOX : 
LARGE STOCKS of new ind iting ; < 
Machine Parts available Quot pecif OD! | SEY BOWES mail 


parts upon request. I. A. Dehn, J O nd ight! é for immediate s lers¢ 
Calif ‘8&8 Ma NYC 22. MUr1 . 








SIVi COX OMETERS, BURR HS ¢ 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT’ ; | WHOLESALI n Se 





ELLIOTT-FISHER, Burroug! M 

Calculating Machines, Compt 

writers, and fanfold machi: oy} ‘ ; 24) \ rugl ex F 
Office Appliance Co., 1930 West é Kardex, Acme ! tior \ 





a \ r nt \ ' j f Sy 


WANTED TO BUY—Sundstrand 1 N. 8th § uis 1, Mo 
els A and C. Give complet: . i I 
riage and whether front 

Office Appliances, Inc., 29-31 ] } N. ¥ 





WANTED—AII makes calculator State S] i 
make, model, serial num! I e! Cie tior 
tional Office Appliances, In¢ ‘ Yor 2, N. ¥ 
10, N. ¥ 





maT A ED de - - Kar 
BURROUGHS, MOON HOPKINS | et Ws ffer ‘ the 
Accounting Machines, and ever t ! ' \ f ler 
line. State model, serial numbe hes f xperie ‘ ‘ } 


cash prices. International Off \ I é Card 8 
22d St., New York 10, N. Y ‘ 
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Granted May |! 1951 
2,551,093 Combined wepeurtine and Computing Machine with Accumulators 
f the Re Type r w. 8B é Ridge, N. J and John N 
N y SSC ; ternat 3/ Bu ness Machines 
Y. Illustration 
2,55 6 Fountain Pen Rose R. Erat 3 Island City, N. Y 
2,551,168. Adhesive Tape Applicator. 8 rd A. Rosen, Baltimore, Md 
ety 
2,55 jholder for Index Devices. W am Lang, Verona, N. J ’ 
Bat Mfg West f } N. J. IUlustration 
55 4 pement Mechanism for Typewriters Charles Balzea snd 
Illustration 
551,34 Ruling Guide for Typewriters ‘ rs, San Dieg lif 
55 kage Containing Envelopes and Writing Paper. 
5S) 44 ng Device rs . . Ver Barnett Sar 
551 49 R Point Pen M/ A f ; 4 Achr P snd Natt 
} ssig Atlanta : 
Granted May 8, 1951 
2,551,683 Jicator } Nat 
2,551,784 k Protector. B 1g 
551,84 wer Aligning Means for Cabinets. Harvey G. Knuth, Elg 
t Aur Illustration 
2,551.8 Paper Cutter seph Ff yn Frar ; 
551.89 k Stapler rt E. N ; 9g ) ynor ft Va 
Illustration 
55 se-Leaf Binder. Fred vi ye, Oak Park 
552 ewriter Ribbon Attachment. Percy Sct Frederick 
Kans. Illustration 
2,552,27 Visible Index vid E. £ 
552.4 Apparatus for Sharpening Pencil Refills, Ha - 
istration 
2,552,448 < table Index A M 
2.552 50é Writing Instrument 
Ei * 
™ 
bow : thew oo 
. ‘+ t 
4 ma, to tn “> 
flies. _— z 
miihteen + +114 
ities tia 
prety mer Tin ey 
ty 
z im 1 
'- ti 
o> oir 


+ 








- 2,551,346 

















[sy © 2.551.843 2,552,222 


2,552,402 

















wh 2,554,003 
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Granted May 15, 1951 

2,552,906. Telephone Set Shoulder Clamp. Milton Paul, Great Neck, N. Y. 
2,553,163. Perpetual Calendar. Auguste Joseph Berg, New York, N. Y. 
Illustration 

2,553,476. Carbon Paper Pack. Bruce R. Salisbury, Portland, Ore. 


Granted May 22, 1951 
2,553, 598. Reservoir Desk Stand. Lynn P. Martin, Fort Madison, lowa, a: 
r to W. A, Sheaffer Pen C Fort Madison, lowa. Ilustration. 

253 ,658. Metering Tape Dispenser. Kar! O. Larson, St. Paul, Minn., assignor 
Minnesota Mining & Mfg. C St. Pau Minn 

2,553,660 Staple Puller. Margaret Levendusky, Bayonne, N. J. 

2,553,818. Carbon Holder for Writing Machines. Lester K. Fleischmann 
1g | assignor to Standard Manifold Cx Inc 

2.553, 853. Telephone Index Holder. Harry Fisher, Portland, Ore 

2.553.872 Loose-Leaf Binder. Frank Stanley Schade, Holyoke, Mass., assignor 
National Blank B k Ce Holvoke Mass 

2,553,886. Locking Assembly for Loose-Leaf Binders. Elwyn C. Vevier, St. 

Louis, M sssignor to Vevier Loose-Leaf Co., St. Louis, Mo 

2,554,003. Paper Feeding and Severing Means for Typewriting and Like 

Machines. Fred Becker, Queens Village, N. Y., assignor to Underwood Corp.., 

New York, N. Y. tlustration 

—_ 023. Fountain Pen. Henri Goulot, ‘ mbes, France, assignor to Joseph 
ntve Par France. 

. 554, 028. Typewriter Ribbon Feed Mechanism. William F. Helmond, Clinton, 
nn., assignor ¢ Underwood Corp New York, N. Y Illustration. 

raoaaen Cover Attachment for Telephone Hand Sets. Calvin H. Allen 

und Mary E. Allen. Oakland. Calif 

2,554,103. Clearing Device in Calculating Machines. Erik K. Grip, Atvide 
erg, Sweden, assignor to Aktiebolaget Atvidaberg-Facit, Atvidaberg, Swe 

jen. Illustration. 


2,554,232. Correspondence Tray. !ra 8r Young, Jr., Chattanooga, Tenn 

Illustration. 

2,554,335. Fountain Pen. Pau! K ma New York. N. Y 

Granted May 29, 1951 

2,554,569. Loose-Leaf Binder Jame P yuinane, Westport, Conn. and 
raziar R. Barbier New York, N. Y sssignors to American Loose-Leaf 


2,554, 4 él. Fountain Pen. Edward Stephen Sears, Bushey Heath, Hertfordshire 


yland, assignor to Mabie Todd and Ltd., Newbury, Berkshire, England. 
2 584, 654. Fountain Pen. Frederick R. Wittenbert, Chicago, IIl., assignor to 
Parker Pen C Janesville, W 
2,554,754. Typewriter Ratchet Wheel Coupling. Giuseppe Prezioso, Yver-don 
Switzerland, assignor to Paillard S. A., Sainte-Croix (Vaud), Switzerland. 
Illustration 


2,555,187. Tape-Dispensing Mechanism. Oscar P. Erhardt, Derby, Conn., 
sssignor to Derby Sealers, Inc., Derby, € Illustration. 


2,555,290. Bookbinder. Milton H. Novembe East Orange, N. J., assignor 
to Spiral Binding C Ir New York N. Y 








Commission of Scon- 
omy and Efficiency 


THIS ERA of extravagance and 

wastefullness of things, of funds 
and of time (even in Washington, 
D. C.) with the old idea of thrift 
and pay as one goes outmoded, it 
may appear odd to members of this 
generation under 50 years, that a 
president of the United States and 
many high officials of the govern- 
ment would be interested in a 
“Commission of Economy and Ef- 
ficiency,” but so it was and Wil- 
liam Howard Taft was that presi- 
dent. 

The new conditions at the turn of 
the century which gave birth to this 
journal with its mission “to take 
the message of U. S. manufacturers 
of office utilities to the chief mar- 
ket places of the world,” were ex- 
plained in the first of this “Trail” 
series. 


One of the constructive 


forces of 


the times was the “strenuous life” 
period of eight years under the in- 
fluence of Theodore Roosevelt, in 
which period were started some 
movements for better ways and 
means for compiling, preserving 
and making more readily available 
all government recordings of what- 
ever subject. Which important 
movements, we venture to believe 
were brought to the attention of de- 
partment heads by efficient and en- 
terprising salesmen of the various 
instrumentalities.for the purpose 
However that may be, the office 
equipment industry three times re- 
ceived the compliment of federal 
government approval. These im- 


10 


Being a review of some 


events at the start and 


in the progress of the 


OFFICE EQUIPMENT 
INDUSTRY 
and its trade journal 


OFFICE APPLIANCES 





portant meetings, one being a spe- 
cial conference, held upon the ini- 
tiative of government officials, 
indicate the importance of the 
office equipment industry and indi- 
cate also the importance of choos- 
ing for public service, whether by 
vote or appointment, men who are 
as careful of the public’s money as 
they are of their own 


The first meeting 
of the govern- 
ment officials and the industry was 
with a limited display of machines 
and systems in quarters provided by 
the government. The results being 
to the satisfaction of both parties 

The second of these important 
contacts was in the administration 
of President Taft. Upon taking of- 
fice, Mr. Taft was impressed with 
what he observed and was told of 
an advancing standard of govern- 
ment service. Desiring to advance 
the movement in all possible ways 
he asked and obtained from Con- 
gress the necessary funds and ap- 
pointed a Commission on Economy 
and Efficiency with Fred A. Cleve- 
land at its head and Merrit O 
Chance, secretary of the commis- 
sion, in personal charge, with able 
assistants. 

The function of the office equip- 
ment industry being to contribute 
economy, efficiency, convenience 
and facility to business of every 
kind, the commission turned to it 
at once with an invitation to bring 
its machines, systems and special 
utilities to Washington for demon- 
stration, by expert operators, to 


government officials. Mr. Chance 
became manager of what proved to 
be a government-operated business 
show. 

Each department of the govern- 
ment was represented by two of- 
ficials who were present each day 
to see that visiting staff members 
of each department were informed 
upon the more than 75 machines, 
systems and general utilities ex- 
hibited. 

OFFICE APPLIANCES report of the 
successful event, in the August, 
1911, number, written by Hermon C. 
Metcalf, opened with the following 
statement: “He who can steer a 
ship of state through the narrow 
channel between Scylla and Cha- 
rybdis—the channel of efficient ad- 
ministration lying between slip- 
shod negligence on the one hand 
and cumbersome routine on the 
other, is indeed a master mariner 
and one worthy of honor and re- 
spect.” 

(Here we pause to record that 
with the second invitation to the 
manufacturers came also an invi- 
tation to OFFICE APPLIANCES to ap- 
pear each month at the White 
House, addressed to Merrit O. 
Chance—which invitation the pub- 
lishers considered a White House 
seal of approval on the journal in- 
dicating its usefulness to the gov- 
ernment. Before that time, how- 
ever, and since, several departments 
of the federal government were, 
and are now, subscribers to OFFICE 
APPLIANCES. ) 


The industry’s third 

invitation to 
Washington was received in No- 
vember, 1921. The invitation to a 
conference being made to the Of- 
fice Equipment Manufacturers As- 
sociation by Herbert Hoover, then 
secretary of the Department of 
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Commerce in the cabinet of Presi- 
dent Harding. So extensive were 
developments in the “Commerce” 
bureau under Mr. Hoover’s manage- 
ment that he was urged and pre- 
vailed upon to continue his work 
in the cabinet of President Coolidge, 


following that with his great service 
as President. (Observation: Calvin 
Coolidge! Herbert Hoover! — Read- 
ing those names, reflection brings 
to mind the word genuine, a term 


defined as “sincere, frank, free 
from hypocrisy or pretense.’’) 
The special purpose of this third 


invitation, highly complimentary to 
the industry and its organization 
and to other industries and organ- 


izations, was explained in Mr. 
Hoover’s statements on opening 
day 


Associated with Mr. Hoover at the 
conference were Dr. Julius Klein, 
director of the Division of Foreign 
and Domestic Commerce; H. W. 
Gricher, chief of Commercial In- 


telligence Division; Dr. Stratton, 
chief of the Bureau of Standards, 
and Mr. Wolf, chief of the commer- 


cial division—each making an in- 
teresting and instructive address 
upon the particular work of his de- 


partment 


Mr. Hoover’s Message, In Part 


In taking over the Department 
of Commerce, I have been anxious 
that it should become what it was 
originally intended it should be—a 
service department to American 
business. And I think we have made 
a very hard effort here to change 
one point of view. That is, that this 
Department is not here for the in- 
struction and guidance of American 
business, but is here to learn what 
American business needs by way of 
service, and then to apply such 
forces as the government can bring 
to bear to that end. 

Now we have a development of 
some thousands of trade associa- 
tions almost wholly within the last 
20 years. I take it that such devel- 
opments do not occur in the busi- 
ness community unless they are 
impelled by some strong economic 
reason, and that they do represent 
some purpose; that these associa- 
tions come into being and thrive by 
virtue of the service that they are 
doing for their membership. They 
offer a fortunate point of contact 
between the government and those 
different branches of business, and 
we have sought since coming here 

establish and assure those points 
oI contact 

Trade associations have been 
inder some criticism, but it is our 
belief, from investigations we have 


OFFICE APPLIANCES, July, 1951 


made, that that criticism arises, not 
against trade associations and the 
beneficent service they perform, but 
against people who have taken ad- 
vantage of the name ‘trade associa- 
tion’ to cloak operations with en- 
tirely different objectives, and that, 
whereas there are a couple of thou- 
sand trade associations in the coun- 
try, there are probably not more 
than 150 or 200 that belong in a 
category where criticism has a right 
to rest at all, and that in itself is a 
passing phenomenon. 


“So we have thought 

that it was 
our duty to assist trade associations 
in every way that we possibly could 
in their proper functions, and to do 
that through all the bureaus of the 
Department that could be brought 
to bear. 

“So that, with the Bureau of For- 
eign and Domestic Commerce, we 
have here three directions in which 
the department is. trying to be of 
service: First, in foreign trade, un- 
der Dr. Klein; then in statistical 
information, under Dr. Stewart, and 
third, the Bureau of Standards, un- 
der Dr. Stratton. 

“The impression that I would like 
to convey to you is that the whole 
desire and policy of the Department 
is to try to bend and lend these 
services and these Bureaus to or- 
ganized industry itself, and get into 
such intimate contact that we may 
perform the service that you desire 
in every direction in which the gov- 
ernment can properly proceed with- 
out entering into the government of 
business, because there is an enor- 
mous difference between service to 
business and the government going 
into business.” 

One catches the full meaning of 
Mr. Hoover’s statement when con- 
sidering the condition of the com- 
merce of nations which have gone 
“into business.” 


Some part 

of the development of 
the Department of Foreign and Do- 
mestic Commerce under Mr. Hoo- 
ver’s Management came from his 
belief that “the people who know 
what is fundamentally needed by 
American commerce are the men 
who are employed in it.” 

Twenty some years ago the first 
exposition of office equipment in 
Belgium was held at Brussels. As 
utilities from several countries were 
to be displayed, the enterprising 
management planned the event as 
international. A program of meet- 
ings was arranged at which some- 
one from each country represented 


would speak of the office equipment 
industry and its practices in his 
country. 

The exposition was a noteworthy 
event, well organized and well con- 
ducted, bringing the importance of 
the office equipment industry to the 
attention of the Belgium public. A 
staff member of Orrice APPLIANCES 
was invited to attend and speak for 
this industry in the United States 
which was to be well represented in 
the displays. The invitation was 
acknowledged with appreciation of 
the compliment to the journal and 
with regret at being unable to ac- 
cept. Then would the staff member 
furnish a typed address which a fel- 
low countryman could read? This 
was done. Copy of the material 
sent and of correspondence relating 
to the event became toll long since 
to passing years. 

But there lingers in memory a 
phrase in a Belgium newspaper re- 
port of what was read which indi- 
cated that the journal’s interpreta- 
tion of its chosen subject “This 
Commercial Age,” was less popular 
in Europe than in this country. The 
newspaper referred to it as “The 
Apotheosis of Business.”” But pre- 
senting legitimate business as it is, 
is not “glorification.” The term 
“Commercial Age’ too frequently 
used critically to imply lower ethical 
standards and practices, disregard 
of the higher concepts of the rela- 
tions of life. But every age is a com- 
mercial age, for commerce is the life 
stream of all groups and all nations. 
In all ages and in each year of all 
ages are some tributary channels 
which pollute the stream. 


In the May section 

of “The Trail” 
appeared an evaluation of “Com- 
merce” by Calvin Coolidge in 1916 
from which we quote the following: 
“The advance in our own land has 
been due to our trade. And the com- 
fort and happiness of our people 
are dependent on our general busi- 
ness conditions. The progress of 
man has been measured by his com- 
mercial prosperity.” 

In recent sections of “The Trail” 
has been expressed Orrice APPLI- 
ANCES’ concept of commerce which 
is but the trade and exchange ac- 
tivities of business, and business 
being but man’s necessary labors 
(organized and systematically con- 
ducted) for his being fed, warmed 
and sheltered. Industry and com- 
merce by these forces making pos- 
sible the development of the arts 
and sciences and all other cultural 
influences which promote intellec- 
tual and moral progress.—EJ 
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The State of the Industry 


Supreme Court Decision 
on Fair Trade 


CPR on Office Machine 
Repairs and Rentals 


Sales Curve Continues 
at a High Level 


Fountain Pen Producers 
Ask CMP “B” Listing 
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Brief interpretations of significant facts and trends 


e WHEN THE U.S. SUPREME COURT rendered a six to three decision 
against the non-signer clause of the Miller-Tydings Act late 
last May, Signers of Fair Trade agreements were shocked and 
readily inclined to believe that they were in for some unfair 
treatment from non-signer competitors. The price war that de- 
veloped among department stores in New York City immediately 
following the Supreme Court announcement seemed to augur a dark 
future, but apparently dealers and manufacturers in the office 
equipment, machine and supply industry decided independently 
to hold the price line on branded merchandise covered by Fair 
Trade agreements. In simple terms, the decision removes the re- 
striction that non-signers must sell the Fair Trade items at 
the same price as agreement signers in the same market area. 
Many manufacturers of Fair Trade items in this industry took im- 
mediate steps to obtain signatures on Fair Trade agreements from 
the relatively few dealers in the non-signer category. It is 
expected that the price war on branded merchandise will not reach 
very deep into the office equipment field. 


e CEILING PRICE REGULATION 34, issued May 11, 1951, and effective 
May 15, 1951, removed office machine repair services, rentals 
and so forth, from coverage by the General Ceiling Price Reg- 
ulation, and requires that the prices for such services be fixed 
in accordance with the provision of CPR 34. Under the new reg- 
ulation the supplier of a service determines his own prices in 
accordance with his own established pricing method, but limits 
the elements which enter into the determination of the prices 
to their highest level in the base period of December 19, 1950, 
to January 25, 1951. According to the regulation a signed state- 
ment listing ceiling prices should have been filed by each dealer 
with his OPS district office by June 15. At the time of this 
writing a large number of office machine dealers had not become 
fully aware of their responsibilities in the matter of filing 
a report of their prices. It seems probable that this situation 
will result in some OPS leniency in the matter of filing dead- 
line, although the regulation has no time extension provision. 


e DEALERS IN commercial stationery, office equipment, furniture 
and supplies are recording substantial advances in business 
volume this year over similar periods of last year. A slight 
decline is noted in comparison with a month ago, but the change 
is more of a leveling off rather than a downward slide. If the 
delivery problem does not become too acute, 1951 should be a 


banner year. 


e MEMBERS OF THE fountain pen and mechanical pencil manufac- 
turers industry advisory committee met recently with NPA offi- 
cials and asked for reclassification of the industry's products 
in the CMP "B" list as eligible for allotment of controlled 
materials. This is necessary, according to the committee, be- 
cause copper, steel and aluminum are vital materials in the 
production of pens and pencils, although the amounts needed of 
each are relatively very small. NPA agreed to review the situa- 
tion and announce a decision soon. 
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Lead Pencil Industry 
Also Requests “B” Listing 


Addressing and 
Duplicating Machines 


Priority System for 
Office Machines? 


OPS Sets Up System for 
Price Adjustments 


Rated Orders for Gas 
and Petroleum Industry 
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e EARLY IN JUNE the lead pencil industry advisory committee asked 
NPA to put lead pencils on the CMP "B" list by the fourth quar- 
ter of this year. The industry has an annual need of 1,100 tons 
of brass for ferrules and the committee believes that the need 
cannot be met except through "B" listing. The committee further 
urged recognition of the essentiality of lead pencils to de- 
fense, education, communication, utilities, government and bus- 
iness. NPA officials promised careful consideration of the 
requests. 


e AT A MEETING on June 5, manufacturers of addressing and du- 
plicating machines were advised by officials of the National 
Production authority that there will be additional government 
need for the various types of office machines that they produce. 
Much of such equipment now in government service is becoming 
worn out and should be replaced. 


e GROWING DEFENSE demands for certain office machines will sub- 
stantially reduce deliveries to civilian users, the autographic 
register, coin, check and marking machine industry advisory 
committee advised NPA officials at a meeting on June 7. As a 
result the committee was told that it might become necessary to 
establish a priority system for the distribution of office ma- 
chines to essential users. Certain products are already in 
tight supply and requests for aid in procuring them are increas- 
ing, according to NPA. Committee members indicated a preference 
to handle distribution of their products sans government con- 
trols if at all possible. 


e UNDER DATE of May 28, the Office of Price Stabilization issued 
Supplementary Regulation No. 29 to GCPR, which permits retail- 
ers to increase prices on particular items under the following 
conditions: If the price of an item frozen by GCPR does not 
reflect a higher price put into effect by the manufacturer prior 
to the end of the freeze period, the increased retail price 
may be calculated by applying to the manufacturer's cost, as 
determined by the last invoice received prior to May 28, 1951, 
the normal markup used on that item during the base period. If 
the price of an item does not reflect a change in price put into 
effect by the manufacturer in accordance with the provisions 
of CPR No. 22 or any other special manufacturers’ pricing reg- 
ulation, the increased price may be determined by adding the 
normal markup to the adjusted ceiling price quoted by the 
manufacturer. Prices adjusted downward by manufacturers must 
also be reflected in lower retail figures through the use of 
the normal markup percentage. 


e EFFECTIVE JUNE 1, NPA Order M-46 as amended authorizes con- 
cerns in the petroleum and gas industry to use rated orders for 
administrative supplies. These supplies include office sup- 
plies, office equipment and office machinery. Such rated orders 
must carry the symbol "D0-97" together with the words “the un- 
dersigned certifies that the rating hereby applied is author- 
ized by, and properly used, pursuant to the provisions of NPA 
Order M-46," plus an authoriezd signature. The order lists a 
number of items for which this rating may not be used. On the 
prohibited list are: 1. All office furniture and equipment items 
in which steel parts are used for any purpose other than joining 
hardward. 2. All paper and paperboard products used in the 


petroleum and gas industry. 
—wWSL 
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VACATION— 


a time for re-creation 
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WATCH TAX EXPENSE 


all the year round from now on 


AXES ARE BOUND to rise, no- 

body knows how high. This puts 
an added burden upon the office 
appliance dealer, who not only may 
have to be satisfied with less profit 
after taxes from now on, but he 
will have to step up his managerial 
technique in order to come through 
this wartime economy in the black. 
How much he can bank out of gross 
income depends upon his ability 
to manage his business and the way 
he records his costs. 


The average dealer 
is cost con- 
scious enough. That is, he knows 
that he must lay out money to get 
it in, and he tries to keep his in- 


come more than the outgo, enough 
to give him a reasonable net profit. 
But one expense that he does not 


watch closely enough throughout 
the year—an expense that has 
grown tremendously during the 
past decade, and is destined to go 
still higher—is tax expense. Most 
dealers resign themselves to pay- 
ing the tax and consider it only 
around filing time, which was all 
right in pre-war days when the 
rates were much lower and the tax 
expense at that time did not influ- 
ence operations to a great extent. 
But now, the sky-high toll has 
scrapped old yardsticks. It has 
changed ratios that once were con- 
sidered normal and complicated 
managerial procedure so that it now 
becomes necessary to consider the 
tax on income throughout the year 
the same as rent, mortgage inter- 
est, depreciation and payroll. Tax 
is as much a current charge against 
profits as any item under overhead. 
If the dealer does not put tax ex- 
pense in the same category with 
other business outlay, he may find 
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Consider tax as current charge if profit 


is to be realized after federal deductions 


it hard to do business at a profit 
even though all his operating ele- 
ments are what normally would 
be considered satisfactory. 

How many of you have thought 
about tax expense in this way? 
Not many, if our field studies are 
any criterion. 

Today, the tax touches every ele- 
ment of business operation—sales, 
credits, collections, costs, working 
capital, profit and loss statement 
analysis and budgeting—hence, the 
reader must analyze every phase of 
operation throughout the year in 
relation to the federal levy on his 
income. Otherwise, he may find it 
difficult to make a profit despite 
efficient functioning of the operat- 
ing phases of his business. 


Formerly, the yardstick 

of man- 
agerial efficiency was reflected in 
the net profit and then the income 
tax was deducted. The net profit 
was the thing. If it showed a sat- 
isfactory return on investment and 
the ratio to sales was at least pass- 
able, the dealer considered that he 
had done a good managerial job. 
He could figure on crediting a sub- 
stantial part of the net profit to 
surplus or net worth because the 
tax of pre-war years took only a 
modest portion. Now, it cuts so 
deeply into earnings that he can 
no longer place as much reliance 
in the net profit as a yardstick of 
efficiency because, after the income 


by Fred Merish 


business analyst and 
financial counselor 


tax is deducted, the net will be 
substantially reduced. “Taxable 
profit” would be a better term for 
the difference between sales and 
over-all costs. The net profit is 
really what is left after the federal 
tax is deducted. 

And even if the dealer has a sat- 
isfactory portion left after deduc- 
tion of income taxes, he may not 
have the funds to pay unless he 
increases his liquid working capital 
by keeping costs under rigid con- 
trol and refraining from excessive 
investments in fixed assets. The 
way to assure taxable liquidity is 
to charge the tax up monthly so 
that it is currently recorded as an 
accrued liability and taken into 
consideration when the current 
ratio is checked to find out what 
the working capital position is. The 
difference between the current as- 
sets and the current liabilities is 
the working capital, and the cal- 
culation will be misleading unless 
the tax due to date is included with 
the current liabilities. 


For a time there was 
hope for tax 
relief. Congress decreed certain 
cuts and there was hope for fur- 
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ther cuts. As the picture looks 
today, we are going to pay high 
taxes for a long time and the wise 
dealer will bow to the inevitable 
and “beat the rap” by increasing 
his business efficiency. He has no 
alternative. If he is not ever alert 
to effect economies, he will have a 
hard time keeping working capital 
at a point where it will cover his 
current obligations and his income 
tax payments. Remember, that the 
net profit shown on the profit and 
loss statement does not indicate 
the liquid funds available to meet 
your obligations. We have known 
cases where the net was substan- 
tial, but the working capital was 
way below par. 


When budgeting 

operations for 
a forthcoming year, it will be nec- 
essary to estimate the tax in order 
to pre-judge how profitable sales 
volume will be. Many taxpayers 
enter the tax when paid, quarterly 
or annually, as a charge against 
surplus or net worth, because the 
federal tax cannot be deducted 
from income on the tax return 
From the income tax standpoint 
this is proper, but from the stand- 
point of business analysis, it be- 
clouds perspective. The tax should 
be pro-rated currently to deter- 
mine spendable income for the 
period. If not pro-rated, it is im- 
possible to get the proper perspec- 
tive on current operations and it 
is preferable to analyze results 
monthly to supervise your business 
with maximum efficiency. Serious 
losses or irregularities may result 
if you depend upon semi-annual or 
annual checkovers to determine ths 
why of losses or gains, yet, many 
dealers cling to long-term analyses 
of profit and loss figures with an 


utter disregard for the const 
quences. 
The dealer is concerned, 
in the 


final analysis, with the spendable 
or pocket-profit, because that is 
what he can bank after the income 
tax is paid. Therefore, he should 
figure on that objective, no other 
when budgeting or analyzing the 
results of operations. If this figure 
is unsatisfactory, he must work 
from there and take corrective ac 
tion. Procedure will depend upon 
circumstances and differs with the 
business, hence, we cannot offer 
specific counsel or suggestions. Our 
purpose in this article is mainly to 
impress upon the reader the need 
for revising his viewpoint and 
method of handling tax expense 
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because, from now on, it will be 
a major outlay, and like the main 
gear in a machine, it will influence 
every element of operation 

Creditmen, in view of the heavy 
taxation that will bear down on 
businessmen for some time to come, 
have decided to revise their method 
of credit analysis. In the future, 
when granting credit, the credit- 
man and banker will consider the 
tax to be paid on business opera- 
tions, in order to determine the 
actual earning power of the credit- 
seeker’s business. This factor did 
not inject itself into credit analysis 
in pre-Pearl Harbor days. Inas- 
much as business specialists have 
now decided to consider high tax- 
ation a permanent fixed expense 
in business operation, the dealer 
should also get in line and appraise 
his credit-customer risks the same 
way 


In the days before 

Pearl Harbor 
if profits were limited, the dealer 
could increase prices, or sales vol- 
ume, but the progressive features 
written into income taxation to- 
day—and which will probably be 
more pronounced as time goes on 
minimizes the return on _ in- 
creased business. In fact, if the 
increased volume puts a dealer just 
above the borderline into a higher 
tax bracket, he may earn no more 
or even less than he did when 
prices or dollar volume was lower 
Then too, under price control and 
other restrictions, the dealer may 
find himself plagued with higher 
costs, higher taxes and the inability 
prices enough to cover 
these increases. Costs are sure to 
rise with increased taxation be- 
cause the toll finds its way indi- 
rectly into selling prices. Higher 
costs will bring demands for higher 
wages and this puts the “profit- 
Squeeze” on the dealer who must 
maintain prices at a specific level 
because the government wills it, or 

because of competitive factors 


to raise 


There are numerous 

ways for the 
dealer to keep an eye on tax ex- 
pense during the year, too many 
for us to discuss here. It may pay 
to bring in a tax counselor quar- 
terly instead of annually to get 
advice along these lines. Or, if his 
bookkeeper has a knowledge of tax 
to consult him frequently through- 
out the year about the tax trend 
in relation to his operations or t 
get advice from him before he takes 
certain action that may affect tax 
expense one way or another 
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In the past, almost all dealers 
have started grappling with the 
mathematics of a return around 
filing time. But when that date 
comes around, it is hardly likely 
that a dealer will remember all 
that happened during the prior 
taxable year and even if he does 
remember, there is nothing he can 
do about changing the record. The 
dealer should base his return on 
his records, and if he has not taken 
the proper precautions throughout 
the year to keep his tax expense at 
minimum, he will find himself short 
on “take-home” profit from now 
on. If a transaction has been han- 
dled a certain way, it must be so 
recorded; if certain obligations 
have not been settled, they cannot 
be deducted; if inventory has been 
figured too high, there is little the 
taxpayer can do about it when the 
year has passed into history. The 
way to effect maximum tax savings 
is to watch tax expense monthly 
along with other expenses 

Moreover, every transaction should 
be considered in relation to the tax 
For example, if a taxpayer owes 
$2,000 at the end of the year and 
files on a cash basis, he should 
figure how much tax he will save 
if he pays these bills at once in- 
stead of carrying them over to the 
next year. If he lacks the money 
to pay, he should figure out what 
it will cost him to borrow the 
money, compare this cost with the 
tax savings, and if it is profitable, 
borrow and pay the bills to get the 
tax deduction 


If the dealer 

contemplates an 
advertising campaign, he should 
deduct the tax from its cost to de- 
termine the net cost of the pub- 
licity to him. In some cases, this 
will enable him to increase his ad- 
vertising outlay over similar ex- 
penditures in lower-tax periods. If 
the cost of a contemplated adver- 
tising campaign is $1,000, and the 
tax is 20%, the advertising costs 
only $800. If he did not spend the 
money for advertising, he would 
have $1,000 more profit and $200 
more tax to pay, in which case, he 
could really spend $1,250 for adver- 
tising before the net outlay would 
be $1,000. This illustrates what we 
mean when we advise the reader 
to watch tax expense all year round 
in order to appraise its effect on 
all elements of operation. There are 
so many different ways in which 
the tax affects operations that we 
cannot cover them all in this lim- 

} 


ited space. But we can tell you 
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Turn to page 17, please 
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SELLING is a process of serving 





by It. S. Bandoli 


vice-president, distribution, 
Clary Multiplier Corporation 


OR MANY YEARS salesmen have 
F been trained to “talk buyer 
tell the prospect what 

him.” And for the 
same number of years the salesmen 
who have most conscientiously fol- 

dvice are the ones who 
d starring roles in their 
rganizations. 

Only recently has the full sig- 
nificance of this advice begun to be 
Whether we conscious- 
ly realize it or not, selling is a 
yrocess of serving. The recognition 
of the buyer benefit as something 

lt ile simply helps support 
this broader view 

Did } read Frank Bettger’s 
book, “How I Raised Myself from 
Success in Selling’? And 

you n't incidentally, you 
ul Mr. Bettger tells of 
turnil point in his selling life 
when hk told by an old hand, 

Find out hat people want—then 


benefits 


lowed tnil 
nave play 


respectl' 


understood 


Ip the ret it! 


Said in another way, 

“Mr. Sales- 
about yourself 
your sale—forget 
ibout your commission. Substitute 
your prospect. Let 
self think only about him 
ibout | roblems—about his de- 
more money, have 
nore leisure, or be a big shot. When 

key interest or desire, 

how hin yw your adding machine 
or carbon paper or 
better lighti will satisfy this de- 
ire Tr} the very soundest kind 


tnougnt oul 


ins ‘ . Leg 


Bell a process of serving 
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Recognition of buyer benefit is 
vital in making sale; interest in 


prospect’s needs must be sincere 


(First in a special series 

of feature articles on selling 
by outstanding men in 

the office machine field.) 


and he who serves best, sells most. 
Yet, I have known a few sales- 
men who actually believe that “sell- 
ing is the process of putting some- 
thing over on someone.” In fact, 
these men rely rather heavily upon 
a repertoire of cute devices of sub- 
terfuge, harmless trickery and in- 
nocuous deceit for their success in 
salesmaking. To them, selling is a 
mild form of “con” game. 
Actually, selling can be a profes- 
sion. By the same token, a sales- 
man can be a professional man. 
But a professional rating depends 


upon professional standards and 
right attitude is the foundation 
upon which these standards are 
built. 


The 1950 star 

of our selling or- 
ganization was called upon to tell 
about his success during a recent 
national sales convention. His se- 
cret is simple. He was refreshingly 
sincere in telling us, “Before I ap- 
proach a prospect, I always carry 
on a brief mental conversation with 
myself. It goes something like this: 
‘Hello! I like you. I’m here to help 
you. I want to find out how I can 
serve you. This puts me in the 
right frame of mind. I instinctively 
convey this attitude to my prospect 
Immediately, we meet on common 
ground his selfish interests. 
That’s the territory where sales are 
made.” 

Yes, selling is the process of serv- 
ing. 

I’m not suggesting to you that 
salesmen should figure out how to 
make more sales by being super- 
ficially interested in a prospect’s 
problems and selfish interests. No 

that’s hypocrisy. Who would 
expect to attain success by the de- 
liberate employment of insincerity? 
What I am proposing to you is that 
sales will increase substantially— 


inevitably—the moment a salesman 
starts giving expression to a strong 
basic urge that’s in all of us... the 
urge to help, serve, contribute, be 
worthwhile. 

Sure as the world, fully half of 
the selling men who are told that 
their success depends upon selfless 
service will refuse to believe it. 
They'll dismiss it as the most im- 
practical kind of theory. 

Another 35% or 40% will say in 
a fit of enthusiastic lip service, 
“There's the key I’ve been looking 
for—now I know how to increase 
my effectiveness.” But they'll soon 
return to their selfish pursuit of 
“Sales.” 

Another 10% or 15%—the men in 
whose hands the future of the sell- 
ing profession is being carried—will 
observe, “Now I know why I like 
being a salesman.” These are the 
men who as a group will continue 
to make 80% of all sales. 

And simply because they believe 
that “selling is serving” ... and 
accordingly keep their attentions 
focused on the key issue: Render- 
ing service. Their sales follow in- 
evitably, and abundantly. 





Watch Tax Expense 

(Continued from page 16) 

enough to give you an inkling of 
the procedure. Repairs and other 
outlays should be considered in the 
same light. Their cost will be re- 
duced by the amount of the tax. 
In the higher brackets, this saving 
may be substantial. 

Modernization cuts tax expense 
also. One cannot deduct this outlay 
as an expense. It’s an asset. But, 
the depreciation that may be taken 
on the investment is deductible, and 
so, the tax saving is affected indi- 
rectly. Replacements are in a sim- 
ilar category. If you have written 
off old equipment and replace it 
with new, you can start taking de- 
preciation again on the new units 
and effect a tax saving that reduces 
the investment. 

As we stated before, tax is now a 
permanent major expense. It will 
increase rather than decrease, and 
it must be kept in mind throughout 
the year. You must study and ana- 
lyze all operations in relation to the 
tax rates and regulations, not at 
filing time, but throughout the en- 
tire year, otherwise, you may earn 
little or no profit in the hectic 
period ahead regardless of how ef- 
ficiently you manage your business. 
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FOR AMERICA'S FUTURE 


let's rally to the cause of youth today 


T WAS MY PLEASURE to speak 
to a group of high school stu- 
dents at the Long Beach City Col- 
lege the other afternoon. They were 
a fine group of average American 
youngsters and displayed all the 
typical enthusiasm about the busi- 
ness world which they were soon 
to enter. The subject of my talk 
was display, and during the course 
of the afternoon I touched on sev- 
eral psychological aspects of my 
own business experience. I did this 
in the hope that somewhere in the 
crowd I might be able to find some- 
one to whom my words might be of 
encouragement and hope. 


To my utter amazement, 

instead 
of the 25 minutes I intended to 
use for this talk, I spoke for one 
hour and 45 minutes. I could not 
have done this if I had not held 
my audience. They would not even 
recess and that, for youngsters of 
high school age, is something un- 
usual. The reaction to the talk is 
still coming in and every day I 
hear comments from one source or 
another, in spite of the fact that 
I am not too good a public speaker 
and have had very little training 
along this line. “The best speech 
of the year” and “The sort of in- 
formation we need, but cannot get, 
from the business world” are two 
of the reports that came to me in 
the mail. 


Now I am sure 

of one thing. The 
favorable impression was not due 
to any extraordinary efforts or abil- 
ity on my part. There are thousands 
of individuals with far more talent 
than I have, who could have han- 
dled this subject in much better 
fashion. The enthusiasm, therefore, 
must have come from the subject 
rather than from the speaker. It 
just so happened that I had hit 
upon information for which the 
youngsters were hungry and which 
up to the time of my visit had been 
denied. With all the enthusiasm of 
youth, they were anxious to know 
what life held for them, what was 
expected of them, and eager to 
hear some practical things about 
this world of business to which they 
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Take time to give students practical demon- 


stration in democratic business principles 


were going to entrust their future. 
With all the frankness of youth 
they were ready for the great ex- 
periment and were ready and 
anxious to do a good job for the 
firm by whom they were employed 
Now I am sure that these young- 
sters were for the most part honest 
They were enthusiastic and would 
work hard for any employer who 
would be honest with them and 
treat them well. Many merchants 
are looking every day for just the 
traits possessed by these young 
people. They were lacking in only 
one desirable trait from the em- 
ployers’ standpoint—experience 


If we businessmen 

show only one 
half as much interest in our youth 
as the communist does in his youth, 
we should not have to worry about 
any isms flooding our beloved land 
If, however, we are going to ignore 
our young people and allow foreign 
concepts to creep in in our place, 
then we deserve what comes to 
pass. Of this I am sure, the com- 
munist is very interested in the 
youth of this country. He would 
like to teach them the misguided 
conception of “communistic joys?” 
We have got to make sure that our 
teachings and actions counteract 
and outweigh any evil that he can 
do. We must do our part to educate 
and guide our American youth in 
the glorious way of freedom. Not 
just lip service, but we must make 
our facilities available to them so 
that they may get that experience 
so much needed. We must give them 
all the information they need, and 
we must put ourselves out to do it 
By doing this, we will not only be 
doing ourselves and our business 
an inestimable favor, but we would 
be promoting the cause of free 
people by educating them into the 
joys of working under democratic 

rule in a free country 
In all too many cases, the old 
story of greed and lust for profit is 


by George LD. Taylor 


feature writer 


blinding our eyes to the fact that, 
if we do not take more interest in 
our youth, we may lose them. We 
must not fail to guide their steps 
and to show them that their efforts 
will not be in vain if they seek the 
right way of life and pursue it. If 
we do fail, their thoughts may be 
guided along lines diametrically 
opposed to our conception of free- 
dom and when the time comes for 
them to work in our stores and 
factories we shall find them of little 
use to our business. We must take 
time to reason with them. We must 
take time to give them a practical 
demonstration of the business prin- 
ciples that have made America 
great. We must not let them be- 
come engulfed by the magnitude 
of our city growth but each of us, 
in his own district, must take care 
of their needs. If we do not do 
this, if we are too busy trying to 
make money to accept the chal- 
lenge, then there is no one upon 
whom we can put the blame when 
things go wrong but ourselves. 


One of the most 

notable charac- 

teristics among many employees to- 
day is a seeming lack of interest in 
all that goes on around them. 
Truly, many of them come under 
the category of “counter jumpers” 
rather than salespeople. I often 
wonder if we as merchants are not 
in a great measure to blame for 
this indifference on their part. In 
some way we have failed to capture 
the imagination of these employees 
of ours and have failed to enthuse 
them in the work they are doing for 
us. They are listless because their 
work has become too monotonous. 
Turn to page 20, please 
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HOW to run a small business 


NOTE.—AIll of the ideas in these 
articles (a series of eight beginning 
issue) are practical and 
because they are based 
on Mr. Lasser’s long years of busi- 
perience. First as an ac- 
countant for over 500 firms and 
later as head of a Small Business 
Clinic, Mr. Lasser came to know all 
the problems from which small con- 
cerns suffer continuously because 
they can’t afford to consult experts. 
The U.S. Department of Commerce 
was so interested in the work Mr. 
Lasser did in his Small Business 
“linic, the first of its kind, that 
they published a report on his 
course. In “How to Run a Small 
Business,’ Mr. Lasser’s latest book 
which we have selected these 
are all the subjects treated 


with this 


- sh!) 
workable 


mess €1 


jrom 


articles 


in his course, plus much additional 
material 

If you would like to reduce your 
business risks and organize and 


maintain your business operations 
for greater profits, these articles are 
tailored for you 


custom 


IKE ALL GOOD selling, obtain- 
L ing a business loan requires a 
complete presentation of the prod- 
uct. In this case the product is you, 
your managerial ability, and your 
business. Banks, as well as other 
lenders, usually require applicants 
for business loans to be able to 
show 

Good personal character and re- 

liability 

Sound business ability 

Success in past business ventures 

or sufficient knowledge of busi- 

ness methods to give promise of 
iture success. 

Adequate investment on the part 

proprietors. 

teasonable need for the loan; 

reasonable probability of repay- 
ment on time and in full. 

Bankers expect you to give fac- 
tual information which may be 
evaluated and verified preliminary 


of the 


to making a loan. Most banks have 
application forms upon which the 
information may be listed. They 


vary somewhat from bank to bank. 


You will be able to comply with 
all requests for information if you 
organize your information and 
hinking along the lines outlined 
below 

What is the information required 
by banks? They usually seek the 
following 

How your business is organized 
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Before business loans can be given 


many vital statistics are necessary 


(corporation, partnership, or 
proprietorship). This makes a 
difference in the liability fea- 
ture. Lending institutions are 
not in complete agreement as 
to which form of organization 
they consider best. 

The nature of your business and 
when it was organized. Have 
there been any recent changes 
in your business name or na- 
ture of operations? 

Personal data concerning the 
principal owners. For example, 
the age and marital status of 
yourself and your partners or 
principal stockholders. Where 
do you have your personal bank 
accounts? In what business 
and civic organizations do you 
have memberships? Do you and 
your associates carry life insur- 
ance? In what amounts, and 
who are the beneficiaries? Is 
any life insurance carried by 
you or your associates for the 
benefit of the business? 

Business banking connections: 
Where does your business main- 
tain bank accounts? What is 
its bank indebtedness? Is there 
any indebtedness other than 
with bankers? If the business 
is organized as a partnership, 
do the partners have any con- 
tingent debts outstanding? 

How you propose to repay the 
loan and what its purpose is. 


In many ways 

the purpose of the 
loan is the most important feature 
of the loan application. The lender 
wants to be sure the loan will be 
used for a necessary business pur- 
pose. Your ability to establish that 
will be extremely helpful. To prove 
your business need for a loan, you 
should cover such points as the fol- 
lowing: 

Is it for a business operation of 
a  self-liquidating character? 
For example, is the loan needed 
to finance the purchases of 
merchandise which can be sold 
before the loan is due? 

Do you have orders for merchan- 
dise which will require addi- 
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tional working capital to manu- 
facture? 

Will the funds be used to pur- 
chase equipment having a gen- 
eral purpose or a specialized 
one? 

How did you arrive at the amount 
of the loan requested? Is it the 
minimum necessary for the in- 
tended purpose? 

Your bank will want to talk about 
your prospects. You want to be 
ready to— 

Give a brief account of the fu- 
ture of your business in terms 
of such questions as the prob- 
able demand for its product or 
services, and the presence, ab- 
sence, or prospects of competi- 
tion. 

Show what will be your probable 
future ability to obtain raw ma- 
terials or supplies of merchan- 
dise and what the costs will be. 

Show what you think future price 
levels will mean to the valua- 
tion of your present inventories. 

Point out any other items which 
will shed light upon your busi- 
ness. 

Your bank will, of course, ask you 
for a balance sheet. In it, you will 
list your business assets and liabili- 
ties as of some recent date—and 
for comparative purposes, the same 
information for the previous year. 
In doing that— 

Show proper reserves for depre- 

ciation. 

State how your inventories have 
been listed. Ordinarily they 
should be valued at cost or 
market, whichever is lower. 

Give the dollar amount of ac- 
counts considered past due or 
doubtful, or show an adequate 
reserve for bad debts. 

Your bank will also ask for a 


19 








summarized statement of last year’s 
sales, costs of doing business, and 
net profit before income taxes. At 
least one previous year must be 
shown for established business. If 
several years’ data are offered, it 
will be helpful. This should include 
information on how much you and 
your partners are drawing from the 
business, or how much dividends 
have been paid in recent years 

If yours is a new business, you 

will not have much of the foregoing 
information. What should you col- 
lect? 

Have some ideas about how you 
will use the financing to operate 
your business with success. 

Prove that you have built up a 
reputation for paying your ob- 
ligations when due. 

Show you have had adequate bus- 
iness experience in this or a 
Similar line of effort. 

Show you have sufficient financ- 
ing of your own to warrant a 
lender taking a reasonable risk 
in advancing part of your fi- 
nancial needs. 

Perhaps show you have on hand 
unfilled orders or business pros- 
pects of a character giving rea- 
son to believe that you can pro- 
duce sufficient income to repay 
the loan. 





For America’s Future 
(Continued from page 18) 
They have lost the enthusiasm of 
the school and college football 
game and have not been able to 
regain that same spirit of loyalty 
and devotion to their business life. 
Maybe we have assumed the role 
of dictator instead of leader, and by 
this emphasis we have estranged 
those whom for the sake of our 
business future we need to inspire. 
The fight is tough. The calls upon 
our personal resources sometimes 
seem to be more than we can face 
and yet we cannot afford to turn 
our backs on accumulating indif- 
ference and _ listlessness. Where 
would you find a better field to ac- 
complish a good start on this than 
in the schools. The students are 
eagerly waiting your message; they 
are eagerly waiting for directives. 
They want to hear what you have 
to tell them. They want to see what 
you have to show them. You have 
their attention, because they are 
depending on you. All it takes is 
some initiative on your part—an 
eagerness to serve, a desire to help 
build America and its youth for the 
years ahead so that this nation 
shall continue to lead in the fight 
for moral principle and integrity 
And how are we to keep these 
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ought to be. We have to teach the 
lesson of thrift, and show them 
become enthused at their work? that what little success we have had 
The answer is really quite simple, was started along this road in 
but it calls for action. Let us help which we saved part of what we 
them seek the truth and the truth earned and started our business. We 
shall make them free. Misconcep- have to show them that they too 
tion is one of the greatest deter- can do likewise, if they but make 
rents to enthusiastic approach to up their minds to get down to busi- 
any problem. We must understand ness. 

it in order to appreciate it. We must Let’s not forget our youth. Let’s 
appreciate it before we can become assist the schools in every way to 
very enthusiastic about it. How guide these young folk and to let 
many people have become listless them see that they too will become 
about their job with us because a vital part of this American way 
they fail to realize that the job is of life. Let us give them a practical 
their livelihood. They look upon it demonstration of the joys of the 
as a habit that has to be and fail American Way and they will follow 
to accept it as the challenge it that path to the end of their days. 


people on their toes? How are we 
to inspire them so that they will 





WHY advertise today? 
by Paul B. Buckwalter 


vice-president, 
National Blank Book Company 


OR THE THIRD time in about 35 years, American business men have 
found themselves in a war-time economy where they have been unable to 
off-r sufficient consumer goods to meet the demand. Should their advertis- 
ing be continued? 
Fortunately, we no longer need to theorize. The experience of World War 
I and II have given a definite answer to this question. 
There is no record of a company that has at the same time discontinued its 
advertising and still held its position of leadership in an industry. There 
are 227 companies, who today are spending over $100,000 a year in advertis- 
ing, who were not in business during the period of 1938 to 1940. These 
businesses were built with consistent advertising as a basic factor in their 
sales policy, during a period when products were by necessity scarce. After 
an advertising “vacation,” many times it costs a company more to re- 
establish itself than it would to establish an entirely new product by aggres- 
sive advertising. 
Those are different ways of saying “Jt Pays to Advertise It pays to have 
a quality product ... it pays to have adequate distribution . it pays to 
have good salesmen ... it pays to have aggressive dealers. Yes, and it pays to 
advertise. Advertising is just one factor in the balance mechanism that 
leads to a sale: product quality, distribution, advertising and selling 
For example, as a dealer, would you instruct your clerks to be any less sales- 
minded because they cannot always satisfy a customer’s requirement? Are 
you going to ask customers to forget about a product because you do not 
have it in stock? Are you going to take the sign down over your door or 
board up your windows, or stop answering the telephone? 
Certainly as a good businessman you are not going to do these things, be- 
cause you realize that good salesmanship—maintaining your contacts with 
your customers and keeping their goodwill—is more important now than 
ever before. The emphasis has been changed—but it still requires sales- 
manship. 
And that really is all that advertising is—salesmanship in print. Although 
capacity may be oversold, you can never oversell the product. You can 
always continue to sell the goodwill and the assurance of quality and service 
that make buyers seek out one dealer from many, and remember one brand 
beyond all others 
Your continued advertising as dealers, and ours as your supplier, will help 
you continue to make sales. 
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ADVERTISING under today’s business 


e > 
conditions 
ARS, RUMORS of wars, ma- 
W erin shortages, price in- 


creases, creeping inflation .. . all 
have helped to give you 
yes GIVE you, the largest mar- 
in recent years. This 


o! these 


gin ol profit 


condition is a matter requiring your 
immediate attention. It should be 
a signal factor in determining your 
net earnings at the end of the fiscal 
vears 1951 and 1952. 

Are your operating costs rising? 

What are you spending for all ad- 
vertisil nd trade promotion? 

Are you looking for new markets? 

Does y¢ inventory contain mer- 


chandise t still has to be sold? 
Do you now have an advertising 
budget al 1 monthly sales record? 


The monthly amounts 


budgeted 
or advertising should lead and 
should anticipate the monthly rec- 


chandise sold in former 
advertising must lead 
trends. A revision of 
plan is necessary if 
lowing or tagging along 
after the sales peak of the seasonal 
buying. People are “FUNNY.” They 
lo t things at the same 
times. Actually, we, the dealers, are 
fail to realize that 
the same things at 
each year. Bees 
hibernate. People 


you art 


f117 when we 
ru ny | Ih WE 


if Salmit ime 


warm Be 


As sot as we accept these pe- 

habits of beast and man as 
fact, then we can get along with 
ur story. Advertising at any time 
; what ‘‘we hope they 
vant to know about us and in a way 
they will like to hear it.” 

At times like these, we must pre- 
pare fo r and we should keep a 
f “know how” for getting 
back to normal days in the event of 
peace and it will come sooner 


4 lla» +} , 
Ciiili PULICI 


Here is a warning: 
The danger of 
rabbin ndfall profits and the 
li relaxing your adver- 
ther selling efforts are 
pitfalls that every one must avoid 


Duri ny periods of hard-to-get 
some companies have 
evised their advertising to hold 

This is the time to seek 


nercna 
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new markets and to extend your 

trading area. It is a time to sell 

the things you DO have. Stop sell- 
ing your company short. Tell the 
prospective customer about. the 
things you DO have in stock and 
tell how they will benefit him. 

Here are some advertising objec- 
tives for your consideration: 

1. Keep your store name alive in 

the mind of the customers. 

Keep your brands and services 

constantly alive in the conscious- 

ness of your customer. 

3. Write advertising to benefit the 
people. When advertising helps 
the people, it helps you. 

4. Let your advertising be honest 
in purpose, giving to your cus- 
tomers and the people in the 
trading area, useful and sensible 
information, always in good 
taste and ever timely with the 
season. Advertising purifies it- 
self. 

These are positive approaches to 
an improved and revitalized adver- 
tising program. 


i) 


Remember this, 

cutting down on 
advertising because of temporary 
material shortages or because of an 
oversold status is as unwise as rob- 
bing a young calf of its daily share 
of its mother’s milk. This amounts 
to coasting up on your reputation. 
Coasting is a pleasure that takes 
you “downhill” and coasting leaves 
you each time with a hill to climb. 
Likewise, it is easy to lose business. 
It is very hard to get it back. This 
is no time to take a vacation from 
advertising. An even flow of adver- 
tising presented by your selected 
media is far more effective than the 
sporadic attempts to splurge. Plow- 
ing your cash reserves back into 
advertising and promotional selling 
at some distant period of need is as 
unsound as the rabbit’s idea for 
beating the terrapin in that famous 
rabbit-terrapin derby, a story and 
a lesson for every advertising man 
to heed. 

At this point we can agree that 
today’s retailing conditions require 
a stepping up of your advertising 
efforts rather than a program of 
coasting or vacationing. 


by Allen &. Cammack 


Cammack Office Supply 
Burlington, N.C. 


Now let us think together for a 
few minutes about what to do with 
your advertising money and how to 
do it. Advertising’s real purpose is 
to make more friends for your com- 
pany. A physical extension of the 
trading area is but one part of our 
answer. There must be new mar- 
kets. Your store prestige should be 
strengthened. More people, old and 
young, must be taught to believe in 
you as a source of supply for things 
“business-like” that are of daily use 
in the home, school and office. 

More people, of all ages, must be 
shown the inside of your store, must 
be told about the business-like sup- 
plies and useful gadgets you have 
for sale that are equal to or better 
than the things they have been 
buying at the 5 and 10-cent store, 
or from sources other than station- 
ery stores. You must increase your 
STORE TRAFFIC. Advertising can 
do this. The plan is simple. Here it 
is. You must bring the people of 
all age groups into your store or 
you MUST TAKE YOUR STORE TO 
ALL THE PEOPLE. 

You are possibly overlooking the 
most enthusiastic customer you 
could ever hope to cultivate. Your 
store names, your advertising 
themes, the general store person- 
alities you have acquired, certainly 
indicate that you are overlooking a 
MILLION-DOLLAR MARKET. This 
market is present in every commu- 
nity and, in most instances, passing 
your door, while you blindly look on. 


I mean children, 
all ages, pre- 
school, six to 12, teenagers, college 
groups, young adults. What have 
you done to encourage these folks 
to like you and to want to buy 
things from you? 

This million-dollar market you 
are ignoring or neglecting is hun- 
gry for knowledge. Children want 
better school paper, better zipper 

(Turn to page 33, please) 
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the He - 


by Irving Settel, authority on retail advertising 


ECENTLY, THE MANAGER of a large retail 

store was asked to approve a series of news- 
paper layouts. Carefully, he examined the copy, 
the layouts and the illustrations of the cam- 
paign. Then he looked up at the advertising 
manager. 

“What guarantee,” he asked, “do I have that 
these ads will pull? How can I be sure that 
I’m not pouring money down a drain?” The 
advertising manager, a man well-seasoned in 
the art of promoting sales, smiled wryly and 
said, “There is no guarantee. I believe that 
these ads will do a good job. But you never 
can tell. There are too many factors involved.” 

The answer does not reflect upon the intelli- 
gence or experience of the advertising man. He 
gave the only possible answer under the cir- 
cumstances. Results can never be accurately 
predicted — available expert opinion is based 
purely upon the results of the past. Fickle mar- 
ket conditions make surety impossible. How- 
ever, certain methods have been devised which 
minimize the possibility of failure of adver- 
tisements. These important procedures come 
under the heading of testing 

Every office appliance retailer should test his 
advertisements to some degree. It eliminates 
haphazard guessing and gives him a sounder 
footing upon which to promote business. Test- 
ing, too, enables the merchant to get down to 
actual facts, not fiction, to current experiences 
not opinions. Testing will stop any advertising 
man whose pet ideas may be unknowingly hurt- 
ing your business. Testing keeps you in touch 
with advertising trends, with public attitudes, 
with the very pulse of your community. 


Any part of 
an advertisement can be tested. 
However, it is necessary to narrow your testing 
elements down to the most important. Conse- 
quently, we will discuss only those which directly 
affect a retail campaign 


1. Appeal and copy. This may include your 
headline, your body copy and your approach 
to the selling idea within the ad. Since there 
are many ways to sell your merchandise, it is 
profitable to determine which is the most effec- 
tive. Testing will tell 

How can we test appeal and copy? Simply by 
watching closely the results of your ads. Run a 
series of advertisements, same size, same news- 
paper, similar conditions wherever possible. Sell 
identical or closely related items. Use any one 
of a number of possible appeals: such as econ- 
omy, quality and durability. Change your copy 
and your headlines in each ad. Then, check your 
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10. How to test effectiveness of your ads 


results. The winner represents the best possible 
appeal and copy you can use. With this knowl- 
edge in hand, it is possible to get the most out 
of your advertising. 

2. Media. What type of media should you 
use to get the most out of your advertising 
dollar? Is radio better than newspapers? How 
about direct mail? If you cannot afford all 
three (the ideal way), which will achieve the 
best results? 

Again, testing will give you the answers. Plan 
a sale to be publicized in each of the available 
media. Here too, conditions must be as close 
as possible. Run the sale in the newspaper only. 
Check results. Run one with direct mail. Check 
results. Then repeat in reversed order. Again 
check your sales. Your results will tell you 
where to spend most of your advertising dollar. 


3. Newspaper Position. Within the newspaper 
itself, there are certain positions which will 
attain greater readability than others. Which 
of these positions is best for you? Will an ad 
on the sports page sell more unrelated items 
used by men? Will the women’s page attract 
more women? Is the right or left hand side of 
the page best? Is the front or rear section best 
for your business? 


If you are a good customer 

of your local news- 
paper, testing will be an easy job. Merely ar- 
range with your editor to have your ad placed 
in a different position every week. He may 
charge you a little extra for this privilege, but it 
will be well worth the expense. Your sales will 
reveal which position is doing the very best job 
for you. Generally, right hand sides of right 
pages are best for retailers’ ads. The outside 
of any page is usually better than the inside. 
Back pages are often preferred to center pages. 
However, these rules are flexible and frequently 
change with business conditions. 

Once you have determined which position is 
best for you, try to maintain your place. Not 
only will it attract the maximum amount of 
customers, but also readers will become accus- 
tomed to seeing your ad on that page. Eventu- 
ally, they will actually look for it. 


4. Seasonal Variation. What times of the 
year are best for advertising? Should one push 
seasonable items, which ordinarily sell very well 
anyway, during certain months? Is it possible 
to create sales of non-seasonable items when 
people do not ordinarily buy them? 

Very often, answers to these questions can be 
found in the individual retailer's experience. In 
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t is best to advertise items which normally It is well to remember that nothing in advertising or 


nost cases 


sell in season. A little extra sales promotion and vol- business is stagnant. There is constant change taking 
ume can be increased. However, this rule, too, varies place. These changes occur in public tastes, in trends, 
in individual cases even in advertising rules and ideas. Consequently, 

Certain items are salable the year around. For these, testing must be almost continuous so that your adver- 
testing over an entire annual period will tell you tising can adapt itself to these changes. There is one 


rule that will never change, however. Before spending 
advertising money on a large scale, always test on a 
small scale. 


is best to promote these sales. Be sure 
that conditions are similar every time you run the 
advertisement 


which season 
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attention to the message. Copy is simple, brief and r. Sen coach, thao enviten, a Goa Seaihdien 
striking. This type of ad produces sales complete fecilities in the city hie 
What do you need today? + Call RI 6.7171 
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MODEDL 
DisPli! 


RIM THE WINDOWS. Such is 

the commonplace directive which 
comes only too often from high 
places. If it was that easy to create 
sales, the merchant would be on 
easy street, for this commonplace 
procedure occurs every day in the 
business world and with no results 
As we stroll and browse around the 
different display windows in the 
modern metropolis, it is interesting 
to surmise which store is getting 
the most out of the effort placed on 
window arrangement. It would 
amaze us if we could discover the 
facts. We would discover that some 
stores are getting as low as 50% of 
the return to which they are en- 
titled. One of many reasons might 
be the cause of this loss 


Of course the skill 

of the trimmer 
has much to do with the physical 
aspect of the display, but even the 
most talented display artist in the 
world could not get 100% results 
unless the stage is set by wise store 
planning. For instance, there is 
danger in purchasing for price alone. 
If you have what the customer 
wants, at a price the customer wants 
to pay, you will do the business. If 
you do not provide in this manner, 
the struggle will always be uphill. 
The item you have may be fully 
worth the price you are asking for 
it, but if the customer does not want 
it, you are stuck with it and that is 
that. For example, you might buy 
office chairs at a price which would 
yield you a handsome profit, but if 
they don’t match the desks you have 
bought (also with an eye to profit) 
there will be no profit. That is be- 
cause the net will be consumed with 
the effort it takes to sell the un- 
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conducted by 


George I. Taylor 


P.O. Box 542, Long Beach, Calif. 


GETTING the most out of display 


Wise store planning must accompany 


time spent in setting up windows 


wanted item. If you have made se- 
lective purchases, however, the com- 
bination of matching desks and 
chairs will sell themselves either on 
the sales room floor or in the sales 
window. Yes indeed, customer de- 
mand, and the way you meet it, has 
a great deal to do with your store 
and window promotion 


Many merchants 


for years have 


labored under the impression that 
the way to dispose of those “stickers”’ 
is to continually show them in the 
display window. Nothing is further 
from the truth unless such items 
are priced at a ridiculous price. Un- 
wise retailers never stop to consider 
the unfavorable impression of their 
store created by the continual dis- 
play of these “lemons.” If you have 
smart things in your window, you 
will attract smart people—usually 
the ones with the cash. If you have 
the merchandise matching and at 
reasonable cost, people will wear 
a pathway to your door for the rea- 
son that you have the answer to 
their searching and that hunt ends 
in your store. Many times just 
the revelation in your show window 
makes the sale. The public is look- 
ing for smart merchandise, priced 
right. Why not let them get a good 
look at it by giving it eternal prom- 
inence in your show window? The 
turnover produced by this proce- 
dure will guarantee you profits you 
never dreamed of and with com- 
paratively little effort. 


Many merchants show their mer- 
chandise in the show window and 
fail to back it up with an interior 
display to add emphasis. This, of 
course, is not quite as important in 
a small store as it is in a large store. 
The small store is crowded for space 
and the large store faces the possi- 
bility that the window display will 
be forgotten as the customer 
browses among the thousands of 
items. However, large or small, ex- 
tra profits are earned by the display 
which is backed up by an interior 
trim. Repetition is one of the most 
effective sales mediums. This is true 
in advertising window and interior 
display. This type of store planning 
is all too often neglected with costly 
results to the concern 

Another important 

procedure 
which is almost entirely neglected 
by some of the smaller merchants, 
because of the “expense” involved, 
is the setting apart of the store as 
distinctive. By this, I mean a def- 
inite attempt to set your store apart 
from the common run by distinctive 
color or design. Spend a little money 
for paint once in a while and for 
some of those modern attributes 
which, when added to the perma- 
nent setup of your window displays, 
will make it “different.” If you can 
make your store front so attractive 
that its very nature conveys the 
message to the public of your exist- 
ence, and keeps customers continu- 
ally aware of it, you will add to your 
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cannot miss because, 

there will be worth- 

rs drawn in. Com- 

monplace display windows will not 

to be different, 

will pay off because of its 
imagination. 


while custome 


effort 


We could go on and on describing 
the things that have a material 
bearing on the success or failure of 
your window display efforts. Where 
there is failure in productivity from 
display, it is not always the fault of 
the trimmer although in many cases 


he gets the blame. In order to build 
sales for you, he must have a budget 
and the enthusiastic, wholehearted 
support of the management. If he 
does not receive this consideration, 
then the final results of his efforts 
will be reduced to your detriment. 





FOR YOUR COUNTRY 


the Fourth of July deserves promotion 


JULY 4 AHEAD of us it 

advisable to deter- 

t to exert some effort 
ommunistic influences 
beloved land. Our dis- 
can be used to this 
willing to make a 
week, or even for a 


ITH 

would 
mine if we 
in fightin 
flooding our 
play windo 
ena iI weé ire 


sacrince 


It should not be too difficult to 
work up patriotic and institu- 
tional window which will help focus 
the public! d on the joys of living 
in this lai the free. There are 
eas which will stamp us 

Americans in our 


numer‘ 
as reall 
community 
Of cou! the natural thing would 
iv he flag the center of the 
There is nothing as beau- 
tiful, or that will attract attention 
like the stars and stripes. 
Of course, if we are going to use it 
and we should) over 
necessary to make 
We will never 
the sacrifices be- 
us by our boys over- 
there should really be 
no hesitat about PROMOTING 
4MERICA and the things for which 
t stand 
The pre ration of 
‘consists of getting a 


In our Wl! 
July 4, it will be 
crinces. 


be able to match 


this window 
flag the size 

fairly cover the back 
of the window without dragging on 
the grou This flag should of 
potlessly clean and 
ssed just before being 
window. Never under 
use any mer- 
same window with 
desecration. Choose 
that will fit into the 
spirit f the occasion and lend 
nature of the dis- 
Bible, a copy of the 
copy of the Bill of 

tures of local boys in 
of the president of 

the U States, of Washington, 
y present-day leader 


any circumstances 


nanaise in tne 


tnemselve tne 
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ONE WAY TO HELP 
STRESS THE JOYS OF 
LIVING IN AMERICA 


These are the 
kind of props that will promote our 
country and in the humble opinion 


of the armed forces. 


of the writer every red-blooded 
American would do his part this 
year in selling the story of FREE 
AMERICA through the medium of 
his show window. This is a sacrifice 
every one of us can make and one 
upon which we should be more than 
willing to spend a little time and 
money, and donate some window 
space for that period of the year. 
One of the most attractive and 
talked-about windows I ever saw 
was an arrangement of the Ameri- 
can Flag (with its stars at the top 
and always to the left) plus a sign 
very beautiful conveying a Bible 
message. The flag was centered in 
the window on the background and 
the sign was placed on an easel in 
front of the flag worded as follows: 
“They shall beat their swords into 
ploughshares and their spears into 
pruning hooks, nation shall not war 
against nation, neither shall men 
learn war any more.” This might 
not be the most appropriate thing 
for this year although it could be 
an accessary to a patriotic window 
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display. The main thought this year 
should be “America First with the 
Four Freedoms.” The time for talk 
has passed. We need action and Mr. 
Merchant, here is a definite way in 
which you can show your love of 
country. 

Use your spotlight, remove all 
signs of merchandise, show Old 
Glory with pride and with the 
thought, “I am glad to give up my 
window space for several days in 
order that I may promote the way 
of life which will assure me the 
opportunity of continuing to live 
the FREEDOM WAY. I am glad to 
support the lads overseas by pro- 
moting the cause for which some of 
them are giving their lives by this 
small sacrifice.” 

Do not allow this article to mis- 
lead you into thinking that July 4 
is the only time of the year that 
you should donate window space to 
promoting your country. Every op- 
portunity should be used during 
these troubled times. You owe it not 
only to yourself, but to your future 
(if that means anything to you) to 
sell America and its freedoms to 
the citizens. 
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FOR COMMUNITY 


business become community conscious 


OMMUNITY GOOD WILL ranks 

right along with good merchan- 
dise and salesmanship for success- 
ful business. Turn friendly window 
eyes of your store toward your 
community, and they will turn eyes 
and feet toward your store. Help 
them to think of you and your busi- 
ness in connection with, or when 
they consider community events 
and activities, and they will natur- 
ally turn to you for their office ap- 
pliance needs. 


Even troublesome 

window cards 
announcing some event in the com- 
munity, can become valuable to 
everybody. An office appliances re- 
tailer can not afford to turn his 
back on them for his display win- 
dows. Nor can his business afford 
to let him permit the distributor 
of these to place one in his window 
and then ignore it completely. A 
window that has a card telling 
about an event several days or a 
week or more after it has come and 
gone, places a “stale” brand in the 
minds of the passing public on the 


‘store’s merchandise on display. An 


enterprising retailer used a promi- 
nent corner of his main window 
to tell the public of important hap- 
penings in the week’s or two weeks’ 
calendar. “Are You And Your Busi- 
ness Ready To Go To ?” was 
the promotional caption above the 
window card for the event. In front 
of this was a variety of items that 
will help the customer’s business 
to be “ready” for the community 
events. 


The local newspaper 

can be 
turned into valuable window ad- 
vertising, without having to pay ad- 
ditional display rates for more space 
in the paper. “HAVE YOU HEARD 
ABOUT THIS?” was placed at the 
top of a bulletin board type of 
card, with one arrow pointing 
toward the news clipping or picture 
from the latest issue of the paper, 
and with a second arrow pointing 
toward a special display of some of 
the store’s merchandise. The people 
who stopped to notice the impor- 
tant news, at the same time turned 
their attention to the merchandise 
display. One or two items of cur- 
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From window cards announcing local events 


shoppers turn to inspect dealer’s display 


rent local interest or state or na- 
tional interest were taken from 
the newspaper for this display win- 
dow promotion 

Anniversaries offer many sales 
opportunities for the retailer who 
will make these appreciated con- 
tacts. A list of birthday anniver- 
saries for boys and girls under 21 
living in the sales area of the store 
was prepared by a retailer with an 
eye to future, as well as present, 
business. Each week, he placed the 
names and dates of the boys and 
girls with anniversaries on his 
“Happy Birthday To You!” black- 
board in the window. A similar 
plan was followed for wedding an- 
niversaries for the married folk, 
especially among the customers or 
prospective customers of the store 
“Congratulations!” captioned the 
wedding anniversaries on the board 
for them. When people asked why 
their children or their wedding an- 
niversary was not included, the re- 
tailer obtained the important in- 
formation and assured them it 
would be sure to be there the next 
time. Anniversary remembrances 
were featured in the window in 
front of the two boards 


Another retailer 

was so proud of 

a local snapshot that he presented 
it in one of his display windows. 
So many people stopped to look at 
it that he launched into a “Best 
Local Snapshot Of The Week!”’ pro- 
motion. He offered an inexpensive 
prize as each week’s award, with a 
better prize for the best one for 
each quarter. A local photographer 
volunteered to co-operate by fur- 
nishing an enlargement for the 
best snapshot, so it would show up 
better in the window. A variety of 
subjects was emphasized for the 
pictures. This helped everybody in 
the community who helped with it. 
Local church people appreciate 
publicity given to the services, and 
everybody in the community is 
either included in church people 


by Leslie €. Punkin 


special correspondent 


or should be: A thoughtful retailer 
prepared a different window card 
for each month, which he placed 
in a prominent place in his display 
window each Friday through Sun- 
day. The general message to the 
public was “Attend Your Church 
This Week-End!” By changing it 
each month, the reminder was not 
just taken for granted and not no- 
ticed. He enjoyed increased busi- 
ness for his store from the local 
church people and from the good 
will of others 


Community drives 

should be given 
special recognition in the display 
window along with the presentation 
of the store’s merchandise. The 
uniform window card suggested to 
an alert retailer each time some 
original way he could call attention 
to the community-wide effort and 
link it up with a display of his 
store’s merchandise. He’ varied 
these so the public would not have 
a chance to say, “The usual an- 
nouncement!”’ 

During the football and basket- 
ball seasons of: the local high 
school, the athletic schedule and 
record of games offer another ef- 
fective community-conscious con- 
tact. The high school art and ath- 
letic departments will be glad to 
co-operate for this. One retailer 
had them prepare a wall chart of 
these each season, that could be 
seen easily by the passing public 
It was made to fit the side wall of 
his display window. As each game 
was played, he would place the 
score on the chart. The local peo- 
ple would consult his window to 
see how their team was doing this 
season. 

Friendly rivalry was stirred up in 
the local schools and in the rooms 
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f the school by another commu- 
i i retailer. He started by 
yresenting a small display of out- 
standing work by the pupils that 
yeneral interest. Only 
two or three were shown at a time, 
so the competition was keen and it 
ething to have work dis- 
played. He wisely let the teachers 

school people select the ones to 


be displayed. By limiting the dis- 
plays in size, only a small portion 
of the display window was used, 
with store merchandise presented 
on both sides of it. 

Another retailer sponsored a se- 
ries of window displays of products 
produced by local industrial plants. 
Where the size would permit, the 
product was presented in the win- 


dow. Where the size was too large, 
pictures and explanatory cards pre- 
pared by the industrial firm were 
used. Again, the industrial series 
occupied only a part of the display 
space, so store merchandise could 
be shown on both sides. The in- 
creased good will was made evident 
in the increased sales for the store 
during and following the series. 














SMITH-CORONA SKYWRITER PORTABLE GETS AN ASSIST FROM TWA IN PROMOTION 


SMART travel tie-up sells typewriters 


| Spm ACCOMPANYING photo- 
graph istrates the latest dis- 
play effort of L. C. Smith & Corona 
Typewrite! Inc., of Los Angeles, 


Calif Always on the alert for 
spread the tidings 
light-weight Smith- 
iter, the Los Angeles 
office enlisted the co-operation of 
the TWA at 6th and Olive Sts., Los 
Angeles. Between them, they plan- 
uted a very effective 
window display 


The Skywriter is the nine-pound 


hew way to 
about its new 


Corona typewr 


ned and exe 


baby of the Smith Corona family 
and obvi lends itself to travel. 
It is us¢e business and profes- 
sional people who travel by airline 
and railway. It fits nicely into a 


rief case and takes up little room 

to the standard port- 
points were emphasized 
the display. The 
was featured by 
which immedi- 
ately drew attention to that par- 

‘ular advantage of the Skywriter 
The similarity of names blended in 
erfect rmony with the scenic 


— 


very cleverly in 
weight advantage 


the ust f a scale 
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Skywriter theme emphasized with TWA 


help in Los Angeles window display 


sky background of the window. 
Always effective, bold cut-out let- 
ters were used on the background. 
They were painted white and blue 
to harmonize with the sky effect. A 
spotlight from above illuminated 
the letters to their point of most 
effectiveness. 

This perfect appeal to the air 
traveler was used in a large window 
on one of the most busy thorough- 
fares of the big city. Its effect was 
wide, in that thousands of perspec- 
tive customers viewed the display 
every day. The L. C. Smith & 
Corona Typewriters, Inc., firm of 
Los Angeles believes in effective 
display and is very active in at- 
tempting to have unusual windows 
at all times. 

This combined effort in Los 
Angeles is a perfect example of co- 
operative effort in display promo- 


tion. By way of reciprocity, no 
doubt the TWA will receive space 
at the L. C. Smith & Corona loca- 
tion at 533 S. Spring St., Los Angeles 
This co-operative procedure is one 
of the most effective for both cor- 
porations to get away from mon- 
otony in display. You too, Mr. 
Merchant, can find (if you will only 
look) many opportunities for sim- 
ilar displays of your own merchan- 
dise in your own town. 

Be on your toes. Keep an open 
mind ready to receive new ideas, 
co-operation from whatever source, 
and to pass out the same. It is by 
interested and eager sharing that 
the best results are obtainable. If 
you allow yourself to become too 
self-centered or indifferent, then 
no one will suffer except you, and 
your business will be the loser be- 
cause you did not care. 
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operations to sell current stocks 


PHILOSOPHY of service to 

customers was so tremendous- 
ly successful in a stationery and 
office furniture operation that, with- 
in a brief six-year period, space re- 
quirements dictated that Robert D 
Gibb merge the Gibb Office Supply 
Company with that of Association 
Stationers to form Gibb Associated 
Stationers, Inc., Seattle, Wash. The 
present operation, with warehous- 
ing handled through a_ second 
building, is set up to represent the 
ideal in display. An area approxi- 
mately 40 x 60 feet in diameter has 
been established in the basement 
to present office furniture in a set- 
ting to stimulate sales. 

In commenting on the current 
situation, Mr. Gibb says, “We are 
plagued with shortages. It is im- 
possible for us to obtain a wide 
range in steel and wooden office 
furniture. This factor is combined 
with financial caution on the part 
of business men. The combination 
of circumstances requires intensi- 
fied display and salesmanship to 
represent a sustained gross.” 


An example 

is that of an Alaskan 
business man who came to Seattle 
a few months ago. He had been re- 
ferred to the company by a former 
customer. When he entered, he ex- 
pressed interest in a desk displayed 
in the store window. Further ex- 
amination of styles and construc- 
tion in desks was indicated. In- 
ventory shortages presented such a 
limited variety that it was neces- 
sary to concentrate on the displayed 
desk in order to make the sale 
One and one-half days were re- 
quired to complete the sale with 
the customer “dickering’’ endlessly 
before ultimately making the pur- 
chase. He has now written the firm 
ordering a second desk, identical 
to the one purchased, shipped by 
the first boat. No suitable desk is 
available on the present-day mar- 
ket. An automatic sale has been 
converted into simply a _ prospect 
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Make it easy for customers to buy what you 


have to offer—play down scarce items 


who must be sold if the business is 
to be written. 

One answer to maintaining the 
desired gross in office furniture has 
been through increased sales in 
portable files, wastebaskets and 
other items which are readily avail- 
able. These are treated as impulse 
purchases with the entire furniture 
department set up for suggestive 
selling. 

It is believed that the merchan- 
dising methods employed by super- 
markets and drug stores hold many 
lessons of value. The use of related 
goods in display with basic furni- 
ture items stimulates impulse pur- 
chases. It is pointed out that ade- 
quate space is an essential part of 
this merchandising technique with 
wide aisles created to encourage 
customers to circulate among dis- 
played items. Customers moving 
from one section to another are re- 


age wae 





by Marie Grant 


special correspondent 


minded of items which they very 
probably would not have thought of 
otherwise. 

The question of credit is given 
particular concentration at this 
period. Statistically, the city of 
Seattle is second only to New York 
as the city with the smallest ratio 
between earnings and the actual 
cost of living. Bank statements 
confirm this fact. Commercial busi- 
nesses have, also, found it expedi- 
ent to increase inventories tu meet 
anticipated shortages. The net re- 
sult is that business generally is 
operating with a narrow margin 
Recognizing that an upsurge in bad 





A SETTING FOR SALES—Gibb Associated Stationers, Inc., 


presents office furniture in a setting to stimulate sales. Mer- 
chandising methods are told in the accompanying article. 
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‘ 


ebts i reflected in businesses 
Mr. Gibb is personally 


handlin ll credit 
A credit manager must be a top 
flight diplomat,” explains Mr. Gibb 


While sionally we'll have an 

we don’t mind losing, 

that i t the general rule. Peo- 

le most nphatically do not like 

fact that they owe 

yu money. To accomplish the feat 

if maki llections without los- 

tomer requires infinite 

tact The ideal, of course, is not 

to offe edit where there is a 

that happening. The 

number of slow accounts is limited 
with the hazard minimized.” 

Not onl} redit ratings, but in- 
lividual circumstances are consid- 
found that around 
March 1 r any heavy tax period, 
ood a nts among small busi- 


ness men will be slow paying. The 
expectation is made that this is a 
temporary situation which will rem- 
edy itself within 60 days. No ag- 
gressive action which might an- 
tagonize the customer is taken. 

Personal, across-the-table discus- 
sions, with each factor involved 
considered, is deemed the only 
practical way of handling the situa- 
tion. Sincerity is, on the whole, as- 
sured through a good credit rating. 
An understanding of the reasons 
for slow payment will generally 
clarify the situation and insure 
payment. 

A flexible program of credit also 
serves the firm well. A doctor open- 
ing offices in Seattle recently en- 
tered and determined his needs in 
office furniture. The proposed pur- 
chase was $800.00. The doctor ad- 
mitted quite frankly that he would 


find it inconvenient to make pay- 
ment on even a 90-day account. The 
question remained one of deter- 
mining his credit rating and then 
deciding whether or not the size 
of the purchase indicated a special 
financial arrangement. An excel- 
lent credit rating combined with 
his forthright attitude made Mr. 
Gibb feel that some arrangement 
should be made. A program was set 
up whereby the doctor paid 50% 
down; the balance in six months. 
A pliable, although cautious, outlook 
is serving the firm well. While re- 
maining economically sound, it is 
assisting the firm in sustaining its 
gross during a different pericx. 
“We expect business to be good 
in spite of shortages. With proper 
handling, we anticipate an ex- 
tremely healthy profit for the year 
1951,”" summarizes Mr. Gibb. 





WASHINGTON'S walnut tree draws 
interest at Ohio bank 


ERIOR of the Citizen’s 
Bank of Piqua, Ohio is 
historic beauty. The 
furniture inter paneling and in- 
terior trin re made from a vener- 
walnut tree which 
nce wi vned and prized by 
George Washington. The Bank 
Building & Equipment Corporation, 
St. Louis, handled the installation. 

Recently processed by the Hart- 

lustries of Piqua, this famous 
walnut tree produced approximately 
45,000 feet of handsomely figured 
veneers al umber that will ulti- 
nately grace the furniture and in- 
American homes, 
ffices, a ublic buildings. 


lim IN] 
Nati 


teriors Ol nany 


Hailed by lumbermen 
as one of 
he largest Inut trees obtained in 
many it towered 70 feet in 
the ail ‘rown spread greater 
than it eight. Its trunk measured 
0 inch diameter, exclusive of 
rk, al t five feet above the 


A spoke n for Hartzell Indus- 
the tree yielded 
15 logs tot r 3.700 log feet, which 
two large trailer- 

one railroad carload 

The ove ength of the trunk log 
l weight 10 tons. It 

6 log feet of lumber 

The der of the logs cut 
trunk and limbs 

10 tons. These logs 

into lumber and 

Valnut, being the per- 


tri reno? that 
LifS LC} Liat 
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ABOVE: George Washington's famous walnut tree which was recently 
cut down to provide top quality face veneers and valuable walnut 
lumber. BELOW: Counters and writing desk in the Citizen's National 
Bank, Piqua, Ohio, are richly paneled in walnut from the famous tree. 
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fect gunstock wood, has served 
America and its Allies in every war 
during and since the time of George 
Washington. 

For more than 300 years, accord- 
ing to its growth rings, this colossus 
of the wilderness stood in a huge 
timber tract in an area which later 
became part of the state of West 
Virginia. In Colonial times this 
tract was known as the “Pocatalico 
Survey,” of which George Washing- 
ton eventually became the sole 
owner. Both the vast land tract 
and the giant walnut tree are men- 


tioned in his diary 

Historians refer to this venerable 
walnut tree as a landmark in wil- 
derness where trails were poorly 
marked, if at all. It served as a 
guide for General Andrew Lewis 
and 1,100 
westward march in 1774 to defeat 
the Indians under Chief Cornstalk 
at Point Pleasant, W. Va. Daniel 
Boone and other explorers probably 
rested in its shade. Later, in the 
Civil War, it was a mute witness to 
the rout of Confederate troops, 
hotly pursued by Union troops ad- 


frontiersmen in their 





vancing to Scary, Charleston, and 


“Within sight of 
this spreading tree,” one historian 
says, “passed that daring pilot, 
Stepleton Wright, on his steamboat 
trip through the Confederate block- 
ade for which the city of Gallipolis, 
Ohio, later presented him a rifle.” 

This famous walnut tree had 
reached maturity many years be- 
fore it was harvested but neverthe- 
less had just begun to show its “de- 
clining years.’ It served well during 
its life and now will continue to 
render a great service for decades. 


Gauley Bridge. 





STRESS comfort in sales approach 


by Albert S. Keshen 


feature writer 


HE EASE and comfort afforded 

in office furniture custom-made 
to suit each individual customer's 
requirements is stressed by the 
Brenner Desk Company, 326-336 
Plane St., Newark, N. J. in its sell- 
ing approach. The company’s ad- 
vertising and verbal sales explana- 
tions continually mention that the 
products are designed and engi- 
neered for efficiency by eliminating 
fatigue and discomfort. 

“We operate on the 
principle that every person differs 
in physical proportions; rarely are 
two exactly alike,” said Joseph 
Brenner, head of the company. “So 
it’s up to us to make the cloth fit 
the individual by furnishing equip- 
ment which enables him to relax 
as well as work in surroundinzs 
which reflect beauty and style.” 


accepted 


In line with this 

procedure, the 
Brenner sales staff is instructed to 
make a detailed study of a client’s 
size and shape and working habits 
The salesmen introduce themselves 
as engineers in office equipment 
qualified to step up efficiency in 
office procedure along scientific 
lines. 

Before merchandise is mentioned, 
a preliminary study is made as fol- 
lows: first, posture of the back with 
a diagram of the person’s curvature, 
since the human spine varies. A 
pattern is made out and specifica- 
tions forwarded to the manufac- 
turer for an individually designed 
chair that will give the maximum 
comfort. Thus if a man has a heavy 
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Newark firm sells chairs by catering 


to desire for seated ease; special 


desk draws interest and publicity 
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The most comfortable Office Chair made! 


For twenty-seven years, the Brenner Desk 
Co. Showrooms have been known as the 
Center of Comfort . .. for office furniture! 
We have freed many businesses from the 
cost of inefficiency, caused by office fa- 
tigue and discomfort! Your visit to the 
Brenner Showrooms (che largest in the 
East) will reveal the most complete dis- 
plays of office furniture and equipment 

. designed for working ease and health- 
ful comfort! We have Rest-Flo chairs for 
every job, from president to secretary! 


| at the Brenner Desk Co. Showrooms | 























FREE 
PARKING 
ocross 
the 
street 


326.336 PLANE ST, NEWARK 


A TYPICAL ADVERTISEMENT FOR BRENNER DESK CO. 
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The remarkable Rest-Flo 
Executive Chair actually 
moulds itself to your body! 


@ Latex upholstery moulds itself 
to your own body! 

@ Easily adjustable seat, back 
and spring tension! 

@ Fixed-floating seat keeps your 
feet on the floor! 

@ Rest-Flo design harmonizes j 
with any office styling! 

@ See the Rest-Flo, on exhibit 

now ! 

















NO Body Strain 

NO Dangling Feet 

NO Hard Seat Edge 
NO Irritating Pressure 


MArket 3-549! 
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nuscula ondition in the dorsal 
egion he is advised to take a chair 
with a deep posture. 

Secondly, an analysis is made of 


the working office area for which 
the equipment is to be supplied 
d final step is to study 
and flow of the of- 
f sometimes spending 
half a day there to be certain that 
the major details are completely 


the movement 


With this information 
the Bren- 


ner salesmen are in a position to 
offer scientifically-planned advice 
to their clients, with the result that 
sales are transacted which might 
not have been completed otherwise 

To keep salesmen well-grounded 
in this procedure and hold an open 
forum on their experience for the 


benefit f all, sales meetings are 
held once week, sometimes in the 
morning in the evenings when 
a dinner is given. On these occa- 
sion the men may be given infor- 
mal lectures by Mr. Brenner, who 
holds a chiropractor’s license and 
practiced for a brief interval be- 
fore he decided that he liked the 
office furniture business better. This 
influenced him to apply 
the spinal study treatment to his 
present occupation 

The firm’s advertising campaign 
this appeal on com- 


fort. Space which is taken liberally 
in the daily newspapers is often 
headed We Make }, of Your Life 
More Comfortable.” Copy is illus- 
trated with a man seated in “the 


most comfortable office chair made” 
and the selling points built around 
the ease and relaxation afforded. 

When visitors are taken to the 
office furniture showroom upstairs 
they are first shown specially de- 
signed chairs and other fixtures in 
which the comfort element predom- 
inates. The caller is invited to sit 
down and lean back until his toes 
are on a level with his face. Im- 
pressed with these advantages the 
visitor asks questions and is in a 
favorable position to make a pur- 
chase. 

In the rear of the showroom is 
the wonder item of the house—a 
$7,000 desk equipped with electric 
shaver, refrigerator, built-in dicta- 
phone, clock, brandy glasses and 
other luxuries. Although sales of 
this expensive item are rarely made, 
it is a powerful showpiece which 
draws admiration and often leads 
a visitor to think that sometimes 
he is getting a bargain by purchas- 
ing a less costly desk for $200. 


Special brochures 
were printed 
with a description and picture of 
the desk and sent out to 10,000 ex- 
ecutives. Many of them came in to 
look it over and although no $7,000 
sale was consummated, nevertheless 
the visitors wandered about the 
premises and made purchases then, 

or at a later date. 

This special fixture also brought 
the company a lot of free publicity. 
High school teachers who heard 
about it brought their students 
down to look it over and a news- 


paper feature writer gave it a big 
play with pictures. The peak of the 
desk’s glory, however, came from a 
visit by Ole Olson of “Hellzapop- 
pin’” show fame. Olson quipped 
about the desk over the radio, at 
the same time giving the store a 
plug. He passed around plenty of 
pictures of himself at the desk and 
to cap the whole business put in 
his own order for a desk. 


Such enterprise 

is typical of 
Brenner's. The company was the 
first in the area to ship merchan- 
dise by air, using the facilities of 
Newark Airport. It also was the 
first in the industry thereabouts to 
sponsor athletic teams in local 
amateur leagues. Many of the 
youngsters who became professional 
businessmen years later responded 
to this support by purchasing office 
furniture and appliances from 
Brenner's. 

The business was established 28 
years ago by Mr. Brenner at the 
same location he is in now. The 
building occupies a 150-foot front 
and consists of two stories, street 
floor used for appliances and up- 
stairs for showrooms. In the rear 
is a 225-foot warehouse and repair 
shop. Across the street is an an- 
nex for used and reconditioned 
office furniture. 

Brenner’s has 30 employees of 
which about 10 are salesmen, head- 
ed by the son of the owner, Edward 
Brenner, a graduate of Cornell Uni- 
versity, where he obtained a degree 
in electrical engineering. 





INTERSTATE SECURITIES CO. SELECTS STEELCASE DESKS 


The home office of the Interstate 
Securities Co., Kansas City, Mo., 
has been furnished with Steel- 
case desks by the Kansas City 
dealer, Paul R. McCollem, Inc. In 
addition to the home office, Steel- 
case desks have been, and are 
being, installed in branches main- 
tained in the five states in which 
Interstate Securities Co. operates 
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GUNLOCKE CHAIRS BRING COMFORT TO BANKERS 





The president's office, Gunlocke - chair 
equipped, at the Idaho First National 
Bank of Boise, |\da. Comfort and elegance 
were achieved in the recent remodeling, 
sold and installed by Fisher's of Boise. 








se 











A place to work in comfort is this vice- 
president's office at the Idaho First Na- 
tional Bank, where Gunlocke chairs were 
used exclusively during a recent re- i - : 
modeling. : 


Fisher's, leading office equipment dealers 
of Boise, Ida., furnished Gunlocke chairs 
for this board of directors’ room and other 
installations of the Idaho First National 
Bank pictured on this page. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE . . . COUR- 
AGE CO-OPERATION 


GAIN FROM the armed serv- 
A ices we are honored by this 
stimulating award-winning con - 
tribution to our Mr. I. Will Pepper- 
Upper department. It comes from 
an advertising director of a large 

Texas office outfit- 
ting firm, who is 

@ now back again 
after service in 
World War II in 
the United States 
W.A.C. Here is the 
prize-winning en- 
try: 

A youthful figure is something you 
get when you ask a woman her 












I-D-E-A E-X-C-H-A-N-G-E 
Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 





ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU Always men- 
tion number, and 
co-ordinator 
f this page, Care of Shaw and Bor- 
30x 2153, Spokane 2, Wash 
Use tl ume address in sending 
ights for our Mr. I. Will 
r and Terse Trailer De- 
BUSINESS BUILD- 


aaare 


Pepper-Uppe 


Ask immediately for the IDEA OF 
THE MONTH winner on our IDEA- 
HIT-PARADE No. 7.1. It is from a 
Massachusetts stationer, who has 
captioned it: “Let’s take the waste- 
motio1 it of PROMOTION!” Send 
for it but sure to send your IDEA 

! yment 
Ask ji ediately for No. 7.2 from 
Ol tationer and printer, who 
OFFICE APPLIANCES, July, 
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titled his submission: “Gearing our 
Sales Staff with Inspirations to al- 
ways display right Appearances.” 

Ask immediately for No. 7.3 pre- 
sented through the courtesy of a 
Florida owner of a typewriter and 
office equipment house, and he calls 
this offering: “Debunking this AP- 
POINTMENT scheduling for SALES 
routine.” In this he has some new 
Slants on the ever-doing—the un- 
der-doing—and the RIGHT-DOING 
of this important technique, based 
on his years of experience. 

Ask immediately for No. 7.4—this 
from an executive of a foremost 
pencil factory, who asked that we 
do not place his entry in compe- 
tition, but use it for the good of 
the trade... . And so we are doing 
just that ... We suggest that all of 
you fellow stationers send for this 
BUSINESS BUILDER No. 7.4, which 
is modestly headlined: PENCIL 
POINTERS :—and is a real treatise 
on selling not only pencils, but 


every related item in our vast store- 
house of business tools. 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
—there’s a prize for each one used 

and this month there is a 

TRIPLE-TIE .. . here they are, all 
tripled-tied-up-FOR-YOU: —“FOR- 
MULAS AS REFERENCES MAY BE 
AS FATAL AS ROAD MAPS.” 

“SUGGEST RELATED OFFICE 
ITEMS AND BE SPECIFIC!” 

“NEVER TRUST A PERSON WHO 
MENTIONS REPEATEDLY HIS 
VIRTUE!” 


It, 38, 3B, 3B 


Office-efficiently yours! 
RALPH B. ORTEL 





Advertising 


(continued from page 21 


notebooks, poster making supplies, 
paints, inks, brushes, pens, paper 
fasteners, file boxes and ruled index 
cards, A-Z guides, scrap books and 
scrap book materials for making 
term papers, typing paper, ribbons, 
carbon adhesives, all kinds of rec- 
ord keeping supplies, gift items, 
Bibles, dictionaries, social stationery 
and greeting cards. Do you carry 
any of this stock in your store? 
How about plowing some of your 
profit into an advertising program 
that will attract and please chil- 
dren? Today’s young folks are to- 
morrow’s buyers of business sup- 
plies. 


Now let us talk 
TURKEY for a 

few moments. Analyze your store 
personality, your attitudes toward 
this young “million-dollar market.” 
You must realize where you are be- 
fore you can start in the right di- 
rection. Here are the printed words 
on our store fronts. These are as 
labels on a package, describing the 
contents. Listen, read the follow- 
ing: 

Commercial stationers 

Office outfitters 

Office suppliers 

Office equipment 

Business equipment 

Business machines 

Printers 

Book & stationery store 

Office aids for every trade 


Everything for the office 

Gifts, social stationery 

Greeting cards, art supplies. 

How many of you would dare 
paint upon your window these 
words: 

School Supplies — School Things 
for Girls and Boys 

Children are Welcome 

Bubble Gum Free on Saturdays. 

Free Instructions in Scrapbook 
Making 

Children are invited to go behind 
the counters and to open the boxes 
and look at things. 

Childten, “Be Business-like” 

“Welcome.” 


We are doing these 
things and 
our store traffic has increased more 
than 300% in two years. 

I like Paul Burbank’s famous 
quotation: “Small things have no 
magic to move men’s minds.” This 
potential MILLION-DOLLAR mar- 
ket, these children of today, are 
now the customers of someone. 
When they grow into businessmen 
and women, home owners, and fam- 
ily groups, they will naturally follow 
the buying habit learned in child- 
hood. If they are buying from you 
then you really have some loyal 
friends and frequent customers who 
will be with you a long, long time. 
The secret password that opens the 
door to this million-dollar market 
in today’s retailing world is simply 
this: Friendship—Spelled 

F-R-I-E-N-D-S-H-I-P. 
Ten Letters—A Magic Word. 
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Editorial 





OA 
Tools of War, and Our Industry 


@@ DEALERS IN THIS INDUSTRY have a 
vital concern in the availability of merchandise. 
They can take heart in the efforts made to gain 
recognition — which means the raw materials 
for manufacture—at a time when pens, or cal- 
culating machines, go to war, or defense. 

“Tools Alone Can Win Our Battle Against 
Time.” 

This challenging headline appeared on an ad- 
vertisement authored by the Office Equipment 
Manufacturers Institute, Washington, D.C., in 
the New York Times during the recent National 
Office Management Association convention in 
New York City. 

In this advertisement a plea for steel needed 
to build office machines, as well as guns, was 
made: 

“Only tools can give production the high- 
octane boost we needed. 

“For nearly eight million clerical workers who 
man the offices of America, management tools 
provide this boost. Office machines, business 
equipment and forms enable them to do their 
work two to 30 times faster. 

“But every time you notch up the sights on 
plant production, the job of guiding production 
goes up too. Not a wheel of production can turn 
until the machines and tools of the office go 
to work. 

“Yet vital as they are, office machines and 
business equipment take only one-third of 1% 
of the country’s steel—and this despite the fact 
that one out of eight of the nation’s workers 
rely on them to get more done in less time. 

“Tools alone can mobilize America’s produc- 
tive strength. And the growing volume of paper- 
work involved requires an ever-increasing use of 
office machines and business equipment—if we 
are to win our battle against time.” 

John S. Coleman, president of Burroughs 
Adding Machine Company, declares: “Since 
Burroughs machines are productive tools for the 
office, we cannot escape the conclusion that they 
are sorely needed to meet defense production 
objectives and, at the same time, maintain a 
healthy civilian economy, capable of paying the 
exorbitant cost of mobilization.” 

The fountain pen and mechanical pen indus- 
try has asked Washington to consider the im- 
portance of the industry as a whole during the 
national emergency. The advisory committee 
appointed by NPA to represent the entire in- 
dustry has set forth some compelling reasons 
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why materials should be alloted for writing 
equipment, including: 

“Mechanical writing instruments are among 
the most frequently used and essential imple- 
ments in all processes of modern civilization, 
both in wartime and peace.”’ 

“The use of fountain pens, ball point pens 
and mechanical pencils by the armed forces is 
as widespread and as essential in combat for the 
preparation and transmission of combat plans, 
orders, and other communications .. .” 

“Tn an emergency period the use of writing 
instruments increases rather than diminishes 


And so this industry wants to co-operate with 
the Government in a period of emergency but 
asks for the recognition which it rightfully 
needs. 





Facts by themselves can sometimes be very 
misleading. I have known people who have had 
the data of their subjects completely at their fin- 
ger tips give a less intelligent opinion and judg- 
ment of that subject than one with a limited 


knowledge but truer insight. 
Maurice C. Moore 


Teething Ring Outlook 


@@ EMPLOYEES OF THE Pittsburgh Plate 
Glass Company have a company publication 
called Pittsburgh People. On the back cover of 
a recent issue was a pensive baby saying: ‘“‘Wish 
I could vote! Even at my tender age I can ap- 
preciate how fortunate I was to be born in pro- 
gressive, powerful U.S.A. 

“But (and here’s food for thought by the 
oldsters) there are a few things about the way 
you older (and supposedly smarter) folks are 
running the country that make me spitting 
mad. 

“The way you are letting the Government 
spend money, for instance. Take the 1950 U.S. 
budget: Income, 37 billions; expenditures, 40 
billions. If you don’t think that ties a millstone 
around my future, you’re crazy. 

“How long could my Pop keep buying me oat- 
meal and strained spinach if he made $60 a 
week and spent $70? 

“You older folks are kicking about taxes. What 
do you think my taxes are going to be when I’m 
your age? 

“.. . You will have me so saddled with debt 
that most of my life will be spent trying to pay 
it off...” 

That’s a teething ring outlook on life with 
Uncle Sam. Want to make something of it? 
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Clerks Are Vending Machines 

&& THIS MODERN SALES age puts clerks in 

the category of vending machines. An automatic 
with the help of a phonograph 

even be made to say, “Thank you.” 


evict ould, 


record 


As John W. McPherrin points out in the 
American Druggist, a clerk is an unimpressive 
person who stands behind the counter, hands 
over the goods, makes change and sometimes 
says, “Thank you.’ 


Thus, this industry as well as others is pri- 
marily concerned today with developing sales 
people who act for the good of customers and 
share their knowledge of merchandise. 

There’s a great opportunity in the retail busi- 
ness for those who can help the public buy in- 
teresting, salable items. 

A clerk doesn’t suggest. Like the vending ma- 
chine, he merely mechanizes a transaction. The 
element of “thinking” is eliminated. A sales- 


Here and There 


IT’S THE BERRIES HOW AN 
ALLERGY GETS COLLEAGUE 


We fee y for people with allergies, 
especially those that make them shy away 
from such essentials as work or new ideas 

But our sympathy reached 

e other day when one of 

revealed that his No. | 

trawberries, the mere sight 
of the fruit sing his skin to corrode 

Heaven forbid! Strawberries are such a 
We recall that an old 
ndiar yend says the Mighty One cre- 


toothsome norse!l 


ated the first strawberries to tempt an 


ndiar nsel running away from her 


husband rT } quarrel 

To cause the wife with the slow burn 

stop and pluck the fruit it was neces- 
sary for the Mighty One to gather sweet 
nist from the mountains, color from the 
redbird honey from the bee, bright 
speck from the trout and beauty from 
th ‘ 

With h morsels in her path the 


i her flight—back home to 


mother, we presume—and there was a 


But eague? He just keeps on 
illergy is the berries but he 





NORMAN GINSBURG AWARDED 
BRONZE STAR DECORATION 
Nor sinsburg of Joseph Ginsburg, 
f the Office Furniture As- 
at f Chicago, was recently awarded 
the Bronze Star medal ‘for exemplary con- 
duct in the ground combat against the 
juring the Rome-Arno cam- 


paigr the Mediterranean Theatre of 


n was for service while 


180th Infantry Regiment, 





LEO H. WITTGEN AGAIN NAMED 
ad BOARD OF PUBLIC WELFARE 


tgen, member of the firm of 


eld, stationery and office 
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man is more than a mere vending machine. 





appliance dealers of Evansville, Ind., has 
been named to a fourth term on the Van- 
derburgh County Board of Public Welfare. 

Mr. Wittgen, who has served as presi- 
dent of the board since 1945, was reap- 
pointed by Judge Ollie C. Reeves of the 
Vanderburgh County Circuit Court. His 
current appointment expired May 31 and 
the new term will run from June 1 to May 
31, 1955. Mr. 
member of the Evansville Kiwanis Club and 


Wittgen is a prominent 


is active in civic affairs of Evansville.— 
WBC 





WIFE OF HIGGINS SALESMAN 
WINS OAKMONT GOLF AGAIN 


The golfing in the family of Jim Mont- 
gomery, salesman for Higgins Ink Company 
in the western states, is done primarily by 
his wife, Rose 

“The gal’s a golfer—and from way 
back,’’ commented a Pacific Coast sports 
columnist after she won the Oakmont 
women’s club championship, repeating her 
triumph of 1947. 

Rose Montgomery is prominent among 
the western golfers, having won the Ore- 


gon Coast championship four times, like- 
wise four times the Oregon State honors 
before moving to California. The Mont- 
gomerys live in Glendale. 

In her recent victory, Mrs. Montgomery 
defeated last year’s women champ of the 
San Fernando Valley C. C., Glenda Boller. 





L. C. STOWELL PRESENTED 
ITHACA COLLEGE DEGREE 


L. C. Stowell, president of Underwood 
Corporation, received the honorary degree 
of Doctor of Laws from Dr. Leonard B. Job 
(left), president of Ithaca College, at the 
school’s Mid-Century Convocation cere- 
monies in May. 

Shown with Dr. Job and Mr. Stowell are 
the Honorable Justin Miller, chairman of 
the board of directors and general coun- 
sel, National Association of Radio and 
Television Broadcasters, and James A. 
Farley, chairman of the board, Coca-Cola 
Export Company. 

Judge Miller and Mr. Farley also re- 
ceived degrees and participated with Mr. 
Stowell and others in a Town Hall panel 
discussion on the theme, ‘Reaching the 
Minds and Hearts of Men Through Busi- 
ness. 





L. C. STOWELL OF UNDERWOOD RECEIVES AN HONORARY DEGREE 
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SCENE AT NOMA ANNUAL BANQUET AT HOTEL COMMODORE, NEW YORK CITY, MAY 22, 1951 


NEW YORK IS SCENE OF NOMA‘’S 
32ND INTERNATIONAL CONFERENCE 


“Office Operation for Maximum Defense 
Effort” Proves Theme; Elect Brecht 
New President; Many See Exhibits 


HARACTERIZED as the biggest event in the organ- 

ization’s history, the thirty-second annual inter- 
national conference and office machinery and equip- 
ment exposition of the National Office Management 
Association were held in New York City May 20-23. 

The exposition—NOMA’s all purpose business show 
attracted around 30,000 visitors concurrently at the 
71st Infantry Regiment Armory, a few blocks from the 
Commodore Hotel, scene of the conference. 

Both the NOMA sessions and the exhibits placed 
emphasis on the office executive’s function in the in- 
ternational emergency and pointed up NOMA’s in- 
sistence that the tools of the office are essential, along 
with the tools of war, and that the industry should 
not be hamstrung in production 

Eighty manufacturers and distributors of office ma- 
chines, furniture and equipment transformed the an- 
cient armory drill floor into a giant salesroom. 

Registration Opened on Sunday, May 21, but many 
leaders of NOMA had “dates” for the honorary coun- 
cil meeting and luncheon, the school for chapter sec- 
retaries and officers, the tea for NOMA women, the 
reception for registrants and their wives and the chap- 
ter presidents’ dinner. 


The first general session 

was called to order at 
10 am. Monday with Horace J. Brogley of Johnson and 
Johnson, New Brunswick, N. J., chairman. Charles B. 
Haverin of the Metropolitan Life Insurance Company, 
New York City and president of the New York Chap- 
ter of NOMA (OEA), presented the chapter welcome. 
Response was made by W. M. Bennett, retiring as in- 
international president of NOMA. 

Speaking before more than 1,500 members attending 
this session, Sen. Karl E. Mundt (Rep.-S. D.) charac- 
terized the “collapse of free enterprise in Great Brit- 
ain” as the “greatest public calamity since the end of 
the war.” 
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Terming Government entrance into the fields of 
agriculture, medicine, housing and insurance as a 
violation of free enterprise, Sen. Mundt urged Ameri- 
can and Canadian delegates at the conference to begin 
to take back this right of business from Government 

“T appeal to you to start pulling back the power,” 
he said. “We're reaching the place now where so 
many politicians are muddling around in so many 
economic enterprises that we face certain and definite 
insolvency and inefficiency and confusion.” 


At the annual business meeting 

following this ad- 
dress, Dr. R. P. Brecht, chairman of the department of 
geography and industry at the University of Penn- 
sylvania, was elected 1951-52 president of NOMA. He 
replaces W. M. Bennett, controller of the Inland Con- 
tainer Corporation, Indianapolis, Ind., who was voted 
a member of the association’s board of directors. 

Other new officers are as follows: J. B. Andrews, 
office manager, Carnation Co., Seattle, Wash., first vice- 
president; F. G. MaclIlroy, Pacific Coast district man- 
ager, Commercial Controls Corp., San Francisco, Calif., 
F. L. Haskell, office manager and assistant treasurer, 
Wallace Barnes Division, Associated Spring Corp., Bris- 
tol, Conn., and A. G. DeVaughn, Retail Credit Co., 
Atlanta, Ga., vice-presidents 

Site of the 1952 convention was announced as San 
Francisco, Calif., and the dates will be May 18-21. 

Many top speakers addressed sessions of NOMA in- 
cluding Dr. Dwight W. Davis, management consultant 
of Kansas City, Mo. He declared that “conservation 
of desirable human relations in the office is one of 
our greatest contemporary challenges.” He predicted 
that the day would come when every business concern 
had one or more staff analyists whose job would be 
to “help people help themselves.” 

Informative addresses were given by Dr. Lillian M 
Gilbreth, Gilbreth, Inc., Montclair, N. J.; Dr. Alfred J 
Cardall, Cardall Associates, Philadelphia, Pa.; Allan 
H. Mogensen, Work Simplication Conferences, New 
York, N. Y.; Lee S. Whitson, University of Minnesota, 
Minneapolis, Minn.; and John N. Given, Los Angeles 
Metropolitan Junior College, Los Angeles, Calif. 

Principal speaker at the annual banquet on Tues- 
day evening was Horace I. Seeley of Carolina Power 
& Light Company, Raleigh, N. C., using as his topic, 
“When Fond Recollection Presents Them to View.” The 
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EXHIBITORS AT NOMA EXPOSITION 


e 


Addressograph-Multi- 
graph. 

Art Metal Const. Co. 
Acme Visible Records 
Banker Box Co. 


Burroughs Adding Ma- 


chine Co. 

A. B. Dick Co. 
Dictaphone Corp. 
Ditto, Inc. 


Friden Calculating Ma- 


chine Co. 


General Fireproofing Co. 
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15. 
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17. 
18. 


19 


The Gobe-Wernicke Co. 
International Business 
Machines Co. 

The McBee Co. 
Macey-Fowler Co. 
Monroe Calculating Ma- 
chine Co. 

National Cash Register 
Co. 

Pitney-Bowes Co. 
Underwood Corp. 
Victor Adding Machine 
Co. 
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MORE NOMA EXHIBITORS 


1. Clemco Desk Mfg. Co. 5. Simplex Time Recorder. 
2. Thomas A. Edison, Inc. 6. Standard Register Co. 

3. The Esterbrook Pen Co. 7. Yawman and Erbe Manu- 
4. The Haloid Co. facturing Co. 





Chapter—‘“A Look in the Mirror’—was the main event 
of the Wednesday sessions concluded by the annual 
luncheon. 

A. G. Spangler, director of field services, character- 
ized the convention and the exposition as one that 
was exceptional both by “quantity and quality” of 
program and display. He presided at an informal 
meeting of some of the manufacturers and trade jour- 
nal representatives at the Commodore Hotel on Mon- 
day noon. 

Attendance at the exposition during the first hour 
Monday broke all “first hour” records of NOMA to-date, 
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NAME “MISS DICTAPHONE’—Miss Amanda Judd, Flushing, N. Y., 
was crowned “Miss Dictaphone of 1951” in winning out over 420 
secretaries in a three-day transcribing contest sponsored by Dicta- 
phone Corp. during the recent NOMA Exposition. Shown are the 
winners and judges. BOTTOM ROW—Mrs. Evelyn Wright, runner-up; 
Miss Helen Young, third place; C. K. Woodbridge, president, Dicta- 
phone Corp; Miss Judd, the winner; and Mrs. Mary A. English; TOP 
ROW—W. Leonardson, NOMA Area 13 director; W. M. Bennett, re- 
tiring NOMA president; H. B. Harrison, New York chapter executive 
vice-president; C. D. Haverin, New York chapter president, and H. J. 
Brogley, chairman of national conference and exhibits committee. 


than 2,000 persons passing the check point. 
executives of concerns displaying products 
at the exposition were present to greet visitors and 
they were quoted freely in the New York press. 
Commenting on the exposition, John S. Coleman, 
ff Burroughs Adding Machine Company, said 
that it takes on added significance this year in view 
of the growing need for “machine tools” to handle 
the mounting office work load. The need of equipment 


president 


was clearly expressed in the first three months of 
1951, when Burrough’s orders were 22 per cent above 
the final 1950 quarter, he said 

The $75,000,000 calculating machine industry is con- 
tinuing expand despite material and manpower 
shortags iccording to Edgar B. Jessup, president of 
Marchant Calculating Machine Company, an attend- 
ant at the show 

Addressing reporters at the Bankers Club, Mr. Jes- 


the job of locating scarce materials costs 


sup said 


1. John A. Saunders, Clarence W. 
Straube! and Larry Miller, all Gen- 
eral Fireproofing Co. 

2. Norman J. Collister, Collister Corp., 
New York, N. Y.; Walter J. Niles 
and James J. McKeon of Sound- 
Scriber Corp 

3. Harry A. Schwarz and George 
Herrmann of Master Addresser Co. 

4. Joseph Quinn, Gladys Wirtenburg, 
Horry C. Anderson and William 
Dougherty, oll H. C. Anderson 
Mimeograph Corp., New York, N. Y. 

Editor's Note—Although of poor qual- 

ity, these prints are used to illustrate 

why a number of NOMA convention 
pictures do not appear. A mechanical 
fault of the camera prevents complete 
coverage. To those who are disap- 
pointed, ovr apologies and regrets 
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as much as the materials themselves. He reported a 
60-day backlog on orders compared with the 30-day 
backlog in normal times. Companies using calculating 
machines are seeking to obtain a sufficient supply to 
tide them over the present emergency. 

The product exhibit proved to be a complete sellout 
in space with around 80 companies participating. Co- 
operating with NOMA were the Office Equipment Man- 
ufacturers Institute, the Wood Office Furniture Insti- 
tute and the metal business equipment industry. 





THE EXHIBITS 

Acme Visible Records, Inc., Crozet, Va.—A complete variety of visible 
record devices on display included visible card cabinets, book units, Flexo- 
ne reference equipment. Special emphasis was given the new Acme 
Jealer display counter.. W. M. St. John, vice-president and eastern divi- 
on manager, and W. G. Cassady, exhibit manager, were in charge of 
the booth. 

Addressograph-Multigraph Corp., Cleveland 17, Ohio.—Among the Ad- 
ressograph equipment on display was the new line of punched hole ac 


ting equipment as well as standard products demonstrated in new 

ses. Several new Multigraph developments were demonstrated, showing 
w duplicating equipment now being utilized to speed up paperwork 
procedures. In attendance were J. B. Ward, vice-president and generai 
manager: H. L. Metz, advertising manager: B. L. Meyers, W. H. Wilson, 
W. H. Cool and H. K. McCracken, all sales managers; and H. C. Avery, 
New York branch manager, assisted by members of thee’'New York staff. 


Alma Desk Co., High Point, N. C.—On exhibit were models 1663-F, 1658-C 

snd 1621-TS stands from the Standardizer series, finished in Softone oak. 
harles E. Hayworth, Mr M. H. Barthmaier and Joseph Wallace were 
attendance 

Anderson, H. C., Mimeograph Corp., New York 13, N. Y.—Products on 
play were Mim-E-O stencil files, the Staplex automatic stapling machine 

seneral Binding’s plastic binding equipment and supplies, A. B. Dick 


nimeograph and lithograph products and a wide selection of mimeograph 
nd lithograph papers. In charge were Harry C. Anderson, Leonard V. 
Legg, Gladys Wurtenburg, Dorothy McCarthy, Eugene Rottenberk. 
American Automatic Typewriter Co., Chicago 22, Ill.—Auto-typists on 
jisplay ir jed the standard model 5020, the new standard model 5100 


the Auto-typist push button selector m 5030. William Schulz, gen- 
ral manager of the New York office, was in charge of the exhibit. 
Art Metal Construction Co., Jamestown, N. Y.—Shown here were the 
Art Metal El Unit, executive and general office desks, Correct Seating 
r the Speed-File and the Planfile as well as Postindex 
sible index equipment. In charge was ‘ L. Elofson, executive vice-presi 
jent, assisted by C. H. Bowen, manager of branch sales: J. Arthur Johnson 
k sles manager: L. R. Addington, manager of dealer sales: C. W 
n, advertising and sales promotion manager: Deane Bascom, special 
representative, and New York branch sales representatives for Art Metal 
i the Postindex Divisions 


um office chair 


Bankers Box Co., Chicago 5, Ili.—Featured here were Liberty record 
torage boxe prefab w i shelving torage binder copyholders and 
ng tie binders. Special empha was given the new Liberty open shelf 
file t attendance were John E. F wes, vice-president and produc 
snd Folger Fellowes, vice-president and sales manager, as 
ed t nel from the »| New York distributor, Bainbridge, Kimp 

r & Ha ; r 
Bruning, Charles, Co., Inc., Chicago 4/1, Ili.—On display were the Bruning 
pyflex mode 12 50 and 92 n attendance were A. L. Halstead, na 
manager: J. M pilry reg s| manager, and Leo Tantillc 


(Turn to page 195, please) 
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ANNUAL MEETING OF CANADIAN 


STATIONERS TOPS ALL RECORDS 
325 Registrants Assemble in Montreal, May 13 to 


16—Product Exhibition Revived after 14-Year Lapse 
—Field Division Established—Winnipeg Host City 


Next Year 


ITH THE MEMBERS of the Montreal Stationers 
Association as hosts, the eighteenth annual meet- 
ing of the Stationers Guild of Canada got under way 
at an informal reception on Sunday evening, May 13 
Most of the 325 dealers, manufacturers, distributors 
and others who made up the final registration figure 
were on hand to participate in the opening function 
in the Mount Royal Hotel, Montreal, Que. From the 
very start it was apparent that the 1951 meeting was 
to be a record breaker 
Under the chairmanship of E. B. Charters, Charters 
& Charters, Ltd., Montreal, Guild president, the first 
general business session started at 9:30 Monday morn- 
ing the Brittany Room. Mr. Charters gave his report 
as president informally, paying tribute to the Guild 
and its work and challenging all members not only 
to belong but also to participate in its activities and 
contribute to its advance 





New board of directors in session, 
Wednesday afternoon: Seated left to 
right: Gage Love, W. J. Gage Co., 
Ltd., Toronto; J. S. Luckett, Sr., Luckett 
Loose Leaf Ltd., Toronto; Eugene Char- 
ters, Charters & Charters, Ltd., Mon- 
treal; Fred Smart, Guild secretary; A. S. 
Patrick, Hutchings & Patrick, Ltd., Ot- 
tawa. Standing left to right: S$. J. 
Vogan, The Willson Stationery Co., 
Ltd., Winnipeg; Robert Denver, McFar- 
lane Son & Hodgson, Ltd., Montreal; 
Ed Gariepy, Granger Freres Ltee., 
Montreal; George Basil, Sr., Carter's 
Ink Co., Ltd., Montreal; W. J. O'Reilly 
Underwood Ltd., Toronto; Lordly Jones, 
Lordly Jones Co., Hamilton; A. L. Col- 
pitts, Colpitts the Stationer, Moncton. 


Secretary-manager Fred Smart’s report was next on 
the agenda. In clear and concise language Mr. Smart 
outlined the Guild’s activities of the past year, express- 
ing particular satisfaction in the revival of the ex- 
hibits idea after a period of 14 years without displays 
at national assemblies. He reported a membership in- 
crease of 15 and a sound financial condition despite 
the expenses incurred for the Winnipeg meeting which 
could not be held in 1950 because of floods. 

The group insurance plan for Guild members is pro- 
gressing nicely and the Guild Clubs in various cities 
for younger personnel of Guild members are gaining 
in size and popularity. The idea of district meetings 
is making headway, several having been held in the 
past year. 

In conclusion Mr. Smart said, “As for the Guild, the 
prospect is bright. This should be a successful year 
in every respect. ... You are fortunate to be in a 
business that serves business, one that is not drastically 
affected by style changes, that is not entirely depend- 
ent on seasonal operations, but enjoys something of a 
stability that should develop confidence and a will 
to work.” 

Following the appointment of election judges, re- 
ferred to as “scrutineers” by President Charters, and 
several routine reports, E. J. Hickey, head of the in- 
dustrial relations department, Swift Canadian Com- 





ON THE OPPOSITE PAGE— 


1. W. A. Bordeleau, Villemaire Freres Ltee., Montreal; D. L. Camp- 
bell, Dennison Mfg. Co., Ltd., Montreal; Lucien Hetu, C. F. 
Dawson, Ltd., Montreal; Edovard Gariepy; Granger Freres Ltee., 
Montreal; Mayor Camillien Houde of Montreal; Eugene Charters, 
Guild president; Charles Beaudry, Carter’s Ink Co., Ltd., Montreal; 
Frank Villemaire, Villemaire Freres Ltee., Montreal. 

2. George Pohnke, Stationers Loose Leaf Co., New York; R. H. 
Stainton, Stainton & Evis Ltd., Toronto; Bruce Wright, Ontario 
Office Outfitters Ltd., Kitchener; Lorne Selway, Acco Canadian 
Co., Ltd., Toronto; W. A. Spittal, W. A. Spittal Co., Toronto. 

3. Mack Seidling, Mutual Stationers Supply Corp., New York, N. Y.; 
W. G. Webster, W. G. Webster Stationery, Woodstock; Ed Mac- 
Gillivray, Jas. A. Cook & Son, Ltd., Toronto; J. J. Evans, $. J. 
Reginald Saunders, Ltd., Toronto; Rene Filion, Librairie St. Gabriel, 
Ltee., Quebec. 

4. Sam Jason, Montreal; Eugene Charters, Charters & Charters 
ltd., Montreal; Ed Norcott, Capital Carbon & Ribbon Co., Ltd., 
Ottawa; A. S. Patrick, Hutchings & Patrick Ltd., Ottawa; Lordly 
Jones, lordly Jones Co., Ltd., Hamilton; Tom Wright, Rexel 
Products of Canada, Montreal; J. H. Raham, J. H. Raham Ltd., 
St. Catherines, Ont.; J. S. Luckett, Sr., Luckett Loose Leaf Ltd., 
Toronto. 

5. J. Roberts Holmes, Wendell Holmes Ltd., London; A. L. Colpitts, 
Colpitts the Stationer, Moncton, N. B.; Ossie Tancock, Canadian 
Staples, Ltd., Toronto; Fred Cloke, Cloke & Son, Ltd., Hamilton; 
George Carter, A. Whiteley Ltd., Windsor, Ont.; Ed. Baker, Ca- 
nadian Staples Ltd., Montreal; J. S. Luckett, Jr. and R. L. Warner, 
Luckett Loose Leaf Ltd., Toronto; E. R. Baker, Callow Bros., Ltd., 
Toronto. 

6. Jack Evans and Frank Mansfield, Evans & Kert Ltd., Ottawa; 
Arnold Powis, Powis Brothers, Ottawa; Stan Gilbert, Donin Co., 
ltd., Toronto; Charles Easton, Eagle Pencil Co., Ltd., Toronto; 
Jim O'Neill, Brown & Collett Ltd., Toronto; Roy Keeley, Canadian 
Minnesota Mining & Mfg. Co., London, Ont 
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7. One of the several groups that visited the new Carter’s Ink 
plant in Montreal: L. F. Beattie, Beattie Hill Ltd., St. Catherine’s, 
Ont.; J. Roberts Holmes, Wendell Holmes Ltd., London; Jack 
Hamilton, Hamilton Stationery Co., Edmonton; Al Brand, Car- 
ter’s Ink Co., Inc., Boston, Mass.; Mrs. L. F. Beattie, St. Catherines, 
Ont.; Lloyd Hill; Paul Dery, La Librairie Langlais, Montreal; G. 
Robert Wheeler; W. Miller, F. A. Nye Miller Ltd., Edmonton; 
N. J. Wermenlinger, Carter's Ink Co., Ltd., Montreal; unidentified. 

8. Ivan Andres, Barber Ellis of Canada, Toronto; Bob Usher, Com- 
mercial Printers Ltd., Regina; D. L. Campbell, Dennison Mfg. Co., 
Ltd., Montreal; G. E. Rogers, Peerless Carbon & Ribbon Co., Ltd., 
Toronto; J. F. Grady, Dennison Mfg. Co., Ltd., Drummondville; 
M. Berg, Maple Leaf Press, Toronto; A. G. Lancaster, Dennison 
Mfg. Co. of Canada, Ltd., Toronto; Alf Turvey, Eversharp Inter- 
national Inc., Toronto. 

9. Mr. & Mrs. Lordly W. Jones, Lordly Jones Co., Ltd., Hamilton; 
Mrs. & Mr. C. L. Robertson, Granger Freres Ltee., Montreal; 
Mr. & Mrs. A. L. Colpitts, Colpitts the Stationer, Moncton, N. B.; 
Gordon Lowe, Toronto. 

10. Charles Beaudry, Carter’s Ink Co., Ltd., Montreal; Jean Ayotte, 
P. V. Ayotte Ltee., Three Rivers; Fred Smart, Executive Secretary, 
Stationers Guild of Canada; N. J. Wermenlinger, Carter's Ink 
Co., Ltd., Montreal; R. E. Piche, Piche & Harvey Ltd., Montreal; 
George Basil, Jr., Dominion Blank Book Co., Ltd., St. Johns, Que. 

11. §S. Tackaberry, Windsor Office Supply Ltd., Windsor; Ivor Evans, 
Dominion Office Supply Ltd., Windsor; Miss Margaret St. Louis, 
Marentette’s Book Store, Windsor; Brian Morgan, A. Whiteley 
Ltd., Windsor; Mrs. & Mr. Bruce Wright, Ontario Office Outfitters 
Ltd., Kitchener. 

12. Gage Love, vice-president, wholesalers division; Mrs. Hugh Ken- 
nedy, Montreal; Lordly Jones, chairman, retailers’ divisional meet- 
ing; Mrs. J. S. Luckett, Toronto; Murray Chipman, guest speaker; 
Lorne Colpitts, chairman, luncheon meeting; Hugh Kennedy, 
chairman, exhibits committee; Mrs. L. Colpitts, Moncton, N. B.; 
J. S. Luckett, vice-president, manufacturer division; Mrs. L. Jones, 
Hamilton, Ont.; Gordon Lowe, chairman, field division meeting. 
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Toronto, was introduced as the feature speaker at the Monday luncheon. With a fine sense 
the morning of good humor, Mayor Houde spoke interestingly and 
a great heritage,” declared Mr. Hickey, informatively about Montreal, its citizens and its at- 
forever free.” In essence, his address tractions for visitors. He welcomed all those from 
lensed report of the “Freedom Forum” de- other localities, urging them to take full advantage of 
the department of national education of the opportunities offered in Montreal for entertain- 
‘ollege, Searcy, Ark. Our problem, he indi- ment and education. 
identify socialism and communism in their 
inifestations and then take action to stop In the afternoon 
vements, all of which tend to absolute con- the exhibit hall was opened for the 
tral government. We must believe in our first of three periods—Monday and Tuesday after- 
and keep everlastingly emphasizing its noons and evenings, and Wednesday afternoon—when 
f we wish to maintain the right to a fun- the 48 displays were viewed by registrants and many 
belief in God, a constitutional government special visitors. While all booths were of interest, one 
of individual choice and movement. stood out particularly—that of the Higgins Ink Com- 
Mr. Hickey pointed out, “cannot be divided pany. Because the regular merchandise and material 
ultimate elimination.” for the display did not come through in time, Harry 
rr Camillien Houde of Montreal was the guest Tehan improvised skillfully by putting a single rose 
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in a vase and one small bottle of ink on a black velvet 
cushion. The simple artistry of the display earned en- 
thusiastic approval. 

Brief descriptive references to the 48 exhibits 


follow: 

Acme Carbon & Ribbon Co., Ltd., Toronto, Ont lisplay were 
bon papers and ribbons. In attendance were Per Wilk and Wa 
Harmer. 


















1. Fred Cloke, Cloke & Son itd., Hamilton; Mrs. & Mr. Edovard 
Gariepy, Granger Freres Ltee., Montreal; Mrs. & Mr. Lorne Selway, 
Acco Canadian Co., itd., Toronto. 

2. Richard Bastien, Underwood Ltd., Montreal; W. J. O'Reilly, Un- 
derwood Ltd., Toronto; A. G. Ingram, Colpitts the Stationer, Monc- 
ton, N. B.; Bert Merrifield, Luckett Loose Leaf Ltd., Toronto; Frank 
Shea, Peerless Carbon & Ribbon Co., Toronto; Ivan Cooper 
and W. F. Reynolds, Copland Book Store, Brockville, Ont.; R. W. 
Wright, R. W. Wright & Co., Halifax. 

3. Mrs. Hugh Kennedy, Montreal; Murray Chipman, Mclean Hunter 
Co., itd., Toronto; Gilbert Dalton and Jack Malcolm, Office 
Specialty Mfg. Co., ltd., Newmarket and Montreal. 

4. A. Careau, T. J. Moore & Co., itd., Quebec; M. Filion, La Special- 
ists Du Style Eng.; Mathias Filion, Librairie Farneau Ltd., Quebec; 
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Acme Ruler & Advertising Co., Ltd., Toronto, Ont.—Ex ted was the 


Thomas Allen Limited, Toronto, Ont f i wa 
tionaries F Allen and Ernie Roch ¢ 
Art Woodwork Ltd., Montreal, Que 


Automatic Pencil Sharpener Co., Ltd Toronto, Ont.—Th mplete 


Turn to page 181, please 


John Riedell, Weldon Roberts Rub- 
ber Co.; Phillipe Valiquette, Mon- 
treal. 

Camillien Houde, Mayor of Mon- 
treal; Lucien Hetu, C. F. Dawson 
Ltd., Montreal; Fred Smart, Guild 
secretary. 

George Basil Sr., Carters Ink Co., 
Ltd., Montreal; T. K. Stiles, Costain, 
Stiles & Langford Ltd., London; 
A Toupin, T. V. Bell Ltd., Montreal. 
Charles W. Lipman, George 6B. 
Graff Co.; Charles W. Lipman, Jr. 





Rene Filion, Librairie St. Gabriel Ltd., Quebec; Paul Dery, La 
Librairie Langlais, Montreal; Raymond Thivierge, Librairie Vachon 
Ltee, Quebec. 

Mr. & Mrs. Al Aigner, G. J. Aigner Co., Chicago, IIl.; Tom O'Neill, 
Frank M. O'Neill & Co., Halifax; Mrs. Bert Merrifield, Montreal. 
A. S. Brand, Carter’s Ink Co., Inc., Boston, Mass.; Hugh Kennedy, 
L. E. Waterman Co., Ltd., Montreal; C. S$. Kernaghan, L. E. Water- 
man Co., New York; Ivan E. Card, Viceroy Mfg. Co., Ltd., Toronto. 
C. N. Langford and H. B. McClellan, Viceroy Mfg. Co., Ltd., 
Toronto; W. N. Histed, Buntin Gillies Co., Ltd., Hamilton. 

A. H. Berringer, Frank M. O'Neill & Co., Ltd., Halifax, N. S.; Mrs. 
Tackaberry, Windsor; George Howell, Fredericton; Mrs. Mayhew, 
Windsor Office Supply Ltd., Windsor; James Jeneroux, A. Whiteley 
Ltd., Windsor 
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1. Installation of new officers during annual banquet. Left to right: 
E. Lyle Goss, director, University Store, University of Washington, 
Seattle, Wash.; Abe Feinbloom, manvufacturers’ representative, 
Champion Knitwear Co., Rochester, N. Y.; Emily Dakin, A. C. Book 
Store, North Dakota Agricultural College, Fargo, N. D.; Norman 
Gay, « past president of NACS in charge of installation services, 
Boston University Stores, Boston, Mass.; George Racine, president, 
Student Book Exchange, Evanston, Ill, and H. R. Ritchie, vice- 
president, Book Exchange, University of North Carolina, Chapel 
Hill, N. C 

2. Ralph Stilwell, NACS president during 1950-51, during business 
session at convention. 

3. A group of past presidents attending the convention: Norman 
Gay, Boston University; Ed Rather, University Co-op Society, Uni- 
versity of Texas; Herbert H. Hays, Berea College, Kentucky; Harry 


ASSOCIATION OF COLLEGE STORES 
ATTRACTS 724 AT COLUMBUS, OHIO 


Trade Book Clinic Again Proves Popular 
Feature—Bromfield Addresses Book Night 


HE 28TH ANNUAL convention of the National Asso- 

ciation of College Stores attracted a registration of 
318 bookstore people for the four-day meeting April 29- 
May 2 at Columbus, Ohio. More than 200 stores were 
represented from all over the country and total regis- 
tration, including bookstore people, manufacturers and 
guests was 724 

For the second year, and because of its great success 
in 1950, another Trade Book Clinic was held on the 
afternoon prior to the official opening of the conven- 
tion. Conducted for the benefit of those stores that 
either operate trade book departments or are planning 
to do so, the following panel arranged the meeting: 
Elsa Lichtenstein, chairman, Barnes & Noble, Inc., New 
York City: Arnold Swenson, Columbia University Book 
Store; J. A. Baly, Loyola University in Chicago; James 
Weaver, Long’s College Book Company, Columbus, and 
Jane Ross, University of Chicago. 

The growing importance of trade books in the college 
store was shown by the high interest in this clinic 
and out of the exchange of ideas came evidence that 
college store managers were eager to do a better job 
in promoting trade books. It was also just as evident 
on the part of these store managers that publishers 
could be more effective in exploiting the potentialities 
of the college store as an outlet for specialized tech- 
nical and scientific books, providing discount policies 
were liberalized. 

During the Clinic, Elsa Lichtenstein, chairman of 
the trade book committee, called the NACS members’ 
attention to the exhibit of trade books included in the 

Recommended List for Trade Departments of College 
Stores This is the fourth consecutive time that the 
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E. Meese, University of Pittsburgh, and Meredith Moore, Duke 
University. 

4. Three of five graduates of NACS Schools of Retailing with five of 
the schools’ faculty members. Graduates present who received 
their diplomas are left to right: William Corbett, Teachers College, 
Columbia University; Mrs. Dorothy Smith, St. Bonaventure College, 
New York, and Ray Verrey, McGill University, Toronto. Faculty 
left to right: Arnold Swenson, Columbia University; Ray Vander- 
hoef, lowa Supply Co., lowa City, lowa; Jack Worthington, Prince- 
ton University; Ralph Avery, Cornell University, and H. R. Ritchie, 
University of North Carolina. Two schools or workshops are held 
each summer, one at the University of Bridgeport in Connecticut 
and one at Northwestern University in Chicago. Purpose of schools 
is to aid store managers in retail operation that is peculiar to 
college stores. Workshops are one week each in duration. 

(Photos courtesy of “The College Store’) 


trade books exhibit has been featured at the yearly 
meetings. Specially designed racks by Ken White of 
Ken White Associates, New York City, store planning 
consultant for NACS, were used for display of the 
books. Annis Barney of the University of Vermont 
presented the committee with the most satisfactory bid 
and purchased both books and racks for her store. 

On Sunday evening a reception for first-timers and 
new members was held and following this was the 
annual mixer party which is given by the associate 
manufacturers and publishers for the attending book- 
store people. 

General sessions began Monday morning with Emer- 
son Laird of Ohio State University, a co-chairman of 
the convention, in charge. 

A welcome address was given by Columbus’ mayor, 
James Rhodes, and the acceptance was made by Ralph 
Stilwell, NACS president from the University of Cali- 
fornia at Los Angeles. 

James J. Weaver, co-chairman of the four-day meet- 
ing from Long’s College Book Company, then gave the 
convention keynote. Following this, a panel was held 
entitled “Care and Treatment of Bookstore Managers 
and Salesmen.” Harley Haskins of Wayne University 
presided over this group in which both bookstore man- 
agers and salesmen discussed the subject from the 
standpoint of both the buyer and seller. 

Exhibits opened for inspection after the panel meet- 
ing and at noon a luncheon was held with Herbert H. 
Hays of Berea College in Kentucky as chairman. At 
this time, Ralph Stilwell gave the president’s address 
which gave proof of the growing strength of the asso- 
ciation. 

Theodore Waller of the American Book Publishers 
Council spoke briefly at this time on the current im- 
plications and activities concerning book post. 

Recognition was given in the afternoon to the two 
schools of retailing sponsored by NACS for the last 


(Turn to page 186, please) 
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SNAPPED BY OA CAMERA WHILE ATTENDING NSOEA DISTRICT NO. 10 BUSINESS SESSION 


NSOEA TENTH DISTRICT RINGS UP 

A RECORD AT ALBUQUERQUE 

200 Attend Outstanding Assembly on May 9, 10 
and 11—Frank Creer Picked for Governor— 

1951 Meeting in Salt Lake City. 


TATIONERS AND travelers of District No. 10 of the 

National Stationery & Office Equipment Associa- 
tion, plus a few “specials” from outside the region, 
gathered in the Hilton Hotel, Albuquerque, N. M., on 
May 9, 10 and 11, for the annual meeting with a record 
registration of 200. Every state in the district—Colo- 
rado, New Mexico, Utah and Wyoming—was well 
represented. Harold Richardson, Richardson Office 
Supply Company, Grand Junction, Colo., district gov- 
ernor, and Lloyd Johnson, New Mexico School Supply 
Company, Albuquerque, convention chairman, guided 
the activities with firm and skillful hands from the 
opening of registration on Wednesday afternoon until 
the close of the banquet on Friday night. 

At the business session Friday afternoon, Salt Lake 
City was chosen for next year’s convention and Frank 
B. Creer, Utah-Idaho School Supply Company, Salt 
Lake City, was nominated governor for 1951-52. Lieu- 
tenant governors chosen were M. B. Wheeler, Prairie 





Governor Harold Richardson, Richardson Office Supply Co., Grand 
Junction, Colo., with Governor-elect Frank Creer, Utah Idaho School 


Supply Co. 
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Publishing Company, Casper, Wyo., and Elmer Pearce, 
Pueblo, Colo. 

All the addresses of the convention except one were 
given by NSOEA troupers, whose comments have been 
referred to in reports of previous meetings. The titles 
of the talks and the names of the speakers are as fol- 


ON THE OPPOSITE PAGE— 

1. NSOEA executives: Elmer Pearce, Rocky Mountain Bank Note Co., 
Pueblo, Colo., lieutenant governor; Zac Smith, Zac Smith Staty. 
Co., Birmingham, Ala., president NSOEA; M. B. Wheeler, Prairie 
Publishing Co., Casper, Wyo., lieutenant governor; Governor 
Harold Richardson, Richardson Office Supply Co., Grand Junction, 
Colo.; Governor-elect Frank Creer, Utah-Idaho School Supply Co. 

2. M. E. Norman and Mr. & Mrs. Felix Bell, all Columbia Ribbon 
& Carbon Mfg. Co.; Bill Campbell, General Supply Co., Albu- 
querque, N. M.; Frank Scully, Minn. Mining & Mfg. Co. 

3. Seated: Fred Norton, Jr., Norton Bros., El Paso, Tex.; George 
Morgan, Oxford Filing Supply Co.; A. H. Pembroke, Pembroke 
Co., Salt Lake City, Utah. Standing: M. P. Wheeler, Prairie Pub- 
lishing Co., Casper, Wyo.; Hank Lyles, McMillan Book Co. 

4. George Wolcott, Wilson Jones Co., Herb Johnson, Kendrick- 
Bellamy Staty. Co., Denver, Colo.; Herb Riley, Outwest Prtg. & 
Staty. Co., Colorado Springs, Colo.; Bill Thom, Hallmark Cards; 
Chuck Butler, Butler Staty. Co., La Junta, Colo.; Leslie McPherson, 
Cobean Staty. Co., Roswell, N. M.; Walter Kane, National Blank 
Book Co. 

5. Ted Caswell, F. S$. Webster Co.; Paul Burbank, NSOEA general 
manoger; Brew Towne, National Blank Book Co. 

6. H. A. Andre, Mittag & Volger, Inc.; Otto Unfug, Journal Office 
Supply Co., Sterling, Colo.; John Horne, Eberhard Faber Pencil Co. 

7. W. W. Herrington, The Shaw-Walker Co.; §. D. Denny, Ennis Tag 
& Salesbook Co.; Walter Stevenson, Steve's Office Supply, Ogden, 
Utah; Harold Richardson, Richardson Office Supply Co., Grand 
Junction, Celo.; Paul Burbank, NSOEA general manager. 

8. Thad Petersen, Allsteel Office Supply Co., Salt Lake City, Utah; 
Albert Allington, Richardson Office Supply Co., Grand Junction, 
Colo.; Frank Calloway, Mosler Safe Co.; C. J. Jensen, Jensen 
Office Supply, Ft. Collins, Colo.; Marion Follin, manufacturers’ 
representative. 

9. Ward Silliman, manufacturers’ representative; Bill Silbersdorf, 
G. J. Aigner Co.; Wayne Hall, Z.C.M.1. School & Office Supply, 
Salt Lake City, Utah; Jack Kern, Jack C. Kern Co., Dallas, Tex. 

10. Sally Richardson, Grand Junction, Colo.; George Wall, Art Metal 
Construction Co.; A. J. Rader, Rader Office Equipment Co., 
Omaha, Nebr.; Mrs. George Wall, Lincoln, Nebr. 

11. Earl Zuhike, George Feely and Frank Doris, all Dennison Mfg. 
Co.; Joe Davis, General Fireproofing Co.; Elmer Pearce, Rocky 
Mountain Bank Note Co., Pueblo, Colo. 

12. Governor Richardson with NSOEA General Manager Paul Bur- 
bank and Governor-elect Frank Creer 

13. Glen Barclay, W. H. Kistler Staty. Co., Denver, Colo., with F. E. 
Booth, Associated Staty. & Supply Co. 

14. Harold Richardson, Richardson Office Supply Co., Grand Junction, 
Cole.; Harry Fellowes, Bankers Box Co., vice-president NSOEA 
manufacturers division; Ed L. Robinson, Sanford Ink Co. 


OFFICE APPLIANCES, July, 19517 





lows Ideas for Management,” by NSOEA President 
Zac Smith; “Stationers Can Work Together,” by 
NSOEA Vice-president Harry Fellowes; “Metal Busi- 
ness Equipment in 1951,” by H. H. Suender, manager, 
advertising and sales education, General Fireproofing 
Company; “This Is It,” by Paul Burbank; “Serve and 


by William Gove, sales development manager, 
Mining & Manufacturing Company. 
business session started promptly at 9:30 
morning under the chairmanship of Gov. 


Richardson. Messrs. Smith, Fellowes and Suender gave 
their addresses and after a short discussion period the 
meeting was adjourned for luncheon at the Alvarado 
Hotel. The luncheon speaker was John P. Steiner, for- 
mer chief of educational and cultural relations with 
the American army of occupation in Germany fol- 
lowing World War II. Speaking on the subject, “Let 
the Debate Roll,” Dr. Steiner said that he never fully 
appreciated the American system of constitutional 

(Turn to page 212, please) 
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CORONADO LENDS RESORT FLAVOR 
TO FOURTEENTH DISTRICT NSOEA 


Governor Harrington Cheered by Record 
Attendance of 300—Russel! Davis of 
Alhambra Nominated for Next Term 


TATIONERS in the fourteenth district NSOEA met in 

one of the best known resort establishments on the 
West Coast for their 1951 get-together which was held 
May 16 and 17 at Hotel del Coronado. The hotel is 
located in the city of Coronado which occupies a 
peninsula opposite San Diego and extends into San 
Diego bay. The place attracted an attendance of 300, 
a record for the district and an increase of 77% over 
last year. Sessions on both days were well attended, 
no speaker having a “thin” audience. The meeting 
was the second enthusiastic convention for Governor 
Ed. Harrington, Pasadena Stationery Company, he 
having been renominated at the close of his first one 
in Phoenix a year ago. Credit for the excellent result 
goes to Mr. Harrington, the Stationers Association of 
Southern California, the San Diego committee and the 
Golden State Travelers Club. 


The program was furnished 

by the NSOEA troupe 
which seems to improve with each succeeding meeting. 
After a brief but cordial preliminary in the form of 
a word of welcome by Glen Wade, city manager and 
purchasing agent, who substituted for the Mayor of 
San Diego, the first day’s session was under way. Mr. 
Harrington introduced Zac Smith, president of NSOEA 
and of Zac Smith Stationery Company, Birmingham, 
who presented his address, “Ideas for Management,” 
referred to in this journal in connection with earlier 
meetings. Next was the association’s general manager, 
Paul E. Burbank, who gave a comprehensive report 
on association activities plus more or less technical 
facts about dealer operations under government orders. 
A question and answer period followed in which Mr. 
Burbank answered queries from the floor, nearly all 
having to do with procedures of operation under gov- 
ernment regulations of prices and priorities. The first 
day’s session was closed by Grant Howard of Howard 
& Stofft, Tucson, Ariz., vice-president of NSOEA, who 
thanked the speakers on behalf of the convention 
assembled. 

Speakers for the second day were Harry Fellowes, 
Bankers Box Company, vice-president of NSOEA; Hal 
Suender, The General Fireproofing Company, and Wil- 
liam E. Gove, Minnesota Mining & Manufacturing 
Company, in the order named. Mr. Fellowes presented 
his address, “Stationers Can Work Together,” which 
was well received by an attentive audience. Mr. Suen- 
der is one of three General Fireproofing representatives 
dividing the country as members of the association's 
troupe, he covering the western meetings. Talking on 
metal business equipment in 1951, he volunteered 

(Turn to page 208, please 





Russ Davis, Alhambra Office Supply Co., Alhambra, Calif., governor- 
elect; Governor Ed Harrington, Pasadena Staty. Co., Pasadena, Calif.; 
W. M. Knapp, Los Angeles Stamp & Staty. Co., lieutenant governor- 


48 





ON THE OPPOSITE PAGE— 


1. Mrs. J. A. Eichhorn, Floyd Staty. Co., San Pedro, Calif.; Mrs. 
Wayne Journigan; Mrs. Fred Van Patten, Stationers Corp., San 
Diego, Calif.; Mrs. George Cornell, Cornell Staty., Chula Vista, 
Calif. 

2. Zac Smith, Zac Smith Staty. Co., Birmingham, Ala., NSOEA presi- 
dent; Omar Boyd, Stationers Corp., Los Angeles, Calif. 

3. Carl Draper, manufacturers’ representative; Mrs. Lois Iredale; 
R. J. Iredale, Commercial Staty., Inc., Pasadena, Calif.; W. L. 
Timoney, Carl Draper Co. 

4. George Hatten, Eaton Paper Corp.; Bill Gove, Minn. Mining & 
Mfg. Co.; Brew Towne, National Blank Book Co.; Jack Polster, 
Wilson Jones Co.; Herb Morgan, National Blank Book Co. 

5. George Pichard, Howard & Stofft, Tucson, Ariz.; Hal Nelson, 
PBSW Supply & Equipment Co., Phoenix, Ariz.; Grant Howard, 
Howard & Stofft; Will Willoughby, PBSW; Bill Sands, Yuma Sta- 
tioners, Yuma, Ariz.; B. J. Wilson, Peterson, Brooke & Steiner, 
Prescott, Ariz. 

6. Sailing over the brine: Mr. and Mrs. W. F. Lucas, West Coast 
Staty. & Prtg. Co., Los Angeles, Calif.; Bill Knapp, Los Angeles 
Stamp & Staty. Co., Los Angeles, Calif.; Mr. and Mrs. Vorwick, 
American Pencil Co.; Mrs. Bill Knapp. 

7. “With glass to my eye, every ship | descry:” Joe Savel scanning 
the horizon with glass composed of miniature salt shakers 
supplied with boxed lunches. Ashore, Joe operates Savel Staty. 
Co., Los Angeles, Calif. 

8. Zac Smith, Zac Smith Staty. Co., Birmingham, Ala., NSOEA 
president; Ebenezer Wallace, Southern California Stationers, Los 
Angeles, Calif.; George Gilfillan, Kern Office Supply & Equip- 
ment Co., Bakersfield, Calif.; Ivie Stein, Stein's Staty. Store, 
Santa Ana, Calif. 

9. Mr. and Mrs. Richard M. Marriner, Marriner’s, Laguna Beach, 
Calif.; Mrs. Grant Howard, Tucson, Ariz.; Mrs. and Mr. Wayne 
Journigan, manufacturers’ representative. 

10. Mona Finch, assistant secretary, Stationers Association of South- 
ern California; Al Anderson, Eagle Pencil Co. 

11. Mr. and Mrs. Omar Boyd, Stationers Corp., Los Angeles, Calif.; 
Mrs. Ernie Daniels; F. H. Caswell, F. $. Webster Co. 

12. Ralph Buckley, Automatic Pencil Sharpener Co.; Jack Guerin, 
Eberhard Faber Pencil Co.; Betty Crane, Stationers Corp., San 
Diego, Calif.; Hank Lyles, McMillan Book Co.; George Morgan, 
Oxford Filing Supply Co.; Bill Carroll, Eberhard Faber Pencil Co. 

13. William H. Gove, Minnesota Mining & Mfg. Co. 

14. Governor Ed Harrington, Pasadena Staty. Co., Pasadena, Callif., 
presenting attendance prize to Harry Fellowes, Bankers Box Co., 
vice-president manufacturers div., while Franklin Rising, Bankers 
Box Co., looks on. 

15. Howard Atkinson, Merle Clayton, Albert Sihick and R. L. Sturgeon, 
all San Diego Office Supply Co., San Diego, Calif. 

16. Two officers of NSOEA: Grant Howard, Howard & Stofft, Tucson, 
Ariz., vice-president, distributors division, and Paul Burbank, 
general manager. 

17. Joe D. Hale, Joe D. Hale Co.; Walt Waldvogel, National Blank 
Book Co.; George B. Hatten, Eaton Paper Corp.; Roy Wilson, 
Joe D. Hale Co. 

18. Mrs. Grace Maneval, Mrs. E. R. Daniels, Mrs. Reg Holliday and 
Mrs. Pete Masterson. 

19. Herb Morgan, National Blank Book Co., with Ed Cooper, Smead 
Mfg. Co. 

20. Mr. and Mrs. Pete Masterson, Acco Products, Inc.; Harry Ford, 
Rockwell-Barnes Co.; Ken Bauer, Cooke & Cobb Co. 

21. Mrs. Omar Boyd; Mrs. and Mr. John Horne, Eberhard Faber 
Pencil Co. 

22. Harry Lynn, Esterbrook Pen Co.; Ebenezer Wallace, Southern 
California Stationers, Los Angeles, Calif.; Hal Suender, The 
General Fireproofing Co. 

23. Ed Harrington, Pasadena Staty. Co., Pasadena, Calif., governor 
NSOEA District No. 14; Blake Lockard, secretary, Stationers As- 
sociation of Southern Calif.; Wilson S. Turner, Los Angeles Stamp 
& Staty. Co. 

24. The Travelers entertainment committee: Ralph Maneval, A. W. 
Faber-Castell Pencil Co.; Reg Holliday, Scripto, Inc.; Roy Baugh- 
man, American Crayon Co.; Vic Hall, R. Lb. Smith Co.; Ernie 
Daniels, Bert M. Morris Co.; Pete Masterson, Acco Products Co.; 
Jack Ellis, F. S. Webster Co. 

25. Mrs. and Mr. Don Stone, Heinze, Bowen & Harrington, Inc., 
Phoenix, Ariz. 

26. F. H. Caswell, F. S$. Webster Co.; George Morgan, Oxford Filing 
Supply Co.; Mrs. and Mr. Willia Palmer, Boorum & Pease Co.; 
B. J. Wilson, Peterson, Brooke & Steiner, Prescott, Ariz.; Bill 
Tonkin, Sturgis Posture Chair Co. 

27. Joel L. Yager, Fulton Marking Equipment Co.; John Wikle, Mil- 
lam & Wikle, Phoenix, Ariz; Lewis N. Pemberton, Lewis N. 
Pemberton Prtg. Co.; Joe McDonnell, The Carter's Ink Co.; 
George Nelson, Weldon Roberts Rubber Co.; M. K. McCoy, Mec- 
Coy’s Office Supply, Inc., El Centro, Calif.; S$. Flatav, manufac- 
turers’ representative. 


OFFICE APPLIANCES, July, 1951 

























































































NORTHERN CALIFORNIA DEALERS 
MEET AT BOYES SPRINGS 


Attendance Pleases; Tom McWhorter 
Chosen as District Governor-Elect 


HE ANNUAL MEETING of the Twelfth District 

NSOEA was held May 21 and 22 at Sonoma Mission 
Inn, Boyes Springs, Calif., approximately 60 miles 
north of San Francisco. The occasion was the first in 
which a meeting in the district was held outside the 
city of San Francisco. The popularity of the move 
is attested by the fact that the attendance was much 
greater than ever before. Dealers came from many 
California cities and from Reno, Nev. 

Co-operating in preparations for the convention were 
Ernest C. Laird of Laird’s Stationery, Oakland, gov- 
ernor of the district; the Stationers Association of 
Northern California, Fred W. Ahern of H. S. Crocker 
Company, president; and the field members, H. G. 
Konnersman, Eagle Pencil Company, president. The 
program was supplied by the NSOEA troupe and 
Alonzo Baker, Ph. D., professor of political science 
and international relations, College of the Pacific, 
Stockton. A golf tournament in which many partici- 
pated occupied two afternoons. Meetings were held 
in the Sonoma Mission Inn Theatre, a block distant 
from the hotel. 

Opening remarks were made by Governor Laird and 
President Ahern of the Stationers Association. Two 
troupers followed—Zac Smith, president of NSOEA and 
of Zac Smith Stationery Company, Birmingham, Ala., 
speaking on “Ideas for Management,” and Hal Suender, 
manager of advertising and sales education for The 
General Fireproofing Company, his topic “Metal Busi- 
ness Equipment in 1951.’ The final speaker the first 
day was Dr. Baker, who had interesting observations 
to make on the subject, “The Impact of International 
Affairs on American Business.” A few of his state- 
ments, which he served with liberal quantities of wit 
and humor, follow: 


“Defense preparations 

in manufacture and stock 
piling will have a serious effect on American business, 
consumer goods in particular. A shortage of employees 
will become more acute as workers are taken from 
peacetime activities into war industries, Government 
offices and armed services. Shortages of materials and 
greater restrictions in their use may lead to greatly 
increased record keeping. The probabilities are that 
the Russians will not make a frontal attack for years 
to come. The side with the most steel wins and Russia 
has but one third the United States potential. Oil 
and relative strength in atomic weapons are other 
deterrent factors. Another so-called peace offensive 
is another possibility. Business will be uncertain until 
after the next presidential election. Washington al- 
ready is busy with pre-election activities. Business, 
however, is sure to be good. The United States has 
been in no war when business was unprofitable.” 


Harry Fellowes, president of Bankers Box Company 





District No. 12 NSOEA governor and the man who will succeed him— 
Ernie Laird, Laird’s Stationery, Oakland, Calif., and Tom McWhorter, 
McWhorter-Young, Inc., San Jose, Calif 
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and vice-president of NSOEA, presented his address, 
“Stationers Can Work Together,” to an attentive audi- 
ence to start the second day. “This Is It” by NSOEA’s 
Paul E. Burbank and a question and answer period, 
which lasted as long as time permitted, followed. Deal- 
ers were interested particularly in the technicalities 
of operation under Government price controls. A fitting 
climax to the best convention ever held in the district 
was the eloquent address of William H. Gove, Min- 
nesota Mining & Manufacturing Company, “Serve and 
Sell,” broken down into the three main divisions of 

serve, show, suggest. 
Various forms of amusement were provided, golf 
proving to be the most popular, perhaps because of 
Turn to page 216, please) 


ON OPPOSITE PAGE— 


1. Seated: Win Phillips, Win Phillips Co., Oakland; Richard Wallace, 
Charles R. Barry Co.; Charles Sutliff, Palace Stationers, Monterey. 
Standing: Harry Ford, Rockwell-Barnes Co.; Mrs. Win Phillips; 
Mrs. Stella Fortin; Roy Rauber, Office Equipment Co., Oakland. 

2. Seated: Herb Morgan, National Blank Book Co.; Bill Gove and 
Leo Walker, both Minnesota Mining & Mfg. Co. Standing: Brew 
Towne, National Blank Book Co.; Frank Morrill, Morrill & Macha- 
bee, Inc., Reno. 

3. Seated: Franklin Rising, Jr., Bankers Box Co.; Mrs. Al Best; Harry 
Fellowes, Bankers Box Co. Standing: Zac Smith, president NSOEA; 
Al Best, Richard Best Pencil Co. 

4. Mr. and Mrs. C. W. Clemen, Mr. and Mrs. Joe M. Davis, all G. J. 
Aigner Co. 

5. John Horne and J. P. Guerin, Eberhard Faber Pencil Co., with 
Mrs. Guerin and Mrs. Horne in between. 

6. Ken Brown, Corrick’s, Santa Rosa; Mrs. Brown; G. W. Hall, Hall 
Staty. Store, Marysville; Mrs. Hall; Roy Melind, Louis Melind Co.; 
Bob Matthews, Sturgis Posture Chair Co. 

7. Jack Stewart, Pete Petersen and Jack Nave, all Associated Sta- 
tioners, Oakland. 

8. Fred Rohrbach and Jim Lombardi, both Patrick & Moise-Klinkner 
Co.; Claude Williamse, American Pencil Co.; Al Brandhofer, sec- 
retary Stationers Association of Northern California; Bill Fry, 
Scripto, Inc.; Howard Patrick, Patrick & Moise-Klinkner; Donald 
Carpenter, Dixon Pencil Co. 

9. Ralph Buckley, Automatic Pencil Sharpener Co.; Mrs. Buckley; 
George Frey, Everett Pulp & Paper Co.; Mrs. Frey; Jerry Lecuyer, 
Everett Pulp & Paper Co. 

10. Jim Hill, Andreasen Martin & Hill, Oakland; Tom Stoyle, The 
General Fireproofing Co.; Zac Smith, president NSOEA; M. lL. 
Armanko, Armanko Office Supply Co., Reno. 

11. Sam Straus, Straus-Koch Stationers, San Francisco; Fred Corson, 
American Crayon Co.; Mrs. Straus; George Nelson, Weldon Rob- 
erts Rubber Co.; Peter Parisi, American Crayon Co.; Jim Cowie, 
Schwabacher-Frey Co. 

12. Mrs. and Mr. Charles Robinson, White & Wyckoff; Mrs. Cecil A. 
Saunders (known as Nancy Stevers, composer). 

13. Herb Morgan, National Blank Book Co.; Harry Ford, Rockwell- 
Barnes Co.; Mrs. Morgan; Ben Vorwick and Garvin Holman, both 
Blaisdell Pencil Co. 

14. C. J. Yazel, McWhorter-Young, Inc., San Jose; Willis Palmer, 
Boorum & Pease Co.; Dan Toquero, Lee Bros., Modesto; Bob 
Heath, Boorum & Pease Co.; George Morgan, Oxford Filing 
Supply Co. 

15. Fred Goette, Schwabacher-Frey Co.; Henry Sleeper, Sleeper Stamp 
& Staty. Co., Sacramento; Fred Ahern, H. S. Crocker Co.; Ray 
Morgan, Morgan & Barclay Co. 

16. Frank Pacelli and J. A. McDonnell, both The Carter’s Ink Co. 

17. Mr. and Mrs. Lloyd Bowman, Mrs. and Mr. Paul Forgey, Bowman- 
Forgey Staty. Co,, Santa Cruz. 

18. Bert Morris, Bert M. Morris Co.; Mrs. and Mr. Tom Taylor, 
Schwabacher-Frey Co. 

19. Ernie Laird, Laird’s Stationery, Oakland; Bill Gove, Minnesota 
Mining & Mfg. Co.; Zac Smith, Harry Fellowes and Paul Bur- 
bank, president, vice-president, and general manager NSOEA. 

20. Harry Best, McWhorter-Young, Inc., San Jose; Ralph Sheehan, 
Eaton Paper Corp.; Mrs. Sheehan; Al Furrer, Furrer’s, Richmond; 
Leland Adams, Charles R. Barry Co. 

21. John Griff, Bell & Griff Co., San Francisco; Danny Kerr, Bert M. 
Morris Co.; Linc Bell, Bell & Griff Co.; Wally Jones, Bert M. 
Morris Co. 

22. M. L. Armanko, Armanko Office Supply Co., Reno; George Frey, 
Everett Pulp & Paper Co.; Herman Dahl, Rust Craft Publishers. 


23. Don Lumsden, Peninsula Typewriter Co., Salina; Paul E. Forgey, 
Bowman-Forgey Staty. Co., Santa Cruz; Harry M. Orman, Orman 
& Wyant, Sacramento; Ralph A. Robinson, Office Supply Co., 
Watsonville. 


OFFICE APPLIANCES, July, 1951 















































OFFICE APPLIANCES, July, 1951 





PACIFIC NORTHWEST STATIONERS 
GATHER AT SEA SHORE RESORT 


242 Register to Hear NSOEA Troupers; 
Herb Peterson to be Next Governor 


1951 CONVENTION of District 11, NSOEA, which 
corresponds with the Pacific Northwest Stationers 
Association, was held May 24 to 26 at Hotel Gearhart, 
Gearhart, Ore., which is located at the sea, about a 
two-hour automobile ride west of Portland. It was 
the first experience of the district to meet at a re- 
sort location. Because of the success of the venture, 
it probably will be repeated after 1952 when it is ex- 
pected Yakima, the home of Herb Peterson, new gov- 
ernor-elect, will be the host. The registered attendance 
was 242. 

The program was supplied largely by members of 
the NSOEA troupe. Other speakers included Howard 
I. Bobbitt, attorney, former FBI operator and office 
manager and now secretary of the Oregon Stationers 
Association, and Lawson McCall, private secretary to 
Oregon’s governor, Douglas McKay. Under the title, 
“Legal Aspects of Trade Associations,” Mr. Bobbitt 
presented advantages to be gained by members of 
associations that incorporated, told of important ac- 
tivities open to such organizations without violation 
of anti-trust laws and related some of the benefits in 
the form of services to members, NSOEA being cited 
as a good example. Mr. McCall extended a welcome 
to Oregon on behalf of the governor. He mentioned 
the fact that the turf of the Gearhart golf course 
across the road from the hotel was of the same tex- 
ture as that of St. Andrews in Scotland and that a 
Walker Cup team practiced there before engaging in 
overseas competition. Most of his talk, however, was 
of more serious nature, having to do with the im- 
portance of adequate public relations programs. The 
term, he said, was relatively new, 1938 being the year 
of awareness of the necessity of public relations efforts, 
according to a quoted authority. That was said to be 
the year it struck home to the hearts of businessmen. 
Mr. McCall said many regarded public relations as 
publicity but that, he asserted, did not go deep enough. 
He then cited many activities of unselfish nature 
which were engaged in by businessmen and associa- 
tions that were developing genuine good will. The 
medical profession he referred to as one that much 
too long had failed to recognize the need of a program 
required by new social trends, but now is doing a 
good public relations job fully in line with current 
thinking. Friendship, he said, must be kept in constant 
repair. 


The meeting opened 

with separate gatherings of 
dealers and travelers on the evening of the 24th. The 
dealers met in closed session. The travelers had re- 
ports from secretary and treasurer, heard brief 
remarks by NSOEA President Zac Smith, General Man- 
ager Paul Burbank and Trouper William Gove: dis- 
cussed incorporation and held their annual election. 


Turn to page 204, please) 





Governor Bob Needham congratulates the man who will succeed 
him, Herb Peterson. 
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ON THE OPPOSITE PAGE— 


1. Dick Zeisler, Boorum & Pease Co.; Hank Lyles, McMillan Book 
Co. and Trussell Mfg. Co.; Charlie Nunn, Wilson Jones Co.; 
Herb Morgan, National Blank Book Co. 

2. Clam diggers and others: Wayne and Marjorie Stevens, Stevens 
Ness Law Publishing Co.; Jack Hess, Shields Book & Staty. Store, 
Pasco, Wash.; G. J. Aigner, G. J. Aigner Co., equipped to 
join Mr. Stevens in the clam digging operation; Bob McColloch, 
Dixon Pencil Co.; J. D. Lehman, Standard Staty. & Prtg. Co., 
Portland. 

3. Harry Fellowes, Bankers Box Co.; J. H. Peterson, Rosser & Sut- 
ton, Yakima, Wash.; Paul Burbank, NSOEA. 

4. Bill Gagnon and Leland Adams, Charles R. Barry Co.; W. I. 
Needham, Needham’‘s, Salem, Ore.; Henry Ll. Palmer, Joe M. 
Davis Co.; Harper Jamison, McMinnville, Ore.; Henry Trow- 
bridge, Wholesale Office Equipment Co., Seattle; Jack Searle and 
Stanley Wardin, Peninsula Stationers, Bremerton, Wash. 

5. Bob Davis, Invincible Metal Furniture Co. and Oxford Filing 

Supply Co.; W. G. Ross, Corry-Jamestown Mfg. Co. and Elbe 

File & Binder Co.; Francis Fowlks, Pacific Staty. Co., Portland; 

Jack Ingle, John W. Graham Co., Spokane; Chuck Rawlings, 

Rawlings Staty. & Prtg. Co., Albany, Ore.; Jack Hess, Shields 

Book & Staty. Store, Pasco, Wash.; Gilbert Weis, Weis Mfg. Co. 

Mr. and Mrs. Will Ortel, Shaw & Borden Co., Spokane, Wash. 

Herb Peterson, Rosser & Sutton, Yakima, Wash.; Mr. and Mrs. 

H. |. Bobbitt, Portland. Mr. Bobbitt, an attorney, is secretary 

of the Oregon State association. 

8. At the Gearhart Golf Club: George Ruggles, Ruggles, Inc., 
Seattle; Bruce Pirie, Columbia Ribbon & Carbon Mfg. Co.; Lafe 
Christiansen, Northwest Typewriter & Office Supply Co.; Hills- 
boro, Wash.; Bob Davis, Oxford Filing Supply Co. and In- 
vincible Metal Furniture Co.; Herb Morgan, National Blank 
Book Co. 

9. Mark Gill, J. K. Gill Co., Portland; Al Osborn and George Abel- 
sett, Tacoma Office Supply Co.; Joe Dwyer, Automatic Pencil 
Sharpener Co.; James H. Davison, manufacturers’ representative; 
James D. Headley, James D. Headley Co., Seattle; Walter Sand- 
mann, J. K. Gill Co. 

10. Ross West, Sikes Co.; Paul Harris, manufacturers’ representative; 
Ray Hunter, Harold E. Dahl Co., Tacoma. 

11. Don Tatro and Tom Fisher, Fisher's, Boise, Idaho; V. R. Watson, 
Binney & Smith Co.; Gilbert Weis, Weis Mfg. Co.; Sam Colton, 
Office Staty. & Supply Co., Medford, Ore. 

12. Bill Collins, Collins Office Supply, Mt. Vernon, Wash; Mrs. Col- 
lins; Jack C. Miller, Miller's Office Supply, Puyallup, Wash.; 
Mrs. Miller; Roy Melind, Lovis Melind Co. 

13. Mrs. Herb Morgan, Mrs. Robert Needham, Mrs. Chet Williams. 

14. Fred Kendrick, Ritepoint Co.; J. D. Lehman, Standard Staty. & 
Prtg. Co., Portland; Darrel Ireland, Pioneer, Inc., Tacoma; Bob 
Young, Lowman & Hanford Co., Seattle; F. E. Rising, Jr., manu- 
facturers’ representative; Lowell C. Jones, Kubli-Howell Co., 
Portland; B. E. Gustavson, Pioneer, Inc. 

15. District officers: Jim Kalbus, Kalbus Supply Co., Nampa, Idaho, 
director; Jim Forsyth, Bindon’s, Ltd., Vancouver, B. C., director; 
Mrs. June Budd Claxton, McKee Prtg. Co., Butte, Mont., director; 
Herb Peterson, Rosser & Sutton, Yakima, governor-elect; Lou 
Hilton, Ruggles, Inc., Seattle, first vice-president; Bob Strawn, 
Strawn’s, Boise, Idaho, second vice-president; Bob Needham, 
Needham’s, Salem, Ore., governor. Harper Jamison, McMinn- 
ville, Ore., treasurer, left before picture was taken. Mr. For- 
syth also is secretary of the Stationers and Printers Guild of 
Canada. 

16. Chuck Courtman, Ken Morgan, West Davis, Bill Gove (orator), 
Wayne Davis—all Minnesota Mining & Mfg. Co. 

17. NSOEA troupers: Harry Fellowes, vice-president; Bill Gove, Min- 
nesota Mining & Mfg. Co.; Zac Smith, president; Hal Suender, 
The General Fireproofing Co. 

18. From the Oregon Trail Travelers skit: Senator “Kickhauver,”’ 
the committee’s attorney, and the bailiff. 

19. Jim Montgomery, Higgins Ink Co.; Bob Smith, manufacturers’ 
representative; Humphrey Griggs, Griggs, Bellingham, Wash.; 
Bob Needham, Needham’s, Salem, Ore., and district governor. 

20. A G-F Group.—Front row: Mrs. Al Osborn, Mrs. Jane Wax, 
Mrs. J. M. Boehne, Mrs. William Sutton, Mrs. Alice Abelsett; 
George Abelsett, Tacoma Office Supply Co. Second row: Mrs. 
Robert Church, Mrs. Sam Colton; J. M. Boehne, The General 
Fireproofing Co.; William Sutton, Rosser & Sutton, Yakima, Wash. 
Third row: Mrs. D. C. Wax; Al Osborn, Tacoma Office Supply 
Co.; Willard Wax, D. C. Wax Office Equipment House, Portland. 
Fourth row: Sam Colton, Office Staty. & Supply Co., Medford, 
Ore.; Mrs. J. H. Peterson; J. H. Peterson, Rosser & Sutton, 
governor-elect of the district; D. C. Wax, D. C. Wax Office 
Equipment House. 

21. Mrs. Charlotte Harris, manufacturers’ representative; Fyrne Col- 
ton, Office Staty. & Supply Co., Medford, Ore.; Mrs. R. M. 
Church, Church & Nelson, Wenatchee, Wash.; Mrs. H. J. Pitts, 
Albany Typewriter Exchange, Albany, Ore.; Amanda H. West, 
Sikes Co. 
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Underwood Corporation, 
One Park Ave., New York 16, N. Y. 


The Underwood Sundstrand composite Model C-AR 


accounting machine is available in either single or 


double keyboard models. The double keyboard model 
is particularly designed for accounts receivable appli- 
caitons where originals statement and original ledgers 
are required and where the date, folio and amount 
must appear on both statement and ledger. The single 
keyboard model is intended for use where no folio 
number is required, or where the folio number is 
printed on only one form. Features include the 10- 
key keyboard for touch operation, automatic column 
selection, flexible date keyboard and printing of date, 
folio and amount in one operation. The front feed 
carriage opens and closes automotically, and there are 
automatic debit or credit balances, automatic register 
total or sub-total and automatic adjustment of register 
total. 


STOCK CONTROL SYSTEM 





Diebold, Inc., 
Canton 2, Ohio 


Positive control, with considerable savings in time, 
is claimed to result from the use of a signalling device 
with the newly-developed simplified stock control sys- 
tem. Records are punched with three keyhole slots 
and mounted on a bar in a desk tray. When the stock 
balance gets down to a minimum, the record is offset 
at the right—which signals the buyer it’s time to re- 
order. When the order is placed, it’s noted on the card 
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equipment, devices, 








supplies 





Sado 4 


and the record is offset to the left, which indicates 
the goods were ordered, but as yet undelivered. The 
card is returned to the center punch when the goods 
are received. All records and guides are held on a bar 
by their keyhole slots in the Cardineer desk tray. They 
can’t be spilled or scrambled, claim the manufacturer. 
Information is available from the above address, Dept. 
S-1, through the folder, “‘The Hole Story.” 


CASH PROTECTOR 





R. C. Allen Business Machines, Inc., 
678 Front Ave., N.W., Grand Rapids, Mich. 


Now available for prompt delivery this new low cost 
cash registering machine, the Cash Protector, is an 
upright unit. In addition to the many standard R. C. 
Allen cash register features such as running totals in 
visible dials, removable coin till, wide drawer, enforced 
designation and others, it has such new developments 
as (1) easy-reach keyboard, (2) 44-inch carriage with 
extra-wide tape for marginal notations, (3) completely 
enclosed rewind device which automatically rewinds a 
full roll of tape and (4) hinged top plate for speedy 
ribbon change. It is finished in burnished gold and 
ice green. 


30-INCH PREMIER CUTTER 





Photo Materials Company, 
334 N. Bell Ave., Chicago 12, Ill. 


The new 30-inch Premier cutter has both an upper 
and lower ruler—graduated in one-eighth inches. The 
lower ruler is set flush with the surface of the board 
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istable guide travels the full length of the 


’ 1 t} ( 
ana the aa 


board so that no criss-cross lines are necessary. This 
board will also be equipped with a torsion spring which 
ucts as a Safety spring, preventing the handle from 


‘ 1] y 
1ailing at 


lentally. A compression spring is used for 
f drawing the cutting blade to the cutting 


the purpost 





edge. The t price is $50.00 F.O.B. Chicago and deliv- 
eries will begin approximately August 1. 

A table designed especially for use with this new 
cutter is listed at $8.50, or $58.50 when purchased in 
ombination with the cutter. Equipped with a shelf 
to catch trim, this table is shipped knocked down. As- 
sembly mple 
TECHNIPLAN 


The Globe-Wernicke Co., 
Cincinnati 12, Ohio 








The basic principle of the Techniplan modular office 


ntroduced at the recent NOMA office ma- 
1 equipment exposition in New York City, 


furniture 


chinery 


s the utilization of an “L” shaped arrangement. As 
compared with conventional desk units, Techniplan 
modular equipment is declared to occupy 18.3% less 
floor space, yet give the same working area. The func- 


tional de and center runner form the core of the 
idea. When these two are assembled with the various 
standard sectional units available for letter files, map 
and plan file and card index cases and with either 
of the tv tyles of partitions, many space-saving 
fice arrangements are possible. All Techniplan units 
r rd and interchangeable. The exploded view 
elements: partitions and posts, desk ped- 
estal, desk top, center draw, center runner, full hori- 
zontal file units and base with island legs. 


s 
J 


FUNGUS-PROOF DECALS 


Meyercord Company, 
5323 W. Lake St., Chicago 44, Ill. 


The new fungus-proof feature is being incorporated 
n all future runs of the type C and type G mar-proof 
lecals which are specialiy designed for high resistance 
to abrasion, moisture and temperature extremes. Both 


C and G type decals were developed by Meyercord dur- 
ing World War II for heavy durability on military 
equipme! These new decals are designed for dur- 


jility ar in be easily washed. It is claimed that 
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they are not marred by acid, alkali, alcohol or petro- 
leum products. Available in all sizes, designs and 
colors, they are now being effectively used as name- 
plates on heavy duty machinery all over the world. 


ALUMINUM PHOTO-OFFSET PLATE 





Minnesota Mining & Manufacturing Company, 
90 Fauquier St., St. Paul 6, Minn. 


The new pre-sensitized aluminum photo-offset plate 
is ready for exposure without further treatment for use 
on Multilith and Davidson presses, the company states. 
The plates are .005-inch-thick aluminum and have 
zero stretch, it is pointed out. Advantages cited in- 
clude fine quality reproduction on small photo-offset 
presses, sharper copy, better handling speed, need of 
minimum equipment, ease of handling, cleaner copy, 
blacker copy, ease in correction and accurate register. 
The new plates are made in two sizes: a 10 x 155g-inch 
serrated plate for use on the No. 1250 Multilith press; 
and a 10 x 16-inch straight-cut plate for use on David- 
son presses. 


DEPENDABLE DESK FOUNTAIN PEN SET 





Sengbusch Self-Closing Inkstand Company, 
2222 W. Clybourn St., Milwaukee 3, Wis. 


This new desk .fountain pen set by Sengbusch is 
available in the complete line of gold-plated iridium- 
topped points as well as the new line of stainless steel 
points. No. DE-100 is illustrated. The base, fountain 
pen or desk fountain pen holder may be purchased 
separately if desired. For public use the sets are 
equipped with a 24-inch bead chain. Pens have Tredin 
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points which may be selected according to require- 
ments for office, home or school. 


PLATFORM FURNITURE 





Royal Metal Manufacturing Company, 
175 N. Michigan Ave., Chicago 1, Ill. 


Solid strength and smart styling are combined in the 
design of these new pieces. The name “platform” 
is derived from the solid panel supporting the seat 
cushions, which are reversible for double life. Square 
steel tubing forms the basic styling of the new series 
available in a wide range of finishes, all in baked 
enamel. Pastel shades are featured on the metal parts, 
since they blend with many different decorative 
schemes. Upholstery can be genuine leather, leather- 
ette or a new Royal frieze fabric. The “platform” fur- 
niture is claimed to be especially desirable for recep- 
tion rooms for shops or offices, recreation rooms in 
homes, or lounges in public buildings or private firms. 


24-HOUR DEPOSITORY 










¥ 
MIGHT DEPOSIT HEAD 


24- HOUR DEPOSIT HEAD 











Herring-Hall-Marvin Safe Company, 
Hamilton, Ohio 


Night deposit service can now be extended to all 
depositors with the new 24-hour depository. This 
bank accessory accepts deposits from both individuals 
and business firms during busy daytime hours as well 
as after-hours. Bulk deposits are made in bags as 
usual and individual deposits in envelopes. One pop- 
ular model of the new device uses separate heads for 
bags and envelopes, and includes a supply holder for 
envelopes. Separate or combined facilities can be 
arranged for new installations and separate facilities 
can be provided for banks now using conventional 
night depositories. 
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TOPFLIGHT ADDING MACHINES 





Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


The TOPflight line of hand-operated adding ma- 
chines includes two large-capacity models. The first, 
No. 7382-5, has a listing capacity of seven columns and 
a totaling capacity of eight columns, featuring direct 
subtraction and automatic totals. This machine, avail- 
able with five- and 13-inch carriages, incorporates cush- 
ioned power and features direct subtraction as well as 
subtotal key, multiply key, correction and back space 
key, feature release key, column indicator, valve gauge 
and single color ribbon. Weight is 1834 pounds, with 
base size of 9 x 1234 inches. The second machine, model 
No. 7190-5, lists and totals nine columns, non-subtract. 
It offers all features of the adding machine line. 


RIBBON INKED NUMBERING MACHINE 





Wm. A. Force & Company, iInc., 
216 Nichols Ave., Brooklyn 8, N. Y. 


A Force Paragon hand numbering machine is now 
available with a ribbon inking device attachment. This 
device is most commonly used with hectographed order 
control systems and it is necessary to move the ribbon 
manually. The machine was developed to avoid having 
the figures contact the felt ink pads generally found 
in hand numbering machines, thus preventing corro- 
sion. Another feature is declared to be that the figures 
are only in contact with the ribbon at the moment of 
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making the impression. The usual varied assortment operate, simply insert pencil in the guide and rotate 


of figure styles and sizes available in the Paragon can the cover; the more revolutions, the finer wili be the 
be supplied. Machines are assembled to order with point. The Trupoint will also point up wood pencils, 
the user’s combination of specifications. if the wood is cut back beforehand with a knife. Abra- 


sive liners are low in cost and easily replaced, state 
the manufacturers. 


DAN-DEE STAND 
DOUBLE EXTENSION MATS 


o% 








C., 
Y 
is Vanpe, Inc., 
st, 4615 S. State St., Chicago, Ill. L. M. Bickett Company, 
id Watertown, Wis. 
ct The company is making a new line of Dan-Dee type- ; 
il- writer and adding machine stands as illustrated. These Now being offered to the trade as stock items these 
h- are heavy-duty stands with two-inch brake casters. double extension mats are now included in the firm’s 
as tube laterals for added strength and heavy-duty drop standard line. The additional cost is sufficient only to 
ce leaf supports. A recessed rubber mat on the table top cover the extra stock required for the extra extension. 
ge surface prevents the typewriter from shifting. The The mats are available in either the square or round 
th table, in green, gray or walnut, is available with either shape and are produced in the same colors, sizes and 
ie] two drop leaves or one drop leaf and paper tray. thicknesses as the regular type round and square 
ct Standard height is 264% inches and top dimensions are mats. 
15 x 18 inchs Leaves are 9 x 15 inches. These stands 
are packed one to a carton, already assembled, avail- 
‘ble for immediate delivery. STENOGRAPHIC UNIT 
TRUPOINT POINTER 
Grand Rapids Products, Inc., 
Grand Rapids, Mich. 
nc When it is necessary to provide office accommoda- 
Vv tions without permanent subdivision of large areas, a 
. high degree of privacy is claimed in two new office 
10% Elward Manufacturing Company, units. Designated as an executive model, one unit 
‘his 557 Paw Paw Ave., Benton Harbor, Mich. includes an L-shaped desk and an overhead book cab- 
der inet with sliding doors. The other, pictured here, has 
bon This mechanical lead pencil pointer is declared to a compartment for stenographers’ supplies beneath 
ing be especially useful for draftsmen, engineers, archi- the desk top and an extension at right angles to hold 
ind tects and commercial artists, giving draftsman-type a typewriter. Both desks are 60 inches on the long 
‘TO mechanical pencils any point from blunt to hairline dimension and 28 inches wide. Tops are surfaced with 
ires in a matter of seconds. It is claimed not to break leads Formica wood grain finishes in a choice of walnut, 
t of even when an extremely fine point is required. To ribbon mahogany or oak. Partitions, incorporating 
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acoustical panels to minimize noise and topped with 
Corrulux Fibreglas or glass, complete the unit. 


PLASTIC MAP STICK 





Ross-Martin Company, 
4238 Fourth St., Tulsa 1, Okla. 


Designed to simplify the mounting of maps, tracings, 
drawings and blueprints, the new plastic map stick is 
quickly detachable. Sheets snap on sticks without tools, 
nails or glue. The light-weight, inexpensive all-plastic 
map stick utilizes only curved plastic grippers to hold 
maps to sticks by tension. With this new device maps 
now can be rolled and filed easily in tubes, reducing 
handling time to a minimum 


ONYX DESK SET 
Ye 





The Doringer Company, 
221 Arch St., Philadelphia 6, Pa. 


These manufacturers have announced a new line 
of smart desk sets. The base is of genuine onyx with 
a detachable metal engraving plate and is equipped 
with an Esterbrook pen. This set retails for $5.00 com- 
plete and is expensive in appearance, state the manu- 
facturers. The base alone retails for $3.25 and the pen 
alone at $1.75. 





UP-N-DOWN GOOSENECK LAMP 





General Lamps Manufacturing Corporation, 
Elwood, Ind. 


This new Up-N-Down gooseneck lamp may be set 
down on a desk or table, or hung up as a wall lamp. 
The manufacturer points out that it attaches easily 
and securely. It is offered in a new metal shade with 
deep gold trim and comes in two new, modern finishes 

No. 850 in gold metalescent bronze and No. 851 in 
platinum chrome with rich silver cast 


ADDRESS KING 





American Photo Laboratories, 
28 N. Loomis St., Chicago 7, Ill. 


This machine has been introduced as a new, modern 
method of addressing envelopes of any size, post cards 
and other mailing pieces. Method of operation is to 
type or write on a long strip of paper tape. No stencils, 
plates, ribbons or messy ink are involved, state the 
manufacturer. The automatic tape advances from one 
address to the next as the operation lever rises under 
the operators’ control. No rewinding of address tape 
is involved. The machine has one-piece cast aluminum 
body and weighs seven pounds. Dimensions are 8% x 8 
inches. Shipping weight is eight pounds. 





McCann Appointed Sales Representative 

A. W. Faber-Castel Pencil Company, Inc., has an- 
nounced the appointment of Frank A. McCann as sales 
representative covering the Metropolitan area of New 
York City. After a visit to the factory to familiarize 
himself with the company’s manufacturing processes, 
Mr. McCann planned to commence calling upon the 
trade June 1. 
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New Firm Is Opened at Dallas 

Mrs. David A. McMinn and Mrs. Barbara Redding 
have opened the new firm of Shamrock Letters, Inc., 
with offices in the Empire National Bank Building, 
Dallas, Tex. The firm will specialize on the design 
and production of letterheads and office forms, and 
will also handle a complete line of office supplies. 
JHR 
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perfect 
RIBBONS 





and as for 


CARBON 
PAPER... 





Each 
PANAMA-BEAVER | 


quality, weight and 
surfacing is RIGHT 
for its specified 
purpose. You simply 
cannot procure more 


for your money. ... 





a 
; R ; E stoutly insist that PANAMA-BEAVER 
Typewriter Ribbons are best for superior letter 
production . . . because of their fine inking, re- 
cuperative property and sustained perfection 


on the job. Short cut to office efficiency... 





and unmatched for ultimate economy! 


PANAMA: BEA VER 
Gilobad” Abie 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 
Coast to Coast Distribution 
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nomda 
news 


National Office Machine Dealers Association g 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


Ed Toussaint Dies Suddenly 


With shocking suddenness, news came as this issue 
was being put to press that Edward J. Toussaint, pro- 
prietor of Central Duplicator & Typewriter Company, 
Camden, N.J., and president of NOMDA, had been 
taken by death on Sunday, June 17. Apparently in 
good health and engaged vigorously in activities re- 
lated to the Detroit convention, it is reported that Mr. 


THE LATE E. J. TOUSSAINT 





Toussaint just slumped in his chair and was gone. 
The immediate cause was cerebral hemmorrhage. 

Successful in his own business, Mr. Toussaint was 
proving to be a very successful chief executive of the 
National Office Machine Dealers Association. On 
NOMDA’s board of directors for many years and 
enthusiastically active in local as well as national 
association affairs since he became connected with 
the industry in his youth, Ed Toussaint was a con- 
tributor in no small way to progress in the office ma- 
chine industry. His sudden going just before conven- 
tion time will emphasize the loss sustained by NOMDA 
and its members but it will not detract from the 
steady influence for good which radiated from him 
year in and year out. 





New York OMDA Holds Dinner Dance 


Some 250 members, their wives and guests attended 
the fourteenth annual dinner, dance and revue of the 
Office Machine Dealers Association of New York, Inc.., 
held on Saturday evening, May 5, in the Penn-Top 
ballroom of Hotel Statler, New York, N. Y. 

This year’s affair was dedicated to the association’s 
past president, I. Rubin, Eagle Office Equipment Com- 
pany, New York, N. Y 

An hour of sociability and good fellowship was spent 
in the adjoining foyer where guests enjoyed their fa- 
vorite cocktails before the banquet was served. Guests 
were seated at tables tastefully arranged around the 
dance floor of the spacious Penn-Top ballroom, and 
after singing our National Anthem, they partook of a 
luscious roast beef dinner 

Chairman of the entertainment committee, Harry 
Ritchie, Addressing Machine & Equipment Company 
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announced that the entire evening would be devoted 
to sociability and no speeches would be made. 

He then introduced President E. P. Radigan, Radigan 
Sales Company, Staten Island, N. Y. who extended 
greetings and a hearty welcome to all and remarked 
that the affair provided an excellent opportunity for 
members of the industry to become better acquainted 
with each other. He thanked the entertainment com- 
mittee and all who had helped in doing a good job of 
making the affair a success. 

I. Rubin, past president and guest of honor, in ac- 
knowledgement remarked that during his administra- 
tion he was impressed with the fact that considerable 
benefits are to be derived from active participation in 
association work. In conclusion, he urged every mem- 
ber and prospective member to join in all the asso- 
ciation’s activities, attend meetings and likewise reap 
the benefits of meeting with each other and discussing 
mutual problems. Excellent entertainment followed, 
headed by the “Cuette” The Four D’Lovelies, who pro- 
vided more than a half hour of popular songs. Music 
was furnished by Leo Dryer and his entertaining or- 
chestra of funsters and frolickers. 





NOMDA Offers Typewriter Guarantee Policy 


A “package deal” on its new nationwide typewriter 
guarantee policy has now been made available by 
the National Office Machine Dealers Association for 
its members 

For $24.75, NOMDA is offering 1,000 guarantee poli- 
cies (minimum order) with name imprinted, two 
11 x 14-inch counter or window cards and three color- 
ful window streamers. 

These may be ordered through Harold W. Mann, 
executive secretary of NOMDA, 1267 N. Wilton PIl., 
Los Angeles 38, Calif. 

The guarantee policy is a copyrighted idea for 
NOMDA members only and was originated by Ed 
Noakes of Sacramento, Calif. 

NOMDA leaders point out that the dealer has these 
advantages in the guarantee policy: 

1. “It means that the customer will return time and 
again for lubrication and each visit gives you an oppor- 
tunity to sell him a new platen, ribbons, paper, and so 
forth. 

2. “It means you will have a big weapon against the 
chain and department stores 

3. “It means the customers will be kept within the 
association if they move to other cities—even to your 
city.” 

When signed in both places on the front the buyer 
of a machine can take the policy to any dealer dis- 
playing the NOMDA emblem in his window or door 
and get the service the policy calls for under A and B 

lifetime lubrication and one-year mechanical service, 
respectively. 

The buyer must keep the policy in his possession 
and present it whenever visiting another dealer for 
free service under the guarantee 
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“ EASE OF OPERATION 
t $10) 730 5 0% 


- Smith-Corona 
7 ADDING MACHINE 


SMITH-CORONA CASHIER 





Known for its rugged construction and trouble- 
free operation, the Smith-Corona Adding Machine 
gives you features you’d expect to find only on 
machines costing far more! 


Colorspeed Keyboard quickens finger action .. . 
Error Control corrects mistakes instantly before 


adding . . . Clear Signal guards against including 
‘ unwanted figures . . . Instant Tape-Eject shoots out 


ne the used tape with a flip of your finger. 


Get the complete story of Smith-Corona de- 
el pendability. See your Smith-Corona dealer today! 





PSPS SSSSSSSSSSSSSSSSSSSSSSSSESSSEEEEE Sy 
SSSSSSSSSSSSSSSSSSSESESSESSEESE SSS Sees s = 


B *Price for all states permitting Fair Trade 


Laws. Subject to change. Tax extra. SSSSSSSSSSSTSSSSSSSSEE ESSE SSeS See 


. ie » SMITH he CORONA TYPEWRITERS INC SYRACUSE 1.N Y Canadian factory and offices, Toronto, Ontario. Makers 
of f us Smith-Corona Office and Portable Typewriters, Cashiers, Vivid Duplicators, Ribbons and Carbons. 
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Carlos Schmied, Carlos Schmied & Cia., Ltdo., Sao 
Paulo, Brazil, visited us briefly and signed the Guest 
Book on May 28. On the last stages of a journey that 
was scheduled to end in Sao Paulo on June 14, Mr. 
Schmied left Brazil on March 31. His first stop was 
in France, where he inspected displays at the Lyons 
Fair. Subsequently he visited fairs in Utrecht, Basel, 
and in England. His itinerary permitted pauses in the 
Scandinavian countries before going to London. Ar- 
riving in New York on May 16 he attended the Sta- 
tionery Show before going on to stops at Philadelphia, 
Detroit and Chicago. Ports of call still on the list when 
he left Chicago were St. Louis, New Orleans, Havana, 
(Cuba), Caracas (Venezuela), and Lima (Peru). By 
using air transportation Mr. Schmied was able to visit 
all the manufacturers in Europe and the United States 
whose lines his firm handles, in a little over 10 weeks. 
The same journey by ship and train would require at 
least twice as much time 


O. L. Lattin, Lattin’s Stationers, Lynwood, Calif., was 
a Guest Book signer on Monday, June 4. Enroute to 
the East, Mr. Lattin stopped off in Chicago to make a 
few business calls and found time to visit briefly with 
us. Despite the Chicago calls, Mr. Lattin said that he 
is primarily on vacation, his eastern objective being 
the thirtieth reunion of his school class. 


Walter T. Hobby of Manifold Supplies Company fa- 
vored OFrFricE APPLIANCES with a visit on June 7. The 
primary purpose of his trip to Chicago was to confer 
with the company’s Chicago distributor, Panama- 
Beaver, Inc. On his return he planned to call upon 
the company’s branch at Cleveland. Trained in the 
security brokerage profession, Mr. Hobby finds himself 
completely at home in the sale of inked ribbons and 
carbon coated papers. 





Clayton Retires From Koh-l-Noor 

Friday, May 11, was the retirement date of Samuel S 
Clayton, sales manager for Koh-I-Noor Pencil Com- 
pany, Inc. 

The event was celebrated by a luncheon at the Stock- 
holm Restaurant near Somerville, N. J., and attended 
by the entire office force. Mr. Clayton was the recipient 
of a Hamilton wrist watch, suitably engraved and pre- 
sented by the company, while the employees contrib- 
uted a one-suiter. Telegrams from the field staff added 
to the festivity of the occasion. 

Sam, as he is known in the trade, started in the 
stationery business as errand boy for the Tower Manu- 
facturing Company in 1900 and at the salary of $3.00 
a week. Later, he went with the McMillan Book Com- 
pany for a period of 15 years, operated his own business 
of contracting stationer under the name of Crossman 
& Clayton for 12 years and started with Koh-I-Noor in 
1937 as salesman in the New England territory. 

Sam and Dora have a home in Wolfeboro, N. H., 
where they plan to live summers, spending the winters 
in a warmer clime. 

Thus it is that the Koh-I-Noor Company and other 
friends wish Sam the best of luck and “good fishing.” 





Norman Johnson Joins Miami Concern 


Connecticut visitors to Miami, Fla., will find a 
familiar face these days at the Shagseth Stationery 
Company. Norman “Bud” Johnson, former store man- 
ager and buyer for Ed Granfield in New Haven, Conn., 
is now a member of Arne Skagset’s organization 
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ersonality 


HARVEY MINER — That 
Id saying about giving a job 
to a busy man when you want 
it well done could well apply 
to Harvey Miner, operating 
the Miner Business Machine 
Company at Kankakee, Ill. 
His hobby is business, yet he 
contributes largely of his 
time and gifts to all civic 
projects. He will drive 200 
miles, after a long hard day, 
to see a football game at 
Robinson, Ill., where he at- 
tended high school. He is a 
member of the Rotary Club, Elks, Moose and Masonic 
Lodge. An active member of NOMDA, he serves on 
the board of 





>t directors and has been vice-president « 
COMDA, Chicago Office Machine Dealers Association. 
The career of this 35-year-old dynamo began in the 
office machine industry with the Pantagraph Company 
in Bloomington, Ill., in 1935. In 1941, he moved tc 
Kankakee and was employed at the Joliet Arsenal dur 
ing the war years. In 1942, he began servicing machines 
n Kankakee during his spare time and from this be 
ginning he now has the most modern office machine 
company in the area with a fully-equipped and staffed 
ervice department. And he still finds time to spend 
with his wife and three children. 





William P. Corbett Adds Lines 


William P. Corbett, 145 Cedarbrook Rd., Ardmore, 
Pa., manufacturers’ representative calling on stationers 
and office equipment dealers, has recently added two 
more lines. They are Sta Set, natural rubber paper 
cement made by the Monet Company, and a line of 
Crane stationers’ shears, a product of the Metropolitan 
Cutlery Company. 

The territory covered by Mr. Corbett extends from 
New Jersey south through Virginia, including eastern 
Pennsylvania, Maryland, Delaware, Washington, D. C., 
and Virginia. 
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July 29—August 3. Lugaaa: L 
Ame = national show. Hot N Y orks New York. N.Y 
Maurice A. | tan. executive Jent, 27 Fitth Ave New 
1, Oe Ve 
September 21. Great Lakes Travelers Club NSOEA venti 
luncheon, Stevens Hotel, Chicaa 
September 22-27. National Stat & Office E ment Associa 
tion's 45th annual convention, St ns Hote ago, Ili. Pau 
Burbank, general manager, 740 tinental Building, Washinaton 
6 & C. 
October 22-27. National Bus w, Grand Central Palace 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St., 


New York 18, N. Y. 
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LONG-TERM INVESTMENT 
IN BETTER OFFICE TOOLS 


















e. bas Super-Filer 
e Day is Gone 9 sstreckim 
b= No. 5505L 
sage 2 
HE day is gone when management can con- % 
sci ntiously buy office equipment on the basis 
of first cost alone. Today office workers make up - is 
25% of the total work force, and the cost of their 
salaries is constantly increasing. As a result, mran- 
agement can no longer afford to ignore the long 
range effect in dollars and cents of good office tools Sinton 
on the health, morale, and productivity of their Comfort Master 
, Chair 
flice workers. 
— , No. 3129 


Good office tools can assure management of a 
maximum return of its investment in the office. 
Outmoded, inefficient equipment costs money 
every day it is in use. This is just as true in the 
office as it is in the factory! 


GF metal business furniture provides the best 
Cu 


in office tools. True, it is not available now in suffi- 


cient quantity to meet demand, but N.P.A. state- Goodtorm 
, ee Secretarial 
ments indicate that present restrictions on the use : Cheir 


of metals for business furniture are temporary. No. 2123 
And meanwhile, GF dealers can still be of real 

service to their customers if they will convince 

them of the wisdom of a long term investment in 

good office equipment even though the actual pur- Mode Maker 

. Wm . Desk No. 1760F 

chase must be temporarily delayed. ‘The General 


lireproofing Company, Youngstown, Ohio. 


GENERAL 
FIREPROOFING 


Foremost in Metal Business Furniture 


DEALERS THROUGHOUT THE WORLD 


There is a complete line of GF metal furniture — Mode Maker 


desks, tables, chairs, files and shelving. ; ; 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bldg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, June 1, 1951 


The new president of the Typewriter (and Allied) 
Trades Federation of Great Britain and Ireland is H. E. 
Stewart. (Remanufactured Typewriters, Ltd., London, 
E. C. 4.) 

Mr. Stewart, in sending “greetings to all typewriter 
men in the United States upon my election as pres- 
ident of the T. T. F. G. B.,” comments that a consider- 
able portion of their work is in the sale or maintenance 
of machines originating in the United States. 

“As everyone knows, times have not been easy in 
Great Britain in the past few years and even the most 
sanguine of us cannot hope for the times of prosperity 
which existed before the Hitler war.” 

Mr. Stewart goes on to say:—‘“We had hoped that 
there would have been a change from a sellers’ to a 
buyers’ market because we welcome competition and 
the opportunity it affords private enterprise to provide 
good service at reasonable prices; thereby increasing 
the prosperity of members of the trade and satisfying 
the large public who are eventually the ‘employer’ in a 
business such as ours. 

“A certain amount of imports of typewriters from 
the Continent of Europe has helped us to meet the 
rapidly increasing list of booked orders and the estab- 


lishment in the United Kingdom of factories whose 


parent concerns are in the U. S. has further helped us 
in this matter. 

“The tendency of the present government, and no 
doubt of successive governments, is to endeavour to 
increase exports. Excellent although this policy is, it 
means that our home market must remain unsatisfied 
for many years.” 

Mr. Stewart points out that the international situa- 
tion does not make things any easier but he is con- 
fident that the typewriter trade of Britain can with- 


stand any shocks which it may suffer of whatever 


magnitude. 

The office equipment industry in Britain is antici- 
pating a new export record for 1951, despite rearma- 
ment and defense programmes, although it should be 
noted the full impact of this has not yet been felt. 

In the first quarter more than £2,000,000 of office 
machinery and nearly £300,000 of safes and cabinets 
were exported, over three-quarters of a million pounds 
more than the same period of 1950. 

Output figures, although not so up-to-date, reveal 
similar progress. The monthly delivery of typewriters 
in January was 10,007 standard machines and 4,997 
portables, the highest total on record. This compares 
with a monthly average of 10,899 in 1950 and 7,754 
in 1949. At the same time imports during the month 
were down to £91,574 out of a delivery total of £558,000, 
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compared with imports of £179,218 out of a smaller 
total for 1950. 

During the same period, deliveries of accounting and 
similar machinery rose to £997,000, compared with a 
monthly average of £979,000 in 1950, and of £826,000 
in January of that year. Of this total, less than £90,000 
were imported. 

The figures for other office machinery also showed 
considerable increases, imports being down and total 
deliveries during the month up by £160,000, compared 
with January, 1950, figures. 

An official of the Office Appliance Trades Associa- 
tion admitted, however, that it was impossible to assess 
an industry’s progress by output statistics for a single 
month. Nevertheless, these do indicate that the im- 
provements made in 1950 are being maintained. 

+. . + 

In Britain, as in the U. S. A., electronic science is 
contributing its quota to increasing office efficiency. 

The Emdicta new electronic dictation machine was 
on view at the B. I. F. recently and an interesting ma- 
chine it is, too. 


The new machine is smart 

and compact and has 
accessibility of controls which are designed for max- 
imum efficiency with minimum effort. A hinged track- 
ing disc arm holds the disc in position and the locating 
mark printed on the disc is accurately located for 
playback. The controls include a dictate-listen switch, 
microphone loudspeaker selector switch, and auxiliary 
input socket which provides facilities for recording by 
radio. 

By flicking over the dictate-listen switch, the head 
either records or plays back. The recording head may 
also be used as an erasing medium. The dictate-tran- 
scribe lever prevents the first word of dictation being 
“clipped” or lost to the listener. 

The Cueing scale and pointer, of course, graduated in 
minutes, gives at-a-glance indication of available re- 
cording time and also serves to pin-point and index 
dictation on the disc. 

An inbuilt moving-coil loudspeaker affords radio- 
like reproduction and above it is kept the Magnetic 
Erasing Comb which erases unwanted recordings in a 
second or two. 

The electrical properties of the Emdisc are unaf- 
fected by the number of times it is recorded, played 
back or erased. 

Finger-tip stop-start-repeat controls are available 
for both speaker and typist and quick dictation can, 
naturally, be slowed down to dictation. Corrections are 
made by simply over-speaking on the incorrect text. 

The desk microphone carries various control keys 
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rmehair Full 


of Comfort 






C-1500A 
SWIVEL ARMCHAIR 


s chair looks inviting to your customer. And when 
its in it, it feels grand! No matter how close his 
ction, its quality steel construction, clean design 
faultless upholstery keep right on pleasing him. 
Broad, comfortably padded, widespread arms give 





oomy appearance that executives look for in a 
for themselves Fully upholstered back has no “a 
‘ CIUSCIVES. ) I ca Dae MATCHING SIDE ARMCHAIR 
parts exposed. Resilient padding over special coil 
: : - ~ _ - To match the swivel armchair and 
s gives deep-seated comfort that lasts. Choice of 
é the side armchair, shown, you can 


olsteries, colors, finishes. Write for details on the get models C-1520 and C-1530, 
that sells in modern offices. Harter Corporation, chairs without arms. This com- 


‘ , plete “suite of four” is ideal for 
Prairie Avenue, Sturgis, Michigan. large offices. 


* HARTER 


ae MicHtiGaQn 
STEEL cnains | * POSTURE CHAIRS 
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and is provided with a speech indicator neon lamp. 


The hand microphone also serves as a playback 
medium. 

On the persona! side, Hugh Taylor (director, London 
Typewriter Company, Ltd.), has been elected the 


chairman of the London Branch, T. T. F. G. B. 

Also on the personal side—a Leicester typewriter 
mechanic, 59-year-old John Johnston, an assembler 
in the factories of the Imperial Typewriter Company, 
Ltd., where he has worked for the past 17 years, has 
inherited a ranch in the Argentine. His uncle, Fred- 
eric Adair Moffatt, who died some time ago, left a 
5,100 acre ranch about 400 miles from Buenos Aires. 


Imperial Typewriter Company, Ltd., is opening a new 
£500,000 subsidiary factory in Hull. 

“The labor situation in Leicester is such that it has 
proved impossible to obtain all the increased produc- 
tion required, and there does not appear to be any 
likelihood of any immediate improvement. Further- 
more, it is unlikely that further expansion of the 
Leicester factory would be licensed,’ I was told. 

The new factory will provide initial work for 500, 
but it is expected that the number of employees will 
rise to 2,000, and ultimately to 3,000 

N. W. R. Mawle, D. F. C. (managing director, British 
Typewriters, Ltd.), has some interesting things to say 
about portable typewriters. Briefly, his views are: 

Manufacture the machine so that its usefulness, its 
quality and its durability will make it sell itself as 
nearly as that is possible. 

Put into the machine the qualities that will win for 
it the permanent loyalty of the largest number of users. 
A sale is but a temporary advantage, a satisfied user 
a permanent asset. 

Make the machine so persuasive in appeal that the 
advertising department’s job will become less and less 
a job of argument and more and more a job of telling 
the public the virtues of the machine, where it can be 
bought, and at what price 


Distance in Britain is, 
perhaps, nothing like that in 
the U. S. A. Nevertheless, outside of the London area, 
nearly all dealers in Britain have the problem of de- 
feating distance. 

Sidney England, Ltd., of Brimingham and Manches- 
ter, found that its maintenance and repair side was 
developing at such a rate that extraordinary methods 
were called for, and it became obvious that the wisest 
course to adopt was to take the workshop to the ma- 
chine instead of the machine to the workshop. 

Accordingly, a truck was built with dual-purpose 
features. It was so designed that it may be used for 
carrying office furniture or as a mobile workshop 
When used for transporting goods, the board in the 
front is reversed and reads, “Office Furniture”, and 
the work-bench is folded flat to the interior of the 
van. A point of interest, too, is that the seat used by 
the mechanic when the truck is a workshop—and the 
sign then reads “Mobile Workshop’’—is the one nor- 
mally alongside the driver 
Typewriter Sundries Company 
Ltd., has just returned from a business trip to New 
Zealand. His father has just returned from a similar 
trip to “behind the Iron Curtain.” 


Derek Buckridge, of 


I am told there is a big demand for typewriters in 
Israel. E. Gabbay, representative of the firm of Messrs 
Mulford and Company, Ltd., 9 Princess Mary Ave., 
Jerusalem, has been in Britain. 

Hebrew, it seems, is now almost generally used for 
correspondence and Hebrew typewriters are being more 
and more desired. To help overcome this state of af- 
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fairs, the firm is converting typewriters designed to 
write in English to those capable of writing Hebrew. 
For this language, it seems, the carriage moves in the 


opposite direction. 


Queen Mary Visits B.1.F. 


When Queen Mary visited the British Industries 
Fair at Olympia, London, her guide to the office equip- 
ment section was N. W. R. Mawle, managing director 
of British Typewriters, Ltd.. West Bromwich, and 
chairman of the public relations committee of the Of- 
fice Appliance Trades Association. He is a past pres- 
ident and present member of the council 

Mrs. S. S. Elliott, M. B. E., secretary and exhibitions’ 
director of the O.A.T.A., was presented to the Queen 
Mother by Mr. Mawle. 








Firm Participates in London Exhibition 


Block & Anderson, Ltd., 58-60 Kensington Church 
St., London W.8, is participating in the Business Effi- 
ciency Exhibition at London June 6-16. 

Displayed are everything from ledger posting ma- 
chines to small addressing duplicators. 

The Banda ‘90’ spirit duplicators are shown in a 
range of hand and electric models that cover every- 
thing from a 1 x 33-inch tag to a brief size schedule 
Using neither ink, stencils nor gelatine, these duplica- 
tors will produce from three to 300 clear copies of all 
written, drawn or typed work, in several colors if re- 
quired. 

Operating on the same principle of spirit duplica- 
tion as the Banda is the Bandarette, a small address- 
ing duplicator for all short-run, small-area copying. 
Masters are prepared in the same way as for the Banda 
and, with the frames provided, can be stored over an 
indefinite period without deterioration. 

Among other machines on display are the Bandamail 


range of letter openers and sealers, available in both 


hand and electric models. 


Several machines are exhibited for the first time— 


among them the Banda Planflex, a visual control board 
for charting facts in relation to time—an at-a-glance 
record of progress. A single unit provides coverage 
for 50 subjects, maintained in alphabetical or numer- 
ical sequence. 

Another new product is the Banda typewriter at- 
tachment for the preparation of masters from a con- 
tinuous transfer roll. This eliminates the constant han- 
dling of individual transfer sheets when numerous 
masters are to be prepared 

A completely new range of Bruunsviga hand cal- 
culating machines appears in an attractive new finish 
and incorporating additional features such as right 
hand carriage shift, simplified automatic transfer and 
improved clearing levers. 

Other new calculators are the Facit electric model 
ESA-O and the Marchant electric model EFA, both 
with many improvements over earlier machines. Here, 
too, can be mentioned the Victor portable adding-list- 
ing machine with totals capacity of £999,999. 19s. 11d. 

Business and production control are covered by the 
B. & A. Simplex, the Banda Line Poster ledger posting 
machine and the Produc-trol, visual control board. 

Also exhibited is the Banda Teleprinter attachment, 
which prepares masters of all types of signals as they 
are received, and allows them to be duplicated im- 
mediately for distribution. 





Hold Technical Fair at Hanover, Germany 

The largest German office equipment exhibition 
since 1932 was held at Hanover from April 29 to May 
8, within the quarters of the annual Technical Fair 
of that city. This exposition is regarded as the most 
imposing in comparison with others held in Europe 
since World War II. 

Besides the hundreds of thousands of Germans, 


Turn to page 220, please 
1951 
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engineered-office-equipment experience; produce a desk 


at has thing! That's the New Globe -Wernicke Streamliner Desk ! 


STUNNING APPEARANCE—proud, pres- 
building, spirit-lifting! Good 
oks th it Sii\ 


BUSINESS! 


Heres a progressive 


ENGINEERED FLEXIBILITY—choice of 
olded ght edge tops, either 
lush or overt ging conference type; 
hoice of t island bases or ta- 
plete 
parts or sections. 
Convenience and economy! 


interchange- 


ENGINEERED COMFORT—maximum 
working convenience, in minimum 
floor space; adjustable height. Worker 
comfort, efficiency—around the clock. 


But you must see these Streamliners, 
to realize how advanced they are! 
Your dependable Globe-Wernicke 
dealer will show and demonstrate 
them, gladly. Find him listed under 
“OFFICE EQUIPMENT” in your 
classified: phone book. 





Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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Cincinnati 12, Ohio 
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Beware the Nonchalant Sale! 


It may well be that you have customers 
who will snap up hard-to-get merchan- 
dise. You feel comfortably important, 
perhaps, when you can phone such a 
customer and say, “Bill, I can get a few 
desks for you.”’ And you can deliver 
them from the car and never open a 
crate. Very easy!—very nonchalant!— 
and possibly very dangerous! 

Suppose this happened to some new 
G/W Streamliner Steel Desks. Your 
customer would get some needed 
desks, true! But would he know 
WHAT he was getting? Would he ap- 
preciate the features that make this 
new line of G/W desks the outstand- 
ing line on the market today? Would 
his people, fortunately equipped with 
the finest personal working facilities 
available, appreciate what they had, 
and understand how to get the full 
benefits of superior equipment? 

It is important, under such circum- 
stances, to SELL that customer on 
these G/W Streamliners—and to sell 
him as thoroughly as though you were 
fighting for the order. Why? Because no 
customer CAN fully appreciate what he 
has bought until he knows fully what 
it is and what it will do for him. 

The accompanying ad on the new 
G/W Streamliner Desks is appearing 
in BUSINESS WEEK, NEWSWEEK, 
AMERICAN BUSINESS, and OFFICE 
MANAGEMENT & EQUIPMENT— 
primarily to tell your best customers 
and prospects what they get in this 
new and vastly improved product, 
Sound selling isn’t merely a matter of 
moving some merchandise. Broadly, it 
is promoting and delivering CUSTOM- 
ER SATISFACTION. And how can 
that be possible if the customer doesn’t 
know the advantages of what he bought 
or where to look for benefits? I heard of 
one purchaser of these new Streamliner 
beauties who didn’t even know that the 
height could be adjusted! There was 
another who didn’t know he could get 
Visible Records slides for the desks! In 
both of these instances, which I am 
convinced are not wholly exceptional, 
the customers lost part of their satis- 
faction because they didn’t KNOW 
WHAT THEY WERE GETTING. 
When thorough selling is a necessity 
this isn’t so much a problem. But 
when buyers have some difficulty in 
getting what they want when they 
want it—the temptation to skip the 
selling, to take it easy, to be non- 
chalant—can be dangerous to cus- 
tomer satisfaction and future busi- 
ness. 


Thank you— 


Eimer G. Rahe 
Vice President 
Sales 
Globe-Wernicke 
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Wholesalers Hold Mid-West Conference 

Under the chairmanship of Cort B. Horr, Associated 
Stationers Supply Company, assisted by Ralph A 
Maish, Jr., Dennison Manufacturing Company as co- 
chairman, the annual Mid-West regional conference of 
the Wholesale Stationers Association was held in the 
Drake Hotel, Chicago, on Monday, May 21. About 40 
were registered to participate in the discussions and 
listen to interesting addresses, including an outline of 
association activities by General Manager Harold 
Whittemore. 

The assembly started with a luncheon which was 
followed immediately by an address on the probable 
provisions of Government regulations on wholesaling 
by Harry Horder, Horder’s, Inc., Chicago. Mr. Horder 
had just returned from a journey to Washington where 
he shared with others the responsibility of answering 
the questions put by NPA and OPS men concerning the 
wholesaling operations in the stationery industry. 

Next on the agenda was an address by Mr. Cullerton 
a member of the OPS staff in Chicago. Following each 
address were question and answer periods in which 
those present were enlightened so far as current in- 
formation is concerned. 

Following an intermission Mr. Whittemore discussed 
the promotional plans of the association in reference 
to the school opening and Christmas seasons. A cock- 
tail reception for members, guests and their wives con- 
cluded the day’s events 

Although the assembly was comparatively small in 
numbers, it was quite representative, members of the 
association coming from such cities as Lincoln, Neb.; 
Des Moines, Ia.; Cincinnati, Ohio;and Kansas City, 
Mo., in addition to those located in Chicago. 





Credit Executives Hold Annual Conference 


The twenty-second annual conference of credit ex- 
ecutives representing nationally-known manufacturers 
in this industry was held May 16-18 at Hotel Governor 
Clinton, New York, N. Y. Attendance was approxi- 
mately 100. 


Honorary chairman was Louis M. Brown, executive 


vice-president of Eberhard Faber Pencil Company, and 
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national chairman was William Rossway, assistant 
treasurer of the same firm. Serving as national vice- 
chairman was Miss Catherine M. Bircher, credit man- 
ager of Shipman-Ward Manufacturing Company. East- 
ern chairman was Paul F. Miller, credit manager of 
Oxford Filing Supply Company, and western chairman 
was P. Morris Ness, western credit manager of Wilson 
Jones Company. 

Among the speakers were: 

Walter B. Thompson, Binney & Smith 
“How Well Do You Do Your Job?” 

M. F. Ogram, The General Fireproofing Company, 
“The Necessity of Having Your Sales Representative 
Understand the Problems of the Credit Manager.” 

H. B. Elmer, The Globe Wernicke Co., “Sales Ap- 
proach to Credit.” 

Paul F. Miller, Oxford Supply Company, Inc., “The 
Credit Manager—Executive.”’ 

Mrs. L. S. Wolf, Domore Chair Company, Inc., 
“Credit Management During World War 2.5.” 


Company, 


Howard S. Sanders, The Stationers & Publishers 
Board of Trade, Inc., “The Value of Credit Inter- 
change.” 

R. Guy Echols, credit manager of the American 


Crayon Company, served as toastmaster for the annual 
banquet and entertainment 





More Than 3,000 Buyers Attend 
Fifth Annual N. Y. Stationery Show 

Record attendance and buying activity marked the 
fifth annual New York Stationery Show held on Sun- 
day, May 20, through Friday, May 25, at the Hotel 
New Yorker, New York, N. Y., under the direction of 
George F. Little Management. 

Approximately 340 lines of products of outstanding 
firms in the industry were shown in 200 exhibit rooms. 
Five floors in all, from the fourth to the eighth at the 
Hotel New Yorker, were used to accommodate the dis- 
plays. Among the products to be seen were: social 
stationery, pens and pencils, greeting cards, gift wrap- 
pings and ties, desk accessories, leather goods, office 
and school supplies, typewriters, adding machines, 
playing cards and adult games, party and household 


ATTENDING ANNUAL BANQUET FOR CREDIT EXECUTIVES, HOTEL GOVERNOR CLINTON, NEW YORK, N. Y. 
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— ROYAL—the standard typewriter 


951 


in portable size! 


e Office typewriter keyboard! 


e Office typewriter controls! 


e Office typewriter touch! 


¢ Office typewriter margins — 
“Magic” Margin, automatic 
margin both left and right! 





You’re going to town in a big way! 


No doubt about it. 
You’ve got the typewriter man’s 
typewriter to sell —the hottest news 


in portable history 


It’s got more “big machine”’ fea- 


tures than any other portable. 
And it’s the 


portable size 


standard typewriter in 


Besides, Royal is the only portable 
with automatic margins. Both right 


and left “‘Magic’’ Margin—the great- 
est improvement in typewriter history. 


Says World Champion Portable 
Typist, Cortez Peters, “This type- 
writer has the right feel—and how! 
I will do 140 to 150 words per minute 
on it from straight copy.” 


Let Royal thank you for doing your 
part in making Royal the biggest 
sales success in portable history. 


ROYAL—World’s No. 1 Portable 


The Easiest-writing Portable Ever Built! 


"Mag ( ntrol ire registered track 


OFFICE APPLIANCES, July, 


marks of Royal Typewr iter Company, Inc. 


1951 

















All These Features, Too! 


® Speed-King Keyboard and high- 
speed key action! 


® Finger-Fiow Keys of non-giare 
plastic! 


® Finger Comfort Carriage Controls! 
*® Automatic Paper Lock! 

* “Touch Control’! 

* Locked Shift Freedom! 

*® Balanced Spacebar! 

® Rapid Ribbon Changer! 

® Paper Lock Scale! 


® Picture Window Writing line visi- 
bility and full 9-inch writing line! 


* New Triple Spacing! 


® New Contour Case! 
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paper goods, candles and many other items too numer- 
ous to mention. 


The show opened on Sunday, May 20, at 12:30 p.m., 


a half hour earlier than the scheduled time, in order 
to accommodate the registration of an unusual early 
arrival of department store and stationery buyers. At 
the end of the second day officials put the total of 
visiting buyers at over 1,300 and when the final count 
was made the total registration for the six days of the 
show was found to be above 3,000, a substantial in- 
crease over last year 

Visiting hours for exhibits were from 1 p.m. to 9 P.m 
on Sunday; 10 a.m. to 6 p.m. on Monday and Tuesday; 
10 a.m. to 9 P.M. on Wednesday; 10 a.m. to 6 P.M. on 
Thursday and from 10 a.m. to 1 p.m. on Friday the clos- 
ing date of the show. 

Bob Carman, assistant to William 


Little, manager 


of the New York Stationery Show, announced that 
because of the outstanding success of this year’s show, 
a number of exhibitors have already reserved space 
for their displays in the 1952 show and signified their 
intentions of increasing the size of their displays. 
More than 460 guests attended the annual dinner 
held on Thursday 


dance, evening, May 24, in the 


Tees 


1. John R. Gray, NOFA executive director; William J. Madden, 
Madden Office Equipment Co., New York, N. Y., and Hal G. 
Tough, Security Steel Equipmen* Corp. 

2. Francis LaCorte, Security Steel Equipment Corp.; Arthur Layman, 
guest, and Sam Itkin, Itkin Brothers, Inc., New York, N. Y. 

3. F. LaCorte, J. Czapp, J. Powers, J. Seymour, J. T. Stevens, R. G. 
Drinkuth, J. Chaney, H. G. Tough and B. W. Kane, all Security 
Steel Equipment Corp. 

4. Lee Bierbrier, Bierbrier Desk Co.; Walter J. Rees, Huntington Chair 
Corp.; David Kohansky, Aetna Safe Co., and Victor Scheinman, 
Cole Steel Equipment Co. 

5. B. Matthews, The Herter Chair Co.; J. Chaney, Security Steel 
Equipment Corp., and J. Levis, Brock Press, Inc., Stamford, Conn. 

6. Samvel Henning, Cole Steel Equipment Co.; Philip Dameo, Se- 
curity Steel Equipment Corp.; Paul Chave, guest, and Ben Itkin, 
Itkin Brothers, Inc., New York, N. Y. 

7. Charles Gunterberg, Blanchard Brother & Lane; R. J. Freeman, 
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OFFICE EQUIPMENT DEALERS OF NEW YORK GOLF AT COLONIA COUNTRY CLUB 





Grand Baliroom of the Hotel New Yorker. The dinner 
was preceded by a pleasant and friendly cocktail hour 
in the spacious foyer adjoining the ballroom at 6:30 
P.M., attended by manufacturers in the stationery in- 
dustry and their buyer friends. Singing, dancing and 
good fellowship were the order of the evening and 
some excellent talent was discovered among the guests 
who graciously contributed to the evening’s entertain- 
ment 





New York Office Equipment Dealers Hold 
Golf Tournament at Colonia, N. J. 

The first golf tournament of the twelfth annual golf 
season of the Office Equipment Dealers of New York 
was held on Thursday, May 24, at the Colonia Country 
Club, Colonia, N. J. 

Overcast skies with light rain and drizzle, on and 
off during the day, did not daunt these hardy golfers, 
some of whom turned in good scores for the day’s 
sport. Despite the inclement weather, some 60 members 
and guests were on hand to participate in the day’s 
activities. Those who did not compete in the golf 
tournament either played clock golf on the putting 





and H. 


manufacturers’ representative; A. J. Cardinal, guest, 
Alessi, Alessi Brothers, New York, N. Y. 

8. David S. Fisch, Regaon Office Furniture Corp., New York, N. Y.; 
Dr. V. E. Morrison, guest; John E. Mossman, Desks, Inc., New 
York; B. H. Nemlich, Regan Office Furniture Corp., New York. 

9. Ted Patton, Patton Office Equipment Co., Mineola, Long Island, 
N. Y.; John Broere, Lackawanna Leather Co.; V. bt. Gutzweiler, 
Hoosier Desk Co., and R. Berry, Berry, Dickie & Stettler, New 
York, N. Y. 

10. A. T. Orr, G. P. Gray and G. W. Watson, all Charles J. Lane Co., 
New York, N. Y. 

11. Angus Gordon, Penny & Gordon, New York, N. Y.; Joe Galen 
and Tony Kuhn, both Peerless Steel Equipment Co., and Charles 
Stettler, Berry; Dickie & Stettler, New York, N. Y. 

12. Bob Gibby, Desks, Inc., New York, N. Y.; Bill Wood, W. B. Wood 
Co., Newark, N. J., Don McCree, Lackawanna Leather Co., and 
Jack Schwander, Desks, Inc., New York, N. Y. 
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green or cards in the well-appointed club rooms. 
Security Steel Equipment Corporation, whose plant 
is situated close by at Avenel, N. J., as usual, served 
refreshments at the eleventh tee and later on in the 
afternoon provided refreshments at the club house. 


R. G. Drinkuth, vice-president and treasurer, and 
H. G. Tough, sales manager, were on hand to act as 
hosts to the group, assisted by F. La Corte, J. Czapp, 
J. Powers, J. Seymour, J. T. Stevens, J. Chaney, B. W 
Kane and Philip Dameo 

President Ben Itkin, Itkin Brothers Inc., New York, 
N. Y., extended greetings and expressed his pleasure 
at seeing such a good attendance despite the bad 
weather. He thanked John E. Mossman, Desks Inc., 
New York, N. Y., and Bernard H. Nemlich, Regan Office 
Furniture Corporation, New York, N. Y., for arranging 
a fine day’s outing. He then expressed the apprecia- 
tion of the club to the Security Steel Equipment Cor- 
poration for their thoughtfulness and generosity in 
playing hosts at the affair 

The following guests were then introduced: R. G 
Drinkuth and H. G. Tough of Security Steel Equipment 
Corporation; V. L. Gutzweiler, Hoosier Desk Company; 
Harry Tubis, Dubin & Company, Philadelphia, Pa.; 
Max Block, Keystone Steel Equipment Co.; T. Kuhn 
and Joe Galen, Peerless Steel Equipment Company, 
and John R. Gray, NOFA executive director. 

John E. Mossman, who is a member of the Colonia 
Country Club, remarked that the club looks forward 
to the O.E.D. holding its first golf outing each year at 
the course. He called for a rising vote of thanks to 
Security Steel Equipment Corporation for their hos- 
pitality on these occasions. Needless to say, it was 
promptly given. He then announced that O.E.D. will 
hold four golf outings this season. The next three will 
take place in July, August and September, time and 
place to be announced later. 

The following winners of the golf tournament were 
announced by B. H. Nemlich who made the awards: 

Low gross, tied—Tony Kuhn, Peerless Steel Equip- 
ment Company, and Philip Dameo, Security Steel 
Equipment Corporation. 

Runner-up—Samuel Henning, Cole Steel Equipment 
Company. 

High gross—Al Love, Dancker & Sellew Inc., New 
York, N. Y. 





These leaders of the Stationers’ Guild of America are pictured at the 
annual meeting held May 10 at Philadelphia, Pa. STANDING—A. W. 
Gill, Richard D. Pomerantz, Jesse G. Kaufman, J. W. McCormick, Jr., 
Alan G. Paris; SECOND ROW SEATED—E. Russell Ashley, Lester Rex- 
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Runner-up—J. Levis, Brock Press Inc.,. Stamford, > 
Conn. 

Low net—Ted Patton, Patton Office Equipment Com- 
pany, Mineola, Long Island, N. Y. 

Knickers’ handicap—Bob Gibby, Desks Inc., New 
York, N. Y. 

Other winners were Ben Itkin, Itkin Brothers Inc., 
N. Y.; Jack Seymour, Security Steel Equipment Cor- 
poration; Tony Kuhn and Joe Galen, both of Peerless 
Steel Equipment Ccempany; R. J. Freeman, manufac- 
turers’ representative, and Lee Bierbrier, Brierbrier 
Desk Company. Two of the awards were donated by 
David S. Fisch, Regan Office Furniture Corporation, 
New York, N. Y., and Dr. V. E. Morrison, guest. 

Before adjourning the meeting President Itkin an- 
nounced that the next O.E.D. meeting will be held on 
June 18 at the Prince George Hotel, New York, at which 
time OPS rulings will be discussed. 





Stationer Golfers Play at Pelham 


The third tournament of the Stationers Golf Asso- 
ciation of New York City series was played on May 22 
at Pelham Country Club, Pelham, N. Y. 

In a preceding contest at Hackensack Golf Club 
H. Levy and L. Myers tied with 75 net in Class A while 
P. Drate’s 73 net was best in Class B. 

E. R. McLeod with 5 points was the leader in Class 
A going into the third tournament and P. Drate’s 10 
points made him leader in Class B. 





Stationers’ Guild Stockholders Convene 


Stockholders of the Stationers’ Guild of America 
in the annual meeting in Philadelphia, Pa., on May 10, 
viewed many additions and improvements to the 
Guild’s rapidly-increasing line of stationery products. 

Although its products originate from 38 different 
manufacturing sources, Guild’s packaging and quality 
controls were pointed out as assuring merchandising 
appeal and goods of value for the dealer and his cus- 
tomers. 

General Manager J. W. McCormick, Jr., informed 
the stockholders that additions to membership are 
being made on a selective basis under the approval 
of the board of directors. He pointed out that the 
present total exceeds that for any previous year in 
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rode, A. O'Daly, William P. Kelly, Sev. Laskowski, Clyde Stockett, 
Charles Murphy, W. H. Patterson; SEATED FIRST ROW—Charles Lukens, 
Dan Smith, Jr., Henry Stewart, Henry Frank, A. W. Williams, Samuel 
S. Rosendorf, Jr., Norman Stockett 
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for Storing INACTIVE RECORDS a¢ Low Cost 





Today the storage filing of practically all business records is universally 
recognized as a prudent policy. These records often jam current files. The 
vital necessity for saving INACTIVE RECORDS when there is need for 
only occasional reference makes extreme economy desirable. Storage fil- 
ing is approximately 95% safety—only 5% reference, safety is the big 
point. LIBERTY Boxes assure safety against dust, dirt, mildew, spillage 
and loss. Cost per year—actually a few pennies. 





Only the highest grade corrugated 
fibre-board is used in LIBERTY 
Record Storage Boxes. The rein- 
forcements and the fittings are of 
the highest quality. Heavily gummed 
reinforcing tape is used exclusively 
at all points of strain. Set up—easy, 
quick, ALL IN ONE PIECE—no sep- 
arate parts or mechanism to wear or 











“LIBERTY'S” patented closing 
method closes or opens the box in a 
second. It operates swiftly and se- 
curely, without mechanical faults; 
and, provides positive insurance 
against spillage. Countless thou- 
sands of LIBERTY Record Storage 
Boxes now in use are in good condi- 
tion after more than 30 years. 


get out of order. 


LIBERTY Boxes have been proving themselves superior, 
to the most exacting buyers in the field, since 1918 
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the Guild’s 29-year history and that, likewise, business 
volume was well ahead. He said that the Guild is 
desirous of hearing from stationers interested in be- 
coming members and urged those present to make 
recommendations to the Guild office 

The session elected the following as directors for 
the ensuing year: 

Jesse G. Kaufman, Lucas Brothers, Inc 
Md. 

William P. Kelly, Office Equipment Company, Louis- 
ville, Ky. 

William H. Patterson, 
Johnstown, Pa. 

Albert W. Gill, A. W. Gill & Company, Trenton, N. J. 

Richard D. Pomerantz, A. Pomerantz & Company, 
Philadelphia, Pa. 

E. Russell Ashley, 
Bridgeton, N. J. 

Samuel S. Rosendorf, Jr., 
tionery, Richmond, Va. 

Dan Smith, Jr., Smith Printing Company, Williams- 
port, Pa. 

Norman Stockett, Stockett-Fiske 
ington, D. C. 

Following the all-day 
stockholders adjourned to the 
where they were entertained by 
show. 


Baltimore, 


Johnstown Office Supply, 


Ashley-McCormick Company, 
Southern Stamp & Sta- 
Company, Wash- 
session, the directors and 


Ben Franklin Hotel, 
dinner and an ice 





C. E. Sheppard Company Holds Party 

The C. E. Sheppard Company on May 25 observed 
its fifty-first anniversary and also the seventy-fifth 
birthday of its founder, C. E. Sheppard. 

At a party for the employees and their families, John 
Sheppard, executive vice-president and treasurer of 
this firm manufacturing loose leaf equipment, business 





ANNIVERSARY DATE FOR SHEPPARD CO.—Seen at the C. E. Sheppard 
Co., 51st anniversary party are: TOP PICTURE—W. |. Kloper, who has 
completed 44 years with the company; C. E. Sheppard, observing his 
75th birthday; Mrs. Sheppard, and A. A. Goldstein, vice-president 
with the concern 43 years; BOTTOM PICTURE—A group of the women 
employees. 


forms and accounting systems, presented service pins 
to all of the employees in the service honor roll group 
This division actually consists of five different groups 
—those employees with the company five years, those 
with 10 years’ service, those with the company 20 years, 
those employed 30 years and those serving 40 years 
or more. In addition, each of these employees received 
a bonus based on his length of employment with the 
company. 

Still the active head of the firm, C. E. Sheppard 
together with Mrs. Sheppard, congratulated all of the 
employees. As is his custom with all who have com 
pleted 25 years of service, Mr. Sheppard presented a 
watch to Adolph Engler on the occasion of his silver 
anniversary of employment 

Mr. Sheppard believes that the entire industry is in 
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good shape and can weather all storms. He expects 
that it will do its share in any emergency and also 
thinks that the industry has not yet reached its full 
potential. He believes that the loose leaf industry, 
business forms and systems will continue to play an 
important part in the future growth of our economy. 


Office Furniture Men Aid U.J.A. 


Uniting to pay tribute to nine firms in the office 
furniture industry that have been in business since 
1910, leaders in the industry recently took the oppor- 
tunity also to express their support of the rescue, relief 








MOE TURMAN ACCEPTS GOLD MEDAL FROM IRVING LEVY 


and resettlement agencies of the United Jewish Appeal 
to the extent of almost $74,000. 

The occasion was the annual dinner of the Office 
Furniture Division of the United Jewish Appeal of 
Greater New York, held at the Hotel Pierre. 

Irving Kramer of the National Desk Company, gen- 
eral chairman of the group, presided at the dinner. 
The task of conducting the meeting that followed was 
shared by the two honorary chairmen of the division, 
men of long service to the trade and veteran partici- 
pants in philanthropy: Irving M. Levy of Art Steel 
Sales Corporation and Moe Turman:of the Metwood 
Office Equipment Company. Last year Mr. Levy, who 
had just returned from a survey trip to Israel, was 
guest of honor at a testimonial dinner of the U. J. A. 
office furniture division. At that time it was noted that 
Mr. Levy had also been guest of honor at a similar 
dinner just a decade before and that he had never 
ceased his valuable services to U. J. A. and other 
important causes. 


The firms honored 
at this year’s dinner for “the 
qualities that made their place in the industry secure 
for so many years and for their contributions to phil- 
anthropic achievement” were Charles M. Nathan Com- 
pany, Brause Desk, David Kramer, Inc., A. Blank, Inc., 
Nelson Desk, Inc., Regal Typewriter Company, S 
Lakow & Sons, Acme Safe Company, Inc., and George 

Garber and Company. 

When the total contributed was announced by Mr. 
Kramer, the chairman warned that the U. J. A. drive 
could “by no means be considered over in the office 
furniture industry.” 

The invitation sent out to the trade for the annual 
affair of the office furniture division announced that 
a “First Annual Industry Award would be given to 
an outstanding leader.” Although no one revealed the 
secret beforehand, it was no surprise to most of the 
guests when Irving Levy, rising to make the presenta- 
tion of a suitably inscribed solid gold medal, started to 
praise a man who could be none other than Moe 
19517 
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Turman, initial recipient of an award that will be a 
goal for many years to come. 

In thanking the members of the industry for their 
faith and trust in him, Mr. Turman took occasion to 
praise the work all those present—and especially the 
division officers—had done through the years in help- 
ing the industry maintain a proud place in the busi- 
ness world because of the devotion of its members to 
the cause of the welfare of their fellowmen. 





Chicago OFA Elects Officers, 
Hears Howlett, Director of NPA 


What was termed the best-attended meeting in the 
organization’s history was held May 7 by the Office 
Furniture Association of Chicago at the Como Inn. 
Thirsting for knowledge on the new governmental con- 
trols, the office furniture men were eager to hear 
Michael Howlett, regional director of the National 
Production Authority. Mr. Howlett and his two chief 
assistants presided at a question-and-answer period 
concerning governmental regulations on office furni- 
ture. 

This was election night, too, and the following were 
named to head the organization for the ensuing year: 

President—-Norman Ginsburg, Joseph Ginsburg, Inc. 

Vice-president—Al Levinthal, William Geiser Office 
Furniture & Equipment Company. 

Secretary—Arthur Olsen, Olsen’s Office Supplies, Inc. 

Activities’ secretary—Abe Golden, Royal Metal Man- 
ufacturing Company. 

Treasurer—Al Lipsky, Business Furniture Company. 

Chairman—Harry Hofherr, Kendrick Furniture 
Company. He is also president of the National Office 
Furniture Association. 

Directors—George De Berr, manufacturers’ repre- 
sentative, and Martin Hilmer, Weber, Hilmer & John- 
son. 

Michael Howlett, the speaker of the evening, was 
introduced by NOFA President Harry Hofherr. In ac- 
knowledgment, the OPS director declared when the 
program was first started it was Mr. Hofherr who first 
came to him to offer the co-operation of NOFA. “The 
success of our program depends on such co-operation,” 
declared Mr. Howlett. 

“Selling of office furniture remains under the gen- 
eral freeze order,” the speaker asserted. He introduced 
one of his top assistants, Leslie Cruse, who pointed out 
that the office furniture industry was not yet under 
Regulation 7 and that the prices must cover the period 
from December 19 to January 25, the highest offered 
during that span. Any new categories are under the 
markup for similar categories, he asserted. 

Questions were answered regarding Regulation 
and how the used furniture prices are determined. 
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“You fellows in used merchandise can do the best 
you can, as long as you can,” said Mr. Cruse. Rental 
of office furniture is a service and is covered under 
the general freeze order, he stated. 

Because of an apparent lack of interest it was de- 
cided not to hold the golf tournament of the associa- 
tion. Some foursomes may play, however, with Abe 
Golden, Royal Metal Manufacturing Company, acting 
as a clearing house for time and place. 

The next meeting date was set for the second Mon- 
day in September at the Como Inn, at which time 
a committee will report on findings for a permanent 
meeting place. 





Indianapolis Stationers Elect Officers 


The Stationers Club of Indianapolis in the regular 
meeting on May 22 elected the following officers: 

President—Harry Shockley, Bramwood Press. 

Vice-president—Merritt L. Ober, Stationers, Inc. 

Secretary—Frank Burst, Sentinel Printing Company. 

Treasurer—George Davis, Bank & Office Stationery 
Company. 

These officers, with the following, make up the 
board of directors for the coming term: Charles Crone, 
Paper Service & Office Supplies; John Kautz, Kautz 
Stationery Company, and Harold J. Hampton, Indian- 
apolis Office Supply Company. 





Diebold’s Top Sales Group Convenes 


The Diebold 100% Club, honorary organization of 
exceptional salesmen from Diebold, Inc.’s 45 principal 
city branches, met recently for its fourth annual con- 
vention. 

The session was held at the St. Francis Hotel and 
Congress Lake Country Club at Canton, Ohio, where 
a full program of awards and tributes were given to 
the members by the management of this 92-year-old 
national manufacturer of office systems and protection 
equipment. 

This year’s membership totalled 91 members, nearly 
one-third of the total selling organization. 

Officers and directors of the club, selected in order 
of their individual sales records, were: President, L. G. 
Townley, Indianapolis, Ind.; vice-presidents, H. C. Dit- 
mas, Tampa, Fla., and W. E. Smith, Philadelphia, Pa.; 
secretary, Harold Feldman, New York, N. Y.; treasurer, 
R. M. Hesler, Los Angeles, Calif.; directors, J. Mc- 
Donough, New York, N. Y.; Byron K. Woy, Pittsburgh, 
Pa.; A. T. Gilmore, New York, N. Y.; W. W. Hollett, 
Cleveland, Ohio; R. L. Schutt, Des Moines, Iowa, and 
L. J. Sutton, Sr., St. Paul, Minn. 

A series of banquets were given for the group during 
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DIEBOLD’S 100% CLUB AT FOURTH ANNUAL CONVENTION, CONGRESS LAKE COUNTRY CLUB, CANTON, OHIO 
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which key management and production supervisors 
of Diebold’s factories and offices spoke to the group 
on the company’s efforts to increase production and 
develop new products. Key speakers were Daniel Mag- 
gin, chairman of the board, and Raymond Koontz, 
executive vice-president. Sales manager of the Sys- 
tems division W. K. Wilson, and Vice-President A. W. 
Jackson, bank division, chairmanned the special morn- 
ing conferences held during the convention. 

A notable feature was the address given at the final 
banquet by H. R. Baukhage, ABC Washington com- 
mentator and news analyst on “World Report from 
Washington.” Mr. Baukhage predicted that Taft would 
be the Republican nominee for the 1952 presidential 
race and that “Ike” Eisenhower would be the Demo- 
cratic nominee and the “next president of the U. S.” 





NSOEA Exhibits to Open on Saturday; 
Change Site of Golf to Calumet 


The several thousand members of the National 
Stationery & Office Equipment Association looking 
forward to attendance at the 45th annual national 
convention in Chicago will find some new depar- 
tures in scheduling. 

Dates of the convention and exhibit are Septem- 
ber 22-27 and the site, as usual, will be The Stevens 
Hotel. The dates are September 22-27 because this 
year the exhibit opens on Saturday, which is some- 
thing new for NSOEA conventions. 

The golf tournament will be held on Thursday, as 
is the custom, and with no exhibit on that day, 
booth attendants will be given an opportunity to join 
in the fun. 

No meetings will be held on Saturday but the 
exhibits will be open both that day and on Sunday 
to give this popular feature of the convention per- 


haps its greatest pulling-power in history. 
In order to screen attendance at the exhibits on 
the part of those who do not register for the full 


convention, this year there is to be a nominal charge 
for visiting the displays. Representatives of mem- 
bers will be charged $1.00 a day and non-members 
$2.50 a day. 

Golf enthusiasts will have an opportunity to play 
at the beautiful Calumet Country Club located at 
175th St. & Western Ave., Chicago, this site easily 
reached via Illinois Central Railroad with 20-min- 
ute schedules from the Loop 

In recent years the golf tournament has been held 
at Tam O’Shanter Country Club 





VISirecord Holds North American Conference 


ViSIrecord, Inc., producers of vertical visible rec- 
ord-keeping equipment, recently held its 1951 North 
American Conference at French Lick Springs Hotel, 
French Lick, Ind. This hotel was host to executives, 
distributors and sales personnel. 

Representation was in evidence from all sections of 
the United States and parts of the Western Hemi- 
sphere. 

Discussed were such subjects as manpower, basic 
training of such manpower, sales training, basic sys- 








tems knowledge requirements and sales tools and sales 
aids. 

Top executives of VISIrecord, Inc., attending in- 
cluded Herbert Weston, president; J. R. Topping, vice- 
president and secretary, and E. C. Norrington, vice- 
president and treasurer. 





Stanley Manufacturing Reports Record Year 

The last fiscal year just closed was the best in the 
history of Stanley Manufacturing Company, Fort 
Worth, Tex. 

This announcement was made by H. Y. Walker, vice- 
president and general manager, at the company’s an- 
nual dinner at Vick’s in Dallas. 

The year ended with a 50% sales increase over the 
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STANLEY MFG. CO. ANNUAL DINNER—Appearing at the annual dinner 
of Stanley Mfg. Co., Fort Worth, Tex., are: FRONT—Mrs. Gladys Sitton, 
bookkeeper; H. Y. Walker, vice-president and general manager; Mrs. 
Frankie McCall, director of sales; REAR—Bill Groves, foreman of up- 
holstery department; Henry Deutsch, sales representative, office furni- 
ture trade; Jack Reid, sales representative, retail furniture trade; Fred 
Nims, plant superintendent; Nathe P. Bagby, executive vice-president, 
Leche & Leche, Inc., advertising agency. 


preceding year, Mr. Walker said. This increase he 
attributed partly to the addition of several new items 
in the line and partly to a substantial addition of ter- 
ritory covered. Stanley now has sales representatives 
calling on the trade in 38 states. 





National Luggage & Leather Goods Show 
Set for New York City July 29-August 3 


Attention of manufacturers and dealers in the leath- 
er goods industry is focused on the national luggage 
and leather goods show to be held at the Hotel New 
Yorker, New York City, July 29-August 3. 

The convention of the Luggage & Leather Goods 
Manufacturers of America, Inc., will be held for the 
thirteenth time in connection with the show, com- 
mencing on Wednesday, July 25, and ending on Sat- 
urday, July 29. 

Among the exhibitors will be the following manufac- 
turers selling their products through the commercial 
stationers: Charles Doppelt & Co., Inc., M. A. Doppelt 
& Co., S. Dresner & Son, Inc., Enger Kress Co., Feldco 
Loose Leaf Co., Gladstone Case Manufacturing Co., 
Leathercraft, Inc., The Meeker Co., National Brief 
Case Manufacturing Co., Northwest Leather Goods Co., 
Prince Gardner, Progress Case & Bag Co., Rico Leather 


DINING AT FRENCH LICK—The closing 
dinner of ViSirecord’s 1951 North 
American conference at French Lick 
Springs. John R. Topping, vice-presi- 
dent and secretary, is at the left and 
Herbert Weston, president, at the cen- 
ter left. 
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No. 4858 


Insure your sales success with BOLING chairs! Base your future profits 
on a 47 year old foundation of customer satisfaction . . . the luxurious 
comfort, smart styling, and lasting durability of BOLING chairs produce 
an outstanding value that cannot be overlooked by buyers in any market! 


Pictured above is the famous new BOLING Executive Posture chair .. . 
| the ultimate in comfort and effortless relaxation for those who want 
the finest. Its smart Goodall covering blending with top grain leather 

eC and expertly finished selected wood give the BOLING Executive Posture 
cits a Sie i chair arresting eye-appeal. The comfort, the appearance and 
and beck retains corvect <= BOLING’S new ‘’Balanced-Ease” executive posture chair con- 
fort in all positions. trol makes this model a ‘‘go-getter’’ for sales! 


> L 


a 


Prepare for big sales . . . get a good basis for fast profits . . . 
stock and sell BOLING chairs! 


Ce HIGH POINT BENDING & CHAIR CO., SILER CITY, N. C. 


High Point Bending & Chair Company of Silex City, N.C. 


OFFICE APPLIANCES, July, 1951 79 





Specialty, Inc., Robinson Reminders, Rolfs, Shwayder 
Bros., Inc., and Stein Bros. Manufacturing Co. 





Stationer Bowlers Dine and Elect 

“With due deference to General MacArthur, an old 
bowler never dies. He just strikes out.” 

This witticism came from veteran Charles “Pop” 
Krieger, Commercial Stationery Company, stepping 
out of the position of president in the formalities that 
preceded the election of Len Schneider, The Globe- 
Wernicke Co., as chief executive of the Stationers 
Bowling League of Chicago. New officers were named 
at the annual banquet of the organization, held May 8 
at Riccardo’s Restaurant in a scene of good food, re- 
freshments, fellowship and distribution of the prize 
money. 

Other officers chosen to pilot this group of Tuesday 
night bowlers at the Arena include Eddie Kraft, Na- 
tional Blank Book Company, vice-president; Joe Cor- 
bino, Horder’s, Inc., secretary, and Charles Rossen, 
Acme Visible Records, Inc., treasurer. Mr. Rossen, 
hospitalized following a heart attack, was unable to 
attend the banquet. 

Another hospital victim, however, made a surprise 
appearance at the affair. He was Russ Ragan, Amer- 
ican Pad & Paper Company. Stepping off the train 
from Nashville, Tenn., where he had submitted to an 
emergency appendectomy, the popular NSOEA field 
division vice-president could not resist the temptation 
to stop and visit with his fellow bowlers. 

Secretary Al Cote, Reyburn Manufacturing Company, 
reported the Phillies, captained by Elmer Krumweide, 
Elmer Krumweide & Associates, as champions of the 
league. He was aided by the newly-elected president, 
Len Schneider; Tony Cech, Utility Stationery Stores; 
Dave Liten, D. & L. Office Furniture Company, and 
Frank Grencik, Just & Son, in winning 60 games and 
losing 39 for the league leadership 

In the second place at the finish were the Braves, 
captained by Roy Hansen, The Globe-Wernicke Co., one 
game away from a tie for the title. The Yankees fin- 
ished in third place. 

John Stuercke, Rogers Loose Leaf Company, aver- 
aged 180 pins to lead the individual race while Bill 
Bruner, Office Stationery & Equipment Company, fin- 
ished in second place with 176. Roy Hansen was third 
with 175 and Tony Peters, Horder’s, Inc., was fourth 
with 173. 

This was the second straight year that Stuercke and 
Bruner finished one-two in individual honors. 

The Cubs, captained by Stuercke, carried off the 
high team series with 3248 pins. 

Eddie Kraft’s 288 game was high for the season. 

(Editor’s Note—The office camera is lost, strayed or 
stolen and with it went the undeveloped negatives 
showing the new officers and the championship team. 
We are sorry but there are no pictures for this story) 





Ditto 25-Year Club Elects Officers 


The Ditto, Inc., 25-Year Club at its recent annual 
banquet elected K. M. Henderson president. Arnold B 
Lanning was named vice-president and Henry J. Mor- 
ton secretary. 

Members inducted into the club are Frank Gregor, 
Jr., D. Costello, L. L. Loving and Henry Morton, all 
of the firm’s Chicago office. 

Out-of-town men inducted were N. A. Chauffe, New 
Orleans; B. L. Lewis, San Francisco, and W. G. Judt, 
Pittsburgh. 

T. W. Robinson, Jr., chairman of the board of Ditto, 
Inc., presented the new members with watches and 
plaques. 

The group was entertained by the club’s own Quarter 
Century minstrel and choral group with K. M. Hender- 
son, president of Ditto, Inc., serving as interlocutor 
The same minstrel group entertained several evenings 
later for Ditto’s all-employee party 
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Executives’ Group Elects New Officers 


New officers for 1951-52 were elected May 10 at the 
annual business meeting of the Office Executive Asso- 
ciation of New York, Inc., held at the Belmont Plaza 
Hotel. C. B. Haverin, retiring president, presided dur- 
ing the meeting at which the following officers were 
installed: 

President—Homer B. Harrison, Kenneth H. Ripnen 
Company, Inc. 

Executive vice-president—Robert Cameron, Socony 
Vacuum Oil Company. 

Secretary—Rudolph Lang, National Business Show. 

Treasurer—Alwyn W. Ogden, Universal Atlas Cement 
Company. 

With the election of officers the following were also 


HOMER B. HARRISON 


elected to the board of directors for a two-year term: 
C. B. Haverin, Metropolitan Insurance Company; Earl 
G. Bunce, General Dyestuff Corporation; Elles M. 
Derby, Metropolitan Life Insurance Company; A. T. 
Ruf, Ebasco Services, Inc., and Thomas J. White, Em- 
ployer’s Mutual Liability Insurance Company of Wis- 
consin. 

Elected to one-year terms to the board of directors 
were: J. M. Brahney, General Foods Corporation; 
Clara Burgoyne, Position Securing Bureau, Inc.; J. A. 
Grundy, Remington Rand, Inc., and F. R. Jones, Gen- 
eral Foods Corporation. 





Arnott Heads Montreal NOMA Chapter 


G. R. Arnott of Consolidated Theatres, Ltd., was 
elected president of the Montreal Chapter, National 
Office Management Association, at the recent annual 
meeting of the organization. He succeeds R. C. Ludlow 
of R.C.A. Victor, who remains as director for one year. 

Other officers elected for the 1951-52 season were: 
vice-president, H. S. Dawson, Shawinigan Water & 
Power Company; secretary, K. L. MacMillan, Canadian 
Industries, Ltd.; treasurer, H. M. Soden, Sherwin Wil- 
liams Company of Canada, Ltd. 

Directors are J. M. Aylin, Montreal Tramways Com- 
pany; F. J. Buck, Bank of Montreal; H. T. Mellanby, 
Henry Morgan & Company, Ltd.; A. Rainville, Montreal 
City and District Savings Bank; A. W. Robertson, 
Northern Electric Company, Ltd.; and J. Russell, the 
T. Eaton Company, Ltd. of Montreal.—RC 





Stationers Square Club Hears Patterson 


Lt. Commander Schuyler Patterson was scheduled 
to address the Stationers Square Club of Greater New 
York at its open meeting Thursday evening, May 17, 
at the Governor Clinton Hotel. The topic was an- 
nounced as “Navy Today.” 

Commander Patterson saw action in the Atlantic 
and Pacific theatres of World War II, is an ex-New 
York Times newspaperman and is now engaged in 
public relations activities and advertising. 

J. Howard Shoemaker, Jr., Eberhard Faber Pencil 
Company, president of the organization, presided at 
the dinner which closed the Square Club’s season until 
September. 

1951 
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Now for the first time. An upright cash register priced for the smallest pocketbook! 
Beautiful to look at . . . simple to use . . . the R. C. Allen Cash-Protector combines all 
the features of the standard Model 200 with these outstanding new developments: “easy 


reach"’ keyboard 5 9 a 


carriage with extra wide tape for marginal notations . . 
completely enclosed rewind device (holds full roll of tape) . . . hinged top plate for fast 


ribbon change. Styled in burnished gold and ice green, the R. C. Allen Cash-Protector 


complements any store interior. Totals to $10,000.00. A smart addition to your business, 


Write today for complete information. 


R.C.Allen Business Machines, Inc. 


680 Front Ave., N.W., Grand Rapids, Mich. 














. Allen TYPEWRITER... 


better LZ] ways 


*0ady 


MODEL 611 


Typing is easier because the R. C. Allen has all the features. Smoother acting line space lever 


... instant margin set... new touch... self-centering bail ... and 23 other features. They all 
combine to make a typing machine of smart appearance and new dependability 
Selling is easier because the R. C. Allen ‘‘Standard”’ is an item of reputation. .. pre-sold 


for you through continuous and intensive national advertising of the R. C. Allen name. It always 
pays to sell the best. 


Write today for complete information 


R.C.Allen Business Machines, Inc. | 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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The Best Friend 
A File Girl Ever Had! 


Busy office people are discovering that 
sturdy Steel Age files are real time-saving 
friends these busy days. Filing’s fast, 
smooth and almost effortless because even 
fully-loaded drawer glides open easily 
all the way . on eight jewel-like ball 
bearings. And Steel Age files are built 
to last! 

loday we're doing our best to meet the 
record-breaking demand for Steel Age 
equipment, but at times the defense- 
shortened supply of metals does not per- 
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mit us to make deliveries as promptly as 
formerly. Although deliveries may be de- 
layed, there’s nothing uncertain about 
Steel Age quality. You can be sure that 
every new Steel Age file will meet the same 
high standard that has made people every- 
where say, “Sell Steel Age and you sell 


7° 


the finest in steel office furniture! 
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Burroughs Names Eppert and Schneider 


The board of directors of Burroughs Adding Machine 
Company, in a meeting immediately following the reg- 
ular annual meeting of stockholders held in Detroit 
on May 10, named Ray R. Eppert as executive vice- 
president and Carl E. Schneider as vice-president in 
charge of industrial relations. 

Mr. Eppert, since 1946 vice-president in charge of 
marketing and a director of the company since 1948, 
has been a member of the Burorughs organization 
since 1921. Having joined the company as a shipping 
clerk, he later became a salesman, and from 1926- 
1928 he was assigned to the home office sales pro- 
motion department. 

He served as assistant manager of Burroughs’ New 
York sales branch, special representative in charge of 
the eastern division, assistant general sales manager 
of the company, and from 1941-1946 as general sales 
manager. He is a trustee of Metropolitan Detroit Polio 
Foundation, trustee of Harper Hospital and vice-presi- 
dent of the Michigan Society for Mental Hygiene. 

Mr. Eppert is serving his second term as president 
of the Office Equipment Manufacturers Institute, an 
association composed of the leading manufacturers of 
business machines and office equipment in the United 
States. 

Mr. Schneider, who has been director of industrial 
relations since 1947, joined the Burroughs organiza- 
tion in 1929 as a member of the company’s sales staff 
in New York, N. Y. He worked in Burroughs’ New 
York branch and in the home office from 1929 to 1934, 
and from 1934 to 1937 served as supervisor of sales 
promotion in the insurance field. 

In 1937, Mr. Schneider became co-ordinator of meth- 
ods and personnel director of the National Life In- 
surance Company, Montpelier, Vt., where he remained 
until 1942. 

From 1942 to 1946, he served in the Army Ordnance 





CARL E. SCHNEIDER RAY R. EPPERT 


Department, attaining the rank of lieutenant colonel, 
and devoting his time to the development of civilian 
personnel policies and the co-ordination of the em- 
ployee relations programs. 

Upon his discharge in 1946, Mr. Schneider returned 
to the Burroughs company and was assigned to the 
home office in Detroit. 





Dearborn Equipment Changes Location 


Dearborn Equipment Company, dealers in second 
hand office machines, recently moved from 605 S. Dear- 
born St. to larger quarters at 184 N. Franklin St., 
Chicago. 
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Royal Makes Three Managerial Changes 

D. B. Starrett, vice-president in charge of sales for 
the Royal Typewriter Company, Inc., has announced 
three managerial changes. 

Managing Royal’s Baltimore, Md., office is Charles 


Cc. D. SPARWASSER 








GEORGE RAFTER 


EDWARD SANDELS 


D. Sparwasser, former manager of the Harrisburg, Pa., 
branch. Mr. Sparwasser’s association with Royal be- 
gan many years ago when he joined the company as 
a salesman. He was a national accounts man until 
1939 when he was elevated to the managership at Mil- 
waukee, Wis. In 1947, he took over the distributorship 
at Oshkosh, Wis., and in 1950 he was appointed as 
manager of Royal’s Harrisburg office. 

George Rafter, formerly assistant manager at Pitts- 
burgh, Pa., has been named as district manager at the 
company’s Harrisburg branch. Mr. Rafter joined 
Royal in 1946 as a typewriter salesman at the Pitts- 
burgh office. He became assistant manager of that 
office in 1948, which post he held until his recent ap- 
pointment. 

Edward Sandels, a former Cleveland, Ohio, sales- 
man, has been chosen to manage Royal’s office at Fort 
Wayne, Ind., In 1948, Mr. Sandels started with the 
company as a typewriter salesman in the Akron, Ohio 
office, and later that year transferred to Cleveland, 
Ohio, in the same capacity. 





Tom Dunn Becomes Cooks Sales Manager 


Cooks, Inc. has announced the appointment of 
Thomas A. Dunn as sales manager. Mr. Dunn has been 
associated with Cooks, Inc., for several years and has 
had broad previous experience in the stationery, photo 
supply and related fields. He will make his headquar- 
ters in the company’s home office in Camden, N. J. 
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A 
ASTERS 
ANOTHER Lurges VALUE POINT 


So little a thing as the casters can make 
the difference between a customer's 





being thoroughly pleased or just “‘satis- 
fied” with his chair. 


Swivel and roll easily 


50D Stand up under 
rough usage 
ERS Stay in place 


Are kind to fine floors 


The casters on STURGIS executive chairs 
are enclosed in the streamline base so 
that shoes aren't scuffed. You don't see 
| them but you like the quiet efficiency of 
| casters with: two-inch soft-rubber wheels; 





| sturdy plate-type construction; two full 

| rows of hardened steel ball-bearings 

rolling in two separate race ways; self- 
lubricating bronze axle bearings. 


Friction stem-type casters of the same 
high quality are used on STURGIS steno- 
grapher chairs, except, of course, on 
economy models. 





| Easy swiveling casters on STURGIS chairs 
| make it “smooth rolling” for STURGIS 
dealers and build repeat business for the 
complete line of STURGIS chairs. 

















¢ THE ° 
; Us POSTURE CHAIR CO. 


Ss STURGIS, MICHIGAN 
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A. B. Dick Company Makes Appointments 

A. B. Dick Company recently made a number of 
announcements regarding new appointments in super- 
visory capacities. 

George Canada has been named regional sales man- 
ager for the middle eastern region. In his new posi- 
tion he will be located in the company’s general offices 
in Niles, Ill. He has been with A. B. Dick since 1940 
and recently has been serving in Washington, D. C. 
as manager of the Federal government sales and serv- 
ice office. 

Raymond C. Firor succeeds Mr. Canada at Washing- 
ton where he has been assistant manager. He has 
served continuously with the company since 1918. 

James P. Driscoll has been appointed as regional 
sales manager for the eastern region. In his new 
position he will be located at A. B. Dick Company’s 
regional office at 500 5th Ave., New York 18, N. Y. His 
service with the company has been continuous since 
1926 except for a military leave of absence during 
World War II. 

Ralph Bassett, who has been a sales representative 


GEORGE CANADA 





RAYMOND C. FIROR 


JAMES P. DRISCOLL 


in special markets, is being transferred to Wright 
Field in Dayton, Ohio. There, he can be of maximum 
service to the Air Force, as needs under the defense 
program require close and daily attention. 





Gagnon Appointed Sales Representative 


Charles R. Barry Company, factory representative, 
430 Brannan St., San Francisco, Calif., has appointed 
William W. Gagnon as sales representative in the Pa- 
cific Northwest. 

Mr. Gagnon is fully qualified to be of assistance to 
dealers he will serve, having acquired intimate knowl- 
edge of the office supply, equipment and commercial 
stationery industry. 

Mr. Gagnon and his family will reside in the Pacific 
Northwest, where he has many business friends, just 
as soon as Mrs. Gagnon and the two teen-age daugh- 
ters can move up from Santa Barbara, Calif., at the 
end of the school term. 
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Underwood Announces Two Appointments 
Underwood Corporation recently opened a branch 
office with headquarters in the Government Building 
at Oak Ridge, Tenn. 
E. E. Taylor has been appointed branch manager 
and he will direct the sales and service activities of 





E. E. TAYLOR 


L. P. LANE 


the typewriter, adding machine, accounting machine 
and supply divisions in the Oak Ridge area. 

Another announcement tells of the appointment 
of L. P. Lane as manager of the Underwood branch 
office at Springfield, Mass. 

Mr. Lane was a typewriter and adding machine sales 
representative prior to his present assignment. Head- 
quartering at 14 Wilbraham Rd., he will direct the 
sales and service activities in the Springfield area. 





Detecto Buys Yale Sales Business 


Detecto Scales, Inc., Brooklyn, N. Y., has announced 
through Aaron J. Jacobs, president, the purchase of 
the Yale scale business of the Philadelphia division 
of the Yale & Towne Manufacturing Company, effective 
June 1 

With the purchase of this line of heavy duty scales, 
Detecto become the manufacturer of a complete line of 
industrial weighing equipment from the precision accu- 
rate Detecto-Gram scales that weigh as little as 1/10 
grams, to heavy-duty scales that now weigh in tons. 
Other Detecto products are bathroom scales, aluminum 
hampers and other aluminum bathroom products. 
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The name of Daniel Maggin was used under a pic- 
ture of W. Rex Snavely in the June issue in connec- 
tion with a story on Diebold, Inc., naming a new board 





W. REX SNAVELY 





chairman. We present herewith a picture of Mr. 
Snavely correctly identified. He has been appointed 
as Pacific Coast regional manager. The error is re- 
gretted. 
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This 6% pound Adding Machine 
is in big, growing demand 
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Extensive research has enabled us to produce Dealer orders are snowballing. Every day 
a new, improved Swift Adding Machine—a we receive many letters from consumers, ask- 
portable adding machine with nine-column ing where they can buy the Swift . . . and from 
capacity, visible adding dials and all-steel case. dealers, telling us about the wide, growing 


The tremendous response of the trade and interest in the Swift Adding Machine. 


public has shown them quick to recognize the We are doing everything possible to fill our 
handy portability, dependable operation and _—_ dealers’ orders... and to place more Swift 
value of this new Swift Adding Machine. Adding Machines in the hands of the public. 


SWIFT Business Machines Corporation + Great Barrington, Mass. 
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HORDER’S OPENS 
NEW STORE IN 
THE MART 








VIEWS OF NEW 
HORDER STORE 


S PART of a program for cele- 
brating its 50 years in the 
office supply business, Horder’s Inc., 
on May 2 opened a larger, more 
modern store in the Merchandise 
Mart in Chicago. Horder’s has been 
a tenant of the Mart since its con- 
struction in 1930, but recently de- 
cided to move into this larger 
location near the central bank of 
elevators. 

The new site has 3,000 square feet 
of floor space and will be fourth in 
size of Horder’s eight stores in 
downtown Chicago. The inside has 
been carefully planned to display 
and stock the more than 20,000 
items of office supply merchandise 
on which Horder’s gives service 
and, as a new feature in the Mart 
store, there will be a display of 
office furniture featuring model 
offices similar to those in the large 
office furniture division in the main 
Horder store at 568 W. Jackson 
Blvd. 

Fifty feet of window display space 
at the front of the Mart store has 
specially designed bulkheads and 
cantilevered shelves to permit at- 
tractive window displays while af- 
fording a clear view of the inside 
of the store, including the model 
offices. Twelve-inch, illuminated 
letters of plastic backed with bronze 
spell out “Horder’s” over the front 
of the store and a lighted globe, 
covered with a Plexiglas half- 
sphere, set in the wall next to the 
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3 INCH CAPACITY WITH RING BINDER ADVANTAGES 


It is adaptable to every type of record for which a ring 
binder is used, particularly where extra large capacity is re- 
quired. It is also used for Catalogs, Price Lists, Sales Manuals, 
Bulletins, Blue Prints, and Methods Manuals. P 





Available with 3 sets of split prongs spaced 414” intervals 
for ring book punching; and with 4 sets of split prongs spaced 
2-4-2” for automotive punching. 

Stock binders are of stiff covers, fabric hinged bound in 
Black Colonial Grain Imitation Leather, rounded corners. 
Nickel plated mechanism has full length concealed metal hinge 
down center of backbone. 

Can also be furnished in Genuine Leather, Imitation Leather, 
or Canvas bindings; fabric or metal hinges. Lettering and de- 
sign on cover and backbone to suit requirements. 











Full Open for Sheet Changes Also available in 2” capacity. 


~ 


Ask for Circular No. D1245 





WILSON JONES Co. 


NEW YORK ELIZABETH CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
122 East 23rd Street 1000 S. Elmora Ave. 3300 Franklin Bivd. 816 Locust Street 246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 






This mid-year transfer season, when steel files are 


not so plentiful, TRANSFILE fibre board files will serve 







many of your customers well. Actually the DeLuxe 


style with its roller bearing drawer suspension is be- 






ing used quite extensively for current filing. We have 







been told the Deluxe style often operates more 






smoothly than very cheap steel files. The steel front 






enables users to line them up with their regular steel 





files. And the steel reinforcing insures their long life. 





3 STYLES - 13 SIZES 


You will also find many of your customers are still 
tying their inactive and semi-active records in bun- 
dies, often to be lost or misplaced. Economy style 
TRANSFILE files without the steel front will keep all 


such records safe, orderly and instantly available at 





a very low cost. 


All TRANSFILE files are so reinforced by steel that FILING SUPPLIES 


all the weight of the drawers and contents is sup 
The GUSSCO complete line contains index cards, 


folders, guides, etc. for every standard filing system. 
wide as desired. The patented INTERLOCK makes Every item is a sound, quality value designed to do 
a better job longer. The line is priced to enable you 
to meet all competition. And remember—we sell 
through dealers only. You get cooperation, not com- 
petition, when you sell GUSSCO filing supplies. . . . 
styles and place your stock order, today! Order today for Transfer Time. 


ported on steel. They can be stacked as high and 


the batteries staunch and rigid 


Check over your stock of all the 13 sizes in the 3 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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a mid-year transfer season, when file folders are in 
short supply, is an ideal time to sell your customers Guide- 
O-Folders for their current, active files—they will last for 





years. 
Guide-O-Folders eliminate all the vexations of old style 
filing and finding because they hang. They glide back and 
forth on the steel Guide-O-frame with finger tip ease. They 
are easily removed from the file and replaced because the 
metal strip is attached. Furnished in both third and fifth 
cut, the adjustable metal tabs may be placed in any 
standard position enabling Guide-O-Folders to fit right 
into every system. They greatly increase the speed and 
accuracy of filing and finding. 

Use the Guide-O-Folder Demonstration kit to help you 
sell. If you haven’t sold Guide-O-Folders, write today for 


complete information. 





335 CANAL STREET 


WEST COAST REPS. 


APPLIANCES, 


> 
uedke UV. 
WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, where informa- 
tion may be kept instantly available. The 
Slid-O-Matic top completely disappears at 
a slight push of the finger. It slides back 
into place with equal ease. Gray or green 
finish. Sturdy all steel construction. Mount 
ed on rollers, the Guide-O-file can be 


moved about as required 


The Guide-O-file is equipped with 25 
Guide-O-folders complete with adjustable 
metal tabs and an assortment of inserts for 
tab headings. Guide-O-file is also available 


without the stand 
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Guide-O. tiay 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker alwoys hos importent ond vite! data 
ot the finger tips—always in an upright posi- 
tion. Instantly available and instdntly re- 
placed. The unit consists of a metal tray and 
25 Guide-O-folders complete with adjustable 
metal tabs and on assortment of inserts for 
tab headings 
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NEW YORK 13, N. Y 


— GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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entrance, publicizes the “World-Wide Business Forms” 
featured at all Horder stores. 

The walls and ceiling are painted a lightened cocoa 
and pale yellow. They combine with the soft green 
of the rubber tile floor and frosty walnut plastic of 
the display cases to give a spacious, modern appear- 
ance. The store lighting is a combination of large 
fluorescent fixtures in an L-shape around the store and 
indirect lighting fixtures over the furniture display 
that provide a lighter reflection of the green floors. 
There is a 12-foot fountain pen display and a terraced, 
U-shaped alcove fixture that allows a large, convenient 
display of the variety of greeting cards carried at 
Horder’s. 

Sylvio Dini, who has managed Horder’s Mart store 
for three years, will continue as manager in this new 
location. 

The entire store, including fixtures, was designed and 
installed by the architectural firm of Burgess, Stevens 
and Purdy and the fixtures were manufactured by the 
Woodworking Corporation of America. Both of these 
are Chicago firms. 





Name Crippen Taylor Chair Sales Manager 
Joseph F. Taylor, president of the Taylor Chair 
Company, Bedford, Ohio, has announced the appoint- 
ment of Robert M. Crippen as sales manager. Mr. 
Crippen for the past four years has been Taylor sales 


ROBERT M. CRIPPEN 





representative in the north central district. Prior to 
his territorial assignment, he was assistant to the 
vice-president in charge of sales. 

Bob, as he is widely known in the office equipment 
industry, is experienced in office chairs from the view- 
point of both dealer and factory. He lives in Chagrin 
Falls, Ohio. 





Old Town Announces Appointments 


Old Town Corporation, in furtherance of its current 
expansion program, has announced two appointments, 
as follows: 

E. C. Talbert becomes district manager for the Ohio- 
Michigan territory, with headquarters at Cincinnati. 
A complete and intensive factory course was completed 
by Mr. Talbert before his entry into the territory. 

W. L. Martin, Jr., has been named district manager 
for the Carolina-Georgia area. Already completing his 
training period, he is headquartering in Charlotte, N. C. 

The appointments are part of Old Town’s campaign 
to increase assistance to its dealers in the further dis- 
tribution of the Old Town spirit duplicator and allied 
supplies. 





Peerless Steel Equipment Has Vacation 

In accordance with the usual custom, Peerless Steel 
Equipment Company, Philadelphia, Pa., is closing down 
for two weeks to provide the employees with their an- 
nual vacation. Dates are June 30 to July 16. During the 
week beginning July 9 a skeleton office force will be on 
hand to answer urgent inquiries. 
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Remington Rand Announces Staff Changes 


Remington Rand Inc., recently announced two 
changes in the field staff of its dealer sales division. 

Stanley L. Ekstame has been transferred to Minne- 
apolis, Minn., as branch supervisor of sales from a 
similar position in Des Moines, Iowa, and S. P. Bland, 





STANLEY L. EKSTAME 


S. P. BLAND 


sales representative in Chicago, has been promoted to 
the vacancy created as branch supervisor of sales in 
Des Moines. Both men joined the company in 1949. 
Mr. Ekstame is a native of Minneapolis and a former 
district representative of the Savage Arms Company, 
Utica, N. Y. 





Two Appointed by Mittag & Volger 

J. A. Campbell, general manager of Mittag & Volger, 
Inc., has announced two appointments effective May 
14. 

Paul Foster, general sales manager, has been ap- 
pointed assistant to the general manager. In this 
capacity, Mr. Foster will offer the benefit of his many 
years’ experience in the further development of the 
firm’s projected organizational expansion. 

Clifford W. Bergere, former western division sales 
manager, has been appointed general sales manager. 


CLIFFORD W. BERGERE 





Mr. Bergere brings to this new assignment varied sales 
and sales management experience. This knowledge, 
acquired over a period of 20 years in the carbon, rib- 
bon and typewriter industries, well qualifies Mr. Bergere 
for his new position. 





Walker Traveling Mid-West for Morriset 

Dick Walker has been appointed representative for 
Bert M. Morris Company in the states of Illinois, Wis- 
consin and Minnesota. Prior to his new connection, 
he had traveled for McLennon Pen Company and 
earlier was connected with W. A. Sheaffer Pen Com- 
pany at the office in Fort Madison, Iowa, where he 
had contact with dealers visiting the plant. He is well 
known in the Chicago area. 
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Darn toot they don’t! 

But, when it comes to the stationery business, the Columbia line of type- 
and carbon papers will get you to first base every time. And, 
why not, when you're backed up with the sales-boosting follow-through of 
the Columbia Sales Cooperation Plan? 


C.S.C. is a two-for-the-price-of-one deal that the—repeat the—biggest sta- 
r this great land of ours have found to be a real-life, out-in-the- 


tioners* all over 


field, sales-stimulating, profit-producing program. 


write! 


[here isn’t a ribbon or carbon need in any office that you can’t supply from 
the Columbia line. It’s tailored to give you the edge on competition by quality, 
by price, or by service. 

So, take a quick check and see whether your ribbon and carbon sales rank 
No. 3 in your total volume. That’s how they stack up in the national sales of j 
office supy If yours don’t, then you’re losing money every minute that et» Will Columbia name names? 
ine i ca tting the details al csc ‘ You bet we will! Just write for details of the Columbia 
you pu f ing the details about U.5.U. : ’ 

Sales Cooperation Plan and we'll tell you the names 

So, come on now. Cut out kidding around and get into the ribbon and car- . pad ga *~ oa made big business out 

bon business in a big way—the Columbia way! Send in the coupon now! i ~ sinnaree pe) trea en 
































aS COLUMBIA RIBBON & CARBON MFG. CO., Ine. 
J S M fice & Factory: 102-7 Herb Hill Road, Glen Cove, L. 1, New York rs ree a n 
CNR? «New York Sales & Export: 58-64 West 40th Street, Branch Offices & Distributors | Corumpia Rieson & Carson Merc. Co., Inc. OA-7 
ft pal cities. Consult your local Telephone Classified Directory | 102-7 Herb Hill Road, Glen Cove, L. I., New York 
Please send complete information about Columbia Ribbons 
and Carbons and the Columbia Sales Cooperation Plan. 
. | Name 

| Position 

| Company 
TYPEWRITER RIBBONS Silk Gauze . Marathon . Classic Address 
Rainbow . Pinnacle . D. H. & D. CARBON PAPERS Silk Gauze City _— S 
Marathor . Commander . Rainbow . Pinnacle ER a mee 
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Lake Charles Firm Continues Expansion 

The formal opening recently of Lake Charles Office 
Supply, Inc.’s new showrooms at 830 Ryan St., Lake 
Charles, La., marked the third phase of a business 
that has expanded steadily since its establishment in 
August, 1945. 

Like many successful enterprises, the firm’s begin- 
ning was humble. L. W. Tabb, president and general 
manager, set up shop in a rickety old frame building 
that then stood at 1411 Ryan St. 

Mr. Tabb was confident enough of the future, how- 
ever, to move the following January to a large and 
more modern building at 826 Ryan St. That the move 
was justified is born out in the third move, for ex- 
pansion has been constant 

Service Steel Products Company, Chicago, was 
selected in planning a modern new office supply store 
The prime objective was to provide at once for the 
convenience of customers and at the same time dis- 
play merchandise for the best possible effect 

At the front of the store, which has year ’round air- 
conditioning, are two complete office units, planned so 
the customer can visualize how his office will look. On 
the mezzanine floor are other complete office units 
five in all. 

To assure a complete stock of merchandise, thus 
obviating delays caused by waiting for shipment from 
the factory, the company maintains a warehouse at 
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NEW AT LAKE CHARLES — The 
front and inside view of the new 
showrooms of Lake Charles Of- 
fice Supply, Inc., Lake Charles, 
la. The exterior picture shows 
how careful planning was done 
for display of both heavy and 
light equipment. Furniture dis- 
plays are visible through large 
window at the right (top picture) 
and supplies in window at left. 


830 Front St., for storage of furniture, filing cabinets 
and other heavy equipment. 

Among nationally-known products which are exclu- 
sively sold in the Lake Charles area by the company 
are: 

Shaw-Walker office furniture and filing cabinets; 
Hoosier and Standard desks; Herring-Hall-Marvin 
safes, chests and vault doors; Mastercraft loose leaf and 
accounting forms; Gunlocke chairs, Fine Rest alumi- 
num chairs, Underwood typewriters, Ditto duplicators, 
Tiffany office machine stands, Marchant calculators, 
Acme visible records, Soundscriber electronic dictating 
and recording machines, Oxford Pentaflex hanging 
file holders, Eaton paper, Mittag & Volger ribbons and 
carbons and many others. 

Mr. Tabb began in the office supply business in 1926 
as an apprentice in the service department. In 1933, 
he became an outside salesman in charge of 13 parishes 
in north Louisiana for the Monroe Office Equipment 
Company. 





Appoint Buyer for Buffalo Firm 
Neil Oliver has been appointed buyer of stationery 
at J. N. Adam & Company, Buffalo, N. Y. Mr. Oliver 
formerly was assistant buyer of housewares at the 
store. He succeeds Gilbert Schaefer, who has resigned. 
GET 
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\ ; duplicator. Features front paper stops, automatic 164 

roller release, open cylinder with automatic brush inking 
Reset Counter 


$10 Additiona 
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Liberator Model 100 


Features accurate registration and 
automatic roller release to assure 
perfect, clean copies. Reproduces 
postcard to legal size. 


$1 09 50 Rost Counter, 
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Reproduces postcard to legal size. 
Features backstop paper weight, 
side guides with 2 posts instead of 
1, to assure accurate registration. 
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Counter, 
(Pius Excise Tex) 


Postcard (3x5) to menu size (6x9). 
ideal duplicator for restaurants, 
hotels, drug stores, etc., for repro- 
ducing menus, sale tags, postcards. 


$29 50 Automatic 
Counter, $6.50 


(Pius Excise Tex) 
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Royal Announces Two Appointments 

Two recent appointments have been announced by 
Royal Typewriter Company, Inc. 

W. H. Parks, comptroller, announced that J. J. Gun- 
derson, formerly assistant manager of the accounting 
department, is now manager of that division. Mr. 
Gunderson joined Royal in 1924 and by 1949 became 





ROBERT S. URINYI 


J. J. GUNDERSON 


assistant manager of the division which he now heads. 
Robert S. Urinyi, formerly manager of the methods 
and systems department at Royal, has been placed in 
charge of the newly-organized purchasing, stationery 
and printing division. The new department was 
formed when the New York purchasing and the 
methods and systems departments were combined. 
Mr. Urinyi joined Royal in 1927 and in 1947 he was 
appointed manager of the methods and systems de- 
partment, his post until his recent appointment. 





Sturgis Chair Appoints Representative 

The appointment of Harris Pilkington as representa- 
tive for the Sturgis Posture Chair Company was an- 
nounced recently by J. L. Mann, president of the firm. 

Mr. Pilkington’s territory includes the states of 
Michigan, Ohio, Indiana, Kentucky and West Virginia. 

Although new to the chair industry, Mr. Pilkington 
has been in the selling field for a number of years. He 
was born and reared in Grand Rapids, Mich., where 


HARRIS PILKINGTON 





he now lives with his wife and two children, although 
he will move shortly into a city in the hub of his terri- 
tory. 

Mr. Pilkington will handle only Sturgis chairs. Con- 
sequently, he will be able to give his entire efforts to 
this specialized field and best serve his dealers. 





Close Allen & Company Plant for Vacation 

The Allen & Company plant at 11-13-15 Vandewater 
St., New York 7, N. Y., is being closed from June 30 
to July 8, inclusive, to permit a general vacation for 
the factory employees of these manufacturers of inked 
ribbons and carbon papers. No deliveries are to be 
made or merchandise received during this period. 
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Beyer Completes Long Service With Oxford 


When the Oxford Filing Supply Company held the 
1951 annual old timers’ banquet, William C. “Bill” 
Beyer, Oxford sales representative in the Metropolitan 
New York area, was one of three employees presented 
with wrist watches. 

Ray F. Oldenburg, senior shipping clerk, and Edward 
F. Jonas, vice-president and production manager, were 
similarly honored. 

The Oxford Old Timers Club, composed of employees 
who have been with the company 10 years or more, 
now boasts 82 members. The combined years of their 
service add up to more than 16 centuries! 

The guest of honor was the retired founder of the 
company, Richard A. Jonas, Sr., who, with his brother, 
started in 1882 the paper ruling business that was to 
evolve into the present Oxford organization 





Appoint Burroughs Manager at Calgary 


Willis E. Morgan, general sales manager, has an- 
nounced the appointment of James D. Rutherford as 
branch manager of the Calgary, Alberta branch of 
Burroughs Adding Machine of Canada, Ltd. 

Mr. Rutherford joined the Burroughs organization 
at the company’s Winnipeg, Manitoba branch as a 
junior salesman in 1929 and in 1932 was made a senior 


J. D. RUTHERFORD 





salesman. In 1940, he transferred to the Calgary 
branch, where he served as a sales representative until 
1950, when he was promoted to sales supervisor, the 
position he held until his present assignment. 





H. S. Randall Heads Pinellas Firm 


Harry S. Randall, an officer of Pinellas Printing and 
Stationery Company, Inc., St. Petersburg, Fla., has ac- 
quired the principal interest in the corporation, and 
will be its president and general manager. 

The other executive stockholder, E. B. Peterson, re- 
cently president of the corporation, has sold his in- 
terest 

Earlier this year, a third executive stockholder, C. A. 
Shorts, sold his interest, and remained with the firm 
as manager of its department at 345 First Ave., S. The 
main store is located at 263-65 Central Ave. 

Mr. Randall, the new chief executive, went to work 
for the concern in 1939, after 28 years with Scrantom’s 
Book & Stationery Company, Inc., in Rochester, N. Y., 
and three years in the same line in San Francisco. He 
now has a 48-year background in the field. 

The company was founded in 1920 by Joseph M. 
Touart, who bought out Advance Art Printery and 
moved the firm to Central Ave., two years later. In 
1945 Mr. Tourat retired and sold out to Peterson, Ran- 
dall and Shorts, his employees 

On February 16, 1951, the corporation reorganized 
with Peterson and Randall as chief owners. On May 
18, Peterson sold out to Randall. 

Besides the store on Central Ave., the company oper- 
ates a department on First Ave., S., for typewriter 
service, office equipment and furniture, and a ware- 
house.—JL 
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Here’s a marvel of mass production and 
ahead-of-the-times design that has quality, 
convenience and VALUE written all over it 
.. a posture chair that raises office-worker 
efficiency and comfort toa new, all-time high. 
Foam rubber, revolving, “saddle” seat has 
easy, instant, positive height control, any- 
where between 16” and 20”. Padded back- 
rest adjusts three ways. Large 2", soft rub- 
ber casters, with life-time lubricated roller 
bearings and ball bearing swivels; tubular 
steel frame finished in gray, brown or olive 
green baked-on enamel, or chromium. 
Cloth-backed, perforated, vinyl plastic up- 
holstery—washable, durable—on seat and 
back in green, brown, maroon or gray. 
Four models—each “‘a beauty and a bargain” 
—to retail from about $29.95 to $31.95 
(slightly higher in Florida, Texas and West- 


ern States). 


To raise: Place foot on 


circular rung and, with 
one hand releasing 
control lever, lift seat 


to desired height. 


To lower: Release con- 
trol lever nd lower 


seat to proper level. 





HAMILTON MANUFACTURING CORPORATION 
Makers of COSCO Household Stools, Chairs and Utility Tables 
COLUMBUS, INDIANA 


Pesture Back Adjusts 
THREE WAYS! 
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¥illustrated: Model 1 6-C, gray 
enamel finish. Also 16-D, brown 
enamel; 16-G, olive green 
enamel; 16-B, chromium, 
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C. C. WEBBER AND SON, RICHARD (LEFT), WITH 
ANCIENT TYPEWRITER IN NEW GLENDALE STORE 


Webber Typewriter Company Occupies 
New, Well-Planned Quarters 


Moving back into the office supply industry after a 
number of years in the savings and loan business, C. C. 
Webber, well known among typewriter men throughout 
southern California, in company with his son, Richard 
Webber, has now erected a new building at 215 N. 
Central Ave., Glendale, Calif. The firm, which was 
established two years ago, has been until now located 
at 2001. W. Lexington Ave 


The business is known 
as the Webber Typewriter 
Company, and held a grand opening on May 17. The 
new building has a 50-foot frontage on Central Ave., 
half of it being leased out to another firm. The Webber 
store proper has a 25-foot frontage and a depth of 
72 feet. 

The general color scheme is green and the floors 
are done in green asphalt tiles with harmonizing walls 
The display facilities (as shown by accompanying pic- 
tures) are designed with the thought of making sell- 
ing easy and at the same time permitting the customer 


OPENING DAY—Genera! view of 
Webber Typewriter Co.'s new 
store in Glendale, Calif., on 
opening day. Note display ta- 
ble in foreground. 
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to get a good view of all merchandise. Indirect light- 
ing has been installed. There are an ample number of 
tables for display as well as a large area of wall shelv- 
ing. The back room is equipped with latest facilities 
for repair and rebuilding of typewriters and adding 
machines. 

A distinctive feature of the new store is the effort 
that has been made to subdue noise. The beamed 
ceiling has been carefully designed with this idea in 
mind. As a matter of fact, there is but little annoy- 
ance from street traffic in spite of the fact that the 
location is near one of the city’s busiest intersections 
with the largest department store in town diagonally 
across the street. The brick wall construction and the 
acoustic board finish between the ceiling beams are 
also factors in eliminating noise. 


C. C. Webber entered 

the typewriter business in 
1907 as a collector of accounts for the L. C. Smith 
agency. At the end of three years, he was assigned to 
a territory as junior salesman of typewriters. Later, 
he was made senior salesman for Orange County and 
part of Los Angeles County. He left the agency to 
enlist in World War I and was sent to Camp Funston, 
Kans., in 1917. He was assigned to special duty in the 
army’s personnel department with rank of sergeant 
major. He was discharged from service in February, 
1919. 

In 1920, Mr. Webber established his first store in 
Los Angeles on the present site of the Spring Arcade 
Building, later opening a branch store in Santa 
Monica. In 1931, he closed this latter store and moved 
the Los Angeles store to Glendale. In 1945, he retired 
from the office equipment business and with six other 
businessmen established a savings and loan associa- 
tion. He resigned as director of this organization 
nearly two years ago to re-establish his office equip- 
ment business and to take in his son, Richard, as a 
partner. Richard is a graduate of Woodbury College in 
Los Angeles, a trade school operated by the Los 
Angeles public school system. He served in the U. S. 
Navy during the recent war and is active in various 
civic and character-building organizations in Glendale. 

Among factors making this new store interesting to 
the public is a display of “ancient” typewriters. Mr. 
Webber has assembled one of the largest collections 
of machines of this kind on the Coast, one machine 
at least dating back to 1870. 

Art Wand, a son-in-law of C. C. Webber, was the 
construction engineer who designed the new build- 
ing.—JET 
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Taylor Chair Company Appoints Crell 


Effective June 1, James C. (Jim) Crell became the 
Taylor Chair Company representative in the north 
central area, headquartering at the company’s general 
offices in Bedford, Ohio. Mr. Crell replaces Robert M. 



































JAMES C. CRELL 











Crippen, former midwest representative who is now 
the Taylor sales manager 

Jim Crell is widely known in his territory. Familiar 
with the wood industry and contract business, his ex- 
perience includes service as district representative for 
office equipment and manufacturers’ representative 
for wholesale stationery. 





Eberhard Faber Plans Plant in Canada 


The arrangement whereby the Luckett Loose Leaf, 
Ltd., has acted as sales agent for Eberhard Faber Pencil 
Company of Canada, Ltd., for many years, is being ter- 
minated a June 30, declares a bulletin signed by 
J. S. Luckett, president 

This change is brought about by the decision of the 
Eberhard Faber Pencil Company of Canada, Ltd., to 
establish a complete manufacturing plant in Acton- 
vale, Quebe equiring a full time administrative man- 


agement al ales organization. Effective July 1, the 
pencil company, with headquarters in Toronto, was to 
assume these functions. 

Eberhard Faber will have its own direct representa- 
tives in the provinces of Quebec and Ontario, while 
the western ritory and the Maritime Provinces will 
continue to be yvered by the salesmen of the Luckett 
Loose Leaf, Lt 





Rudnick Serves 30 Years With Royal 


Harry L. Rudnick, New York sales manager, portable 
division, marked his thirtieth year with the Royal 
Typewriter Company, Inc., on June 13. 

Mr. Rudnick joined Royal as a salesman at the 































HARRY L. RUDNICK 











Washingto: ranch in 1921 and has supervised the 
activitie the New York portable division since 1935 


He is regards having done an especially noteworthy 
job of devel the metropolitan portable typewriter 
market 
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McLeod Company Moves to Kenosha 


The McLeod Furniture Company, whose Chicago fac- 
tory several months ago sustained such damage by 
fire as to necessitate temporary suspension of busi- 
ness, now has removed to a new model plant at 5800 
24th Ave., Kenosha, Wis. 

Here, 33,000 square feet of manufacturing space is 
available, providing the firm with more adequate facil- 
ities for accommodating needs of coast-to-coast cus- 
tomers. 

These makers of office desks in a popular price range 
are already again in production. They will hereafter 
specialize in making their Nos. 42 and 60 wood desk 
lines and their Nos. 36 and 48 line of typewriter desks. 
New descriptive literature, photos and prices on the 
new line will be ready for the dealers within the next 
month and a half. 

Ray H. McLeod continues as president of the firm. 
His son, J. Philip McLeod, will assist in the general 
sales management and another son, Ray H. McLeod, 
Jr., will be in charge of factory production. 








G. E. Lazier Joins Morris Sanford 


George E. Lazier, formerly of Sioux City, Iowa, has 
moved to Cedar Rapids, Iowa, to become associated as 
a stockholder with Morris Sanford Company in the 
capacity of assistant to the president. 

Since 1926, Mr. Lazier has been identified with the 
stationery and paper business, first at Grand Forks, 
N. D., and in recent years with Boorum & Pease Co. 

Among the first of his new responsibilities will be 
the reorganization of Sanford’s commercial goods de- 


G. E. LAZIER 





partments and the completion of the remodeling of 
the main floor of the store. 

In announcing these changes, Mr. Sanford said that 
he and Mr. Lazier have been acquainted for many years 
because of the close business contacts between San- 
ford’s and Boorum & Pease, whose products it has 
long sold. 





Sheaffer Tells of Price-Profits Paradox 


“It Has Happened Here” is the title of a small note- 
book-like exposition of a price-profits paradox in the 
W. A. Sheaffer Pen Company. 

This booklet tells how the company has found a way 
to cope with upward spirals, “meanwhile paying more 
employees more wages, and also distributing more 
earnings to stockholders, and improving the product— 
all without raising pen prices at all in the 1939-1951 
span!” 

The formula for his company, outlined by Craig 
Sheaffer, president, is: 

“(a) making the best product it can; (b) being alert 
and receptive to every practicable improvement in 
methods; (c) investing money in better tools—produc- 
tion and sales tools—and (d) letting incentive work the 
miracles it can work.” 

The booklet points out that this Sheaffer enterprise, 
started 39 years ago, “was able to take root and grow 
in a healthful economic climate.” 
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ELWOOD, IND., FACTORY OF GENERAL LAMPS MFG. CORP. NOW MAKING FARIES LAMPS 


Form New Faries Division of General Lamps 


Joint announcement of the new Faries Division of 
General Lamps Manufacturing Corporation was re- 
cently made by C. A. Laystrom, president of Faries 
Manufacturing Company, Decatur, Ill., and O. Sack- 
steder, Jr., president-treasurer of General Lamps Man- 
ufacturing Corporation, Elwood, Ind 

Faries will continue the sale of its lamps, maintain- 
ing sales office at its present address in Decatur, II1., 
and in principal cities. The only change is that Faries 
lamps will be manufactured in the large and modern 
plant of General Lamps Manufacturing Corporation 
at Elwood, Ind. General Lamps will also continue the 
sale of its line, maintaining its regular sales organiza- 
tion and its sales office in Elwood. 

No changes in sales policy, quality or administrative 
personnel are planned by either company 

This union unites two of the oldest manufacturers 
of electric portable lamps. Faries is now celebrating 
its seventieth year and General Lamps is the present 
name of former companies originally established in 
1896 and operated for more than 50 years by three 
generations of the same family. 

This consolidation brings the production of two sim- 
ilar old established lines into one large, modern plant 
with a single overhead. This was done in keeping with 
the times to combat ever-increasing costs 

All sales of Faries lamps will be made by Faries 
Manufacturing Company, Decatur, Ill., and the pres- 
ently-established sales office. All Faries lamps will be 
manufactured at Elwood, Ind., and billed in the name 
of Faries Division of General Lamps Manufacturing 
Corporation, Decatur, Ill. 





B. & P. Names Penning 

Carl A. Penning of Cedar Falls, Iowa, has been ap- 
pointed to the sales staff of Boorum and Pease Com- 
pany. He is now traveling the Iowa, Nebraska and 
South Dakota territory, formerly covered by George 
Lazier, who resigned in order to spend more time with 
his family. 

Mr. Penning was formerly associated with Interna- 
tional Business Machines Corporation in the territory 
he will now cover for Boorum & Pease. He has had 
wide experience in the field of office planning, record 
keeping, procedure methods and systems 

Mr. Lazier was with Boorum and Pease for 17 years. 
He will henceforth be associated with and part owner 
of, the Morris Sanford Company of Cedar Rapids, Iowa 





Set Dates of Friden Annual Vacation 


The annual plant vacation period of Friden Calcu- 
lating Machine Company, Inc., has been set for the 
last two weeks of July and will extend from July 13 
to 30, according to John M. Lund, vice-president and 
general manager. 

The entire factory will be closed down 
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Ezyindex Products Appointments 

Ezyindex Products Company, division of Associated } 
Cellulose Products of Flushing, N. Y., has announced | 
the appointment of Leo Kirstel, well known in metro- 
politan New York stationery trade, to represent Ezy- 
index in that area. A. L. La Tour, formerly of the 
Industrial Tape Corporation, is now sales manager of 
Ezyindex Products with headquarters at Flushing. 

Another appointment is that of F. P. “Fritz” Gregg, 
also well acquainted with the industry, as southwestern 
states’ representative. He is covering Texas, Arkansas, 
Louisiana and Oklahoma. 

Arthur J. Lawless has been appointed as representa- 
tive of the Ezyindex line on the Atlantic Seaboard. 
Mr. Lawless has just returned from a_ successful 
southern tour in behalf of the company 





Clarence Reynolds Establishes Own Firm : 
Clarence E. Reynolds, governor of NSOEA District 
No. 6, is going into business for himself after resigning 
his executive position with the Globe Furniture & Sta- 

tionery Company, Chicago. 

After an experience in the industry covering a period 
of about 30 years, Mr. Reynolds is starting his own 
firm, the Reynolds Office Supply & Equipment Com-j 
pany, in his home city of Lansing, Ill. The address} 
is 3313 Ridge Rd. in the middle of Lansing and pro- 
viding trading access to the teeming industrial area 
including Calumet City. 

At his chosen location, the stationer will have avail- 


CLARENCE REYNOLDS 


able 2,500 square feet of space for office furniture, 
equipment, stationery-and general office supplies. 


the new firm and he plans to do considerable outside 
contact work in the industrial region nearby. He will 
also continue in his capacity as police magistrate of 
Lansing, a city of 12,000 population. 

The connection with Globe Furniture & Stationery 
Company was terminated by Mr. Reynolds after seven 
years of service. Previously, he had been with Horder’s, 
Inc., for 18 years. 


Mrs. Reynolds will work actively with her husband ie 
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Tens an Art lo office officiency” 


NOTE: This interesting photo and memo appear in our 
current national advertising. Copy stresses Art Metal 
planning services available through branches and 

dealers. Tie in and cash in! 
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New office layout for 
OTIS ELEVATOR 
COMPANY 


KENT FREE | 














It always pays off to feature office equipment that is first in quality, 
first in functional efficiency, first in lasting value. 


Now is a good time to lay the groundwork by offering your special 
services in office planning. You can help your customers and | 
prospects to “find” extra work space in the same overall dimen- 
sions. You can show them how efficient Art Metal files and 
desks, with streamlined layout, will save space, save time, save 
money. 


Every week! Every month! Every Year! 


Start their advance planning now and you profit handsomely later, 
when the time comes for alterations, expansions and new build- 
ing. Meanwhile, we will continue to do our best to provide ' 
maximum supplies of needed equipment ... Art Metal Construc- . 
tion Co., Jamestown, N. Y. 


ee “se 


For over 60 years the hall-mark 
of fine business equipment... 
desks « files + office chairs « 
aT safes and visible equipment. 
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OLD TOWN Spirit 
tor, an amazingly 
versatile machine that goes 
through paper work like a 
rabbit thru a carrot patch. 
No ink, no stencils, no 
gelatine, no type, no mats 
_, . just write, type or draw 
on a master sheet, 
machine drum an 
the “presses” start rolling. 
Up to 600 clear, clean 
copies instantly. As different 
from old-fashioned dupli- 
cating methods as night 
from day. Costs little more 
than a typewriter and any- 
one can operate it! 


ee 
Duplica 


As Essential to your 
Business as 4 Typewriter 
— — ———— —— 


T  quTown 


Brooklyn 17, New York 


Manufacturers of typewri 
papers and duplicating supp 
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Old Town 
Preview 


as gk TODAY FOR DEALER 
ANCHISE INFORMATION 


OlO Town 


a. DUPLICATING MACHINES 
CARBON PAPERS-RIBBONS 







po ADVERTISEMENT APPEARS IN THE 
Y 9th ISSUE OF TIME MAGAZINE. 
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Dixon Appoints A. J. Zino 

Anthony J. Zino, Jr., was recently appointed do- 
mestic general sales manager of Joseph Dixon Crucible 
Company headquarters in Jersey City, N. J. 

Mr. Zino, formerly assistant to the president of 





A. J. ZINO 
Swan-Finch Oil Corporation, and a graduate of Case 
Institute of Technology, has had more than 17 years 
of extensive experience in the varied phases of sales 
management. He has served such national firms as 


E. P. Houghton & Company and Lubri-Zol Corporation. 





Scroggins Firm Observes Twenty-Fourth Year 


of advertisements, Fred R. Scroggins, 
recently told that his office machines 


In a series 


Harlingen, Tex 


firm is observing its twenty-fourth birthday. In a 
customers, Mr. Scroggins said: 

Since 1927, we have seen the Valley grow from a 
wns and villages to a metropolitan area 
modern cities—clean, progressive and friendly. 

We believed in the future of the Valley when we 
opened our first little shop, in May, 1927, selling and 


message 


few scattere 





OPENS NEW STORE IN N. D. 


Dickinson Cash Register & Fixture Co., held a grand 
opening at 22 W. Villard St., Dickinson, N. D. on 
April 27 with about 250 local business people at- 
tending. They came to view the attractive show- 
rooms where all fixtures are in natural mahogany 
ond to congratulate Ed Odermann, president and 
manager, and his partner W. F. Brown, in charge 
of the machine division. Mr. Odermann is seated 
in the picture while standing (left to right) are 
W. M. Mullikin, W. A. Sheaffer Pen Co.; H. L. 
Farrall, Mr. Brown and Mrs. Odermann of the 
firm; and Jim Lynch, Imperial Desk Co. and New 
Indiana Chair Co 
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repairing Underwoods, and today, 24 years later, our 
faith in this marvelous Valley is stronger than ever. 
We want to thank our hundreds of wonderful friends, 
Valley-wide for their faith and confidence in us... 
This confidence has made it possible for us to grow 
with the Valley and we promise each and every one of 
them that this confidence will never be abused. . .” 

Mr. Scroggins was once featured in Ripley’s “Believe 
It or Not” cartoon as a man who can dismantle and 
reassemble a typewriter while blindfolded—a feat per- 
formed three times in five hours. 





Royal Names Parks in Accounting Move 


E. T. Quinn, assistant comptroller for the Royal 
Typewriter Company, Inc., has announced that Walter 
F. Parks will take over the supervision of the retire- 


WALTER F. PARKS 





\ 


ment and payroll records in Royal’s comptroller’s de- 
partment. 

Mr. Parks joined the company on June 14, 1948, as 
auditor in the accounting department. 
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Announce National Letter Writing Week 


The fourteenth annual observance of National Letter 
Writing Week is scheduled this year during the week 
of October 14-20, it has been announced by the Paper 
Stationery and Tablet Manufacturers Association, 
members of which are sponsors of the nation-wide 
promotion event. 

With the co-operation of the United States Post 
Office Department and some 25,000 post offices in local 





POSTER OBSERVES 14TH ANNUAL 
NATIONAL LETTER WRITING WEEK 


communities throughout the country, the letter writing 
week sales promotion will serve to call the attention of 
the public to the many services performed by the postal 
system. 

Primarily, however, National Letter Writing Week is 
a merchandising project developed by manufacturers 
of boxed correspondence paper to give emphasis to the 
principle use of their product—the writing of personal 
letters. 

Five-color lithographed posters, developed on the 
theme, “Letters—Your Magic Carpet!” are being dis- 
tributed throughout the trade. These posters are avail- 
able without charge to any retailer of correspondence 
paper. They can be obtained from any supplier listed 
among the sponsors of National Letter Writing Week. 
One of the features of this year’s promotional event— 
as has been the case in past years—is a window display 
contest offering $660 in cash prizes to retail outlets in 
four separate merchandising classifications. Photo- 
graphs of windows displaying writing paper must be 





forwarded to the office of the association in New York, 
where judges will subsequently determine winners. De- 
tails of this contest will be announced later. 

Retailers interested in newspaper display advertising 
to promote writing paper merchandise will be given 
an opportunity later on to get free advertising mats 
from the association. These mats are especially de- 
signed to sell correspondence paper as a gift item or 
for personal use. 

Promotional literature will be distributed over the 
next several months. Inquiries concerning NLWW are 
invited by the Paper Stationery and Tablet Manufac- 
turers Association of 527 Fifth Avenue, New York, N. Y. 





Ames Supply Appoints Charles E. Whitsett 


The Ames Supply Company has announced the ap- 
pointment of Charles E. Whitsett as the new credit 
and office manager of its Chicago office, succeeding 
Mrs. E. S. Kingsley, who recently retired. 

Mr. Whitsett has a well-rounded background of 
training and experience in his field. He has a BS. 
degree in business administration from Northwestern 
University and has also done graduate work at the 
University of Wisconsin. He spent 10 years with a 
heavy equipment manufacturing company working in 
the credit and office management phase of the busi- 
ness. He has been active for a number of years in 
the Chicago Association of Credit Men, serving on the 
educational and special events committees. He is the 
Ames representative in the group at present. 





Key Ribbon & Carbon Takes New Location 


The Key Ribbon & Carbon Company has announced 
removal of the complete factory and offices on May 15 
to new and larger quarters at 963 Newark Ave., Eliza- 
beth, N. J. 

“The continued growth of business made it impera- 
tive that we purchase more machinery and enlarge 
our floor space at the same time,” said Eugene Di Luco. 
“Our new location will make it possible to take care 
of small and large business without delaying one or 
the other.” 





Name Manager of Texas Department 
Buddy Mealor was recently named manager of the 
typewriter and adding machine department of the 
Weimhold Printing & Office Supply, Levelland, Tex. 
-EEG 





Build New Plant for Listo Pencil Corporation 


The Listo Pencil Corporation will have a new home 
on or about August 1, when its new building, located 
at Clement and Union in Alameda, Calif., is completed. 

The plant will measure 17,424 square feet and will 
have a drum type roof and radiant heating to provide 
maximum working area without obstruction, such as 
supports and heating equipment. 

Hammered blue glass windows, a recent development, 
will diffuse the light and are heat resistant. The execu- 
tive offices are being decorated in oak veneered ply- 
wood. 


a oF 
Lito ae 
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=| NATIONAL PROMOTION 


Clary Adding Machines and Cash Registers are backed by 
powerful advertising which reaches millions of readers 
every month. The continuous Clary promotion program 
also provides a unique manpower development plan and 





many other sales helps as well as local advertising on a 
generous cooperative basis, and a consistent campaign in 
the major trade publications. 
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with as much profit 


and security 








ee eeeeeeneeeneeseeeeeeeneneeeeeneeeeeeeee 

. - 

. > 

° Multiplier Corporation, Dept. A-10 . 

P y/ Pe San Gabriel, California , 
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Clary offers sual profit opportunities. The revolu- ® advantages of a Clary franchise. . 
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Chicago Firm Holds Grand Opening 


The grand opening of a new showroom for Business 
Furniture Company attracted hundreds of visitors on 
Tuesday, May 15, to 200 W. Monroe St., Chicago 6, Ill 

This new home of the “House of Lipsky,” truly a 
-family which has grown up in the tradition of selling 
fine business furniture, drew the praise of suppliers 
and customers alike. They admired the spaciousness 
for display and the warmth of decorations and ap- 
pointments. 

Among those greeting visitors to the flower-laden 
showrooms were the senior members of the firm, Mr. 
and Mrs. Harry Lipsky; their son Alfred P. Lipsky and 





BUSINESS FURNITURE CO. GRAND OPENING SCENE 


his wife, and Mrs. N. A. Johns, daughter of the couple 
who have made the management of this well-known 
Chicago concern a family affair 

Harry Lipsky started in this commercial furniture 
business in 1923 and his son Alfred has been associated 
with him for 18 years. For many years. the Business 
Furniture Company was located at 172 W. Monroe St., 
but a change of site became necessary a year ago 
Then, the second floor and basement alone of the 
building were available. As soon as the first floor 
could be secured, the Lipskys looked forward to the 
day when they could hold a grand opening of a newly- 
decorated and spacious ground level showroom 

Now, about 7,500 square feet of space is available on 
the first floor and a like amount in the basement for 
storage. In addition, the firm has a shop and ware- 
house in another location 

The showroom has friendly feeling in its dusty rose 
walls and deeper rose ceilings. New type fluorescent 
lights show the furniture to good advantage 

Business Furniture Company can equip the modern 
office complete from the rugs on the floor to the pic- 
tures on the wall or the auxiliary lamps. The lines, 
both steel and wood, include those of Imperial Desk 
Company, New Indiana Chair Company, Jasper Chair 
Company, Security Steel Equipment Corporation, 
Sturgis Posture Chair Company and National Desk 
Company. In addition, the firm does considerable busi- 
ness in reconditioning and repairing furniture and is 
proud of the fact that one cabinet maker. George 
Thomas, has been employed for 25 years 

Besides furniture the concern handles office appli- 
ances and machines and during warm weather makes 
a specialty of Vornado fans. During one particularly 
hot day last summer a record $1,000 business was done 
in this item. 

First of the sales representatives to arrive on the 
day of the grand opening was James B. Lynch. repre- 
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senting the Imperial Desk Company and New Indiana 
Chair Company. Others soon made their appearance 
and members of the Lipsky family, serving refresh- 
ments and acting in the host roles, were happy over 
the grand opening response. 





Roger S. Turrell Joins Brother Jerry W. 


Jerry W. Turrell, manufacturers’ representative of 
3738 Glenfeliz Blvd., Los Angeles 39, Calif.. announces 
that his brother, Roger S. Turrell, is now associated 
with him and is active in representing Pickett & Eckel. 
Inc., V. & E. Manufacturing Company and Federated 
Products lines in the northern section of California. 

Jerry W. Turrell represents lines of these companies 
in the 11 western states and El Paso, Tex. The addi- 
tion of his brother will make it possible to cover the 
territory much more thoroughly than was possible in 
the past. 





Kaberna Appointed Van Dyke Industries Aide 

Fred M. Echoff, president of Van Dyke Industries, 
Inc., Chicago, recently announced the appointment of 
Harry A. Kaberna as an assistant to the president. 

Mr. Kaberna has been associated with the Van Dyke 
Industries for 17 years and is widely known in the 
fluorescent lighting field. For the past several years 
he has occupied an executive position which will con- 
tinue in addition to his new responsibilities 





“Doug” Allen Leaves for Korean Service 

Douglas I. “Doug” Allen of the American Pad & Paper 
Company, a member of the Great Lakes Travelers Club, 
expected to leave for service in Korea about May 31. 
He has been associated with Rus Ragan in representing 
his company 





TIE-IN PROMOTION SELLS ART SUPPLIES 


Schwabacher-Frey Co. of San Francisco recently tied in with 
the national Venus scholastic art award contest by featuring 
in its windows prize-winning pencil drawings in the draw- 
ing pencil and water color divisions. Prominently displayed 
were Venus drawing pencils, Venus coloring pencils and 
other artists’ supplies. 
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A truly well-designed 
George III reproduction 
in warm, glowing Gen- 
vine Walnut. Desks and 
matching accessories. 
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A design for the 
world executive. A 
first in the modern 
trend. Desks and 
matching accessories. 























The subtle decorative 
features, trim lines and 
fine Puritan styling of 
the Eighteenth Century. 
Desks and matching 
accessories. 







YS 
Colonial 


All the features neces- 
sary to provide business 
with space saving and 
time saving conveniences. 
Desks and matching ac- 
cessories. 
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Universal 
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Smart, functional design 
for maximum versatility 
and usefulness in busi- 
ness. Desks and match- 
ing accessories. 


SEVENTY-FIVE YEARS OF PROGRESS IN OFFICE DESKS 


Ww) The JASPER DESK Company 


JASPER, INDIANA 
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P. assed is Way, *: 


Lewis C. Meyers, 


co-inventor of the Royal typewriter, and formerly 
director of the company’s patent and experimental de- 
partment, died May 21 at the age of 84 at his home 
20 Wilson Pl., Freeport, Long Island. 

In 1904, Mr. Myers became associated with the late 
Edward B. Hess. Together, these two inventors began 


THE LATE L. C. MEYERS 





work on the original conception of an improved type- 
writer which became the Royal. 

Mr. Myers and Mr. Hess were ever mindful of the 
importance of humanized mechanized writing—a fact 
which had been overlooked by earlier developers of 
writing machines. With this concept as their basic 
consideration, and with two other equally important 
objectives—the necessity of having in the typewriter 
elements which would reduce the operating cost to 
the busirfess executive and would produce a quality of 
typing unexcelled in appearance—Mr. Myers and Mr. 
Hess went to work to design a new writing machine. 

After two years of experimentation and research, 
the inventors completed a model which represented a 
long step forward in the evolution of the typewriter. 

Until his retirement in 1949, due to ill health, Mr. 
Myers devoted his entire business life to product better- 
ment, and was responsible for many Royal improve- 
ments and advances in engineering and design. 


Joseph Heaton, 

one of the most loved and respected members of the 
National Office Machine Dealers Association, died on 
April 23. He first entered the industry in 1911 when 
he was employed by the Office Appliance Company in 
Boston, Mass. He moved to Providence, R. I., for the 
same company in 1917 and remained with that firm 
until he entered the armed forces. He saw action in 
France and was in the army of occupation in Germany. 

Soon after returning from Europe he established the 
Pawtucket Typewriter Exchange and watched its pro- 
gressive growth. In 1945, he purchased the Liberty 
Typewriter Company and soon afterwards consoli- 
dated with the Office Appliance Company, taking as a 
partner Jim Sheehan. He still found time to pursue 
his hobby of fishing at the lakes of Maine and eastern 
Canada. 

Mr. Heaton took a vital interest in the affairs of 
NOMDA. He was a president of the New England 
OMDA and a member of the board of directors of 
NOMDA for several years. Among his contributions to 
the association were his articles on various phases of 
the industry. 

- | / 


Frederick W. Best, 


85, died at East Orange, N. J., on May 9, death ter- 
minating a long career in the pencil manufacturing 
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business. He came to this country in 1888 and*with 
his brother, Richard, founded the Richard Best Pencil 
Company. During the early years of the business he 
served as vice-president and treasurer and a great 
amount of the success of the firm is attributed to his 
executive ability. 

He served as president for many years and at the 
time of his death was chairman of the board of direc- 
tors. 


+ | - 
Thomas J. Sadler, 


63, at one time a widely-known Sstationer, died at 
his home in Dallas, Tex., on May 2, following a long 
illness. A native of Dallas, he entered the stationery 
business as a young man and was a partner in the 
Yardley-Sadler Stationery Company until 1934, when 
he accepted a position with the Government. At the 
time of his retirement from Government service, in 
1949, he was division supervisor for the War Surplus 
Administration in Dallas ——JHR 


Fr i y 


John Dornette, Jr., 

former secretary-treasurer and general manager of 
the J. Dornette & Brothers Company, wood office fur- 
niture manufacturers, died at his home in Cincinnati, 


THE LATE 
JOHN DORNETTE, JR. 





Ohio, May 8. He was in his eighty-first year and death 
followed an accident. 

Mr. Dornette was widely known for his activities in 
the wood office furniture business. Following his re- 
tirement from business in 1921, he became counselor 
and advisor to 28 leading office furniture manufac- 
turers in the United States. He was also president of 
the Wood Trades Association of Cincinnati until this 
group merged with the Industrial Association of Cin- 
cinnati. 

He was elected to the board of directors of the Cen- 
tral Fairmount Building & Loan Company in 1916 as 
its president and was actively engaged in this capacity 
and as general manager since 1936. He is survived 
by his son, J. Walter Dornette, who succeeds him as 
president and general manager of the loan company. 


+ | - 
Albert F. Sturm, 


secretary-treasurer of Quality Park Envelope Company, 
St. Paul, Minn., died on Sunday, June 3. Death came 
suddenly, following a heart attack. Mr. Sturm was con- 
nected with the Quality Park organization for 25 years, 
the last 17 of which he acted as secretary-treasurer. 





Acme Publishing Company Changes Address 

Removal to a new address, 126 W. 22nd St., New 
York 11, N. Y., has been announced by the Acme Pub- 
lishing Company, manufacturers of rotary cut time 
cards and time clock supplies. The former address was 
36 E. 23rd St 
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BANKERS BOX COMPANY, 720 S. DEARBORN ST., 
CHICAGO 5, ILL.—A new “Manual of Record Storage Prac- 
tice” has been issued, the fourth revised edition to serve as a 
guide for file department organizations dealing with the prob- 
lems of record destruction and record detention. Successive 


Manual 
of 
RECORD 
STORAGE 


PRACTICE 





chapters cover such subjects as “How Long Should Records 
Be Kept?,” “The Importance of Indexing in Storage Filing,” 
“Shelving for Record Rooms,” and “Schedule for Retention 
of Records.” Bankers Box products are illustrated as suggested 
methods for storing various types of records. 


CEL-U-DEX CORPORATION, 1 MAIN ST., BROOK- 
LYN 1, N. Y.—A new catalog became available for the trade 
June 15. Printed in two colors with an attractive cover, this 
catalog incorporates all stock items of the Cel-U-Dex Corpora- 
tion, several new items having been added. Care has been taken 
to simplify reference by grouping similar products and pro- 
viding a keyed index. Uniformity of lay-out, clear copy and 
explanatory art work are features of the catalog available to 
customers through a limited mailing. 


DIEBOLD, INC., CANTON 2, OHIO—This national man- 
ufacturer of record systems and protection equipment has just 
released a complete direct mail program to the nation-wide 
dealer organization to promote the firm’s products and new 
packaged record systems. Self-mailers have been released on 
Safe-T-Stak steel storage files and Diebold safes, as well as the 
packaged record systems which are signed for “over-the-coun- 
ter” sales. These packaged record systems are complete with 
stand, 800 records, guides and flashers and are ideal for small 
and medium-sized business. Currently available are doctors’ 
and dentists’ accounts receivable system, stock control system, 
garage or service station follow-up systems. 


THE B. L. MARBLE CHAIR COMPANY, BEDFORD, 
OHIO—A handsome new catalog, No. 40, presents the com- 
plete line of this manufacturer of seating equipment for more 
than a half century. Each chair is illustrated and specifica- 
tions are listed. A special section describes the caster and glide 
equipment and the swiveling action of revolving and posture 
chairs. 


ROCHESTER STATIONERY COMPANY, INC., 8 JAY 
ST., ROCHESTER 6, N. Y.—This firm is now publishing 
File 13, a bi-monthly external house organ which is sent out 
to about 6,500 offices in the city of Rochester and surrounding 
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area. Presenting intriguing information on products ‘and re- 
plete with cartoons and photographs, this publication has 
resulted in many orders, particularly from the smaller offices 
which salesmen cannot economically afford to cover. 


KORES CARBON PAPER & RIBBONS MANUFACTUR.- 
ING CORPORATION, 49 BLEECKER ST., NEW YORK, 


N. Y.—The firm announces publication of a 20-page catalog 
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in arresting four-color print. This sales aid contains technical 
data, application chart, list and dealer prices. Geared to 
dealers’ needs, it illustrates fully the carbon paper, ribbon and 
stencil lines in a wide choice of packaging. 


ROYAL METAL MANUFACTURING COMPANY, 175 
N. MICHIGAN AVE., CHICAGO 1, ILL.—A planographed 
specification sheet showing the new 4700 and 4900 series of 
office furniture is available upon request from Royal Metal. 
Photographs and complete descriptions are furnished for arm 
chairs, side chairs and executive chairs. 


SAFEGUARD CORPORATION, LANSDALE, PA.—The 
newest piece of sales literature released by this company stresses 
the fact that “forgers take no holiday.” It invites dealers “to 
use the next few weeks for a special campaign to contact every 
known Checkwriter user, and every possible prospect—new 
businesses, summer camps, hotels, restaurants—to offer them 
repair service, imprinting pads, trade-ins, new machines, re- 
newal of mechanical guarantee and insurance—in short any- 
thing and everything which is connected with checkwriting.”’ 


SMO-KING PRODUCTS, 602 WYETHE AVE., BROOK- 
LYN 11, N. Y.—A new catalog details the offers of smokers, 
sand urns and ash trays from this firm, formerly known as 
Nestler-Fields Manufacturing Company, Inc. Complete de- 
scriptions as well as prices are given for the products designed 
for offices, homes and various institutions. 


W. W. WELCH COMPANY, GLENN BUILDING, CIN- 
CINNATI, OHIO—Three new window and and floor displays 
are announced for the line of Air Flight circulators. Each 


tHe NEW 
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display is lithographed in four colors, mounted on heavy 
cardboard and varnished. These have been designed so that 
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Ace Stapling Equipment has been consistently built with watch-like precision, to the highest quality standards, 
for more than 20 years. Only the finest materials have been used. Every manufacturing operation has a/ways 
measured up to the most exacting specifications. 


Today, millions of Ace Stapling Machines are in use throughout the civilized world. Day in and day out, they 
keep on serving with a degree of smooth, sturdy, dependable efficiency unapproached by any other Stapler 
ever built! 


Stationers, large and small, everywhere, know that they can recommend ACE as the finest of all Stapling Equip- 
ment. It brings greater satisfaction to their customers . . greater profit to themselves! Stock and feature the 
complete ACE line..Stapling Machines..Staples..Staple Removers. Use the free display material and literature. 
Then watch your sales and profits grow! 
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HOW THE ACE FIG. 1: Shows a cross- FIG. 2: Shows the aill- 
section of an AIl- round steel wire after 

PROCESS OF ROUND steel wire. Ace being treated by the 

TREATING WIRE uses only premium, ACE PROCESS. This 
MAKES ACE precision - made, accu- gives maximum strength 
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an Air Flight circulator is an integral part of each display, 
providing an operating unit. One display, illustrated, features 
the newest model, the Four Winds, and depicts a weathervane 
with crowing rooster. All displays are available from the com- 
pany or its distributors. 


STACOR EQUIPMENT CORPORATION, 1891 ATLAN- 
TIC AVE., BROOKLYN 33, N. Y.—A one-page illustrated 
bulletin catalog sheet has been issued to give complete in- 
formation on the new Stacor steel drafting tables. The bulletin 
explains that the table is available with one shallow and one 
tool drawer, with tool drawer only, or without drawers. Also 
described are finger-tip adjustment drawing tables. 





Associated Cellulose Products Changes Name 

Associated Cellulose Products Corporation has an- 
nounced a change in name to Ezyindex Products Com- 
pany, Flushing, N. Y., a division of Associated Cellulose 
Products Corporation. 


This move was made to more clearly indicate by 
name the type of products manufactured—namely, 


noninflammable acetate cellulose index tabbing, tabbed 
items commonly used 


index sheets, and other plastic 
in visible indexing. 


linintnl Votes 


Detroit 32, Mich 


+ ting | 


Burroughs Adding Machine Company, 
the company were re-elected at t 


Detroit May 10. At this meeting 
pany, reviewed the results of Burroug 
of 1951, and the effects of the f ra , the npany 


out that the 1 for ~ 


activities. He pointed 
been clearly expressed in 
for new equipment were 22° 1: 
above those of the first quarter last eee al 
the first three months of 1951 totalled $26.3 r : 1 with $20.374 769 
in the corresponding peri¢ f 19 T pany's profits d . th 
first quarter of this year, ir j 

$2,183,328, compared with $1,111,032 


the first th y the f 4 vear wher 


Minnesota Mining ane manufacturing Company, St. Paul 6 Minn. 
Employees’ share of the firr f ; t first + +} F 
totaled $522,746, R. P. Carlton, president ed May 8 hecks 
$364,425 were distributed The remaining $158.32! wa 
cost of employee hospitalization and t sddit 
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distributed profit shares to approx 4 20% , AE on 
jobs on military leave during the ; T 5 odds 
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$668,178 paid for the fourth ; 
increased federal taxes a fact 
profit sharing 

Minnesota Mining & Manufacturing Compony, St. Paul 6, Minn.—The 
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The Parker Pen Company, Janesville, Wis 
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Pitney-Bowes, Inc., Stamford, Conn t ting May 7 
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quarterly employee profit-sharing pay t 1 reported estimated first 
quarter net earnings of $408.55! equa! to ¥ ts a share r 
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Burroughs Appoints John P. Spencer 

John P. Spencer has been appointed service manager 
of the New Haven, Conn., branch of Burroughs Adding 
Machine Company, C. A. Baker, general service man- 
ager, recently announced. 

Mr. Spencer joined the Burroughs organization in 
January, 1936, and after seven months of training in 


JOHN P. SPENCER 





the Detroit plant was transferred as a serviceman to 
the Boston, Mass., branch. Starting in 1942, he served 
four years in the U. S. Army, attaining the rank of 
first lieutenant. 

In 1946, he resumed duties as a Burroughs service- 
man at the Boston branch, the position he has held 
until his present assignment. 





A. F. Tader Opens Uptown Stationers 

A new retail firm in the industry is Uptown Station- 
ers, recently opened at 5014 N. Broadway, Chicago 40, 
Ill. 

The proprietor is A. F. Tader. 

With an attractive store, the Uptown Stationers 
carry well-known lines of stationery and office equip- 
ment, serving a large area of Chicago as well as drop- 
in trade. 





Book Store Moves at Dallas, Tex. 


The Presbyterian Book Store has moved into its 


new three-story building at 1814 Main St., Dallas, Tex.. 
after several months in temporary quarters, according 
O. G. Henry. The formal opening, how- 
JHR 


to Manager 
ever, will not be held until in September.— 


Whdding Bll, 


Rhys Llewellyn, proprietor of R. H. Llewellyn Com- 
pany, Manchester, N. H., former governor of NSOEA 
District No. 1 (then NSA), announced plans for two 
weddings to take place in his family, one of which will 
occur before this issue of OFFricE APPLIANCEs is off the 
press. The announcement was made at this year’s First 
District meeting at Wentworth-by-the-Sea, Ports- 
mouth. David Llewellyn, a graduate of the Holderness 
School at Plymouth, N. H., and the Bentley School of 
Accounting in Boston, will be married to Thelma Clough 
of Dover, N. H., a talented mezzo soprano who has been 
in demand for solo work in and around Boston. The 
date of the wedding is June 23, the place Dover. The 
young man will take charge of office accounting in the 
Llewellyn business, and systems selling. 

Stanley D. Llewellyn, graduate of the Holderness 
School, lieutenant in World War II and sales manager 
of the Llewellyn company, is to be married to Marcia 
Robinson Kent, graduate of the University of New 
Hampshire, on July 7 at Newcastle, N. H. 

By these two events the Llewellyn family is being en- 
riched by the addition of two talented daughters. 
OFFICE APPLIANCES extends its congratulations to the 
parents and its best wishes to the young couples. 
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ELECTRONICS FOR BUSINESS— 
LUXURY OR NECESSITY? 


by JOHN S. COLEMAN 
President, Burroughs Adding Machine Company 
Address Given Before the Conference on 


Automatic Computing Machinery and 


Applications, Wayne University, 
March 27, 1951 


T IS ESPECIALLY appropriate, I think, that this 

symposium on computation and data handling 
should take place in Detroit, and under the auspices 
of Wayne University. The industries of this city are 
turning to computers more and more for their analyti- 
cal work, abandoning the old trial and error process of 
a few years ago. It is really encouraging that the com- 
putation laboratory of the University has assumed 
such an important role in the development of numer- 
ical methods. 


The invitation 
to address the distinguished gather- 

ing of scientists and engineers, was, for me, a real 
honor. But it was more than that—it was a little dis- 
concerting. With some training in law and a little 
experience as a salesman, I usually feel that I can, 
in a public address, create at least an illusion of know- 
ing what I am talking about. Tonight, however, I am 
genuinely humble in the presence of scientists and 
engineers who understand such mysterious and tan- 
talizing things as relays, vacuum tubes, rectifying 
crystals, magnetic devices, and delay lines 

Tonight, I find myself in a glamorous world—the 
world of electronics. The glamour surrounding the 
word “electronics” has caused the appearance of elec- 
tronic devices in strange places much as the advent 
of the A-bomb has caused the sudden appearance of 
atoms in breakfast foods, toothpaste, and even Junior’s 
toys. As a matter of fact, things have gone so far that 
an electronic computer was the villain of a mystery 
thriller in a recent issue of the Saturday Evening Post 

The new techniques for data processing employed 
in the Mark I, the Bell Relay calculator, the ENIAC, 
and their many successors, have truly made major 
contributions in scientific and engineering fields, and 
particularly in the solution of fire control problems 
Tremendous impetus has been given automatic data 
handling by the large-scale scientific and engineering 
computers, and work in this field has been given mag- 
nificent forward-looking support by various depart- 
ments and bureaus in the Federal Government. The 
Government has sponsored many development projects 
in both educational institutions and industrial con- 
cerns, providing wide coverage of the various promis- 
ing techniques and devices. All those who have played 
an important part in the development of these won- 
derful techniques have earned the acclaim of the en- 
tire nation, and that, I know, includes many of you 
You have certainly earned the thanks of the office 
equipment industry 


For several years, 
there has been an increasing in- 
terest in the possibility of applying this new art to 
accounting processes and to other clerical work. As 
a result, our industry is today more than ever before 
investing large sums of money in research and devel- 
opment work. A large number of the scientists who 
participated in the development of this new computa- 
tional art in connection with defense projects during 
and after World War II are now working in the labora- 
tories of office equipment ccmpanies to apply it to 

business problems. 
It is my purpose tonight to discuss the prospects 
for the successful application of these new techniques 
to the staggering paperwork job which has become 
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indispensable in our modern industrial economy, The 
question is: “To what extent will electronics assume an 
essential role in business machines?” 

Now, let me say at the outset that my crystal ball 
has been out of commission for sometime—as a matter 
of fact, since the election in November of °48. Never- 
theless, even at this early date in the history of the 
art, I do feel that we can draw certain valid conclu- 


sions 


It is unfortunate, 

I think, that the word “electronic”’ 
has been charged with such an emotional content that 
factual use of the word is difficult. Not being either 
an engineer or a logician, or a semanticist, for that 
matter, I shall not attempt to invade an alien field to 
clarify this ambiguous situation. Instead, I propose 
to define “electronics” for the purpose of this talk and 
let it go at that 

Using the word in a very broad sense, I understand 
it to encompass a whole class of new techniques de- 
veloped during the past ten years for the more rapid, 
and particularly more automatic processing of in- 
formation. For our purposes this evening, we will 
call a machine “electronic” if it makes use of any 
of these “electronic” techniques, whether they are 
the dominant features or not. 


Now to the problem 
of handling business data. Here, 

too, I hope you will permit me to use the term very 
broadly to include a wide variety of clerical processes 

processes used in manufacturing, wholesaling, re- 
tailing, banking, insurance, utilities, and government 

processes used in accounting for either dollars or 
units—processes concerned in buying material and 
services and paying for them—processes involved in 
selling goods and services and collecting for them 
processes involved in the analysis of accounting data 
for management guidance. It might even include the 
painful accounting process which each of us experi- 
enced around March 15. 

In this very broad field, our industry has for many 
years sought to mechanize wherever possible. As candi- 
dates for mechanization, we are primarily interested 
in clerical routines which are repetitive and well de- 
fined—the sort of operation which can be completely 
described in a book of rules. We are not concerned 
with work of a varied nature; work requiring judg- 
ment, imagination, creative thinking. Neither are we 
concerned, this evening, with work involving personal 
contact, for example, with employees or customers. 
Even in a world where we can buy everything from 
nylons to life insurance by putting quarters in a slot, 
we recognize that the work of a teller at a bank win- 
dow, or the sales girl at the department store counter, 
can be mechanized only under very special conditions 
These people are input people. If they are to be mech- 
anized at all, mechanization must occur for the most 
part in the processes which follow their activities 


According to census 
bureau statistics, there are ap- 
proximately eight million clerical employees in the 
United States today, most of whom should be using 
some kind of accounting or computing equipment. The 
volume of clerical work which must be handled in 
modern business activities has, as you know, been 
steadily increasing, and at the same time, the require- 
ments for the work have been growing more and more 
complex 
A good example is payroll. The once simple job of 
paying employees fixed cash amounts has evolved into 
complicated payroll systems designed to handle piece- 
work, overtime, bonus rates, many and varied “auto- 
matic” deductions, and numerous records for govern- 
ment—federal, state and local. Then, too, the evolution 
of the large corporation has brought with it additional 
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clerical problems, since much of the information man- 
agement needs for planning and control can be ob- 
tained only through the process of accounting. Despite 
the progress that has been made, many large companies 
—and I can speak from experience on this—find that 
although their accounting departments spend many 
man-hours accumulating the statistical data required 


to chart the roadmaps of the future, decisions very | 


often have to be made without consideration of all pos- 
sible factors. Too much time is required to collect and 
process the necessary data. 


Let us take a look 

at the equipment already available 
to handle this monumental paperwork job in business 
operations. Then perhaps we can predict where elec- 
tronics would most likely enter the picture. The price 
range of clerical equipment runs all the way from small 
adding machines or calculators, selling for one or 
two hundred dollars, up to the accounting counterparts 
of large-scale digital computers which would probably 





sell for several hundred thousand dollars. Between | 


these these two extremes is a wide variety of com- 
plicated mechanical devices, including punch card 
equipment and various new developments currently 
underway. 

Now, how is the need for this equipment, or the 
market, if you will, divided up? About 20% of the 
market is a reasonable allocation for the small me- 
chanical desk machines—those selling for not more 


than six or seven hundred dollars. Demand for this | 


equipment would come partly from small business 


which cannot justify economically the purchase of | 


more elaborate equipment, and partly, too, from non- 
standard accounting applications in larger enterprises 
where more automatic equipment is not appropriate. 


At the opposite extreme, 

if we place a minimum 
price of a quarter of a million dollars on a large-scale 
automatic accounting machine, the market for it is 
probably something less than 10% of the total office 
equipment market. The portion of the market be- 
tween these two extremes, therefore, would be in the 
neighborhood of 70%. 

With this somewhat sketchy analysis of the market 
for office equipment as a basis, perhaps we can venture 
a preliminary answer to the question posed by the 
title of this discussion, “Electronics for Business— 
Luxury or Necessity?” 

Certainly, in the present state of the art, electronic 
techniques are not too appropriate for the low-price 
market, the 20%. A decade counter, multiplication 
table or magnetic memory could never compete suc- 
cessfully from the point of view of cost with the one 
or two mechanical registers in the desk adding machine 
or calculator. As far as this type of customer is con- 
cerned, electronics, I think we can all agree, would 
pretty definitely be a luxury. He would be in much 
the same position as you and I would be if we were 
told that we could heat our home successfully by atomic 
fission. We might think it was a good idea in theory, 
but we would be a little hesitant about making the 
necessary investment. 


At the other end 
of the scale, the situation is quite 
different. Customers in the upper 10% bracket, who 
have a large volume of standardized clerical operations 
and could afford costly automatic equipment, would 
naturally want to take advantage of the high speeds 
offered by electronic techniques. For this section of 
American business, electronics might reasonably be 
considered a necessity. 
But, in between these two extremes, we have 70% 
of all business, for which the economics of high speed, 
automatic data-handling devices is much less clear- 
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but it’s mostly from hard work! 


‘ Almost with the bark of the first Korean gun, you started to 
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2 our sleeves and try to fill them, down to the last index card. 


We had a substantial inventory of finished goods 
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you well over your normal requirements, but to you it was 
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" can’t help feeling a little proud of the job we have been able 
~ to do. You can depend on it that Oxford will continue to keep 
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. FILING SUPPLY COMPANY. INC. 


ld Garden City, N. Y. St. Louis 2, Mo. 
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cut. In order to determine whether, in this area, elec- 
tronics is a luxury or a necessity, we might do well 
to look at the nature of the electronic techniques and 
devices which have already been put to use. 


Perhaps, in the advantages 
electronics offer and in 


its limitations, there may be an answer to the luxury 
or necessity question 

As you very well know, this new art of automatic 
data handling received its great start toward general 
use in the communication, computation and control 


devices developed for the military in World War II 
Among these, perhaps the equipment which most 
caught the fancy of the public as potentially useful 
for industrial purposes, have been the so-called “giant 
brains,” the electronic computing machines, Mark I, 
ENIAC, and the like 


You know better than I that these devices consist 
of: a mechanism into which information is fed and 
in which it is stored; a mechanism which processes 
that information at very high speeds; and a mecha- 


nism which produces the results of the processing in 
useful forn 


The processing mechanism 
which does the actual 


high-speed computing has offered to the scientific and 
engineering professions a solution to the highly-com- 
plicated mathematical problems, which, without such 
assistance, took much time and human effort to solve 
By comparison with the great amount of calculation 
such problems call for, the amount of material put into 
the mechanism and the “answer” taken out are small 
and easily handled. Consequently, the input and out- 
put mechanisms of these engineering and scientific 
computors have been less significant than the com- 


puting mechanism itself. 

In a consideration of the use of automatic computing 
devices in business, it is important to look at these 
characteristics and see how they compare with the 
needs of business computation. It is also important, 
I think, to realize that even the “automatic” system 
is not completely automatic. As a matter of fact, even 
if the processing machine were infinitely fast and 
sold for only one dollar, the accounting operation 
might not be speeded up greatly and still might be 
quite expensive because of the dominant role of input 


and output equipment 

In other words, it will profit us little to pave 1% 
of our business accounting highway if the other 99% 
is mud. Thus, our optimism about the virtues of auto- 
matic operation must, I think, be tempered with cau- 
tion and each problem must be analyzed on its own 
merits 


How are scientific 
or engineering computing prob- 


lems similar to the clerical problems of business? 
What, if any, are the important differences? 

In scientific applications, the greatest part of the 
work is in actually performing the calculations—doing 
the many arithmetic operations which characterize 
scientific and engineering figuring. On the other hand, 
most of the work in an accounting problem is gather- 
ing the information to be processed, getting it organ- 


ized so that the limited calculations can be made, and 
finally, distributing the processed information in a 


form in which it can be used. Once they are ready 
to be computed, accounting figures need to be proc- 
essed much ls than scientific or engineering figures 


do 
These differences naturally affect the design of the 
machine required to do the computing. An engineering 


computer must contain an involved system of controls 
to insure that the data in the machine are actually 
put through the proper sequence of complex opera- 
tions to get the desired result: it must contain a 
storage device from which pertinent data can be taken 
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Make your Counter 
build rurure Sales 
today! 


Though the scene above is becoming less frequent 
(due to short supplies of Bassick products), it can 
mean future profits for you. 

Just keep your Bassick display (shown above) on 
the counter, no matter how low your stock of Bassick 
Casters and floor protection equipment. 

It will constantly remind your customers that you 
distribute the Bassick products that will continue 
to be advertised in the SATURDAY EVENING POST. 
You'll cash in when the supply is normal again. 

The display is a smart, 13 in. x 5 in. floor protec- 
tion department. It meets 90% of customer needs 
... With many types and sizes, numbered for quick 
identification, mounted on removable wooden plugs 
for easy examination and demonstration. 

THE BASSICK COMPANY, Bridge- 


a. port 2, Conn. Division of 


\Y) Sy Stewart-Warner Corp. In 
8 nl Canada: Bassick Division, 
Stewart - Warner - Alemite 





; Wo Corp., Ltd., Belleville, Ont. 
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TIMES AS MANY POINTS / 


This is the story we're telling school officials, purchasing agents 
and business executives all over America! And this is the story 
that will help you register more pencil sharpener sales. Ex- 
haustive tests by independent testing laboratories prove that 
Apsco cutters sharpen 2'4 times as many points, more points 
per pencil, a more perfect point every time, and save up to 70% 
of cutter replacement costs! 


COMPARE THE POINTS! * 


~— Unretouched photo- 
graphs show the supe- 
riority of APSCO’S cut- 
ter design. Compare 
Apsco's 28,000th 
point with 9,000th 
point of competitive 
sharpener. See why 
Apsco has been Amer- 
ica’s choice for over 









APSCO 28,000TH POINT 


BRAND “A” 
A 


9,000TH POINT 
10 years. 


* Pittsburgh Testing Laboratory, File No. 32999.1 
HOW APSCO HELPS YOU SELL! 


Pencil sharpener buy- 
ers will be bombarded 
with APpsco’s power- 
ful ‘24 Times” story. 
Full-page advertise- 
ments and colorful, 
sales-stimulating cir- 
culars will pre-sell 
sharpener prospects 
for you! 





INQUIRIES WILL BE REFERRED TO You! 


Cash in on this powerful performance story by tying in with 
Apsco’s sales-building "2! Times” program now. Order a 
supply of colorful mailers! Set up window and counter dis- 
plays! Use Apsco tie-in newspaper mats. Don’t miss this profit- 
making opportunity! Act today! 






Apsco Pencil Sharpeners 
SS AUTOMATIC PENCIL SHARPENER CO. 


S— 336 No. Foothill Road, Beverly Hills, California 
ROCKFORD, ILLINOIS * TORONTO, CANADA 


(7 COSTS LESS 70 SELL THE BEST! 
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at the moment the process calls for it, and it must 
be able to perform a vast number of mathematical 
computations at very high speed. 

A computer designed to handle business problems, 
on the other hand, need not have as elaborate an 
internal structure. Instead, the designer must con- 
centrate on external and peripheral devices, such as 
an input mechanism which will take a great deal of 
information rapidly from, perhaps, a large number 
of different sources, and an output mechanism which 
will take the information from the processer and very 
rapidly make it available, perhaps on a large number 
of different documents, to the people who will use it. 


Another basic difference 

between the two types of 
work which influences the design and construction 
of the computer is the difference in the way the work 
is scheduled. In the area of scientific computation, 
the work schedule is not rigid. Ordinarily, it does not 
make too much difference whether a particular prob- 
lem is worked out by next Tuesday or whether it takes 
until Friday night to get it done. The important thing 
is that the computations on a particular problem 
might ordinarily tie up a lot of human brain power 
until next July; and, if a machine can do the work 
by next week, it is performing a very valuable service. 
In other words, the more rapidly it makes its computa- 
tions, the better; but, if it breaks down for a number 
of hours or even a day or so in the process of solving 
a problem, the failure is not likely to be too serious, 
provided the machine can be put back into service 
again. 

Accounting jobs, however, must be finished on 
schedule. The payroll has to be computed and the 
checks written so that people may be paid on Friday 

not next Saturday or Sunday, or even this Thursday. 
Bills have to be sent out on the first of the month— 
not the fourth or the ninth or the twenty-fifth. And 
as long as we can meet those deadlines, we won’t gain 
very much by speeding up the work unless by so 
doing we can reduce the cost of the job. 


Although differences 

exist between scientific and 
business problems, and although they are important, 
we must not lose sight of the many similarities. Much 
of the equipment which has been developed is readily 
adaptable to either field. For this reason, I feel that 
continued co-operation between the designers and 
builders of scientific machines and the designers and 
builders of business equipment is highly essential. The 
scientific computing machine work will continue to 
spearhead the use of many new techniques; the devel- 
opments of the business equipment industry will prob- 
ably be largely complementary. Our industry will do 
its part by fostering mass production methods—easier 
to achieve in business equipment because of the larger 
market—and by concentrating on reliability, low cost 
and ease of maintenance. 

But scientific and engineering computation is not 
the only field which is closely related to that of han- 
dling business data. The field of automatic control also 
has many similar problems. As you know, most control 
devices used in industrial or military applications have 
been analogue equipment; whereas, business equip- 
ment has always been digital. However, recently there 
has been a considerable interest in the use of digit 
techniques in control systems. 


Many control applications 

demand equipment per- 
formance considerably beyond that of accounting ma-= 
chines. In particular, the effect of an equipment 
shutdown may be so costly that continuous operabilit 
is an absolute necessity. You can see, for example 
the predicament of the pilot and passengers in a fog= 
bound airplane being brought in for a landing by 
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No. 100 
CASTERS for easy 
quiet rolling. 


TOP 16x18” 
HEIGHT 27" 









No. 103 
TYPEWRITER TABLE 
Dome glides or 
smooth-rolling 
casters. 

TOP 16’’x30" 
HEIGHT a 
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No. 101 TOP 16x18” 
1-LEAF, either side. LEAF SIZE 16x99” 
Easy rolling casters. HEIGHT Fai 
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No. 104 


TELEPHONE STAND 


Dome glides. 


TOP 16’°x18" 
30” 


HEIGHT 
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Hi-Lo PEDAL TOUCH 


TYPEWRITER STAND 


: 
' 
| 
Amazing new device makes raising, lowering] 
really easy! Touch right pedal to raise—for| 
smooth, swift rolling. Touch left pedal to drop] 
and lock into firm typing position. Construc-| 
tion: heavy gauge, welded furniture steel—set| 
up, ready to use. Two spacious, piano-hinged| 
side leaves steady, absolutely level 16" x36" 
working space. Four handsome finishes: walnut,| 
maple, gray, green. | 


Other style METALSTANDS for every office use.| 


als Write today for illustrated circular showing com- 
eo = 


7. plete line and prices with dealers’ discounts 


METALSTAND COMPANY, %c. 


7516 to 7524 STATE ROAD 
PHILADELPHIA 36, PENNSYLVANIA 
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NOW more than ever... 


MODEL 40 


$4450 


Fed. Tax and Supplies extra) 


Even FASTER, Even EASIER to operate 


New method of springing the handie 


Reduces in half the amount of pressure needed to make the 
printing impression. So little effort is required, actually one 
finger on the handle will produce all the pressure needed for 
an imprint! 


New handle of red plastic 


Mere comfort to the hand of 
appearance in the machine. 


the operator, with improved 


New re-designed envelope tray 
Master Tape can now be inserted in the machine quicker and 
easier than ever. 


Remember, only Master Addresser has 


Roller Moistening—For the best impressions 
Automatic Tape Advancement—For easiest, fastest operation. 


Sell the complete line 


Model 40-H (foot operated) for high production 

Model 40 Deluxe (shown above) 

Model 25 (only $24.50 plus tax and supplies) 

Lab-L-Master Printer (for addressing shipping labels and tags) 


Nationally advertised EVERY month 


See our current ads in DUN’S REVIEW and ELK’S Magazine. 


NO STENCILS - NO PLATES - NO RIBBONS - NO INK 


It pays to be a Master Addresser dealer. 
Write today for full details 


flair *hddreidee CP 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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much point in recording the transaction manually on 
some special medium for later automatic processing. 
In this respect, accounts receivable is perhaps a less 
complex job than some others, but it does illustrate 
one important type of problem met in practice. 


In some contrast 

with this sort of operation is a sec- 
ond general class, consisting of the preparation of re- 
ports for management. Although this kind of clerical 
work makes use of data which we can get from the 
documents we have already mentioned, its primary 
purpose is to tabulate and summarize this data so 
that management can appraise the company’s opera- 
tions, usually over some fixed reporting period of at 
least a month’s duration. For example, let’s take the 
preparation of sales statistics, that is to say, break- 
down of total sales by department, type of product sold, 
sales clerk, or any other classification of interest to 
management. Here, a given item of input data may 
be used a large number of times, since it appears in 
many different totals. Although the input problem 
may still be the primary one, internal processing and 
especially sorting and accumulation, in this instance, 
are also important. If the store needs a large number 
of independent breakdowns and a large number of 
totals, it may decide that recording the data on some 
special medium for later automatic use is quite de- 
sirable. 

I think we can agree, then, that wide differences 
exist among various clerical jobs, and that we must 
beware of generalizing too much in planning how to 
mechanize them. 

As we have seen, 

most clerical jobs usually have 
to meet a fixed schedule. In accounts receivable, a 
store must follow a daily routine in preparing the 
journal records and posting to the customer’s ledger. 
There is also a monthly routine concerned with the 
preparation of statements. If each day’s crop of in- 
voices and payments is properly recorded, and if state- 
ments are issued before a certain deadline, then there 
is not much value in trying to further the clerical 
productivity of the equipment. Of course, there may 
be the possibility of using excess machine capacity on 
other jobs, but such time-sharing is not all gravy, 
because it usually leads to greater complication in the 
scheduling of work. The important factor to consider 
when we are thinking of merchandizing an operation 
is not the individual speeds of the several types of 
machines required. Rather, it is the cost of the pro- 
posal, which consists of two components, the total 
amount of equipment and the total number of per- 
sonnel required to do the job at hand. 

When we are forced to work according to a pre- 
assigned schedule, against certain deadlines, it means 
that our equipment cannot be shut down more than 
some fixed amount of time in each basic accounting 
cycle. Or, to put it differently, we must be able to 
guarantee a certain minimum correct running time 
in each basic record. Thus, if it takes six hours every 
Friday to run our payroll, we naturally want to be in 
a position where we can virtually guarantee that each 
Friday the machine will operate successfully for six 
hours. 


Of late, many pictures 

have been painted of the 
automatic office, devoid of all personnel except just an 
operator and perhaps a maintenance man. In this 
brave new world of the push button, the small but 
time-consuming “unexpected” annoyances of business 
have somehow vanished, and all work is handled on a 
standardized mass production basis. The customer 
who, with four invoices outstanding, elects for reasons 
of his own to pay only for the first and fourth (though 
he doesn’t mention this fact in his letter) and takes 
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Youd we Lore Duplicating Supply Profits’ 


sell PEERLESS IMPERIAL Writemaster units 


Tests—not claims—prove that WRITEMASTER 


units are truly master of them alll. 










Look at these features: 


WRITEMASTER is clean and easy to handle 
a Secretary’s dream 
A perfect combination of master paper and spirit 


carbon produces sharp, brilliant, enduring copies 


eliminates the need for retyping the whole unit 


1. 

2. 

3 The master is easy to erase if an error occurs 
e 

4 The master does not absorb ink, thereby insuring more 
* 

copies. 

c The 4th part of the unit (most units come only in 3 parts) 
e . - . 

increases shelf life and attractiveness. It prevents bleeding 


and offsetting from one unit to the next while stored in the box. 


Keeps platen clean. Acts as a backing sheet, which makes for a 


sharper, more clear- cut master. 


In addition to WRITEMASTER (for long runs), we also produce two 


other fine hectograph master units: 
IMPERIAL for medium runs. 
EMPRESS for short runs. 






MASTER 


on PAPER 
INTERLEAVING 


TISSUE 
HECTO 


PROTECTIVE 
BACKING SHEET 







As an alert Dealer, you'd like to increase your duplicator carbon 
business. There’s a fertile field for WRITEMASTER in your town 
among your customers—among prospects you'd like to con- 
vert into customers. You can do it by selling WRITEMASTER 
units—the master of them all. 

Your inquiry will bring you a prompt reply, including samples 
and prices. Will you drop us a note today, please? 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway « Chicago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


“ 4 y 
AA Great Name MW Carbons Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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illowance in the process, has ap- 


ntly va from the face of the earth. The 
ngs bo! er who wants to know what bonds 
ed t but can’t remember purchase dates, 

em¢ hether they were in his or his wife's 


address was—this person is also 
And retail charge customers are 
at the counter in order of charge 


num! is to reduce the random access prob- 
With these annoyances gone or minimized 
clerk nger needed—he is extinct 


This thinking may 
just possibly be a little wishful 
matte fact, the history of the industrial revo- 
iggest such an abrupt end to a whole 
the clerical revolution will be what 
industr volution really was, an evolution. To- 
even ¥ factory mechanization, there are more 
lustrial v ers than ever before. Mechanization 
y change t nature of the work which they do 
nay de! that they acquire, over a period of 
nev but it does not cause their class of 
to va vernight. The carriage-making indus- 
j yf the example that we in these parts 
nk of as t prime illustration of this phenomenon 
is industry employed 62,500 in 1900. Today, 50 years 
ter, the automobile industry, which replaced it, em- 
12 t that many. With increased mecha- 
tion in ffice, manual clerical jobs will be in 
repla by operating jobs, maintenance jobs, 
grammil bs, and many others. Yet there is a 
ge fract f clerical jobs which cannot in the 
eseeable 1 ire be mechanized—jobs with insuffi- 
ent volu make mechanization profitable, jobs 
liring hu beings to read and interpret the 
numt f documents which cannot be sensed 


Chis presently irreducible 
remainder of clerical 
kers wl bs cannot reasonably be mechanized, 
ipled with the new equipment people who will be 
equired, v end to minimize the number of spec- 
displacements which can be made 
new a inting equipment. In most cases, if we 
reduce personnel 10% to 30% by the installation 
1 new system, our customers will probably be well 
ased. Al ndeed, over a period of time, there may 
opportunities as the new accounting 
ices broaden the scope of management control 
In venturing disagreement 
ith what might be 
illed the hot-rod school of mathematical manipu- 
tors, I de f course wish to suggest that mechan- 
tion it inting generally is either so difficult 
illu to be unprofitable. The experience of 
ness t n making use of what we now regard 
convent business machines shows just the op- 
te Tl les which can be made and will be 
le are real and are very worthwhile. Much 
ains to be ne in eliminating duplications of ef- 
parti y where data must be handled many 
mes a to be in many accounting processes 
lay. M mains to be done in improving the 
verage al iificance of reports prepared for man- 
ement yetting them out more promptly. And, 
t im} all, much remains to be done in re- 
ing tl t of clerical work. These changes will 
be a 1ed by fanciful flights of the imagina- 
r by il thinking—tthey will be accomplished 
ly throu balanced and carefully planned pro- 
m and development 
Whethe t modern automatic techniques, or 
ny othe that matter, are applicable to business 
inti rgely a matter of economics. In other 
we ick to our original query, luxury or 
essity iestion before us tonight is not: “Can 
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America’s most sought 
and bought leather goods 
for year-round profit 
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BINDERS 
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Removable Sectional 


METAL BINDERS 
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BRIEF BAGS 
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FREE! Mat Service to Dealers 
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Write for Catalog of DOPP-BILT Top Profitmakers 


Charles Doppelt & Co., Inc. 
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MORE 
PROFITABLE SALES: 





2deogM {il l-Rite 


@ This new Accounting Board provides the 
medium of developing a real worth while 
volume of new business—and assures con- 
stant repeat orders. 


@ Multi-Rite is the modern method of han- 
dling Pay Rolls, Accounts Receivable and 
other Multiple Record Systems. Greater 
speed and accuracy is obtained because only 
one writing and one proof is required. 


@ This method saves as much as two thirds 
the clerical work normally required in the 
average size business. 


@ Exclusive Agencies are available to qual- 
ified dealers. Literature and full details may 
be had on request. 


Write for Complete Details Today. 


C ard. 


Long Island City 1 
N. Y. 








44-07 Twenty-First St. 
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electronic equipment do business accounting work at 
any price?” We can hardly doubt its capacity on that 
basis. The real question is: “Can business afford to 
use these new techniques in their present state of 
development?” 
Cost, therefore, 

is paramount, and cost includes 
several factors: the sales price of the equipment; the 
maintenance cost, in terms of both materials and 
labor; the operating cost, also consisting of materials 
and labor, and, of course, various overhead items. In 
a large number of accounting operations using present 
equipment, probably in the great majority of all mech- 
anized accounting operations as a matter of fact, the 
cost of operating personnel is the most important 
single factor. The annual salary of the operator may 
be as much as or more than the total purchase price 
of the machine. This personnel cost is largely the cost 
of introducing data into the system manually by 
means of some sort of keyboard equipment. So, it 
seems quite clear that we are likely to gain a lot if we 
can satisfactorily mechanize the input. 


Another factor of importance 

is maintenance. The 
ratio of yearly maintenance cost to the purchase price 
varies significantly from one type of equipment to 
another. This ratio may be considerably higher, for 
example, in vacuum tube equipment than it is in me- 
chanical eauipment. This fact points out the need for 
further intensive work on equipment reliability and 
life, and on better fault-locating and maintenance 
techniques. Both maintenance and production costs 
should decrease with the packaging of relatively small, 
self-sufficient units which can be mass-produced. 


I think it is fair to say that there are a number of 
unfortunate limitations in the present state of the 
equipment art which reduce the utility of automatic 
techniques for business applications. We have already 
seen the importance and difficulty of increasing the 
amount of mechanization in input devices. Another 
pressing problem is that of random access to large 
files of information. How, for example, do we go 
about finding the balance in a particular customer’s 
account—when he walks into that department store 
and asks how he stands? There may be thousands of 
customers’ accounts in the store. Will it be necessary 
to run through all the other accounts before his in the 
file, numerically or alphabetically, in order to get to it? 
At the present time, there are a number of interesting 
new developments in this field which show considerable 
promise, so maybe that job will not be as difficult as 
it once seemed. However, that may raise another prob- 
lem. As the performance of other elements of the 
system is improved, the output mechanism may well 
become a bottleneck. 


As we described earlier, 

all of the computations for 
use in business are made for the purpose of producing 
documents, either as working papers—statements, 
ledgers, invoices, and the like—or as reports to man- 
agement. And the great interest in automatic com- 
puting equipment is along the lines of producing these 
documents rapidly. However, at the present time, there 
are no printing devices in commercial use which can 
take the information produced at high speed in the 
computer and prepare statements at any comparable 
speed to tell our department-store customer the status 
of his account. Consequently, considerable work must 
be done in this field to avoid wasting much of the high 
speed of the computer. 


So we come to the conclusion that there is much 
that is encouraging and a great deal that is potentially 
useful to business in the art of high speed automatic 
computations. Much of the art is already applicable 
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“it doesn’t take ‘pull’ te open this file!” 


Nowadays, it sometimes helps to have a little ‘ pull.’ But you don’t need 
pull with a Browne-Morse Glider File. Drawers in this file can be opened 
with the finest thread. They can be opened and closed a hundred times a 
day without effort—a fact that’s mighty important as you’re scurrying about 
trying to keep track of today’s defense orders. When you want something 
in a hurry, you'll thank your lucky stars for your Browne-Morse Files and Filing Supplies.” 
We have no pull and therefore are not getting all the steel and ma- 
terials necessary for producing such high quality files in the quantity 
you would like. So, if often we are unable to satisfy your needs, 
remember it takes more and better steel to produce files with features 


like the Browne-Morse Glider File. 


Architects of Efficiency for America’s Offices 


Browne-Mhrse 


MUSKEGON MICHIGAN 
MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 














fe dt TILE. . 


MANUFACTURERS 


1888 Factory, Rochester 8, N. Y. 





“QUALITY EXCLUSIVELY SINCE 1888’ 


134 









And business needs this 





to certain phases of business 
kind of assistance. 

In these days, when a’ semi-military economy is 
superimposed on a civilian economy already operating 
at the highest level in history, the survival of our 
country depends on our ability to make the most ef- 
fective use of our resources. Probably our richest re- 
source is the capacity of people for imagination, 
judgment and original thinking. If we can mechanize 
the routine work which must be done and which does 
not require these purely human attributes, we shall 
free people for the more important work that only 
human beings can do. In this way, we shall make an 
important contribution toward conserving our re- 
sources and insuring our country’s survival 


Although many of the techniques 
developed for en- 
gineering and scientific computation promise to be 
of tremendous value in business accounting, we cannot 
expect to lift devices bodily from the research labora- 
tory and put them to work in the office. If electronics 
is to find more widespread use in business problems, 
components and units must be developed which are 
simpler, less expensive, more reliable, and easier to 
maintain. Moreover, to achieve better balance in the 
system, concentrated effort must be put into raising 
the efficiency of input and output mechanisms to the 
level of the computing mechanisms 
And, incidentally, let me make it clear that we quite 
agree that even as remarkable and intriguing as it is, 
the science of electronics will not be the panacea to 
cure all of the ills that the business flesh is heir to 
Mechanical and electromechanical techniques will con- 
tinue to play a vital part in business calculations. This 
will be true not only throughout the small and medium- 
sized business field, but even in the area of big busi- 
ness, with its high volume of computational require- 
ments. For the foreseeable future, even the most 
ambitious automatic systems will need to rely heavily 
on non-electronic equipment 
In closing, I should like again to stress the close 
ties which exist between the problems of the business 
equipment industry and those of the fields of scientific 
and engineering computation, automatic control and 
communications. The Association for Computing Ma- 
chinery, and other similar organizations, can do much 
to foster a greater degree of understanding and co- 
operation among the several technical fields. We of 
the office equipment industry are happy for this op- 
portunity to acknowledge the contrikutions to the art 
of data handling and processing made by all the di- 
verse groups who have worked on its problems. We 
believe that even greater advances will come in the 
future. In this future, electronics will play a vital part 





Rodecker Resigns from Smith-Corona 

Harold Rodecker, New England field representative 
for L. C. Smith & Corona Typewriters, Inc., for a num- 
ber of years, has resigned after 20 years’ service with 
the company. He will enter the retail typewriter and 
business, machine field in Miami, Fla 

Mr. Rodecker has had an enviable record with the 
Smith-Corona organization. For some years, however, 
he has been bothered by a bronchial asthmatic condi- 
tion, and he feels that the climate of Miami will im- 
prove his health 





Cartenell Resigns from Sheboygan 

James “Jim” E. Cartenell, sales and advertising man- 
ager of the Sheboygan Chair Company for the past 32 
years, recently severed his connection with the firm 
Mr. Cartenell left to join his family, who have been 
living in California for the past three years 

Mrs. Charity Frome, assistant to Mr. Cartenell, has 
succeeded him as sales and advertising manager. Mrs. 
Frome has been with the firm for 22 years 








OFFICE APPLIANCES, July, 195] 



































TALL-BOY 








An original office ALL-IN-ONE designed by Futura to 
meet the expanding needs of hundreds of thousands of 
small businesses and enterprises, (and big business 
too!) A natural—and wonderful for the home too! 


Available in Grey or Green « 






































OUTSIDE DIMENSIONS SHIP. WT. 
smaching steep oreee HEIGHT WIDTH DEPTH F.0.8. N.Y. 
F3A THREE - ALL-IN-ONE TALL BOY (.errenr) 40” 27” 16” 102 Ibs. 
7 
F3APL Yale plunger lock FOR ALL DRAWERS (LETTER) 40” 27” 16” 102 Ibs. 
(DOES NOT COME IN LEGAL SIZE) * In Limited Quantities. 


Literature Available 


art steel co., inc. 


Whe Srechnaser$ @ 170 w. 233rd street 





new york 63, n. y. 































Me Steelmastes 2200) 


Wily 
Hill 














FOR YOU... 


“SAFO” 
F2200 





Cabinette 


“THE SAFO” (F2200) ‘supre-safety’cabinette system that protects as it 
conceals. No one can tell by its appearance. A modernly designed furniture 


piece that fits in everywhere—for everybody—for every purpose. Assures 


‘‘peace-of-mind’’, 


4-way keyed protection and additional inside vault door 


and combination lock protection for ‘‘valuables’’ against petty pilferage. 


Available in Grey or Green « 























ITEM NO. DESCRIPTION’ OUTSIDE DIMENSIONS SHIP WT. 
HEIGHT WIDTH DEPTH F.O.8. WN. Y. 
F2200 THE ‘‘SAFO"’ 35” 18” 16” 80 Ibs. 











Literature Available 


# In Limited Quantities. 


art steel sales corp. new york 63 n. y., u. Ss. a. 
































N 


Ve Steclnasier (F220) 


“THE PROTECTOR” (F2201) ‘‘supre-safety”’ cabinet system 
that protects as it conceals. No one can tell by its appearance. 
A modernly designed furniture piece that fits in everywhere 


—for everybody—every purpose. 


Available in Grey or Green « 





“PROTECTOR” 


F2201 


Unette 
















OUTSIDE DIMENSIONS SHIP. WT. 
— ite — HEIGHT WIDTH DEPTH F.0.8. N.Y. 
F2201 THE ‘‘PROTECTOR”’ 31” 18” 16” 70 Ibs. 




















Literature Available 





* In Limited Quantities. 


art steel sales corp. new york 63 n. y., U. Ss. a. 
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Ve Steelnaster 2h wi-Boy 


An original office ALL-IN-ONE designed by Futura that 

meets the requirements of every business in the country. 

A wonderful item for everybody! For office—For home! 
Available in Grey or Green « 












































ITEM NO. DESCRIPTION en a wr: 
HEIGHT WIDTH DEPTH F.O.B. N. Y. 
F2A TWO-ALL-IN-ONE HI-BOY (.erTer 40’ 27” 16” 100 Ibs. 
F2APL Yale plunger lock FoR ALL DRAWERS (LETTER) 40 27” 16’ 100 Ibs. 
F2c TWO-ALL-IN-ONE HI-BOY (LEGAL 40’ 30” 16” 106 Ibs. 
F2CPL Yale plunger lock FoR ALL DRAWERS (LEGAL) 40’ 30” 16” 106 Ibs. 
Literature Available * In Limited Quantities. 


art steel sales corp. new york 63 n. y., U. S- a. 
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Kriloff Aids Letter Writing Contest 


A business letter writing contest followed a recent 
talk by Louis Kriloff of Kriloffice, Inc., Chicago, to 
students of business letters classes at De Paul Uni- 
versity. Mr. Kriloff also served as one of the judges 


LOUIS KRILOFF 





of the contest in 
Marik, first; Ted V. 
Pittges, third 

The letters were designed to sell a file cabinet. 


which prizes were awarded to Robert 
Zurkowski, second, and Jack 


In his talk Mr. Kriloff explained the advantages of 
the friendly approach in letters. His advice was not 
to use two different languages—one for writing, one 
for speaking 





Announce Change in Firm’s Name 


A change in name from Standard Loose Leaf & 
Bindery Company, Not Inc., to Nieman Loose Leaf & 
Bindery Company, Not Inc., has been announced by 
Harry Nieman for the firm at 1717-19 S. Halsted St.., 
Chicago 8, lll. The change, which became effective 
May 15, is announced as one “that will not affect our 
service or production in any way and we will continue 
to do business at the same address.”’ 





Fort Worth Firm Opens New Addition 

The Specialty Service Company of Fort Worth, Tex., 
owned and operated by L. L. Lewis, William T. Ewell 
and F. D. Lewis, has opened a new addition at 1606 
Main St. This will serve as office and sales room of the 
firm which features office machines, sales, rentals and 
repairs. Warehouse and shops are located at 1605 Hous- 
ton St EEG 





NEW STORE AT CORISCANA, TEX. 


After 27 years at 125 W. Collins St., Corsicana, Tex., Morton Printing 
Co. recently moved to a new building at 214 N. Main St., changing 


the name to Morton's. Bud Morton, who formerly was representative 
of Stationers Distributing Co., Fort Worth, returned to take over the 
management of the enlarged establishment. Leland M. Morton, 
father of Bud and founder of the business, has retired from active 
work with the company 
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Model 6-6-0 
Full keyboard 
adds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9, 99 


Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 


9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD .. . the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 

YOU ADD .. . a line of adding machines which 


offers your customers a choice of full key or 10 key 


keyboards, 
PROFIT-MAKING OPPORTUNITY 


A] Wen See Ae 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 
World's largest exclusive manufacturers 
of adding machines. Now in our 33rd year. 


FOR MORE INFORMATION ON THIS 





— _—_ le “— 
{| VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. 0. A., 7-51 | 
" 1 om interested in the new Victor Champion line of adding machines. 
Please send details to: | 
| Name: | 
] Address : | 
| City: iho State : " 
Territory where | am now selling: 
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sales appeal nofh: 


genuine leather 


A fine office in which Genuine Leather is used for the uphol- 
stery of the furniture invites all customers to hold the organi- 
zation in respect for its sense of value and its good taste. 

Making business and professional men aware of the 
advantages of “putting the best foot forward” is the op- 
portunity of all who sell and supply this field. And with 


the trend in home decoration and furniture . . . as well 
as in the upholstery of fine automobiles . . . running 


strongly in favor of Genuine Leather, this is the moment 
to promote the purchase of fine office furniture uphol- 
stered in Genuine Leather. No other material affords such 
distinction and durability . . . appeals so strongly to pride 
of possession . . . to satisfaction in its use and enjoyment. 


THE UPHOLSTERY LEATHER GROUP 


Blanchard Bro. & lane, Nework,N.J. © Delaware Tanning, Inc., New York, N.Y. © Eagle-Ottawa leather Company, Grand Haven, Michigan 


The lackawanna Leather Company, Hackettstown, N.J. © Radel leather Monufacturing Company, Nework, N. J 
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TANNERS’ COUNCIL OF AMERICA + 100 GOLD STREET, NEW YORK 7,N.Y. 


American leather Manufacturing Company, Nework, N. J. © The Ashtabula Hide & leather Company, Ashtabula, Ohio 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


A letter from Bert Schoneberger, proprietor of Busi- 
ness Supplies and Equipment Company, Prescott, 
Ariz., states that the company celebrated its first 
birthday by moving from 227 W. Curley St., into 
a new location at 107 Cortez in the heart of the city. 

Business has been good and is growing steadily, Mr. 
Schoneberger says 

The firm handles Underwood typewriters, Sund- 
strand adders, Clary adding machines, and Speed-O- 
Print duplicators. Hallmark greeting cards, social 
stationery i kindred items are also featured. 


” * * 


Kurt Vasen, western regional manager for the Victor 
Adding Machine Company, during May personally 
visited all western regional branches and many key 
dealers, together wtih F. S. Himebauch, assistant sales 
manager, with headquarters at the factory in Chicago 


Mr. Vasen states that they found business good in 
all respect that public reaction to Victor’s new 
custom line machines is far in excess of expecta- 
tions. He states that the demand for these ma- 


‘hines has been so heavy that it has been found neces- 
sary to increase production of these models several 
their original release 


time ine 
imes sSilce 


Training ools for branch and dealer service per- 
sonnel were held in order to familiarize all field op- 
erators with the mechanical functions of this new line 
of machine Attendance was excellent, he reports. 

The branch achievement award for the month of 


April was won by the Long Beach office operating un- 
der the managership of John W. Blaney. In recogni- 
tion for this excellent performance, the entire sales and 
service personnel was invited to a deep sea fishing trip 
on May 15. While everybody had a good time, Mr. 
Vasen says the trip also proved that the men are better 
salesmen than they are fishermen. 


The many friends and associates of Sam Zimring, 
formerly supervisor of sales training at the Los An- 
geles office happy to hear that he has been pro- 
moted to inager of the Seattle branch, effective 
May 15 

The fut itiook for the entire western region 
ontinues 1 extremely promising and managers as 
well as deal expect 1951 to be one of the best years 
n Victo1 ry, according to Mr. Vasen. 

The Cummins Business Machine Agency moved May 
21 from 1522 W. Seventh St., Los Angeles, to 1110 Wil- 
shire Blvd lite 107. The agency was established three 
years agi h Russell M. Perkins as manager. 

> > > 


Gordon Anderson now heads the Anderson School 
Equipment Company, 1715 Johnstone Ave., Los An- 


geles. He icceeds his father, the late Daniel G. An- 
derson, wl! ed March 20 following several months’ 
illness 

The senior Mr. Anderson, who was president of the 


tablished the business in 1933. Besides 
his son Gordon, he leaves his wife and daughter, Mrs. 
Myrtle B. Karlson of Los Angeles. 

The « which formerly manufactured school 
equipment making only office desks. 

> > > 

lead of Calculators, Ltd., Southern Cali- 
fornia distributors for Plus Counting Machines, reports 
that Plus sales have increased noticeably since the 
recent S¢ California Business Show, held at the 
Biltmore Hotel. In fact, sales volume has increased to 
a point which has required the establishment of a 


corporation, ¢ 
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A GENTLE SQUEEZE . . . 


and it FLOWS with EAsE 












SCORES 
AGAIN! 


AN EXCELLENT 
NEW INK IN A 

STRIKING NEW 
... it’s another 


Gackage / 
new product 


by Canoe _| | 
pee is 
The advantages of this 


8 oz. Squeeze-tt plastic 
bottle are many. 


y 








DRI-RITE BLACK 


DUPLICATING 














THE FINEST RE- 
SULTS ARE OB- 
TAINABLE WITH 
DRI-RITE BLACK 


aiae Almost every drop of ink 


can be removed in a flash. 
This is not possible with 
other type containers. 


1. No slip sheet- 
ing on any mimeo 


bond. 


2. No slip sheet- 
ing on some rag 


Shipping weight is less, 
and of course the Squeeze- 


stock. It bottle can not be broken 
or dented. 

3. Extra black 

copy: The Squeeze-It bottle is 
translucent making a 

4. Laboratory beautiful display of col- 

controlled. 


ored inks and also blacks. 


5. Does not de- 
stroy any stencils. The Squeeze-tt bottle is 
available with 4 Canode 
products: Rapid Dry Red, 
Blue and Green, and the 


new Dri-Rite Black. 


6. No clogging in 
the pad. 


7. For open or 
closed drums. 


8. Will not hard- 
en in the cylinder. 
PRODUCTS BY 


INK SPECIALTIES CO. INC. 


523 N. Halsted St., Chicago 22, Il. 
BOTTLE SHOWN 


ACTUAL SIZE! 
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9. Climate proof. 


10. Canode Dri- 
Rite Duplicating 
Ink guaranteed as 
above. 

















CAmco 's TOP CARBON. . 
YOUR TOP PROFIT-MAKER! 





Longhorn Plasti-Carbon sells be- 
cause it won't curl. It sells because 
it won't tree or smudge. It sells 
because it will take more abuse 
than any other type carbon. It 
sells because it’s packaged right 
and priced right. LONGHORN 
PLASTI-CARBON SELLS! 


NEW CAm C0 CATALOG 


Crammed full of product in 
formation—PLUS a wealth of 
selling helps for you! Packages 
ve Ue wo illustrated in full color! 


WRITE TODAY FOR YOUR COPY! 





FAST service from AMCO factories and 


branch offices. 





AMERICAN CARBON PAPER MFG. CO. 


ENNIS, TEXAS . CHATHAM, VIRGINIA 
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number of dealerships in the outlying Los Angeles 
territory. 

Mr. Burt also states that the statistical computing 
service which Calculators, Ltd., conducts has been ex- 
tremely busy during the past few months doing figure 
computations for various commercial concerns which 
are filing OPS reports. 

* * . 

Hudson Cox, who was formerly a commander in the 
United States Navy and who from 1941 to 1945 was 
in charge of old contracts and negotiations for the 
Navy Department with headquarters in Washington, 
D. C., and who also wrote the 1948 Renegotiation Act, 
was the principal speaker at the May meeting of the 
Office Furniture Association of Southern California 
Mr. Cox, who left the Navy in 1946, now in private law 
practice in Los Angeles, is also author of a recently 


published book called “Contracts and Renegotiations | 


Act of 1948 to 1951.” 

Herman Klein, buyer for the Miller Desk Company, 
219 W. Second St., Los Angeles, who was program chair- 
man for the May meeting, states that he feels the Los 





Angeles association was very fortunate in having Mr. | 
Cox as speaker on a subjec. which is vital to everyone | 


in the industry, especially at this time. He states that 
Mr. Cox, who is one of the foremost authorities on 
the subject of contracts and renegotiations in the 
United States, presented many points helpful to deal- 
ers in the filing of present and future Government 
orders. 

Sid Holtby, president of the Southern California As- 
sociation, announced that a golf match for members 
was scheduled for Friday, June 8, from 10 a.m. to 6 P.m. 
to be followed by a dinner and dance, for their em- 
ployees and wives. The event, which was to be held at 
the Rancho Country Club, Los Angeles, was to be in 
charge of Abe Segal of the General Office Furniture 
Company, Denny O’Hern of the Hollywood Office Fur- 
niture Company, and Floyd Charles of Office Equip- 
ment Distributors. 

The following are the newly-elected officers of the 
Stationers Association of Southern California: presi- 
dent, Wm. M. Knapp, Los Angeles Stamp and Station- 
ery Company; vice-president, Phillip M. Redford, 
Schwabacher-Frey Company, Los Angeles; secretary, 
Blake Lockard, and assistant secretary, Mrs. Mona M. 
Finch. 

Mr. Knapp succeeds Russell W. Davis of the Alham- 
bra Office Supplies, Inc., and Mr. Redford succeeds 
Mr. Knapp. Mr. Lockhard and Mrs. Finch were re- 
elected to their respective offices 

* * 4 

Utility Printers and Stationers recently moved from 
1107 Trenton St., Los Angeles, to 615 W. Washington 
Blvd. George Gavras is the proprietor. 

* * * 


Harold Pettit, president of the Southern California 
Office Machine Dealers Association, reports an un- 
usually large attendance and keen interest in the 
topics under discussion at the May dinner meeting 
of the association held at the Roger Young Auditorium, 
Los Angeles. 

David T. Ligon of the Glendale Typewriter Exchange 
spoke on “Necessity of Co-operation among the Vari- 
ous Associations.” He was followed by Gordon Miller 
of the Southern California Adding Machine Company, 
past president of NOMDA, and by Otis Kissack of 
Santa Barbara, past president of the Southern Cali- 
fornia OMDA, who spoke in the same vein 

Other speakers were Harold Mann, national secre- 
tary, who reported on OPS pricing and rulings and 
Mel Kansteiner, Pacific Coast sales manager for the 
Remington Rand portable division, whose subject was 
“OPS Pricing and Anticipated Effects on Marketing.” 

* ” * 


Mrs. Lillian Larrimore of the Stenotype Company 


of California, 2601 W. Olympic Blvd., Los Angeles, 
reports that many college graduates and many stu- 
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1 Moving parts are case 
hardened to minimize 
wear. Finished surfaces 
are Bonderized to resist 
rust and for perfect finish. 


2 Every Stapler must 
pass a rigorous, individ- 
val hand-test for per- 
formance thru prescribed 
multiple thicknesses of 
paper and card stock 


3 Mechanical break 
down tests (100 strokes 
per minute) constantly 
test parts and maximum 
machine life. Similar tests 
prove design changes 
before adoption. 


4 Magnified shadow- 
graph inspection of sta- 
ples insures dimensional 
uniformity of every 
Swingline staple... an 
absolute must for trouble- 
free operation. 


\ _Siovsgbace. DEMERS 


ave HAPPY DEALERS! 


Swingline dealers are assured of brisk sales —and 
customer satisfaction. Swingline Products stay sold 
because they operate smoothly, stand up under 
hard usage and rarely need servicing! Why? Be- 
cause Swingline engineering, quality control and 
manufacturing skill are producing the most trouble- 
free line of staplers, tackers and staples ever made. 



















IT STAPLES! IT TACKS! IT PINS! 


Exclusive, open staple channel means easy, split-second 
loading of 210 standard staples at one time. Ingenious, 
unique stroke control assures jam-free operation. Broad 
rubber feet protect desk tops and allow firm, shock-free 
operation. Choice of Jeweltone decorator colors with 
chrome, or modern gray. crackle finish. 


SPEEDPOINT STAPLES 


100% round wire and extra 
sharp points for clean, quick 
penetration. Thoroughly in- 
spected for uniformity and per- 
fect alignment. 








== SPEED PRODUCTS COMPANY, INC. 
LOMG ISLAND CITY 16 MEW VORA 
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THIS AD APPEARING IN TIME, NEWSWEEK, U. S$. NEWS, AND BUSINESS WEEK 





Tet heat y Me buthes lcd therugh ite blaze 


NSURED? Of course: All well-run 
businesses are. But these men were 
fighting time—the most critical factor 
in business today. Replacing even 
those records which could be replaced, 
would have meant months of delay. 
Only 7 percent of fire-gutted busi- 
nesses are as lucky as this one. Play 
safe with yours. Shaw-Walker “‘time- 
engineered” Fire-Files are the sure 
“one premium” fire assurance for 
every valuable record. 

And they give you point-of-use pro- 
tection every hour of the day. All this 
important information within arm’s 
reach, yet out of harm’s way. 

Out of fifty years’ experience, Shaw- 
Walker brings you 34 types of fire- 
proof cabinets to keep records safe for 
years, yet ready to use within seconds! 

There is a complete line of Shaw- 
Walker desks, chairs, Fire- Files, filing 





cabinets, loose-leaf and payroll equip- 
ment—everything for the office except 
machines—each “‘time-engineered”’ for 
the needs of every job and worker. 
[f you are setting up a new business 


= 


Time-rated, point-of-use 
protection saves steps 
steps up production 


Each drawer an 
individual safe, insulated 
on all six sides. 


Easy -operating 
drawers reduce fatigue. 
Free coasting, 





floater-bearing slides. _ — > 


oe 


it 
'K <_— All Fire-I 





| 
a 


or merely wish to modernize worn, 
outdated offices, make sure you use 
Shaw- Walker equipment throughout. 
It will help you make the most of every 
minute, every working day! 


7” “iles equipped 
with locks — signal plunger 
or new manipulation-proof 
combination. 


Foolproof latch on 
each drawer. 


All around good looks— 

cast bronze hardware 
well-proportioned, 

attractive colors. 


The booklet, ‘Time and Office Work,"’ is packed with ideas for stretching office 
time. Organize now for greater sales effort 
A wealth of information on “time-engineered” office systems and 


equipment. 36 pages! Many color illustrations! Just off the press! Write 
B00 today, on business letterhead to: Shaw-Walker, Muskegon. 5, Michigan 


AW-WALKER 
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Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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ind lower operating cost! 

















‘specially those under GI training who have 


aken busine management or courses in foreign 
trade, are taking additional work in stenotyping at 
the Stenotype Company’s school. The students find 
more jobs vailable to those skilled in stenotyping 
han thos ned only in business management or 
Mrs. Lar! e also states that demonstrations of 
he stenotype machines in high schools is proving to be 
un excelle1 eans of aiding students in becoming 
familiar witl e requirements of a modern office and 
to better plan their courses in business adminis- 

tion oO! il office work. 

- a . 


Mr. and Mrs. William E. Hearn, who formerly con- 


lucted a } raphic and camera supply business at 
8717 W. Pi Blvd., and who in February moved to 8720 
W. Pico, h ided an extensive line of gifts, sta- 
tionery ards, gift wrappings and school 
nniias 
' - > > * 
G. G. Ralls inager of the Royal Typewriter Com- 
pany Agency, 1034 S. Broadway, Los Angeles, says 
business remains very good and although a backlog of 
rders still 1ins to be filled, he is catching up, for 
ieliveries w being made more rapidly than for 
me Lime 
> * * 
Dick Youngquist of the Charles R. Hadley Company, 
330 N. Los Angeles St., Los Angeles, at this writing is 
heduled eave on a business trip June 8 for 
Honolulu 1 the purpose of expanding the Honolulu 
peratio1 He will be accompanied by Mrs. Young- 
quist. 
. > 7 
Ed Harrington, governor of the Fourteenth District 
the Nat Stationery & Office Equipment Asso- 
itior the registration at the recent sta- 
ners re nal convention held May 16-17 in San 
Diego wa ximately 293 as compared to last 
r’s re n of 223 
Ha n says he was highly pleased with 
is yeal vention and that he is already looking 
rward <t year’s meeting. The place is to be 
hosen 
Russell Davis of the Alhambra Office Supply was 
sen r-elect and William M. Knapp of the 
Ange] : np & Stationery Company as lieuten- 


4. C. Sousonge, branch manager for L. C. Smith & 


Corona T iters, Inc., 533 S. Spring St., reports a 
ecent th y visit to Los Angeles by W. J. Buck- 
land, wi istrict sales manager whose head- 
iarte San Francisco 
Mr. Sou ilso reports that C. J. Harris, former 
nage Los Angeles branch, accompanied by 
Mrs. Harris t this writing on an extended eastern 
Art Willis e Atlas Desk & Safe Company, 260 S 
Ange Los Angeles, states that usually when 


e el month rolls around he finds business 
bee! atisfactory, although spotty at times 
prest reatest concern, Le says, is getting 
ugh ndise to fill the demand. 

Mr. W 1d the honor of being elected one of 
fir residents of the National Office Furni- 
A n at the recent Chicago convention 


* * 


E. E. Thornton, proprietor of the California Type- 


iter Ex e, 543 S. Spring St., and, Mrs. Thorn- 

ton, at t ting have just returned from a 10-day 

atio1 which was spent in attending the 

Kentucky |! y. On their return, they made stops 

Chica San Francisco. They made the trip 
oe 8 


Clyde Millam of the firm of Millam and Wikle, Phoe- 
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TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e TIME STAMP 
BOOKKEEPING MACH. e@ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER e@ BILLING 
FAN-FOLD e@ PENCIL 
CARBON JACKETS e@ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS e@ MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM e@ CORRECTION PENCILS 


Codo-assures YOu 


INCREASED SALES 
AND VALUE 


~ | MFG. CORP. 


Factory: Coraopolis, Pa 


564 W. Monroe St. 401 Wood St. 270 Lafayette St. 
Chicago 6, Wl. Pittsburgh 22, Pa. New York 12, N.Y. 
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Picture of 





your profits 











We've put your profits in the picture (and 
intend keeping them there). For twenty 
seven years the Sphinx line of boxed type- 
writer papers has been the stationer's guar- 
antee of consistent profit and re-orders. As- 
sembled under the Sphinx trademark today 
are the fastest selling line of typewriter 
papers ever offered the stationer. In all 
letter and legal sizes and rulings, in rag con- 
tent bonds, sulphite bonds, onion skins, man- 
ifolds and a complete assortment of tablets 
and packets for school use . . . there's a 


Sphinx paper to answer your every demand. 


Total it up . . . your decision must be 
STANDARDIZE ON SPHINX 


SAXON P PRODUCTS Inc. 
ig pais Apohing FINE PAPERS 


240 WEST 18th STREET, NEW YORE 11, N.Y. 
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nix, Ariz., spent a few days in Pasadena while on his 
way to attend the Optimist meeting held in Santa 
Monica, May 17-18. While in Pasadena he visited his 
brother, Ralph Millam, one of the proprietors of the 
Pasadena Stationery & Printing Company, 45 E. 
Colorado St. 

“ - o 

Herman J. Klein, buyer for the Miller Desk & Safe 
Company, 219 W. Second St., announces the appoint- 
ment of Donald Goodman, formerly of the Globe Desk 
Company, Los Angeles, as head of the outside sales 
force. 

7 + ® 

William M. Knapp, proprietor of the Los Angeles 
Stamp & Stationery Company, and president of the 
Stationers Association of Southern California, reports 
that William Beacham, sales manager for the com- 
pany, has been recalled into active duty ‘in the U. S. 
Army. Mr. Beacham, who is a major of infantry, was 
also with the Los Angeles Stamp & Stationery Com- 
pany prior to World War II. He is scheduled to report 
for duty June 25. 

* * * 

The Golden State Travelers Club has two major 
events scheduled for the summer months. During the 
week-end of July 14-15 (Saturday and Sunday) there 
will be a deluxe two-day fishing trip on the S.S. Vell- 
ron, which will leave Balboa at 6 am. Saturday and 
be back Sunday afternoon. The fishing will be done 
off San Clemente Island. The chairman of this event 
is R. M. Powell of Universal Paper Goods Company. 

The other event will be the big golf tournament to 
be held at the Riviera County Club near Santa Monica 
on August 3. The play will begin at 11 am. and the 
supper will be served at 6:30 p.m. A record attend- 
ance is expected. 

Dealers and others directly connected with the 
industry have been invited to both events, according 
to Ralph V. Maneval, publicity manager for the club. 

« * ” 

The second annual sales managers’ meeting of the 
Charles R. Hadley Company was held recently at the 
Mayfair Hotel in Los Angeles with Dick Youngquist 
presiding. Present were Jack Barry, Bateson Birkett, 
Hal Cooper, Wes Cooper, Ernie Field, Bill Johnson, 
Carter Jones, Ted Lybeck, John Myers, Jack Stewart, 
and Stan Siepak. Four of the men, being new on the 
job in Western area, were introduced. Three of the 
men took over their new duties May 1. 

The first sales managers’ meeting was held in May, 
1950, and it was pointed out that the value of that 
meeting was proved by the fact that the men went 
out and beat all previous records in Hadley history. 

During the past two years, it was asserted, the major 
selling stress has been placed on Multi-Record and 
Speed-Writing systems. For the next two years equal 
emphasis will be placed on UniSort. To emphasize 
this point and make it stick, Ken Logie and Owen 
Lovejoy spent 12 hours discussing UniSort with the 
sales managers. They started in with the fundamen- 
tals and carried on through to discussions of specific 
Unisort applications. 





Announce Exams for Repairmen 


The United States Civil Service Commission has just 
announced an examination for office appliance repair- 
men for filling positions in Washington, D. C., and 
vicinity. The salaries range from $2,450 to $3,125 a year. 

To qualify, applicants must have had from one to 
four years of experience in cleaning, adjusting, disas- 
sembling, repairing, and overhauling of one or more 
types of office appliances and machines. No written 
test is required 

Further information and application forms may be 
secured at most first- and second-class post offices, 
from Civil Service regional offices, or direct from the 
U. S. Civil Service Commission, Washington 25, D. C. 
Applications will be accepted in the Commission's 
Washington office until further notice. 
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Space-saving shelves in back of 
display will accommodate 250 
fc. of Mak-Ur-Own strip tabs; 
additional space provided for 
other Mak-Ur-Own products. 


The showcard, brilliantly re- 
produced in five colors, with 
actual Mak-Ur-Own tabs at- 
tached, is removable and can 
be changed periodically to keep 
your selling story ‘fresh.’ 








Ss 
i ts — ‘= 

= tee Ae ~ 
ae 2 ee =A 
=" This display is yours FREE 
.. with the purchase of 250 ft. of 


ee a Mak-Ur-Own strip tabs at the 250 ft. price. 
_~ “ae _ 7 7 brilliant colors and 3 different extensions 


of Mak-Ur-Own to choose from. 


THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 


NORTH TONAWANDA NEW YORK 


Vic TOR! 
a el 





Gentlemen: 


7 Send me information on the complete high profit line 
of Mak-Ur-Own indexing products. 





[1 Yes, I want a NEW Mak-Ur-Own display ...send me 


further details. 


\ 
|| WRITE TODAY! 


ry day you wait means lost STORE NAME 


. fill out and return ADDRESS oanbiion jinieapssttgiltiiciiaiig 
ipon; we'll do the rest. a —_ STATE PHONE __ oe oe re 


SIGNED 


——$ $$$ eee 
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The straight, clean, modern lines of wiltshire modern office furniture provided the perfect com- 
plementing note for the modern architecture of the new First Federal Savings and Loan Associa- | - 
a 
tion building at Lubbock, Texas. The result was another complete installation of * of wiltshire ju 
° ° ° ° ge 
modern . . . another example of the way dealers can get the big, important sales with this attrac- 
tive, modern line. Your sales efforts pay off more readily, more surely, when you can offer your = 
customers the economy of wiltshire modern, its versatility as a work tool, its adjustable height Cc 
a . : ; ; go 
feature, comfort and winning modern styling. Write for full information. hi 
he 
sh 
*By Thomas Bros., Co., Lubbock. tre 
| y ' 
nae Pa 
ag 
Member of Wood Office i oa 
Furniture Institute th 
e St 
Through national advertising Ta 
in magazines like these, the —6aE € ger Zs ‘ 
people you count on for Hs 
your sales and profits are 
constantly being sold on « th 
wiltshire modern and other e -) he | Ye aD Pp af at Y 
Imperial lines. Convert their ' 
interest int fits f - 
a into profits for your EVANSVILLE 7. INDIANA — 
MANUFACTURERS OF WOOD OFFICE FURNITURE gir 
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News Notes from NSOEA District No. 4 


gr. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


Mrs. Charlie Hucke slipped in her kitchen and broke 


her leg bone, close to her hip. It was an “impacted” 
or “green” type of fracture, very painful but not as 
confining as a complete fracture. Alma was confined 


to the hospital for several days and then allowed to 
go home, where she gets about with the aid of crutches 
and a harness that would make a “trotter” look like 
an amateur. She tells me that she will be “laid up” for 
about three months so it looks like Charlie will have 
to pilot that Cadillac himself for a while. Alma will 


be “at home” at 1155 Springdale Rd., N.E., Atlanta, 
Georgia. Th nishap happened on May 5. 
¥ * ~ 
Some time ago we reported that our old friend Gus 
Stroecker, Lane Office Supply Company, Atlanta, had 
retired. Although not entirely incorrect, I am glad 
to say Gus is still holding forth at the old stand and 


from all appearances will continue to do so for a long 


time to come 


. . * 

I was ver) lad to learn that Glen Moak, Carter’s 
boy in these here parts, who suffered a mild heart 
attack at our nvention down in Palm Beach, is back 
in circulati igain. Nice going, Glen. You had us 
worried there for a while. 

7 . » 

Bill Boyd (not the movie lad), S. P. Richards Paper 
Company’s former city desk man, is to take over the 
Alabama, Tennessee and Mississippi territory in the 
near future. At this time he is down in Florida taking 
his “indoctrination” course under the able leadership 
f Bob Bishop. Welcome to the “fraternity,” Bill. We 
will be looking for you along the line. 

> . > 


Dick Newman, one of Mercantile Paper Company’s 


boys, Montgomery, Ala., has heard the call of “Uncle.” 
Dick is to report soon to Maxwell Field Air Base, right 
there in Montgomery, so his “tour” won’t be as upset- 
ting as that onferred” on most. 

* > - 

It is always a pleasure to see a firm expand and get 
ahead in this battle of collecting a pile of that “stuff,” 
but it is especially gratifying to see it happen to a 
relatively new firm. The Harbin-Kelley Company, 
Montgomery, Ala., has doubled its space, taking 
over the store next door and turning it into an up-to- 
late furniture department. These boys started off 
just two, or perhaps three, years ago and are really 
getting ab 

* * > 

There’s other news in Montgomery, although of an 
entirely different type. “J. B.” Hamm, Walker Printing 
Company, did things up in a big way last May 9. “J. B.” 
got himself married again. This time he increased 
his family by three, as “Muriel” had two children and 
he already had three. Raising three girls and two boys 
should keep “J. B.” busy enough to keep him out of 
trouble 

> * 7 

That Hudson Office Supply Company new store in 
Panama City, Fla., which I mentioned a month or so 
ago, is ons the nicest small town stores I’ve seen in 
a long time. It’s large, modern and better situated 
than the old location. The new address is 220 E. 4th 
St. Alec Mathis is Jeff’s partner in this store and Mrs. 
Taylor is holding forth as buyer. The Dothan, Ala., 
main store t its buyer a couple of months ago. Fred 
Harris had to report with his National Guard outfit, 
the 31st Divi 1, to Fort Jackson at Columbia, S. C. 

> > . 

The White Company, Columbus, Ga., had announced 
the openin f a new store on June 1 but it will prob- 
ably be the 15th or later as construction work is lag- 
ging. They v be getting off the main drag, but the 
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FOR SUPER COMFORT AND STYLE 


It’s adjustable 


It’s relaxing 
It’s GUNLOCKE 


Ordinary chairs support your back only when you 
lean back to relax, do nothing for you when you 
sit erect. This Gunlocke chair does both! The back 
moves with you and holds you comfortably at all 
times, no matter how you sit. Furthermore, you 
keep your feet on the floor at all times, even 
when you lean back to relax. That avoids annoy- 
ing pressure on the underside of your knees. The 
secret is a chair seat that, though it tilts back 
with you, does not rise perceptibly at the front. 

Upholstery is genuine top grain leather except- 
ing the seat which is covered with hard wearing 
fabric of matching colors. Seat, back and arms 
have molded foam rubber cushions for extra 
softness and long wear. 

The chair moves easily and quietly on 2” ball 
bearing casters that do not injure floor surfaces. 
Available in genuine walnut with finish to match 
any office interior. Write us today for further 
information. 


Chairs for your Q Working Comfort 


Gobo. H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Volume Sales & Profits 


with 


Casters 


for office 
furniture 


@ Attractively packaged, with new black satin 
“Dulite” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 


In 1-5/8” and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs. 


THE COLSON CORPORATION | 
ELYRIA, OHIO 
Please send data on Colson Casters for office furniture — also | 
information on Colson’s new profit-producing merchan- | 
dising plan. 
Name..... | 
Company . | 
Address | 

| 

| 






ELYRIA, OHIO 
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new store will be a “whopper” compared with the old 
one. This promises to be one of the largest expansion 
moves made in this area since Pound & Moore’s in 
Charlotte. 

- * + 

Arthur Hubert tells me that John H. Harland, firm 
of the same name, Atlanta, is now in Ireland to visit 
his mother and brother. He will visit England, too, be- 
fore returning to the States about July 1. 

* * * 

I understand that Jim Cooper has purchased an- 
other good-sized chunk of the mountain up at Lake 
Burton. Judging from the reports I’ve had re “Cooper’s 
retreat,” Jim has quite a place up there. I still haven’t 
been able to find out what it takes to get an “invite” 
up there but I’m still plugging. 

* ~ a 

Comes good news from Tallahassee, Fla. The new 
Hotel Duval is now open and although that in itself 
is good news, the important part is that it “appears’”’ 
that the management is to give us pore travelers a 
break in favor of the “lobbyist,’’ members of the legis- 
lature, and so forth, that the other hotels have never 
given. Clyde Lowe, Ennis Tax & Salesbook Company, 
stopped off there on his way back from the convention 
when the legislature was in session and they made 
room for him over the above-mentioned gentry. He 
reports that the service and meals are both fine and 
the food is reasonably priced. J. J. Helm is the man- 
ager. 

* ” * 

I have just received an announcement of the change 
in ownership of Shoemaker’s, Wilmington, N. C. H. W. 
Winkle and Fred E. Little have bought out Mr. Carr 
and are now in the process of forming a new corpo- 
ration. The James Book Store is involved in the same 
deal. 

+ + ~ 

Ole Huncan is going to pull a “fast one” this time 
and go dine in Nina Bailey’s stomping ground. I’m 
doing this because there is a really fine restaurant in 
Jackson, Miss., that is not generally known about. 
This eating place is one of the finest sea food spots 
anywhere, although their steaks and barbecue are not 
far behind. “Dennery’s” is the place where “The fish 
you eat here today swam in the gulf last night.”’ Dur- 
ing the oyster season they have a bar for them as 
likes ’em. They specialize in flounder and I can per- 
sonally guarantee you won’t be disappointed if you 
try it. When in Jackson, Dennery’s is the place. To 
get there go south on State St. about seven blocks 
below Capitol St. to Silas Brown St., where there is a 
large neon sign, turn left for three short blocks and 
there you are. A little out of the way, but “well worth 
the trip.” 





Stebbins Uses “‘Low Pressure” Sales Idea 

L. G. Stebbins of the Stebbins Office Supply Com- 
pany, New London, Conn., differs from some salesmen 
who employ “high pressure” in attempts to sell cus- 
tomers additional items. His plan, which he says is 
devoid of pressure and covers a wider field than is 
possible with verbal suggestions, employs a printed 
or mimeographed small sheet with a list of office items 
ordinarily in demand. 

Mr. Stebbins advises handing this list to the cus- 
tomer, saying “perhaps you would like to check over 
this list of office items, to see whether you need any- 
thing at this time.” He also adds, “should you like 
to have some of these sheets for your office reference 
we shall be pleased to supply them.” 


Mss in G Whac h ines % 


Upton Business Machines Company, Baton Rouge, La 
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ALMA 
DEBONAIR 
900 SERIES 


Bh the present era of shrinking 
buying power for the Dollar, 
every Buyer is looking for ways 
to s-t-r-e-t-c-h the dollars at his 
command. Alma’s Wise Economy 
shows the way for getting the 
most for any buying budget! 


The Alma Line presents versa- 
tile styling adaptable to any type 
office, utilitarian, hard-working 
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ALMA DESK C 


















design, beauty pleasing to any 
taste, and the finest Craftsman- 
ship developed through many 
years of experience ... all these 
outstanding advantages at a very 
moderate cost! 


Stretch your customers’ dollars 
with Alma‘’s Wise Economy .. . 
and increase your profit at the 
same time! 





HIGH POINT, 
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OMPANY 





BICKETT 


lists the most complete line 
of CHAIR MATS ever offered 
by any manufacturer. 


@ FULL FRONT 
@ ROUND-—Single Extension 
@ SQUARE-—Single Extension 
® ROUND—Double Extension 
® SQUARE—Double Extension 


Special shapes and special colors to match carpets 









Now your attention is called to 


DOUBLE EXTENSION 
Round and Square type Chair 


Mats as illustrated. 


These new Double Extension Chair Mats are now 
stock numbers. Furnished in same colors, sizes and 
thicknesses as regular type round and square mats. 
The price is only ten to fifteen percent higher than 


single extension mats. 


Please your customers to a greater extent by in- 
@ If you do not have complete stock charts and price stalling Double Extension mats wherever two desks 


lists we will be pleased to send you a set are used by one person. 


MANUFACTURERS OF RUBBER PRODUCTS 
WATERTOWN, WISCONSIN 
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News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 


You just can’t keep a good man down—Sherm Read 
is back at the office again, doing fine after his opera- 
tion 

. 7 * 

What is all this about New Mexico? Yes, it’s a won- 
derful state and we love those western people. Al 
Sundberg and family are en route to Las Alamos for 
a swell vacation and an opportunity to see their son, 
Jack, who is a high school teacher there. The Sund- 
bergs’ other son, Dick, is in the Army Engineers Corps. 


* * * 


Always something new. Now, Roger Hansen can go 
fishing on Fridays. Haven’t you heard that the Han- 
sen’s store, Northern Office Supply Company of Chip- 
pewa Falls, Wis., was purchased and named the P. B. 
Supply Company? The new owners are Dick Peugh 
and Irwin C. Baird. It’s a fine store and grand busi- 
ness : ‘ Z 

The gentleman of the North Arrowhead Country, 
Ed T. Safford of Safford’s, Inc., Superior, Wis., is going 
to click his heels again. He is talking about the good 
time he had at the last NSA convention and intends 
to be there again for the NSOEA show in September. 


* * * 


Chicago is sure a good place to be from—especially 
when the fishing season is open and good in the “10,- 
000 Lakes Ask Ed Williamson about his Hide-away 
Place 

+ > + 

Talking of sportsmen is like selling greeting cards. 
Here the fishing season is just starting and Freddie 
Johnson of A. and E. is checking his gun and ammu- 
nition and has invited me to go deer hunting in No- 
vember 

* . * 

Just wait until you hear about the fishing party at 
Bob Cole’s lodge at International Falls. A truer lie 
will never be told by one dealer, Ed Erickson, and all 
those peddlers 

* 7 > 

A fisherman's dream is to catch a fish so big that his 

friends will invite him back again. 
* * . 

Schaub Office Supply Company, McKnight Building, 
Minneapolis, Minn., is holding its fifth anniversary the 
week of June 4. This firm has enlarged its store three 
times to add more welcome space for customers. The 
Northwest Travelers and dealer friends salute the firm 
and wish it many years of success. 

. > > 

Gaffaney’s, Inc., Fargo, N. Dak., is sponsoring a new 

buyer for its stationery department—Wilbur Perske. 
* ~ > 

Roy Clarke of F. S. Webster Company is very proud 
of his daughter Merrilyn and who wouldn’t be—a job 
in Europe on the staff of the diplomatic corps of the 
American Consulate General. She has been home from 


Washington to visit friends and relatives before sailing 
for Europe d eventually locating at Geneva, Switzer- 
land 
> - - 
We are sorry to hear of Stan Taylor’s misfortune. 


His father passed away while Stan was en route home 
from the Des Moines regional. This salesman for Gaf- 
faney’s, Fargo, N.D., has the sincere sympathy of the 
Northwest Travelers Club. 
> > > 

John Friedmann of Minnesota Mining & Manufac- 
turing Company, the son of L. Eddie Friedmann, is 
now a member of our Northwest Travelers Club. 


- * * 


Bob Brown Koch Brothers, Des Moines, has the 
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Superiority of design, qual- 
ity and value has built an 
outstanding preference for 
these Lawson products. The 
demand is greater now than 
ever. That's why delivery is 
sometimes a bit slow . . . but we are sharing ou 
production as fairly as possible. Remember, the 
Lawson name means better customers, more profit. 





* An ornamental and 
highly serviceable sand- 
urn, trimmed with stain- 
less steel for beauty and 
permanence. No. 6000. 





* NEW! A wonderfully smart, 
new-style receptacle. Stainless 
steel door and trim. Hard 
white or green enamel. Vermin 
and odor proof. Stainless steel 
band at bottom, curled under. 
No. 1001. 





* Wisely designed and 
made of panelled steel, 
Lawson waste-baskets take 
hard usage; reduce fire 
hazard. Olive green, wal- 
nut, metallic gray. No. 34. 


Waste-basket 


No. 2900 
135 YEARS , 
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Nemco 
Waste-basket 
Utility Receptacle No. 2 

No. 110 


THE F. H. LAWSON CO. 
850 Evans Street 
Cincinnati 4, Ohio 























What Makes HOTCHKISS -5 
the FAVORITE? 


Ask any top-flight secretary. She will tell you, “I have 
to use my Hotchkiss-5 Office Stapler as often as my 
telephone. I must have a stapler that I can depend 


upon, a stapler that doesn’t misfire or jam. 


“What's more, my boss says Hotchkiss Chisel-Pointed 
Staples are alone worth the price of admission. He 
likes the way I can remove a Hotchkiss staple and 


leave his papers virtually unmarked.” 


Ask any top-flight office supply dealer. He won't 
mince words either: “I’ve got to watch the service 
angle on staplers. I- don’t dare to recommend one 
that’s going to backfire on me. I know I'm going to 
make a friend whenever I sell the Hotchkiss-5 Office 
Stapler and Hotchkiss Chisel-Pointed Staples.” 


If you have never used . . . or sold .. . the Hotchkiss-5 
Office Stapler and Hotchkiss Chisel-Pointed Staples, 


better mail this coupon today. 






NORWALK 3, CONNECTICUT 





[) I use staplers. Tell me more about the 
Hotchkiss-5 and where to get one. 


C) I sell staplers. Send me your proposition on 
the Hotchkiss Line and tell me the name of the 
nearest Hotchkiss Distributor. 


name 
firm 
type of business 


street 


{ 
l 
| 
! 
| 
! 
! 
l 
| 
! 
I 
l 
| 
! 
! 
! 
! 
l 
| 
l 
city. state 
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vacation spirit and is coming to Minnesota to’ rest— 
and fish. 
” - 

L. Eddie Friedmann of LePage’s is making a call here 
and there. He’s just taking it easy and if you need his 
products mail him an order. 

* » . 

Ed Erickson of the Hibbing Office Supply, Hibbing, 
Minn., loves fishing and hunting. He has other good 
qualifications, too, and was chairman of the Shrine 
Circus in Hibbing. One of his jobs was to make sure 
that all of the children on the Range attended the 
circus. 

* ” « 

Hold everything—here’s the tale—80 fish were caught 
by our party at Bob Cole’s International Falls. The 
boys had their wives along so it made a limit for all. 
Those in attendance were the Ed Ericksons, Jack Gun- 
trums, Warren Carlsons, Walter Hubbs, and Mel Sow- 
ells. 

* * * 

The “get old but still have fun” spirit is still being 
exhibited. On May 11, a surprise birthday party was 
held for Louis and Lucille Ehrlich of the Ehrlich Office 
Supply, St. Paul, Minn. Those present for the happy 
occasion were Al Rosenthal, Helen Johnson, Bill Vetter, 
Bill Lorenz, Martha Ellstrom, Arnie Schwartz, Bob Rit- 
ter, Eileen Flynn, Kelley Sil and other guests. 

” ” A 


led 


Remember our golf party on August 7 at Southview, 
South St. Paul, and also August 19 at North Hills, 
north on Highway 41 out of Milwaukee. Bring that 
one dealer with you. 

* 7 * 


“Our Latchstring is Always Out.” 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for February, 1951, Released in May, 1951, 
by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 


Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Quantity Dollars) 

Net Value 

Machines Bookkeeping Nondescriptive New 460 492402 
Machines Bookkeeping Descriptive New 644 916042 
Machines Listing-Adding New 5419 807546 
Machines Calculating Non-Listing New 3117 1088032 
Machines Card Punching Etc. New 590 780922 
Machines Accounting Etc. Nes. 940 163145 
Machine Parts Accounting Etc. 1459079 
Machines Addressing 315 73990 
Equipment & Parts Addressing Machines 54487 
Equipment & Parts Addressing Machines 54487 
Machines Duplicating Ex Lithographic 341 123645 
Machines Duplicating Lithographic 63 68173 
Parts for Duplicating Machines 102421 
Cash Registers New 631 243839 
Cash Registers Used Rebuilt 778 50440 
Parts for Cash Registers 224115 
Typewriters Standard New 14879 1658974 
Typewriters Portable New 8310 442176 
Typewriters Rebuilt 643 39958 
Typewriters Nes. Inc. Used 2922 99755 
Parts for Typewriters 238650 
Staplers & Staples Office 94661 
Machines & Parts Dictating 122811 
Machines & Parts Mail Handling 44683 
Machines & Parts Check Handling 33359 
Appliances & Parts Office Nes. 360787 
Mechanical Pencils All Materials (Doz. 20640 83320 
Mechanical Pencil Parts 13178 
Mechanical Pencil Refill Leads (Gr.) 11118 4697 
Pencils Ex. Mechanical Black Lead (Gr.) 36866 94455 
Pencils Ex. Mechanical Ex. Black Lead (Gr 4256 21952 
Pencil Leads Nes. (Gr.) 75854 29456 
Pencil Parts Nes. 7097 
Crayons (Gr.) 30376 41599 
Fountain Pens Ball Type (Doz.) 104941 136222 
Fountain Pens Ex. Ball Type (Doz.) 200292 865792 
Ball Pen Refill Ink Cartridges (Doz.) 7714 11371 
Fountain Pen & Ball Pen Parts Nes. 87475 
Fountain Pen Points (Gr.) 21282 54076 
Carbon Steel Pen Points (Gr.) 10984 14857 
Desk Pen Sets 2320 12589 
Ink Writing 32366 
Ink Nes. 243777 
Carbon Paper (Lb. 64347 68384 
Typewriter Ribbons (Doz.) 9051 35822 
283673 


Office Supplies Nes. 
Nes.—Not elsewhere listed) 
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QUALITY PRODUCTS 7 
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SPIRIT 
DUPLICATING 
CARBON 
PAPERS 


QUEEN SPIRIT DUPLICATING 
CARBON PAPERS bring superb 
new functional ease and facility 
to every type of typewritten 
copy, art or printed matter. 


QUEEN SPIRIT DUPLICATING. 
CARBON PAPERS are available 
for short, medium or long runs. 











Specify your exact needs when 

purchasing QUEEN QUALITY 

Try Queen today—write for DUPLICATING CARBON 
your free samples PAPERS. 


UEEN RIBBON & CARBON CO., INC. 


Executive Offices 


128 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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The CRESTLINE File, 
F ° for example, embraces 
quipment every fine feature 


that your customer 


designed with 
esigne Wi wants in an “A” Grade 


File . . . Concealed 
YOUR CUSTOMER thumb latch, controlled 

baked enamel finish, 

plus a wide range of 
IN MIND eee drawer arrangements. 


These features and many 


others make 


CRESTLINE your 





customer's top choice. 
































SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 
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News Notes from NSOEA District No. 8 


BY E. J. MITCHELL, CORRESPONDENT 
239 BELT AVE., ST. LOUIS 12, MO. 


The Midwest Travelers of Greater St. Louis held 
heir regular monthly meeting on Saturday noon, April 
at Buscl Grove in St. Louis County. About 12 
il Midwest Travelers in attendance started setting 
ip their organization with their first officers. They 


umed I. Voda the Wallace Pencil Company, chair- 
nan, and Dick Fuller of Smead Manufacturing Com- 


pany, secre y-treasurer, and inaugurated a program 
include itstanding speaker on “Salesmanship” 
othe: ibje of interest to the travelers of our 


The Kal City Chapter of the Midwest Travelers 
Club met « A 28 in the President Hotel, Kansas 
City, with 14 ttendance. The group enjoyed a visit 


th Roy Wood of the Estabrook Pen Company, the 


new preside f the Midwest Travelers Club. George 
Rocker of Gunlocke Chair Company presided as chair- 
man. George Desmond of the Victor Safe and Equip- 
ment Com] y, the treasurer, acted as secretary in 
the absence Tom Seward. Mr. Desmond reported 
hat he i nger a defunct treasurer as he has a 
ew posta imps on hand 


Dave Neuhaus was ordered to bed the end of April 

his doct ith strict instructions to stay there for 

least a we Latest reports indicate Dave is doing 
al ain back on the job 


NSOEA P ent Zac Smith of Birmingham, Ala., 
tored Kansas City from the Omaha meeting 
the Dan MacDougalls and the Paul Bairds. There, 

he visited ber of the local stores before leaving 


New Orl for another regional meeting. 


“Senator” Bill Pickering from Capitol Hill, Davis, 


Okla., re} here by telephone recently, stating 
that his « rouble is improving daily and he is again 
ble to se enough to write any order which may 
e hi 
The Stat Association of Greater St. Louis held 
annual g party for its members and their 
ives at the Melbourne Hotel in St. Louis the evening 
May 24 


Hartley B. Comfort, president, Comfort Printing and 


Stationery ‘ pany, has announced that due to ter- 
rific rent i se for the space occupied at their 9th 
nd Locust § tore, known as “Comfort Corner,” that 
tore was Cl n May 12 and the merchandise moved 
the n e at 200 South 7th St., in St. Louis, 
n whe y will continue to serve their custom- 
* * ” 
rhe st the Moreland twin girls, Miss Betty 
Sue, wa ed at the home of her parents, Mr. and 


Mrs. Roy S. Moreland, Lake Lotawana near Kansas 


City, on M These two girls will be remembered 
most of having stolen the show at our Kan- 
City ri banquet a few years ago. The other 

laughter, Peggy Lou, was married over a year ago 

ind has been living in Dallas, Tex., where on April 25 

he present r parents with their first granddaugh- 

Imme llowing the closing of the Omaha 


neeting Bill Bohart of Eberhardt-Faber Company and 
Vaughan Williams of Schooley’s attended the Ameri- 
in Legi 40 & 8 meeting in Jefferson City, Mo. This 
nd ul busy week of meetings and enter- 
two 
* = > 
Enroute Kansas City to New Orleans, NSOEA 
resident Zac Smith stopped over in St. Louis for a 
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FROM COAST TO COAST - 


The Finest 





IT’S FAST — 
FEATHER TOUCH OPERATION 


ADDO-X offers more value per dollar, more lasting 
customer satisfaction. Simple keyboard, easy opera- 
tion means greater office efficiency. The symmetrical 
keyboard makes fingers literally dance—live “single- 
purpose” function keys add speed, increase accuracy. 
ADDO-X is fast becoming the most wanted adding 
machine in the country. You'll want to show it to 


your customers. 


@ MODERN DESIGN FOR THE MODERN OFFICE 
@ ALL-AUTOMATIC TIMESAVING FEATURES 


@ LASTING SATISFACTION— 
GUARANTEED 


PHONE: Cl 5-6940 

















No. 1417W 


Some like ‘em deeply cushioned . . . some like ‘em plain. 


But, whatever style they ask for, you can be sure to find 
exactly what he wants in the big JOHNSON CHAIR Line. It’s 
easy to satisfy the individual tastes of every one of your 
customers—all the way from the president of the large cor- 
poration down to the little merchant on the corner—perfect 
satisfaction with a JOHNSON CHAIR 


Every JOHNSON CHAIR you suggest is the finest chair money 
can buy—highest quality materials, expert workmanship and 
perfect styling. Everything that will assure lasting satisfaction 
to your customer. 


Take for instance, No. 1417W and No. 1418W, which are shown 
above. You'd look a long time to find a better made chair. 
It’s modern, dignified and thoroughly practical. Handsome 
enough for the fine executive suite, yet moderately priced 
for use in any large office. It’s a chair that’s adaptable for 
use with any style of desk, too 


There's big opportunities every day for every John 
son Chair Dealer. You can enjoy these profits too 
learn the full story of JOHNSON CHAIRS now 
Send for the complete Jghnson Chair catalog today 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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day and was entertained at the home of Mr. and Mrs. 
I. Voda after a visit to the Wallace Pencil Company’s 
plant in St. Louis. 

© x * 

Another busy conventioneer was Herb Walsh of the 
Ace Fastener Corporation, who registered at the meet- 
ings in Des Moines and Omaha, then at the New Or- 
leans meeting, and enroute from New Orleans to the 
meeting in Chicago stopped over for an afternoon's 
visit with your correspondent. 

* , 


The Eighth Region was represented at the Fifth 
Region meeting in Chicago by “Binks” Weingaertner 
of Egyptian Stationery Company, Belleville, Ill., who 
is a past president of the Stationers Association of 
Greater St. Louis. 

* * + 

Galen Seal, former head of Office Supply & Equip- 
ment Company at Topeka, Kans., recently opened a 
stationery and equipment store near Denver, Colo., 
where he will be glad to welcome any of his old 
friends traveling in that direction. 

“ea 

The last regular meeting of the Midwest Travelers 
of Greater St. Louis was held on May 26 at Busch’s 
Grove in St. Louis County, with approximately 15 mem- 
bers present, in addition to Joseph D. Landes, vice- 
president and treasurer of Schooley Printing & Sta- 
tionery Company of Kansas City, and the guest 
speaker, Harold Duffy, sales manager, F. G. Adams 
Company, St. Louis. Also in attendance were other 
visitors, including Herb Johnson of the Wilson Jones 
Company, who is again covering the central states for 
his firm, and Tom Seward of the Speed Products Com- 
pany. 

All of the above visitors were here in St. Louis mainly 
to attend the annual spring party of the local Sta- 
tioners Association, which was held at the Melbourne 
Hotel in St. Louis. Approximately 65 enjoyed a nice 
dinner and an interesting bingo game, for which there 
were many prizes awarded the winners. Your corre- 
spondent was also in attendance at this stationers’ 
gathering, which he enjoyed immensely. 

Plans are getting underway by both the stationers 
and the travelers for the 1952 regional convention, 
which will be held at the Chase Hotel, St. Louis, the 
latter part of March, 1952. Information as to the exact 
date and arrangements for hotel reservations will be 
announced shortly. 

ok * * 

Those present at the stationers’ party were quite 
disappointed to note the absence of Mr. and Mrs. 
Schmiederer, who were unable to attend because of 
the illness of Mrs. Schmiederer. We understand she 
is now recovering rapidly. 

Mr. and Mrs. Walter Reudy were unable to be pres- 
ent, due to having left that morning for Eldorado, 
Kans., to visit their daughter and granddaughter for 
a week or two 

" 

Herb Buschart of Buschart Bros. Printing Company 
in St. Louis announced the addition to his organiza- 
tion of Leo Robin, formerly of S. G. Adams Company. 


The Mitchells were recently favored with a visit 
from Robert B. Valleau, of St. Paul, who is recognized 
by many as the outstanding wood office furniture 
salesman of the industry. This was a most enjoyable 
evening as a visit with Bob is always inspirational. 

Paul R. McCollum of the Kansas City office furni- 
ture firm bearing his name, late in May spent an eve- 
ning enjoying a ball game in St. Louis on his way 
home from a business trip. 

. + « 

The Daily American Republic, newspaper, stationery 
and office furniture firm in Poplar Bluff, Mo., suffered 
the loss of its president, John H. Wolpers, who passed 
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GET 


FOR THE 


BIG 
Osterbrook 
SCHOOL- OPENING 
CAMPAIGN..... 





At school-opening time...or any other 
time... you'll find Esterbrook leading in 
pen sales at counter after counter all over 


the nation. 


Sparking these sales is the Esterbrook Adver- 
tising Program. And for school-opening 
this year, Esterbrook is again backing your 
pen sales with a tremendous campaign in: 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


IN CANADA: THE ESTERBROOK PEN COMPANY OF CANADA, LTD., 92 FLEET ST., EAST, TORONTO 
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SET 





LIFE SATURDAY EVENING POST 
COLLIER’S AMERICAN TIME 
NEWSWEEK PATHFINDER 
NATIONAL GEOGRAPHIC 

and other leading magazines. 


So get ready now. Get set for the biggest 
Esterbrook Fountain Pen sales you've 
ever known. 
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away on May 19. Mr. Wolpers was also president of 
the Board of Curators of the University of Missouri, 
having held that position for a number of years. The 
Eighth Region extends its sincere sympathies to Mr. 
Wolpers’ family and associates. 

* * - 

Barrett Mitchell of the firm of E. J. and B. K. 
Mitchell, manufacturers’ representatives, is gliding the 
highway in his new Mercury automobile after running 
up more than 40,000 miles on his old car during the 
last two years 

* * * 

The regular monthly meeting of the Kansas City 

Stationers Association was held Tuesday evening, May 


15, at Nance’s Cafe in Kansas City. 
The attendance totaled 17, consisting of 10 station- 
ers, six travelers and one manufacturer. Ray A. Bald- 


win of Gallup Map & Stationery Company, and presi- 
dent of the association, presided and extended a cordial 
welcome to visiting travelers as well as to S. M. Babson, 
vice-president of Bates Manufacturing Company. Dave 
C. Neuhaus, manufacturers’ representative, welcomed 


two of the visiting travelers, Walter R. Bryzek and 
4. B. “Andy” Novasad, both of Joseph Dixon Crucible 
Company, as new members in the Midwest Travelers 
Club 

Considerable discussion was held concerning Gov- 
ernment priorities as well as OPS regulations and 
much appreciation was expressed for the consistent 
and helpful information that is being sent out by 
NSOEA on these subjects. 

J. D. “Joe” Landes of Schooley’s announced the 
Greater St. Louis Stationers Association was holding 
its Spring Party on Thursday evening, May 24. 

It was decided to dispense with the regular monthly 
meetings of the association, during the months of 
July and Au 





Opens New Store at Buffalo, N.Y. 


A new stationery store has been opened at 243 Buf- 
falo St.. Hamburg, N. Y., by Francis A. Uhrich who 
had operated a similar shop at 5 Buffalo St., for the 
past 23 yea! He carries a complete line of stationery 


supplies, typewriters and greeting cards.—GET 





NEW HOME FOR BLANK DESK CO. 





A view of the attractive new showroom of the Blank Desk 
Co. at 830 Wilshire Bivd., Los Angeles, Calif. The main 
entrance of the New Statler Hotel and the large office build- 
ing will be only about 80 feet east of this new home for 
the Blank Desk Co., states Harvey |. Blank in telling about 
the choice of location. 
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It’s easier to sell 


the popular H-H-M line 


The preference of buyers is recorded in 
orders . 
than 50,000 H-H-M Insulated Products 
(Safes, Record Files and Vault Doors) 
each year. Buyers know H-H-M products. 


. our Dealers are selling more 


They use them. They see them every- 
where. They know that such popularity 
is founded on successful, trouble-free 
performance for over a century. That's 
why it is easier for our Dealers to sell 


H-H-M products. 


Correspondence is invited from Dealers 
interested in our exclusive franchise that 
is the companion of successful office 


equipment merchandising. 


Herring-Hall-Marvin Sate Co. 


wt, HAMILTON, OHIO 





7 
i Minty or 
gan Mae ome Mg Craftsmen in . Sofes ® Insulated Record Files © Money 
= Chests © Voult Doors © Rotary Record Files © Steel 
™ Storoge Files @ Bonk Vault Equipment © Drive-in 
Windows © Depositories © Under-Counter Work © 

Stainless Stee! Hospital and Building Products 
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BETTER DESKS 
ARE MADE OF 
woop 





G; this you ‘ 
may be sure; 
Myrtle Desk willalways 
provide the highest quality 
on the market within tts price 
range and will fill to the best 
of its ability the requirements 
of its customers ~ just as tt 
has done for more 
than half a 
CONLUTY. 








MYRTLE DESK COMPANY 


High Point, North Carolina 





A selection from the Myrtle Expediter 
Island Base Series. 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX 

The Baker Hotel in Dallas will be the headquarters 
for NSOEA’s 1952 Ninth District meeting on March 
27-28. The Baker management has assured that there 
will be sufficient rooms to take care of the majority of 
registrants. 

oa +. « 

We have just been advised that Thomas J. Sadler, 
who was associated for many years with the Dorsey 
Company and Yeargan Stationery firms of Dallas, has 
passed away. He was well known to many of the 
travelers. 

The Dallas, Tex. Travelers’ Wives Club (I feel that 
they should have a new name and suggest the Dallas 
Travelettes, until someone can propose a better one), 
held their regular meeting on May 16 at the home of 
Mrs. W. W. (Louise) Cannon in the form of a bingo 
party. 

as . * 

Morton J. Greene, Arrow Fastener Company, became 

ill while in New Orleans and has been confined in 


Baylor Hospital, Dallas, with a glandular infection. 


& ” x 


Storey-Wright Company consolidated the Jackson- 
ville, Tex., store on April 1 with Tyler. W. R. (Curly) 
Sanders will remain in Jacksonville covering an en- 
larged territory. The first month’s operation under the 
new arrangement showed a decided increase in busi- 
ness over any previous period 

x ~ * 

Uncle Sam has called up Burt Kayser, Texas Trav- 
elers Club member, representing the American Lead 
Pencil Company 

Simon Stationery Company of Houston has pur- 
chased the building at 1011 McGowen, securing 45 x 85- 
foot space and one story. Bubber Simon will move his 
store and printing plant from 1929 Prairie Ave., just 
as soon as the new location is completely reconditioned. 

a = * 

American Printing Company, Galveston, has added 
Clifford McGregor and Charles Brown to its store sales 
department, while Frank Krueger has been promoted 
from store salesman to outside salesman specializing 
in office machines. 

x _ * 

Our congenial stationer of Tyler, Tex., John Wright, 
has been elected a director of the East Texas Chamber 
of Commerce and has just completed a successful term 
as president of the East Texas Chapter of the Sales 
Executives Club 

. + & 

George Bailey, who started out as a delivery boy for 
Fulton Stationery at Houston, has just completed 22 
years with the same firm. 

as * = 

Herbert J. Wilbourne is assisting Cliff Wilson, Jr., in 
the purchasing department at Wilson Stationery & 
Printing Company, Houston. 


a - . 


Raymond G. Millar, fountain pen department man- 
ager at Paul Anderson Company, San Antonio, Tex., 
was killed in an automobile accident on Highway 90 
west of San Antonio on April 29. He had been with 
Paul Anderson for eight years. Malvin O. Davis, who 
operated an independent pen repair service in the San 
Antonio area for several years, will take the position. 

- 7 

Irvin Waldman, who has been operating the Globe 
Printing & Stationery Company at 3930 Main for sev- 
eral years, will occupy the store space at 907 San 


7 


Jacinto in Houston after June 1 


x e . 


O. W. Baxley, for many years associated with Hixson 
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WISE 
BUYS 


America’s most popular and fastest moving line of 
Office, Bank and Institutional Chairs . . . designed 


and styled to SELL... valued to increase your volume. 


Join the ever-increasing number of dealers who are 
doing better, year in and year out, with this easy sell- 


ing... “top-notch” Jasper Chair Co. Chair Line. 


For a better profit margin . . . be sure to stock and 


SELL this BETTER line of Quality Chairs. 


“The 
RIGHT CHAIR 
| at the 
RIGHT PRICE” 






NOTHING takes the place of WOOD 


for Beauty, Warmth and Feel! 


No. 878SQO 


Solid American Walnut 
Upholstered in Genuine Leather, 








Jasper Chair7 


ER C HAip~ 











_ ™~ 
Re > JASPER, INDIANA 
' REPRESENTATIVES: Geo. A. Litehfield, Sales Mer. 
Fred Deutsch (Southwest) W. H. Brown, (Chicage-Midwest) R. J. Freeman, (Eastern) 
Route 7. Box 415, Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 
Dallas, Texas Chicage. Ill. Space 844 New York, N. Y. 
vu, - J S. Fowls, (Southern) R. A. Browne, (West) ‘ Jack S. Doran, (Northwest) 
ASPER. 327 Sumset Seiee, North 2925 Revere Ave. 538 E. Dist St., 
St. Petersburg. Flerida Oakland, Calif. Seattle 5. Wash. 
oT > 
OFFICE APPLIANCES, July, 1951 163 














OUR FAVORITE LANGUAGE IS DEALER-EASE 


We expect you to like us because our carbon paper, 
typewriter ribbons, Typ-Rol type cleaner... 
our full, high-quality line keeps moving. 
But we never have been content to stop there! 
We sell you stock but we give you service. 
Try WRITE’S stock and WRITE’S service... 


and see how we earn our goodwill. 


write 


Ask us today for full information 





Ever have to beg a 
manufacturer for something 
you need badly? 

Stock, special stock, 

special packing, imprint, 
advice, information or 

one of the hundred-and-one 


kinds of a “break?” 


Ever get annoying delays or 
an icy cold-shoulder? 
Maybe from others... 


not from WRITE, 


In every possible way, 

we meet dealers more than 
half-way. WRITE never 

has lost the personal touch, 
We are growing big, 

but you can reach our 
management. We do not 
snoot the small-stock dealer. 


We do not coast on our name. 


. 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory BRIDGEPORT 2, CONN, 
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& Ell i Printing Company, Tyler, Tex., died 
iadenily May 5 

o + 
My West Texas correspondent has just advised me 
hat the Odessa Printing & Office Supply Company at 
Odessa, Tex., has been purchased by George Baker 
and J. D. Saunders. Mr. Baker is the owner of the Fort 
Stockton Pioneer firm at Fort Stockton, Tex., and Mr 
Saunders ith the Carpenter Paper Company at 

El Paso, Te 

* . 
We art leased to know that Fred Deutsch has 
1oved int beautiful new home and is ready to 
take care all travelers who can’t find rooms in 
Dallas. Hi address is Route 7, Box 415, Northaven 
Rd., Dalla inyone writing to Fred should address 
he letter t his address. By the way, we understand 
hat Fre ated to be the host (or should we say 
Mrs. Fred v e the hostess) for the June meeting of 
the Texas Travelettes when the wives invite the hus- 
inds to the arty. You can count me in on this one. 

a > a 
Many st rs were in attendance at the four-state 
ynventio1 the Sales Executive Club in Corpus 
Christi, Te: May 4-5. Among those present were 


Mr. and Mrs. John Wright of Storey-Wright, Tyler, 
Tex.; Mr. and Mrs. H. Dorsey Douglas of Oklahoma 
City, Okla.; Mr. and Mrs. Murray Allen of the Steck 
Company, Austin, Tex.; and Tommy Tucker of Mav- 
ck-Clar} f Corpus Christ, Tex 

I feel that is the responsibility of every Texas 
Traveler t oint himself as a committee of one to 
invite eligil ealers to become members of the Na- 
tional Stati & Office Equipment Association. The 
mmparativ 1all cost will prove beneficial many 
imes ove lealers, especially at the present time 
hen up-t e-minute information is essential. If 
yu need al pplication blanks, you may secure them 
ym Governor Robert Stampp, Fulton Stationery Com- 
Hous! r your servant, Art Carrow, at the ad- 

ress give! e head of this column. 

* om 

As neal e can determine, there have been 14 
w deale ed to the roll and these have been se- 
ed by 1 e than three persons. The following 
ipplicatio1 have been forwarded to Washington by 
Governor St Morton’s, Corsicana, Tex., Bud 
Morton; Pi Office Supply & Equipment Company, 
Abbeville, |! Paul F. Piazza; Fred F. Hunter, Gal- 
ton, Tex., Fred C. Hunter; Partlow-Tyler Company, 
irel, Mi Wilson Partlow; Pool Printing Company 
le! F. Milburn Pool; Topp Printing & Station- 
Comp; Longview, Tex., Steve Topp; Hyatt, Inc., 
New Orlea John Fischer; Business Equipment 
Company, & Antonio, Tex., J. M. McCarley; Atlas 
Office Supply & Printing Company, Houston Tex., John 
Stone; Ha Office Equipment Company, Sherman, 
rex., E. A. Haring; Morris Vance Business Equipment 
Company, El |! Tex.; Clem L. Bernard Company, 
New Orle Storey-Wright Company, Lufkin, 
lex., Tommie Massingill, and Dean Supply Company, 


look the Texas Travelers are out to do a 
i jot Bob Stampp, having secured six new 
ealer m«e for NSOEA, namely: Caddo Business 
Machines ‘ Shreveport, La.; Washer Office Supply 
( San A Tex.; Business Controls, Inc., New 
ins, I ana Office Supply Co., Baton Rouge, 
I Weste Business Supply, Amarillo, Tex.; and 
Finger Off lipment Co., Houston, Tex. Keep up 
p Travelers. 


Jack Klein Varsity Book Store, Waco, is confined 
the Vet Hospital at McKinney, Tex.—Glenn A. 


Bohanna, y with Jack C. Kern Company, is 
Ny wit Campbell Duplicator Company, Dallas, 
tment—R. L. (Bob) Terry, with many 
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DRAFTING 
EQUIPMENT 


Feature the 
line that meets the 
demand for the utmost 
in utility, the best in modern 
design, the most economical in cost. 


© New Improvements 
© Lower Costs 
@ Higher Profits 


e Faster Selling 
Better Looking 
e All Wanted Features 
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Stee! Base 
Grating Tables 


Wood Top— 
Made in 3 sizes 


Write today for 
illustrated catalog sheets. 


.. 





STACOR 


EQUIPMENT CORPORATION 
1883 Atlantic Avenue 
Brooklyn 33, N.Y. 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS ano FANCIES 


By McGillicudy 


Man, who creates machines of speed, is one of 
the slowest of all living creatures records 
show that man’s fastest running speed is less 
than 22 miles per hour. The cheetah, a species 
of leopard, can hit about 70 miles per hour. 
The world record for boats is 141 miles per 
hour . . . a duck hawk attains 180 miles per 
hour . . . the world record for racing cars is 
403 miles per hour. The fastest living thing is 
the deerfly with an estimated speed of 815 
miles per hour. 

Here at Quality Park, we don’t operate 

on a miles per hour basis, but we have 

the facilities, machines and personnel to 

assure dealers of speedy service. That's 

an important part of the three-way 

quality we have been talking about... 

Quality Service, Quality Products, Quality 

Pdckaging! 


A lot has happened in the 175 years since the 
signing of the Declaration of Independence. 
175 years . . . and a new nation has become 
the world’s greatest nation. 175 years of proof 
that a democratic form of government can work 
successfully. Let’s keep it that way. Let's think 
of July 4th not just as a holiday — but as the 
day commemorating a great historical event of 
vital importance to us today. Nothing is more 
important than preserving the freedom which 
has been our birthright for those 175 years. 


In a@ free country where people can 
select and choose, QUALITY is important. 
It’s good business to build better busi- 
ness with Quality Park Envelopes 

a quality product with quality service 
and quality packaging. 


Sold Through Dealers Only 





Qality IP 


Product A. 





General Office and Factory, Quality Park, St. Pau! 4, Minnesota 
* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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years in’ the stationery trade at Shreveport, La., is now 
outside salesman for Clarke & Courts at their Houston 
branch—B. Cox has left Stewart Office Supply at Dal- 
las for a position with Suggs Office Supply Company 
at Dallas—The senior Jack C. Kerns are rejoicing over 
the birth of their first granddaughter, Leslie Kern, 
who arrived May 13. 
* x * 

The Dallas wives of the Texas Travelers Club (The 
Travelettes) were entertained with a dessert bingo 
party on May 16 in the home of Mrs. W. W. Cannon. 
Co-hostesses were Mrs. Wolt C. Stemple and Mrs. Jack 
P. Fleming. Each guest brought a White Elephant 
gift, which added much enthusiasm and interest. New 
members present were Mrs. W. L. Rogers and Mrs. 
W. S. Thompson, A guest was Mrs. W. B. Waltman of 
Houston. 

Salesmen from Oklahoma, Arkansas and Texas, rep- 
resenting the Bennett Printing Company of Dallas, 
held a two-day conference on May 11 and 12 which 
was conducted by Sales Manager Robert Foley. Dan 
MacDougall, Stationers Looseleaf Company, spoke on 
the opening day with Fred Deutsch representing Cen- 
tral Desk and C. T. Dean of the American Beauty 
Cover Company, Dallas, on the program. President 
T. A. Rose, Jr. and Vice-president Clinton M. Gober 
took the men through the plant, demonstrating the 
new equipment installed during April. 

” «x * 


Campbell Duplicator Company, Dallas, has been ap- 
pointed north Texas distributor for the Rex rotary 
duplicator and state distributor for the Copy-Plus 
liquid duplicator. Carl Jackson has transferred from 
Acme Visible Records Company to the Duplicator sales 
department of Campbell. 

* * * 

Hector L. Mercadante, regional manager for Ever- 
sharp, advises that a new region has been organized 
to cover the southeast and southwest states. Head- 
quarters will be established later. Carl G. Stearns, Jr., 
is the new Eversharp representative in San Antonio 
and will join the Texas Travelers. Charles Shuttles- 
worth, salesman covering southwest Texas, has re- 
signed and returned to Memphis, Tenn. 

om cs * 

Burrell White has bought Sam Kilgore’s Typewriter 
Shop at Seguin, Tex., moving there from California. 
He is redecorating the store and will carry a complete 
line of office supplies. 

* - * 

The Clegg Company at San Antonio has just com- 
pleted new fluorescent lighting in the stationery and 
furniture departments and installed an air condition- 
ing system for the convenience of customers. 

- « + 

The Grand Prairie Office Machines has moved to a 
downtown location at 112 N. Center St., Grand Prairie, 
Tex. 

a * x 

Clarke & Courts held a formal opening of the new 
store at 113 East Harrison St., Harlingen, Tex., on 
May 30. 

* 7 « 

Mrs. Barrow Castle, wife of the owner of Castle 
Printing Company, Shreveport, is confined to the hos- 
pital for an indefinite period for complete examination. 

. . » 

Mrs. Thelma Pitman of Standard Printing Company 
at Alexandria, La., is now at home after a major op- 
eration. 

> = * 

R. A. (Ralph) Crawford, owner of Crawford's Whole- 
sale Drug at Greenville, Tex., was drowned in the 
Greenville Club Lake on Sunday, May 20. Mrs. Craw- 
ford will continue to operate the business 

- > “ 

George Drake of the Drake Company at Shreveport, 
La., is on a Naval Reserve training cruise to Cuba. 
The Drake Company will celebrate its 30 years in busi- 
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Kock a Sil NNO 


Wood Furniture 


Potents Per 


For the modern office setting a new concept of attrac- 
tive appearance plus maximum utility and flexibility 
is made possible by Rock-a-File Modular Wood Furni- 
ture. Smart design in the modern tempo, combined 
with unitized construction, allows the Rock-a-File 
Modular components—desk, storage cabinet, waste- 
basket, telephone section, file cabinet, drawer sec- 
tion, typewriter shelf and bookcase—to be set up in 
various combinations as a complete and harmonious 
furniture layout. Combinations designed to suit the 
needs and tastes of every individual whether 
executive, stenographer or clerk, are readily 


For c omp 


July, 1951 


lete details, write today for catalog and price list. 


arranged with Rock-a-File Modular Wood Furniture. 


Rock-a-File Modular Wood Furniture consists of 
desk, corner cabinet and two basic units—desk base 
unit and alternate unit with choice of components. 
Solid core, quarter sawed, genuine walnut veneer on 
hardwood base is used throughout with tongue-and- 
groove construction. All exposed edges are banded. 
Solid walnut handles on doors and drawers. Desk 
drawers fitted with lock having two keys. File cabinet 
is popular Rock-a-File, side-opening compartment 
type, all-steel interior construction. 


PANY 
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HERCULES 







How well do your cus- 





tomers know the A’s and 
B’s of MEILINK protec- 
tion? Businesses with less 






than full protection run a 
day-to-day risk with the 
ravages of fire and explo- 
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° sion... they can be 

w wiped-out in hours should 

uJ essential ledgers and 

andl ABOVE—MEILINK Model 444 ‘’B’’ records be destroyed! 

aa Label Double-door Safe 

VU RIGHT—MEILINK Model 545 ‘’A”’ 

ag Label Double-door Safe _ 

‘kd 

- ALL MEILINK 2-HOUR SAFES 

For maximum security in normal and severe risks, sell CARRY THESE LABELS 
° MEILINK “B” Label and “A” Label Safes. Papers and 
valuables are protected against fire and impact (“B” Label scvten saver men 

Y tests) up to two hours at 1850 degrees ... (“A” Label tests) yy MOOG A 

ya up to four hours at 2000 degrees. Rugged steel construction. 

& MEILINK Thermo-Cel insulation. MEILINK Unit-Equip- ba A 

andl ment interiors to fit individual needs. Underwriters, Faberatorics Dac 

—_ " 1.20 

Lad eveciaar 

= UNDERWRITERS’ LABEL certifies fire-resistance to 

F 1850° F for two hours. 
T-20 BURGLAR LABEL assures 20% reduction in 

wv SINCE 1899 burglary insurance rates. 

a pres ae 

= STEEL SAFE COMPANY crt, MANUFACTURER'S MATIONAL ASSOcigripy 
O "Ou ’ uc oO 

° FIRE RESISTIVE SAFE 

VU Toledo 6, Ohio See 2 REX P BE 30 10 35) 

ce SAFE MANUFACTURERS’ NATIONAL ASSOCIATION 
LABEL is the buyers assurance that all claims 

mo for these safes have been verified. 

a 


HERCULES + MEILINK + HERCULES 
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at the same 
modelling with a 


location on June 6. A complete re- 
new front is planned at once. 
- 


ness 


Rex Ganus, v‘é 
has formed 
erate the 


teran office supply salesman of Dallas, 

a partnership with John K. Morgan to op- 

Empire Printing Company at 2613 Elm St. 
* a ” 

Lt. Arthur Paschal Hopkins was married on May 15 
to Barbara Tillson, daughter of Col. and Mrs. John C. F. 
Tillson, at St. Paul’s Episcopal Church at San Antonio. 
Lt. Hopkins is the son of Mr. and Mrs. Arthur Hopkins 
of Clarke & Courts at Dallas. 





Program Set for Atlantic City Meeting 


At press time, the combined meeting of NSOEA re- 
gional districts No. 3 and 13 is to be held June 29 and 
30 at the Ambassador Hotel, Atlantic City, N. J. Gov- 
ernor Bob Reichman announces that Alan Stockdale 
of the National Association of Manufacturers is to be 
the featured speaker at the Friday luncheon. A ques- 
tion and answer panel on Government regulations has 
been arranged 

On the entertainment side the special surprise party 
is to be sponsored by the Penn-Mar-Va Travelers Club 
and the Stat 12:30 Club Friday evening. This 
will be a masquerade party. On Saturday there will be 
a cocktail party, b: nuns and dancing 


ioners 





Incorporate Office Machine Firm 
Articles of incorporation were filed recently for Type- 
writer Rebuilts Company, Inc., handling typewriters 


and office equipment. Capital stock was listed at 100 
shares no par value. Directors are Morton W. Hart- 
mann, Isaac Salem and Harold Friedman, whose ad- 


dresses are 350 Broadway, New York, N. Y.—EEG 





H. L. Nash Company Takes New Location 
Harry Adams and Lou Nash, operating the H. L. Nash 


Company, announce their removal to a new location 
at 511 S. Jackson St., Jackson, Mich. Their old address 
in Jackson was 1205 Reynolds Building. 





SAYS “YES” TO THIS MACHINE 





Screen Star Joan Caulfield admires Royal's 
luxurious gold portable typewriter used in 
a scene for ‘The Lady Says No!”, a Frank 
Ross-John Stillman, Jr., production co-starring 
Miss Caulfield and David Niven. 
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GOOD TO DO BUSINESS WITH 


=. Products . . . Mittag 

a ~~ & Volger offers a line 

of carbon papers, inked 

ribbons and special inks known for depend- 
able quality that means repeat business. 


& 






Policy... M & V has 
built a reputation for 
integrity and fairness 
in all its relationships with dealers. 


er Service ...M & V is 

set up to give you fast 

ond delivery on your orders, 

no matter where you 

are. Call or write the 

M & V Quick Service Distribution Point 
nearest you for products and prices. 


Park Ridge, New Jersey 


Fine Carbon Papers and Inked Ribbons Since 1881 





QUICK SERVICE DISTRIBUTION POINTS 


NEW YORK 7,N. Y. CHICAGO 6, ILL. SAN FRANCISCO 5, CALIF. 


261 Broadway 558 W. Washington Street 591 Mission 
BOSTON 10, MASS. KANSAS CITY 6, MO. LOS ANGELES 13, CALIF. 
75 High Street 1013 Grand Avenue 406 South Main Street 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction .. . ultra modern in design .. . 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
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OTLATCHING yithtt 
JREGON HRAILHRAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH 


All roads led to Gearhart-By-The-Sea last month 
for the Eleventh District regional convention of the 
NSOEA, and it turned out to be the best attended 
to-date with just under 300 registrations. The weather 
was ideal and though the surf beckoned, none dared 
to try its chilly waters and the beach remained in 
sole possession of the ever-present seagulls. 

* * * 

After the torturous miles of the winding Columbia 
River Highway, Ralph Hasbrouck, Hazzy’s Stationery, 
Nampa, Ida., couldn’t resist the hard-packed straight- 
away of Gearhart Beach. He really opened up that 
new Pontiac of his—so much so that he lost both front 
hub caps! 

” * a” 

The “share-the-bath” arrangement of the Gearhart 
Hotel rooms proved a bit trying to one of Tacoma’s 
prominent stationers. He found himself locked in 
when his host and next-room neighbors both departed 
for the dining room, and only a frantic call to the 
desk resulted in his release in time to make the dining 
room deadline. 

And one unfortunate traveler found that his neigh- 
bor had locked the door on his side and no amount 
of rapping or entreaty could induce its opening. And 
the ocean was so cold! 

* + * 

Bob Potts, Potts & Duedall Stationers, Albany, Ore., 
brought his young three-year-old daughter to her 
first convention. She thought she had a new playmate 
for sure after Charlie Helwig, Helwig’s Office Supply, 
Portland, Ore., finished that bottle of Hadacol pre- 
sented to him at the Saturday luncheon. 

* * * 

Big Jim Beam was one of the most popular conven- 
tioneers and really the inspiration of the drum exhi- 
bition and contest the first evening in the Breaker 
Room. This event delighted the Potlatchers in attend- 
ance with Bud (Eagle Pencil) Konnersman, George 
(Eberhard-Faber) Simmons, and Francis (Pacific Sta- 
tionery) Fowlks carrying off the early morning honors. 
They have already promised to compete again next 
year at Yakima. 

* a « 

Guest speaker at Saturday’s luncheon was Lawson 
McCall, private secretary to Governor Douglas McKay, 
who brought with him the Hon. Senator “Hickauffer,” 
whose “silk topper” nearly proved to be a “convention 
stopper.” 

+ - *~ 

For the first time the convention featured merchan- 
dise exhibits and one commanding a lot of attention 
was the All-Nu-Plutonic Pencil presented by the Ever- 
Ask-A-Favor Pencil Company. This new innovation 
has no lead in it but rather a minute cylindrical con- 
tainer of Hadacol relied upon to put its messages 
across. 

Conventioneers crowded the exhibit of the G. & V. 
Metal Furniture Company and expressed amazement 
over the newly fabricated invisible posture chair 
which, the representative stated, was at present much 
in demand by emergency sitters. The new line of 
desks which may be raised to a standing position and 
are made without drawers, to conserve material, also 
came in for a lot of attention. 

The merchandise exhibit proved so popular that 
inquiry of its instigator as to whether it would be held 
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UPRIGHT FILES - 
—2, 3, 4 and 5 drawer 


units. 





COUNTER HEIGHT 

SINCE 1887 FILES—continuous lino- 
leum tops and finished 
counter fronts, stock and 


special. 


HORIZONTAL FILING 

EQUIPMENT—for floor- 
cases, omnibuses, safe in- 
teriors, vaults and book- 


cases. 


TABULATING FILES 

—22 drawer units, built 
to definite specifications 
to give maximum capa- 
city and protection to tab- 


ulating machine cards. 


HIGH LINE FILES 


—stock units for roller 
shelf and document files 


in three standard heights. 


INTERIOR METAL CASE 
WORK—for banks hos- 


pitals, court houses, mu- 


—_— 


a) 


tn, 


seums and public build- 


ings. 


7 


= . 
A Typical Rol-Dex Installation CUSTOM BUILT INSECT 
SCREENS—steel, bronze 


INVENTORY CONTROL Se 


screens for windows, 


COSTS CUT 25% Of MORE ieee 


ROL-DEX AND TRANS. 
DEX—active record filing 


Se 





ROL-DEX customers report that 
reference and posting to inventory 
control cards SPEEDED 25% or more. 


Other types of record keeping have been speeded as much as 40% to 


equipment “that rolls rec- 


ords to a seated operator.” 


15% .. this patented method of rolling records to a seated operator CONTRACT SPECIAL- 
brings thousands of records within easy arm’s reach ISTS—custom design 

NO WALKING + NO STOOPING + NO SQUATTING and fabrication of: prod- 
Learn why hundreds of ROL-DEX users are cutting active record keeping costs in uct cases, control cabi- 


both large and small installations, WRITE: nets, electronic equip- 


ROL-DEX DIVISION ihn 


WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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777. There's no “EAT WAVE” with 4 
f this Brand of Comfort ! 
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CIRCULATORS 








..and Profitable Sales! 


Last year (1950) broke another record for Welch Air- 
Flight Circulators as a top-choice hot-weather comfort 
for office and business use. 


Already 1951 orders and shipments are assuring 
another record-breaking year for sales and profits to 
Welch dealers—with the Welch winning combination: 


\ 


Deluxe styling in smart, modern MODEL 11 
plastic—tested efficiency for si- 
lent, dependable operation—mod- 
els for every price level—easy, 
convincing demonstration — pro- 
motional support. 


MODEL 12 


Experience shows that businesses and offices 
do their hot-weather comfort planning well 
ahead of the season. Merchandise on hand 
clinches the sales. Check your requirements 
and be prepared. Immediate deliveries NOW 
—but factory inventories are moving out fast! 
MODEL 15 Don't say we didn’t remind you. 





W. W. WELCH COMPANY - GENERAL OFFICES: GLENN BLDG. + CINCINNATI 2, OHIO 


iWELCH 
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again next year brought his reply—“Matter of fact— 


yes. 


* * * 
Saturday's style show in the lobby was highlighted 
by Al (Tacoma Stationery Company) Osborn’s model- 


ing of the new 1951 hat for milady and a $1900 fur 


stole. No sales of the latter item were reported! 
. * a 
An incomparable Gearhart sunset saluted the clos- 
ing moments of the annual convention banquet after 
which dancing was enjoyed in the main lobby to the 
music of Al Goodman and his band. To both dealer and 
traveler it was a thoroughly enjoyable convention and 
here’s looking forward to seeing you next year at 
Yakima 
- * ” 
“Out Where the Hand Clasp’s a Little Stronger.” 





Industry Leaders Aid Israel Bond Issue 

Leading manufacturers and retailers of office equip- 
ment and stationery are heading the drive in their 
industry on behalf of the Greater New York Committee 
for the $500,000,000 State of Israel bond issue. 

Joseph Burger, Art Steel Company, will act as co- 
ordinating chairman of the office equipment, furni- 
ture and stationery division; John Kalmus, Kalmus- 
Golden Company, will be chairman of retail furniture: 
Charles I. Karasik, Jacklin Stationery, will act as 


chairman of stationery jobbers; Irving M. Levy, Art 
Steel Company, will serve as chairman of office equip- 
ment, and Victor Scheinman, Cole Steel Equipment 


Company, will be chairman, manufacturers’ group, 
office equipment 
Through the sale of Israel “Independence” Bonds in 


the United States, the government of Israel is seeking 
to raise a half billion dollars during the next three 
years as part of a comprehensive three-year program 
of economic development involving a total of one and 
a half billion dollars. 

Funds will be devoted to the development of produc- 
tive enterprises in industry and agriculture, to 
strengthen the economy of the Jewish State. 








TOP—The 234 students from leading businesses of Dallas, Tex., attend- 
ing the filing school sponsored by the Dorsey Co., Dallas, in co-oper- 
ation with The Globe-Wernicke Co., showed interest and enthusiasm. 
Mrs. Norma Hinds, G-W systems consultant, assisted by Ben Garling- 
house, G-W district representative, conducted the three-day school. 
Mrs. Hinds stands at the right with Russell White, in charge for the 
Dorsey Co. A Globe-Wernicke display of equipment was a special 
feature. BOTTOM—One of the classes of the two-day filing school 
sponsored by the Tom L. Ketchings Co., Natchez, Miss. Standing are 
Mrs. Norma Hinds of The Globe-Wernicke Co. and Charles Guion, 
G-W district representative. The second day of the school was con- 
ducted entirely by candlelight due to a sudden storm disrupting 
electrical service to the Natchez area. 
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A BARGAIN For YOUR CUSTOMERS... 


A PROFIT-MAKER For rou! 
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A quieter off 


ie! 
ust think of it; 
only 12%¢ # ye ped costs 
A Kil-Klacter ty -fve cents 
only a dollar and twent ce supply 


i offi 
tioner oF 
oo : will last at least ten years 


i ill 
ing that time, I wi 
—— “— he a deaden the rae 
na geen Yes, for 12%¢ a year, 
Kil Klacter is a good buy: 


ewriter 






AU ftasTtR 
YE SLVEMT IZ i/og 
“WRITER Mag 


from genuine long-life 
‘ OZITE felt. 
- Dent-preet end 
e fit mony ether office 
machines, te? 


s| aT YOUR STATIONER OF OFF! 


skid-proet. 


Current 
KIL-KLATTER 
Advertisement 


In addition to consistent advertising in leading magazines, 
directed to office managers, stenographers and typists, 
KIL-KLATTER has these free sales aids available: 


@ Catalog cuts 

@ Newspaper mots 

© Two-color envelope enclosures 
© Counter cords 


Order KIL-KLATTER typewriter pads today —and don’t forget 
to request the free sales aids that will bring you added profits. 








AMERICAN HAIR and FELT CO. 


Dept. B-17, Merchandise Mort 
Chicago 54, Ill. 
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FOR MORE EQUIPMENT SALES 


Have Your Salesmen Carry This 
Actual-Sample Card of 
4: 


<( ea 
Cyan" FILE 
»s” SIGNALS 








Attached to file cards or ledger sheets, these 
signals locate important groups of facts for instant 


reference—saving hours of valuable time. Made of 
stainless spring steel in 12 non-chipping colors. Types 
for all filing systems. Will remain bright under damp- 
est conditions. Easy to attach, relocate, remove, yet 
always stay put. Every office needs them. 

Once adopted in an office, these signals become 
a permanent source of profit in themselves. But their 
use also helps sell Systems and all the equipment and 
furniture needed to operate them; and this, as the 
saying goes, is not "hay"! The card, shown above, 


containing one each of all current Cook Signals, is 
FREE TO DEALERS 


in any quantity needed to equip their salesmen. Say how 


many men you travel and we'll send the cards at once. You'll 


find them a really big-time item in your selling. 








LET PORTABLE TYPEWRITERS 
MAKE MONEY FOR YOU 


BY W. W. STEINER, SALES MANAGER, 


PORTABLE TYPEWRITER DIVISION, UNDERWOOD CORPORATION 
Address Delivered at Fourth District 


NSOEA Regional, Palm Beach, Fla. 


Ts PORTABLE TYPEWRITERS Make Money 
r tongue w prope empha 
Typewrit Make Money for Y 
ar pres n your minds 
3 the Let, the Money and the You 


e thought t¢ 


“ 


spita 


typewriter 


typewriter market the next ster 


wilt snter } window 
z/OS sre ais 


How can you miss? 


ar or 
Let 
very 


emphas 


let is interesting 


Total Portable 
Typewriter Business 


42 


wo 





THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 
“ONE HUNDRED PERCENT DEALER PROTECTION” 
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Nothing Lasts Longer Than Tufide 


...&xcept Tufide Itselt! 










Only Tufide 
Outlasts Leather 5 to] 


(by actual U. S. Testing Co. reports) 







Unconditionally Guaranteed 5 Years! 


More than 600,000 users have proved that TUFIDE is the most 
durable case made. Extensive abrasion tests by U. S. Testing Co. 
offer further PROOF of TUFIDE’S amazing long wearing 

qualities. TUFIDE /Jooks like leather . . . feels like leather . . . yet J 
outwears leather $ to 1! No wonder incredible TUFIDE business 
cases and luggage alone are unconditionally guaranteed for 5 

full years. No wonder the TUFIDE line is making new sales records 
for dealers everywhere. Feature Nationally Advertised TUFIDE 
luggage and business cases and watch your sales and profits climb! 

















fm Write for details chons ee res en program as 
Stebco Products 


1401-17 WEST JACKSON BOULEVARD + CHICAGO 7, ILLINOIS 
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“Hard-to- get "sarglsvax 


STEEL STORAGE FILES 
for Immediate delivery” 











FREIGHT 
BILLS 








— 


BR ei ah os P ES ke 


CLIP AND MAIL TODAY ! 














DIEBOLD, Incorporated, Dept. S-1, Canton 2, Ohio. | 
Yes, ship me ............ .. SAFE-T-STAK in the following sizes (see illustrations) | 
! 

a —— — ] 
Firm Name and Address - — / 
én ; , | LEGAL 
ity . one ——_—————— 

/ PAPERS 

/ 
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Let t Typewrit Make Money for You 





DOING BUSINESS WITH MANUFACTURERS 
OPERATING UNDER WAR CONDITIONS 


BY P. W. BUMBARGER, JR., 
BUMBARGER’S, INC., HICKORY, N. C 


Address Delivered at Fourth District 
NSOEA Regional, Palm Beach, Fla. 


we a 


fore w t the definite 


OFFICE APPLIANCES, July, 1951 





SB 








B] ELECTRIC PRINTING CALCULATOR 


CAPACITY 9,999,999.99 


artss> 


GRAYTONE 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphia 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 


CAPACITY 9,999,999.99 
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HIGHEST 
QUALITY 


Prompt 
Efficient 


Service 


Specializing 


in 
packaging 
under dealer's 


private imprint 


“The Complete 
Line” 
Stands the test 


of time 





DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


HERE IS YOUR CHECK 
GOOEY ws « 


CARBON PAPER 


Typewriter 

Pencil 

Billing 

Saddleback or Reverse 
Speed-o-form 
Hectograph 
Stencil 

Binder 

Jacket 

Book 

One Time 

Special Strip 

For Ozalid process 


INKED RIBBONS 


for 

Typewriters 
Adding Machines 
Billing machines 
Bookkeeping machines 
Addressograph 
Dupligraph 
Speedaumat 
Multigraph 
Multilith 

Daters 

Time clocks 

Flat bed presses 
Special purposes 


CARBONIZED ROLLS 


for 

Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 
Tailor marking 

Neon (asbestos) marking 
Teletype 

Elliott Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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The product training courses 


Most of our potential customers 





Wright Resigns From A. B. Dick Company 

John P. Wright, vice-president and general manager 
of A. B. Dick Company, and a member of the board 
of directors, is resigning from the company, effective 
July 1 

The position of vice-president-general manager will 
not be filled. The responsibilities of the position have 
been transferred to the president, A. B. Dick III 
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EVERY 
SALE 


out of your 
MARKET 



















— SELL these tested Copy nile IDEAS 


Demonstrate and talk up the advan- 
e TIME-SAVING .. . 


Copy-rite turns out copies fast! No delays 


tages of the Wolber Copy-rite Liquid 
Duplicator! Show each advantage as 
a time-saving, cost-cutting, or work- waiting for “extra carbon copies.” It zips 
out 60 or more copies per minute. Starts 
instantly without priming. 


e COST CUTTING... 


Copy-rite eliminates need for one or 
more typists now making duplicates the 
slow way ... on the typewriter. Copy- 
rite liquid duplicators are so simple any- 
body can use them. 


e WORK REDUCING... 
Copy-rite produces one clean, clear copy, 
face-up, with just one turn of the handle. 
No gadgets to fuss with. 


e MORE ACCURATE WORK 


Every copy is a faithful, exact duplicate 
of the original. Constantly visible fluid 
supply and gravity fluid-feed assure uni- 
form moistening, perfect copies. 


e VERSATILITY . 

Copy-rite handles any size from postcards 
up to 9x14” sheets. One Copy-Rite does 
all duplicating jobs. 


reducing IDEA which will insure new 
economies. That's the way you'll SELL 
( opy-rite! Demonstrate and sell these 
IDEAS to every prospect . .. start him 
thinking ... and you'll squeeze every 


' 
sale out of vour market! 


i 







Model L-50—$139.50 

Other models including electric 
models with Underwriters’ Lab- 
cratory Seal ranging up to 
$399.50 — all plus tax F.O.B. 
Chicago. 


WOLBER 


DUPLICATOR AND SUPPLY CO. 
1203 Cortland St. Chicago 14, Ill. 
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ackson Conference Desks 
... mean Meetings without Delays 


Here is the modern desk equipment for the busy office where co-workers, 
visitors, clients, customers, attorneys, consultants may gather for quick, inti- 
mate, comfortable meetings — without delays. And it is the most efficient, 


comfortable work desk for routine days you have ever used. Truly a multiple 


for this purpose business tool. 
free booklet The New Jackson Conference Desk is offered in three sizes——43 by 84 inches. 


39 by 76 inches, or 39 by 58 inches. Suntone finish, genuine walnut, or eye- 
ease, Softone Finish rift oak. You will be amazed at the low prices and the 
masterful workmanship, and selected materials which insure every Jackson 


Desk’s durability for a full business lifetime. 


Send for your copy of our now-famous booklet, “Lower Office Costs.” It shows 








how to take a giant slice off office operating costs. 


WASPER OFFILE FURNITURE LU. 


JASPER, INDIANA 
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Stationers Guild of Canada 
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FOR PORTABLE OR COUNTER USE 


Write the record on the job 
with the new Hano All Alumi 
num Portable Register it 


ghter, tougher and fast: 


“LOCKED-IN 
COPY CONTROL FOR 
ACCURATE RECORDS 


Stop ‘lost’ copi Hano Re 
folder Registers are available for 
forms from 4-5/16 x6 to 8-1/2 
get your necessary re 

at minimurn 


transaction 





Write “Joday/ 


Get the full story of Hano Registers 

. ask for your copy of “For Your 
Handwritten Records”. . . some open 
areas for established Stationers or 
Printers in the South, Midwest and 1) caf 


Southwest. 














PHILIP HANO COMPANY, INC. 


HOLYOKE, MASSACHUSETTS 
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WHEN ORDERING SPECIFY: 


\ A\\\\ L//// 
////\ / 
SURERDEX 
W// Hy 


TRAODE MAR K 


THE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES 





THE WARSHAW MANUFACTURING CO., INC. 


1 MAIN STREET ° BROOKLYN 1, e@ ew. ¥, 
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Scripto of Canada Ltd., Toronto, Ont y w 
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w } “ } JuUIfE 


Answering . ly a 


Tuesday morning was devoted to three divisional 
meetings—retailers, manufacturers and wholesalers, 
and supplies salesmen. The conclusions reached by 
each group were reported at the general meeting 
Wednesday morning for action. 

Murray Chipman of the Maclean-Hunter Publishing 
Company was the guest speaker at the luncheon on 
Tuesday. Under the title, “Your Canada, Country of 
Destiny,” Mr. Chipman told about the great potentials 
for industrial, economic and cultural advance that 
exist in Canada. 

Interest in the reports of the divisional meeting was 
evidenced by the heavy attendance at the general 
meeting on Wednesday morning. In the discussion 
that followed the presentation of the reports a number 
of decisions were reached, as follows: 

1. A field division composed of suppliers sales- 
men is to be established by the board of direc- 
tors of the Guild. 

2. It was recommended that no discounts be 
extended to auditors, lawyers and other profes- 
sional men 

3. It was agreed that the Guild’s position 
should be one of opposition to the proposed pro- 
vincial turnover tax. 

4. The practice of returning merchandise 
which was shipped as ordered should be dis- 
couraged 

5. Rush orders by collect telegrams should be 
discouraged. 

6. Numerous small orders should be accumu- 
lated for placement at one time 

7. The recommendation from the retailers 
that the manufacturers publish new list prices 
that will include the new excise taxes was dis- 
cussed at length. The suppliers offered to co- 
operate as far as possible. 

Following approval of resolutions of appreciation to 
all who had contributed to the success of the meeting, 
the session was adjourned for luncheon. 

During the afternoon the new board of directors 
met and elected the following officers: Lawrence F. 
Beattie, Beattie-Hill, Ltd., St. Catherines, Ont., presi- 
dent; Gage Love, W. J. Gage & Company, Ltd., Toronto, 
Ont., wholesaler vice-president, and Hugh Kennedy, 
L. E. Waterman Company, Ltd., Montreal, Que., manu- 
facturer vice-president. 

In addition to the officers, the new board of directors 
is composed of the following: Harold Diggon, Diggon- 
Hibben Ltd., Victoria, B. C.; Stuart Vogan, Willson Sta- 
tionery Co. Ltd., Winnipeg, Man.; A. Lorne Colpitts, 
R. R. Colpitts & Son Ltd., Moncton N. B.; Arthur 
Careau, T. J. Moore & Co. Ltd., Quebec, Que.; E. B. 
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Acta YBM Pin07.... 
ELECTRIC DECIMAL TABULATION! 

















OF 


INTERNATIONAL 


Here it is! IBM Electric Decimal Tabula- 
tion! Statistical typing is now as simple and 
fast as straight typing. Columns of figures 
from hundreds of millions down to cents can 
be typed more quickly and easily. 

All the typist does is read the figure, 
touch a tab key, list the amount. Thousands 





&| ectiie Typewriters 


BUSINESS MACHINES 
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of extra motions are saved every day. The 
result is less expenditure of energy, less ex- 
penditure of money and time. 

Hundreds of these machines are now in 
use across the country. Increasing deliveries 
are being made as rapidly as quality pro- 
duction permits. 


IBM, Dept. AP-3 


Name 


590 Madison Ave., New York 22, N. Y. 


Please send me your booklet on 
Electric Decimal Tabulation. 





Company 





Address___ 





oo oe oe om oe oe oe ee a eG 


City. State 
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A Quick Answer to the Shortage of Office Workers! 


One Enthusiastic User 








WRITES: 








RICHMOND 13, VIRGINIA 


August 18, 1950 


Mr. L. W. Evans, President 
Evans Specialty Company, Inc. 
407 North Munford Street 
Richmond, Virginia 


Dear Mr. Evans: 


In 1942 we purchased perhaps the first, certainly one of the first, 
gathering racks manufactured by your company. Since then we have 
added additional racks as we needed them and today have all of the 
various types and models in constant use. Incidentally, the first 
rack that we purchased is still giving the same excellent service 
as on the day we received it. 


Our mailing department prepares and sends to our patrons each month 
some 600,000 or more pieces of mailing matter. A vast quantity of 
this volume consists of informational material which must be collated 
before distribution. We have found your gathering racks of untold 
value in accomplishing quick and economical collation. 


By their use our costein this department have been kept at a minimum 
and the time required to do this work considerably shortened. We 
wanted you to know of our complete satisfaction with your racks and 
the results obtained through their use. 


Sincerely, 


K. R. Eckles 
TREASURER 











NOTE: EXCEPTIONALLY HIGH DEALER DISCOUNT 





COLLATE 3,500 
SHEETS AN HOUR 


a eo? 
GATHERING RACK 


Small or large collatings are done quickly, easily and cheaply with 
the Evans Gathering Rack. Worker stands or sits comfortably, 
gathering without fatigue. Every office and printing plant needs 
one or more of these sensible aids to efficient collating of papers 
of all kinds. 

Racks are of all aluminum. Each section holds 500 sheets at in- 
clined angle. Light, yet sturdy, racks collapse for setting aside. 
TU MODELS: 


2 HAND 


TU 76— 6-Section : = $11.00 
TU 712—12-Section ae ek 16.50 
TU 718—18-Section (pictured) 25.00 
DU MODEL: 

Each 6-Section Unit $14.00 


All models available in half-width for direct mail advertising as- 
semblies, sorting checks, freight bills, etc. 








See Your Dealer or Write: Evans Specialty Co., Inc., 407 N. Munford St., Richmond 20, Va. 














Sengbusch Announces 
LE Desk Fountain Pen Sets 


Designed for effortless writing 
























. « » and moderately priced to sell fast! 


For more than 48 years, Sengbusch products have been famous 
for writing ease and efficiency. And here’s Sengbusch’s latest con- 
tribution — beautifully styled desk fountain-pen sets with compact, 
weighted base made from lustrous plastic, and the flat front panel 
of this base adapts itself to good-will and friendship imprinting. 

Writing is a pleasure, too, Every set is equipped with the re- 
markable Tredin screw-in feed and point — 15 different styles are 
available so that your customers can select the Tredin point they like. 

Moderately priced to move fast, these new sets can build an at- 
tractive volume for you. Model DE-100 with iridium-tipped, gold- 
plated point sells for only $3.15 — Model DE-500 with chain and 
iridium-tipped, gold-plated point $3.40, If stainless-steel point is 
selected deduct 40 cents. 

Cash in on this new Sengbusch contribution. Stock up now — 
and with your order you get promotional advertising pieces — 
catalog sheets, attractive display card, and blotters with your imprint. 


Choose the Treclin Poioit fot Your Requirement 





. B- A. J. f- hf 4. A. A: &.- 
HHH HHH 


4 








SELF-CLOSING INKSTAND CO., 371 sengbusch Bidg., Milwaukee 3, Wis. 
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Charters, (retiring president) Charters & Charters 
Ltd., Montreal, Que.; Edouard Gariepy, Granger Freres 
Ltee., Montreal, Que.; Robert Denver, McFarlane Son 
& Hodgson Ltd., Montreal, Que.; George Basil, Carter’s 
Ink Co., Can. Ltd., Montreal, Que.; Lordly W. Jones, 
Lordly Jones Co., Hamilton, Ont.; William J. O’Reilly, 
Underwood Ltd., Toronto, Ont.; A. S. Patrick, Hutch- 
ings & Patrick Ltd., Ottawa, Ont.; J. S. Luckett Sr., 
The Luckett Loose Leaf, Ltd., Toronto, Ont. 

The annual banquet Wednesday evening was the 


final formal event of the convention. As chairman 
Mr. Charters introduced the notables at the head 
table and then announced that 400 were present, by 
far the largest group at any Guild affair. The speaker 
of the evening was Paul Beaulieu, minister of trade 
and commerce of the province of Quebec. Entertain- 


ment and dancing concluded the evening’s program. 





Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 


Most of the dealers and travelers attended the meet- 
ing at Albuquerque and along the way every one has 
been talking about the good time and the old friends 
and acquaintances they met. Other information re- 
garding the comings and goings is not too plentiful 
this month 


* * . 

A noteworthy announcement was made by Erle 
Kistler of the Kistler Stationery Company, being pre- 
sented with the Brand Names Foundation, “Certificate 
of Merit” on the firm’s 50 years of handling of brand 
names merchandise. Our congratulations to this or- 
ganization as being chosen the recipient of this award. 

* . ” 

The Chuck Kendricks of Kendrick & Bellamy were 
absent for the first time in many years. Reason, mov- 
ing day for the Kendrick household. 

= - 7 

Jack Kendrick was unable to attend. At the last 

minute he had to stay home because of .Mrs. Kendrick 


being ill. All wish her a speedy recovery. 
* * x 


Paul Burbank was made an honorary member of the 
Rocky Mountain Travelers Club. On being presented 
with this, Paul’s only comment was “he would be the 
best doggone non-paying dues member the club ever 


had.” 


Seen working as usual along the way was little 


“Joe” Simmer of Wilson Jones Company. Evenings and 


Sundays mean nothing to Joe, as it all has to be done. 


The Bud Wheelers took a little time off and visited 
through Santa Fe, Taos and a lot of the New Mexico 
they had not seen previously. Bud says, “It’s like go- 


ing into a different country, and yet it gets you.” 
All are wishing the speedy recovery from an illness 
that almost kept the captain in command of the Glen 


Barclay family 
She is known 
there but Gl 


home from the meeting. Dolly, as 
» the many travelers and friends, was 
had a little more to do. 


2 


Charles Milne is a new addition to the Denverites 
who are out in the territory. Chuck is the new Mittag 
& Volger representative in the area. Clarence Murray 
of Kansas City will be out only occasionally to see his 
id friends 


At the meeting I ran into an old friend whom I had 
not seen for years—John Lathrop of Webster Carbon 
Company. We t and hashed over the “good old days” 
and asked < it old friends who are here and there 
in the industry. It brought to mind the friendships 


that we in the stationery industry have with each 
other. No other segment of business has the warm, 
lasting friendships that carry on through the years. 
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MAKE ALL THE NOISE YOU WANT- 
HE'S SLEEPING LIKE A BABY IN 
HIS NEW BARCALO EXECUTIVE | 

RECLINING CHAIR ! 








(( 








Skins and Sneaky Pete are the two dumbest 
burglars since it first got dark. They don't 
realize that a man smart enough to buy a 
Barcalo Executive Reclining Chair isn’t going 
to let himself be robbed, especially when he's 
relaxing. That safe is empty—except for a 
bear trap and city-wide alarm. 


CTUALLY, a person doesn’t have to be smart before 
A you can sell him a Barcalo Executive Reclining 
Chair. He just has to be nervous . . . or irritable. . . 
or overworked .. . or just plain tired. This takes in 
most of the population of the United States and gives 
you a very rich market to work on. . . if you consider 
selling Barcalo Chairs as work. 


These chairs sell themselves. All you do is ask the 
customer to sit down. He'll find out about exclusive 
“Floating Comfort” that gives deeper relaxation than 
a bed. He'll see how the chairs adjust instantly to any 
position his body desires, from sitting to full reclining 

. taking the strain off the heart. A lot of customers 
go to sleep while they’re finding out all this, but 
that’s to your advantage. 


Here’s another sensational feature of the Barcalo 
Executive Reclining Chair: it looks like a chair... 
and it looks fine in an office, a living-room, a den, 
anywhere. Remember, there’s a rich market for you 
to exploit . . . wherever you are! 


THE ONLY RECLINING 
CHAIR MADE WITH 
PATENTED 
‘FLOATING COMFORT” 





READ REST 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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SAestrits 


OUR ENTIRE PRODUCTION 
IS SET 10 WORK OUT 














YOUR SPECIALTY 
ENVELOPE PROBLEMS 


"GO" is the word at “Justrite’’-—and we're ready and 
anxious to serve your needs for Specialty Envelopes. 
“Justrite’’ has always been a complete source of supply 
for the Stationer—a factory where unusual and special 
jobs are welcomed. Years of solving difficult envelope 
problems have equipped us to handle them properly. 


These are the things which enable us to offer you 
a wide variety of envelope specialties for both 
over the counter sales and customer needs. We 
invite your unusual! envelope problems. Send in 
your next inquiry for samples and prices. No job 
too small. 


Look over the following list of specialties developed for 
the Stationery Store field. These are only a few of the 
items that we either stock or can make on order. 


@ BANKERS FLAP ENVELOPES—a complete line of 
Bank envelopes. 

@ CURRENCY GIFT ENVELOPES—Engraved money 
holder containers for Bank and over-the-counter use. 

@ WINDOW ENVELOPES—all sizes in either standard 
or special windows. 

@ LEGAL ENVELOPES—Court Filing and Case en- 
velopes. 

@ EXPANSION ENVELOPES—Special sizes made to 
order. 

@ SAF-KEEP ENVELOPES—Claim Check envelopes 
with numbered tabs. 

@ FILING ENVELOPES—Open End, Open Side, Flat or 
Expanding. 

@ ZEPHYR WEIGHT AIRMAIL ENVELOPES—mod- 
ern design, light weight, rag content. 

@ LIBRARY BOOK POCKETS—Six styles for every 
use. 

@ TRANSPARENT POLICY JACKETS—Other Policy 
Jackets available also. 

@ PAYROLL ENVELOPES—-an Industrial need in 
every town. 

@ REPORT CARD POCKETS—PASS BOOK COVERS 
—BARONIAL ENVELOPES. 

@ CLASPS—CATALOGS—COINS. 


Available either pr nted to your copy or plain. 
Write for prices and samples today and send in 
that unusual or difficult envelope problem for 
prompt consideration. 


elem lales— 


ENVELOPE Co COMPANY 





anV#leree> 


CHICAGO SAINT PAUL 
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College Stores Convention 
Continued from page 45) 


three summers at the University of Bridgeport in Con- 
necticut and for the last two years at Northwestern 
University in Chicago. This session was titled “A Day 
at the NACS School” and former faculty members of 
the schools gave short talks typifying the curriculum. 
These members were Ray Vanderhoef of the Iowa Sup- 
ply Company in Iowa City which serves the University 
of Iowa; Ralph Avery, Cornell University; H. R. Ritchie, 
University of North Carolina, and Arnold Swenson, 
Columbia University. 

Mr. Avery, chairman of the session, presented the 
three-year graduates with diplomas. Those present 
were Mrs. Dorothy Smith, St. Bonaventure College, 
New York; William Corbett, Teachers College, Colum- 
bia University, and Ray Verry, McGill University. Other 
graduates not present were Wayne McMahon, Uni- 
versity of Maryland, and Elaine Bodnar, University of 
Bridgeport. 


The first Book Night 

sponsored by the trade book 
committee was held that evening with guest speakers 
Louis Bromfield, James T. Farrell, and Dr. Harold H. 
Maynard. Mr. Bromfield spoke on “How to Write a 
Novel” in which he predicted that television, like radio, 
and the movies, is a passing vogue, and that the book 
would triumph over all three. Dr. Maynard, author of 
college textbooks in marketing, spoke on “What People 
Want in a Store,” and Mr. Farrell, novelist and critic, 
spoke on “The Role of Books in a Democracy.” Jane 
Ross introduced the speakers and Mr. Swenson was 
chairman of the evening’s program which was so en- 
thusiastically received that a precedent has doubtless 
been set for future author appearances at yearly con- 
ventions. 

Tuesday morning, the annual breakfast for past 
presidents of NACS was held and a special guest was 
the second president of NACS, Harry Meese from the 
University of Pittsburgh, who held office during the 
1926-28 years. 

Later in the morning, panels for private stores, small 
stores, and large stores, were held with Chairman Fred 
Ulrich, University of Michigan; Ola Twerell, Fenn Col- 
lege, and Harold Smith, University of Minnesota, in 
charge. 

At these various groups, ideas were exchanged on 
such subjects as self-service, employee training, rela- 
tions with students and faculty, inventory control, in- 
creasing sales in times of decreasing enrollments, and 
other topics. 

E. C. Rather of the University of Texas presided at 
the noon luncheon meeting and presented Colonel 
F. C. Long, founder of Long’s College Book Company 
in Columbus and a charter member of NACS, with a 
beautiful cane. Mr. Rather then reviewed Colonel 
Long’s eventful career in the book business and 
thanked him for the invitation to Columbus for the 
convention. 

Luncheon speaker was Austin H. Forkner, principal 
attorney for the Federal Trade Commission who pre- 
pared the complaint against Appleton-Century-Crofts 
in which the publisher was prohibited from exercising 
discrimination in applying returns privileges on unsold 
text books. In summarizing the history and purpose 
of the Clayton Act as amended by the Robinson-Pat- 
man Act, Mr. Forkner emphasized that the opinions 
expressed were his own and not necessarily the FTC’s 
views of federal regulations as they referred to the 
college store business. 

In the later afternoon session, Mr. Forkner answered 
questions in which he opinioned that from statements 
made by bookstore people certain trade-text policies 
of some publishers were discriminatory and of doubt- 
ful legality. 

Business meetings of both the associate members and 
the bookstore members were held following lunch at 
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NEW 
FLUORESCENT 


TECHNYSCOPE 










YF 





The Lighting Unit 
is entirely enclosed 
no loss of light, and 
all parts are fully 
protected within a 
Steel case. 

The entire writing 
area of the stencil 1s 
amply and evenly 
illuminated. 

The glass of th 
scope and the stenci! 
remain cool. 


MODEL F-2 


$35.00 
COMPLETE 







TECHNY, ILLINOIS 





rTECHNYGRAPA CO 








No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship. 





The wealth of charm, distinction and good taste of all BRIGHT creations enables 
the executive to express his own individuality in his daily surroundings. Rich, 
luxurious, comfortable, durable and practical BRIGHT craftsmanship is within 
the reach of every buyer’s purse. Customed of leathers of your customer's 
hoice. Write for the BRIGHT catalog showing the complete line. 





No. 667 Judges Chair, a truly distinctive number. Arms and 
Backs of foam rubber. Seat, foam rubber over a spring unit 
base. Customed in the finest leathers, this chair is the last word 
in comfort and durability. 








133 BLEECKER ST. 
NEW YORK 12, N. Y 


MANUFACTURERS OF Yholibred lal Fond 
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The Executive 


~ America’ S 
most satisfying 
desk lamp 
our dealer's 
S, Inc. 


enty=first St. 
lilinois 


Lamps 






The Famous 
TEMPO 
FILM STENCIL 























Thac‘‘almost unbelievable’ 
high-speed, quick-drying ink! 
No offset on mimeograph 
paper. Every copy a perfect re- 
production 


TEMPO Electric DUPLICATOR 





Here’s the reason operators 
prefer TEMPO—(and deal 
ers get repeat business): Im- 
partial tests* prove that TEMPO—the ORIGINAL 
Film stencil—will produce better copies than any other 
stencil, regardless of typewriter used for cutting. Try + + » push button control 
TEMPO FILM just once—you'll never be satisfied High speed production without waste 
with any other. Single sheet feeding—no wasted paper 

Metered ink control—no wasted ink 
Automatically jogs copies into even stack 
Built-in Tempo Interleaver for finer papers 
Fully guaranteed. 


“Write us for proof 


Write for catalog showing complete 
line of Tempo Duplicoting Supplies. BUILT FOR LIFE-TIME PERFORMANCE 


MILO HARDING COMPANY 


Established 1904 


432 WEST PICO BOULEVARD, LOS ANGELES 15 317 THIRD AVENUE, PITTSBURGH 22 
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which time the various committees gave their annual 
reports, the budget for the year was presented and 
approved, and the following officers for the year 1951- 
52 were elected: George Racine, president, Student 
Book Exchange, Evanston, Ill.; H. R. Ritchie, vice- 
president, University of North Carolina Book Ex- 
change; Emily Dakin, director, North Dakota Agricul- 
tural College; Manley Sexton, University of Alabama; 
E. Lyle Goss, director, University of Washington, and 
Abe Feinbloom, manufacturers’ representative, Cham- 
pion Knitwear Company, Rochester, N. Y. 

Presiding at the meeting was Ralph Stilwell, who 
introduced Arthur A. Smith, vice-president and econo- 
mist, First National Bank in Dallas, Tex. Mr. Smith 
gave an interpretation of how today’s economic fac- 
tors are affecting both our business and personal life. 
The effectiveness of Mr. Smith’s speech was so great 
that his audience refused to let him leave and by 
standing, applauding, and calling for more, Mr. Smith 
was forced to speak for an additional 15 minutes. 

Before giving his talk, Mr. Smith said that as a 
former professor of economics at Southern Methodist 
University and other schools he had some familiarity 
with the trade-text problems confronting college stores 
and suggested that if the NACS doubted the legality 
of some practices made by publishers the organization 
should take steps for an FTC test. 


Another innovation 
this year was a buffet breakfast 

on Wednesday morning. No meetings were scheduled 
for this morning but the publisher and manufacturer 
exhibits were open. At noon, a special ladies’ luncheon 
was held at the Columbus Country Club. 

‘College Trends” was the afternoon topic of George 
E. Van Dyke, specialist for college business manage- 
ment, U. S. Office of Education. Mr. Van Dyke spoke 
about enrollment trends of college students and con- 
cluded that the outlook in the years immediately ahead 
was not as grim as some have pictured. He analyzed 
the two different versions of the Universal Military 
Service and Training Act passed by the Senate and the 
House and broke down the male population into cate- 
gories with respect to their susceptibility to the draft. 
The Office of Education forecasts with respect to the 
male undergraduate population in the next three years 
was given as follows: (1) In the fall of 1951 a decline 
of 17 from the fall of 1950. Mr. Van Dyke pointed 
out that a normal 10% drop was expected anyway; 
2) In the fall of 1952 an estimated drop of 27% below 
1950; (3) In 1953 there would probably be a 33% re- 
duction from 1950. It is expected, according to Mr. 
Van Dyke, that after 1953 servicemen will begin to 
return to colleges and that enrollment will start to 
pick up and hereafter increase steadily. “By 1960,” 
said Mr. Van Dyke, “we shall have a half million more 
students graduating from high school than we have 
today. If the pattern of universal military training 
and service become fixed in our social and economic 
structure, the result may be a slightly older male stu- 
dent body than we now have, but a student body which 
might be more mature and better equipped to under- 
stand the meaningfulness of higher education.” 

Following his talk, Mr. Van Dyke joined a panel 
headed by Norman Gay, called “The College Store in 
the War Economy.” Principal discussion of this group 
centered around price ceilings. 

The final event of the convention program was the 


tl 
tl 


banquet and dinner dance on Wednesday evening. Nor- 
man Gay officiated at the installation of new officers. 
Entertainment and dancing closed the convention. 


Brief descriptions 
of the merchandise displays of a 
manufacturers and publishers par- 
the convention are in the following para- 


large numbdel 


ticlpating ll 


graphs 
Acco Product gdensburg, N. Y.—Displayed were Accopress binders 
sttend w Villiam Wint 3 
American Pad & Per Co., Holyoke, Mass exhibit were fillers, cor 
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ID INDEX SYSTEM 


EASY TO INSTALL . EASY TO USE 






































The Imperial Rapid Index System will 
win new and greater sales for you. 
It is designed to meet every filing need 
efficiently regardless of size. Tabs are 
both lettered and numbered. Finding 
is by name and filing by number—the 
quickest, most accurate of all methods. 
Made of the finest materials. Send for 
Price-O-Log No. 50. 


Imperial [I]ethods (0 


ILLINOIS 


FOREST PARA, 
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4833% 


4834 





A modern and harmonious- 
ly styled general office ensemble that is adapted for 
a complete office installation. Engineered for seat- 
ing comfort with proper support, pitch and balance. 


Use with modern wood and steel! desks. 


Write for catalog and open territory. 


THE TAYLOR CHAIR COMPANY 


BEDFORD, OHIO 
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c x Typewr ite papers ana raw } Tabier U 3 K seoer 
’ M. Weiser nd Russs« E. Ragan w rae 

American Lead Pencil Co., Hoboken, N. J.—Featured here w 

‘ ‘ ba ie ball pens and mecha “oe a toe 
tt ja e were J - Bateman and Leona A ‘ e 

Bradley, Milton, Co., Springfield 2, Mass.—l syed were par 
wat 4 et sy nstruction paper pape tter nd era-Mix 

. hard kK Ma i Don Frey " A sm N om wy 


Cardinell Corp., Montclair, N. J.—T-square t sles traight edge 


5 ; ettering guides 
and paper per f t Era i twis 
ay 


Carter's, The Ink Co., Boston, Mass.—A feat ft exhibit wa 


ewriter rit tie 
; Sc i+ 1e were J WwW “ + A r 5 ra 
Charvoz-Roos Corp., New York 3, N. Y.—Exhibit were draw 
‘ ant raw ‘ sfc T yuare + ‘ } 
; I mag 5 
Haines k A 
kofsky and k - were harat 
Colad Co., Inc., Buffalo 16, N. Y¥.—Disr 
Mr. & M Ww twack, Mr. & Mrs. M t he 
Harry Hain w ttenda 
Compass Instrument and Cptical Co., Inc., New York 10, N. Y.—f 
wer iraw ; t ts jratt ] poopli« ; " c / ; 
and field glass wrge w Max M 
hfeld + Sy Ludwig Rosenba 
Cooke & Cobb Co., New York, N. Y 
| } t c “ r n | 4 ay bai we 
Craftint Mfg. Co., Cleveland 10, Ohio : tow 
r + ene sitie A r+} A « ; F - 
N ~ y » harae 
Cushman & Denison Mfg. Co., New York II, N. Y 
{ { f Masters N 
C-Thru Ruler Co., Hartford, Conn.—R 
. : Ray Schu : , A 
Devoe & Raynolds Co., Inc., Louisville |, Ky 
Dietzgen, Eugene, Co., Chicago 1/4, Ill.— 
wv Ww J € A L Wankr MM 
Dixon, Joseph, Crucible Co., Jersey City 3, N. J 
t c.. f narge 
Eagle Pencil Co., New York 9, N. Y. 
Eaton Paper Corp., Pittsfield, Mass 
Eberhard Faber Pencil Co., Brooklyn 22, N. Y 
Elbe File & Binder Co., Inc., Fall River, Mass 
Esterbrook Pen Co., Camden, N. J 
Favor, Ruhi & Co., Chicago, Ill 
Gregg Stationery Division, New York, N. Y 
es Ag Art p + 
Grumbacher, M., Inc., New York |, N. Y. 
Ralph Halpern, New York 13, N. Y 
Harper and Brothers, New York 16 N. Y 
Higgins Ink Co., Inc., Brooklyn 15, N. Y 
} . ; } wax ar? Cc x 
Kelffel & Esser Co., Hoboken, N. J 
Koh-Il-Noor Pencil Co., Inc., Bloomsbury, N. J 
Library Service, Newark 5, N. J 
Art R iM ha 
Marks Mfg. Co., Chicago 22, IIl.—A f 
Merriam, G. & C., Co., Springfield 2, Mass 
Montag Brothers, Inc., Atlanta, Ga. 
Morilla Co., Inc., New York, N. Y xt t tist ¢ ' tw 


National Blank Book Co., Holyoke, Mass. 
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ITS POLITE TO POINT 


WHEN YOU ARE POINTING OUT 


THE MANY ADVANTAGES OF 


PEERLESS PRODUCTS 


DEALERS THE WORLD OVER WHO HANDLE 
“PEERLESS” WELCOME THE BUYER WHO DE- 
MANDS MOST FOR HIS BUYING DOLLAR. IT’S 
EASY, POLITE AND PROFITABLE TO POINT TO 
PEERLESS. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK AVES., PHILADELPHIA 11, PA. 














NEW YORK CHICAGO LOS ANGELES DALLAS, TEXAS 
si The Most Complete Line 
PAPER CLIPS . " 
rarer rasreners | Of High Quality Desk and 
STAPLES 
THUMB TACKS Industrial Staples on Earth! 











—— 



































PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST 
PAPER CLIP The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 

many years of qoetiaa performance in the world of business. In these difficult days 
demand exceeds productive capacity but the trade we have consistently served in 
the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 


900 EAST 9STH STREET CHICAGO 19, tLLINOTS 


MANUFACTURERS 


IN THE WORLD 
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WORDEN 


HOLLAND. MICH. 





Above leather 
davenport No. | A quality line of Desks, Gen- 
lly vine Leather Chairs and 
high. Suites with warmth, loveli- 


ness and serviceability. 











Secra Type typewriter 
desks do not restrict use to | 
large size desks. | 

| 


Above desk No. Our 
252-ST 52''x32". 
Patent No. 
2133807. 


For particulars or literature, 
write... 


ae | 


Worden Company 
200 East 17th eon e Holland, Michigan 
| 
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Jers, fillers, indexes, tumbler note books, zipper c is. 
Jance were A. E. Farr, C. H. Maludy, Jules Turner, R. C. Bauer, 


B. Towne Sa P 


WwW. & rv Pau! Buckwalter and Harry Fer 
National Card, Mat & Board Co., Chicago 24, Ill. 

t n boards, poster boards, mat board vas panels, water 
und cheering sect cards. K. A, Cu V. M. Shaw, R. S. Graf 
) 3 Ww. Cry er we 

Nobema Products Corp., New York 12, N. Y.—Exhibited here we jrawing 


attendance. 


ts, artist's rials and stationery specialties. Erwin M. Riebe, 
F. Matzelle f Agins and Henry Renard, were in attendance. 
Norma Pencil Corp., New York I!, N. Y jisplay was the Norma 
M tik r Per — ‘ Jacobs and Mart M eene were ’ harae 
Parker Pen Co., Janesville, Wis.—Parker ps pe s, Superct e and 
' ks were xhibit. J. Janssen, | J snd H. P. Nutle 
were harge 
Pickett & Eckel, Inc., Chicago, Ill.—Slide r st and triangular scales 
Irawing boards were lispiayed n art were WwW aternouse 
Ra r na J Rot 
Post, Co., Chicago 1/8, Ili.—Slide rule jrawing truments 1 genera 
Jrafting and engineering supplies were a feat E this aubiints harce 
R. J. Piehl, T. | stney, F. P. Phi T weeney i. 
Random House, Inc., New York, N. Y. xhibit we books Ste 
} ewis Miller were sttendance 
Redi-Record Products Co., New York, N. Y.—Feat ij here were 
rac t « zipper ring c 1er x pada ai ring 
sddress books. ash trays ~ ; +4 
were Bernard K Jerry Fleishmar Edward k snd 
Reliance Pencil Corp., Mt. Vernon, N. Y. played wer 
» Roth and S. Levine were in ct . 


Sanford Ink Co., Bellwood, Iil.—Exhibited w 


empera wv VeOrott ana W K w e ) 5] é 
School-Teachers Supply Corp., New York, N. Y.—Leatt Jood ring 
were [ ¥. Harvey, Herb Kaye, M f Howard Blumberg 
Sheaffer, W. A., Pen Co., Ft. Madison, lowa.—f ted were 
c c ws 3esk set K and iead 
Smead Mfg. Co., Hastings, Minn.—C ist we 
} ers, expanding f Redrope wallet E 
Milton C. Shuster was in charge. 
Speed Products Co., Inc., L.I.C. I, N. Y. exhibit wer wing 
t'' 50 stapling . taplers. staples joie monnst ; 
were WUNnar e 5 3 
hae G. Pat 
Trussell Mfg. Co., Inc., Poughkeepsie, N. Y how ere we 
3 t lé na Of r } bDingers ! nara ] 
ae ee 
V. & E. Mfg. Co., Pasadena 20, Calif.—E: t were V rawing 
t ents, Te tting pencils and drafting ; é sttend were 
K. Rot n, R yd K. Rasch, Le Water 1 Roland [ 
Varsity Engravers—Stationers, Kansas City 2, Mo played w engraved 
} rationery pia t ed tat ry a ray ra 
Be 1 J. Anthe Mercedes D. Anthes and } B. H 1 were 
Vernon, S. E. & M., Inc., New York 7, N. Y bit were 3 t ks 
pe ver k ndexes, filler ‘ f t k blank 
ks, steno t k } ysis pads, work sheet wt k Ray V 
scher was atte 
Wallace Pencil Co., St. Louis 17, Mo.—W pe SW ed 
: harae w H. Johnstone. Richa beoditem and F 
Ward, Samuel, Mfg. Co., Boston 10, Mas jisplay w 
tamped stat or sik snd scrap books addre k jues! 
bound books } slvert Ld ae 
White & Wyckoff Mfg. Co., Holyoke, Mass tat ind Christ 
sreeting cards. thank you notes and oth velt ne feature 
hibit n attendance were T. K. Nick i hn K. Rieas 
Wilson Jones Co., Chicago 24, IIl.—Feat j were ring 
attendance w Ww Nie f A 





Sheaffer Orders Run Ahead in Canada 


Orders received by the W. A. Sheaffer Pen Company 
of Canada, Ltd., Malton, Ont., for the first six weeks 
of 1951 have run 217% ahead of the same period last 
year, it was announced by C. J. Kjorlien, general sales 
manager. 

The heavy January ordering, Mr. Kjorlien said, 
mostly reflected retailers’ needs for replenishing stocks 
depleted by larger-than-expected Christmas business. 

RC 





Felt & Tarrant Closes for Vacation 


The factory and general office of Felt & Tarrant 
Manufacturing Company, Chicago, will be closed for 
the annual vacation period for two weeks starting 
Monday, July 16, reopening Monday, July 30. There will 
be a skeleton office force on hand to take care of cor- 
porate business and emergencies 
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INTRODUCING Generac NEW 


“UP+-DOWN" 


MODERN GOOSENECK LAMP 


A most versatile lamp and modern as tomorrow! Set 





it down on desk or table or hang it up for an ideal 


Hangs Up! 







wall lamp. Attaches easily and securely. Its uses are 
endless. New exclusive metal shade with attractive 


deep gold trim. In 2 new modern finishes. 
No. 850—General’s new Gold Metalescent Bronze. 


No. 851—General’s new Platinum Chrome with the 


rich silver cast. 


si * 


Be 
es ral & iiMmyrs : 
MEG. CORP., ELWOOD, INDIANA WRITE TODAY FOR 


atie® NEW FOLDER! 








A 
Err Commands Att® 








The World’s Number One Platen 


PRECISION GROUND 


By the Foremost Platen Grinders 
of the World 


On Special Designed Ames Platen Grinders. 
Operated by men with Platen Know-How. 


Backed by a Company with 49 years of Platen History. 





Better x Write Tne Ames Platen Grinders are designed exclu- 
Better y% Manifolding Better x Paper Grip 
Better y% Alignment AMES Better y% Wear 


FUTURISTIC 5-Star Platen 


Manufactured and Distributed to Office Machine Dealers by the 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W 564 W. Randolph St 19132 Commerce St. 777-779 E. Pico Bivd. 37 Murray St. 583 Market St. 


EXPORT DISTRIBUTOR 


AMES INTERNATIONAL, INC. 


564 W. Randolph St., Chicago 6, Ill. Cable Address—AMESINTER, Chicago 
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INCORPORATED - CHICAGO 
a 


Manufacturers of Fine Upholstered Furniture 


luxury Lea ii 


REPRESENTATIVES 
Marion V. Follin James H. Davison 
0. 0. Mann Henry L. Guth 
Arthur ®. Frey Momer Nix 







330 E. Ohio St. Chicago, III. 
NIEMANN—A Century of Fine Furniture 

















MR. 
DEALER 


These are your customers for 





No. 40 








FEATURES Smo-King 
Onty one SMOKERS * SAND URNS 
moving part. 
No Springs. ASH TRAYS 
a = Offices @© Homes @ Hotels @ 
pacity. 
: Railroads @ Restaurants 
Prevents 
Odors. Theatres @ Showrooms ®@ Stores 
| @ Institutions 
- Om There’s a Smo-King product for 
Height 26” every purse and purpose... 
Base 10” all quality guaranteed Right 
Tray 10" ; now WRITE for the new 
1951 Catalog . with prices 
Member: and discount. 


NOFA 





SMO-KING PRODUCTS 


Designers and Manufacturers of Quality Smokers 


602 Wythe Avenue 
Brooklyn 11, N. Y. 











Sales Representation 
open in some territo 
ries; write—giving ter 
ritory you cover 
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PERMA 
CHAIR MATS 
Are Reversible 


Beveled Edges — Black, Brown, 
Green, Maroon, Grey 


$a of ho 


Style 9648. Style 9649. 
36” wide, 48” 48” wide, 54” 


to end of lip. to end of lip. 










“Use only 
Taiilies 
= ) casters 
a on me.” 
LIST PRICES EACH IN DOZEN LOTS 
LIBERAL DEALER DISCOUNT 


GEO. E. FOX & CO. 


SAMPLE ROOM, OFFICES AND FACTORY 


1051 N. THROOP ST., CHICAGO 22, ILLINOIS 








( 





Sentry Sates 


SELL BECAUSE 


LOWEST PRICE 
HIGHEST QUALITY 
WIDEST SALES APPEAL 


= ae) 


v 


M 
a‘ DEALER INQUIRIES INVITED 


GET THE FACTS, THEN THE PROFITS 


ANUFACTURER 
OF SAFES 
FOR OVER 


BRUSH-PUNNETT COG 


SENTRY 545 WEST AVE.- ROCHESTER 11, N.Y 


SAFES 


OFFICE APPLIANCES, July, 19517 








Ge 


OF 








New York Scene of NOMA Show 
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Ad 3 Machine Co Detroit 32 Mich t “ 
Ja? } : 
$ mach pal 6 ee ae og we 
: tial YOUR FILING S 
Pak r f 4 Conn XK 
M ‘Gabriel Calif 
Branch Menage: 
A ~ Ma Nae 
Bloomfield, ind ye “ 
h on walnut boWE pe 
‘ n Mfg Co Inc., Glen Cove, N ao A The “1900 Line” offers 
| you the ultimate in fil- 
| R - ing ease, beauty, dura- 
| | , bility. Its smooth, 
| Rochester 2, N. ¥ " modern design, rugged 
construction and rich 
| 4 lustrous colors are con- 
| ff . oe ' vincing proof that the 
“1900 Line” will be 
) your choice. 
i A. B ago 3i, ll s ew 
| | cae oh 
K a E e-sen j 
, 
“ 450 1 grat é 
| ’ 4 3° pr } 
| cero ith Here is a worthy companion to the well 
oe tas ttakiaee known line of Anderson-Hickey filing cab- 
w York 17, N. ¥ inets. The same meticulous engineering, high- 
we d est quality materials and fine craftmanship 
nae which have made the name Anderson-Hickey 
stand out in the filing cabinet field, have 
40 copi gone into the making of the “1900 Line.” 
ge wa: 
it 
Co Cambridge, Mass T H A T Ss E L L ag 
oh Coe Ee : Newly designed, graceful yet practical hard mi 
ting set ware — Thumb latch for added convenience — 
| 1. N.Y systen Reinforced framework, positive side ng =a 
| ao compressor -- Steel Channels, horizontal i x 
M Milwaukee 16, Wis 6 and mod vertical, spot welded into rigid frame. waina e 
I Ke carries the drawers — Free-floating cradle 
: Chicago 22, Il : suspended drawers — Heavy torque rae 
— hold frame true. 
Co., Inc., San Lesndre Calif he 
| ake mages om ee vt Al SOLE DISTRIBUTOR 
5631 W. MADISON ST., CHICAGO 44, ILL. 
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NOW. a bigger demand , 


than ever for a... 


TRU-TEST = 
pe BANTAM” be an) 


rolls 


These handy consumer size 
rolls of famous Tru-Test 
Gummed Tape are catching on 
with consumers 

everywhere . . . producing 
new and extra sales for 
alert retailers because . 














1. Mailings 


’ 
to “Service Men’ 


ms home 
+ Countless thousands ye 
- amilies are mat 
front families in camp 


mailing - -° 
place of [ru- 
Tape. This 1s 4 
bie increasing market. cae 
Get your share by 6 y 

Tru-Test ‘Bantam Rolls. 








2. Serves Dozens 


of home Uses 


True-Tes i 
around the hat? bey 
Parcel pose packag 
Mmendin 
numerous artic] 
Storage ¢ 
Or when Pp 


-. for 
es, for 
2 or labeling 
es, for Sealing 
artons against dust 
acking for Moving. 








3. For small offices 


Handy Tru-Test is + for 
fh solve at 
AR small offices. Solves Smalling 
A -casional pack! or . 
| | problem which only — 
properly handle 











tape can 










TRU-TEST 


Tru-Test ‘Bantam’ rolls come 
in 1” to 3” widths... 
packed 12 rolls to the 
display carton, plain or in 
colors, Retail for 25¢ a roll. 
Consult your 
wholesaler or 
write direct to 





TAPE, INC., GREEN BAY 
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" s new Dur 
ye 8 rs we we 
3 sie John 5] 
traube ma 


Globe-Wernicke, The, Co., Cincinnati 12, Ohio—! ew 
“ 1 equipment? a a” ss new wood cesk wer Teature 
were A Howard, president a } 
jent; R. W prott, assistant sales Te] Ww 
B. Elmer, New rk 
manager; Jack Radway. R 
A R. H. Han vice-president. Robert [ " 
Gray, The, Mfg. Co., Hartford 1, Conn.—! Audog 
wa Wy here haragé f the exhibit w ~ r M 


nager eA yraph Company of New 
Haloid, The, Co., Rochester 3, N. Y.—f 


High Point Bending & Chair Co., Siler City, N. C 
= aie i era town dineleh weal shone 

J Myrt Desk C ) A 

x R ng an? were 


Huntington Chair Corp., Huntington 18 W. Va 


with desks Dy The 
622 cha : wivel in BC 195 sult N 
BC-4 saddle + eguiar walnut # " 
a5 “ 5025F 
‘ ste H 
j N 601 t w 4 
n ; w VV 
Imperial Desk Co., Evansville 7, Ind 
? was exnidifed ° sding the f « ‘ 4 
P ‘ N CCce ce retar 3 1es* the N 258 
5045.1 +a+ ¢ Jesk the N 594 
j . 5834 utility and telephone cabinet “ 
4 B ‘ pre Je + 4 N rmar A Gert ) 
Indiana Desk Co., Inc., Jasper, Ind.—Tt 
aE Con srade execut 
sa Riaed sith 
00 F 
rae were A. S. R 
International Business Machines Corp., New York 22, N. Y 
‘ sei wing new maanet P power 
we ; 
aw A cad 
w 3 ; r a x 
- £ +} BM reo Keo wa 
Jasper Chair Co., Jasper, Ind.—Wood 
| } were » feature f thie F +h - 
A Bart were rq 
Jasper Desk Co., Jasper, Ind.—On display was + N 
Kk ; rge | j } 3enuine wainut t 
ta ter Jesk n wainut anda 
Ralpae! B yer jirector of sale H A 
‘ c ese | v ¥ “ x we é ) 
Jasper Office Furniture Co., Jasper, Ind Nv 
iG 7 The ria? Tor ecretfa ] and a 
preside 
Jasper Seating Co., Jasper, Ind 
; yrace if reread nairs nm weinut 
steoe ane ate a nieact sith f 
A F Krieq w harge f the | A 
Kee Lox Mfg. Co., Rochester |, N. Y 
¢ 3uC ? } y r JDC es Typew 
Ke 
w wo troduced at the w r 
» were + A 
A+’ vv Evans 4 x id R iV 
Ww r f McDonald and } 
Kraus Co., Stevens Point, Wis.—The F 
ere w wit? T¢é xs 7 
we » M ba K A 
he f H Atw iA ates 
Leopold, The, Company, Burlington, lowa f wa 
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were R. B. B 
Macey-Fowler, Inc.. New York 17, N. Y.—Feat re w 
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Get that “EXTRA PROFIT” 


ES ] 





Display 
and 


Sell 
MIM-E-O 





ALL STEEL 
Here’s an item that will produce quick turnover, sales and profits. 
Display it prominently, feature it in your advertising—You'll be 
pleased with the results. Everyone can use one or more in Office, 
Factory or Home. Hangs on wall, stands upright, lies flat on desk 


>r fits in desk drawer 


ONLY 323 LIST—LESS DEALER DISCOUNT 
Pri 


ces slightly higher west of the Rockies 


10 high, 11 wide, 4” deep. Weight 4% lbs. 4 compartments 
Finish—gray hammerloid baked enamel. Secure rubber feet on bottom 


and back. Packed a carton 


ORDER A HALVERSON SPECIALTY SALES 
CARTON 2827 BELMONT AVE. 
TODAY CHICAGO 18, ILLINOIS 


At Your 
Wholesaler 


h 


WESTCOTT RULE CO., INC. 
SENECA FALLS, N.Y. 
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POST BINDERS 


Sectional or Solid Post Styles 


7 Grades— 160 Stock Numbers 
Popular Styles, Sizes, Capacities 


SECTIONAL POST BINDERS 


4 grades, 60 stock numbers. 
Toplock and endlock styles. 
5/16” and %” dia. posts. 





Sectional Post Binders 


“SLOT-LOK” BINDERS 


With time-saving positive- 
locking mechanism. 46 stock 
numbers. Sectional or solid 
posts, 3/16” dia. 





"Slot-Lok”’ Post Binders 


STORAGE BINDERS 
9 


2 grades, 54 stock numbers. 
Sectional post. Solid post 
or Permanent-storage post 
styles. 3/16", 5/16” of 


%” diameter posts. 





Storage Binders 


Write for Complete Catalog of other Elbe Products 
ELBE FILE & BINDER CO., INC. Fall River, Mass. 











CLAR-O:TYpE 


Means Business! 


- ++ because 
neat letters Cc 
“ncourage sales. Cy, ee 


ink-cloggeq type— 


: Mak : 
1M pressions Quick €s sharp readable 











THE CLAROTYPE CO., INC 
261 Broadway, New York 7 
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At Last ! 


A STENCIL DUPLICATOR 


to sell over the counter 


it Demonstrate in Your Store 
ana Deliver To Your Customer’s Car 


$3495 $3495 


PLUS TAX PLUS TAX 













Hart 
ECON-O-MATIC 


And don't forget you have started 
another supply customer. 





Have you seen the 


Wright COPYMAKER 
FLUID DUPLICATOR $6 Le] 50 








Write Today 


HART MFG. CO. 


2400 ENDICOTT ST. ST. PAUL 4, MINN. 














the dealers” 
SAFE LINE ~ 








Rebuilt MONROE Machines 





MONROE 
CALCULATING and ADDING 
MACHINES 


Write to C.E.C. for information 


about models available and prices 


CALCULATOR 
EQUIPMENT CORP. 


Orange, New Jersey, U.S. A. 











CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
ee $1.25 FOR 
10”x10” PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 







er on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes 

4. Release pressure, extract 
all from Eva-Press and 
have finished Rubber Plate 
More detailed directions 
supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 


¢ PLATENS 11”%x13” 
e INSIDE CHASE 10x12” 








OFFICE APPLIANCES, July, 1951 








St 


OF 








Reproduce nc., New York 3, N. Y.—The Walkie-Recorda 


M Kuhlik wa harae 
3 Machine Co., Inc., Orange, N. J.—Representative 
‘ ww ‘ fig ’ sna " ¢ ’ 
A KK Patt 
D N. C 
al Blank Book npany, Holyoke, Mass.—} é 
Alt 


ter Co., Dayton 9, Ohio—A representative 


Cleveland 12, Ohio—Den 


New York !9, N.Y 
e Wire R i rf Evanston, | 
N M R Rhy w P 
| "Finer, inc, Samir, come compete ie ot oor | DATING STAMPS 


nd post of MAKE FOR MORE EFFICIENT BUS!- 
were E. M. Davi NESS OPERATION 


1 A fevit te Company, oanen 7 one-ov aici re SUPPLY THE DEMAND 





HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


a9 SALES — PROFITS 
gy ae may lt hey Bite ne ll ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 
NEW 


Handsomel y 









Buffalo 7, N.Y 









ur Illustrated 
ra os CATALOG No. 96 
' and 
Price List 
New Haven 4 — 
J. 7. 'M K 


RASTEWART 


2 : = SLO ANEAN SS A en 


80 DUANE ST.NEW YORK7,N.Y 
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What..... 
no rabbit 7 


That’s right—no rabbits—no tricks! But it 
seems like magic the way you can sell 

Weldon Roberts Erasers. They’re the world’s most 
famous erasers. Your customers know they work 
like magic; prefer them above all others. 


In Erasing 
MAGIC IS AS MAGIC DOES! 


121 ELLIPTIC. Soft gray eraser in 
handy elliptical shape for pencil or 
ink erasures on all types of work 
Feature it for volume sales to 
office workers, typists, draftsmen, 
artists. 












930 ENSEMBLE. A 
combination eraser 
that does most 
everything. Handy, 
bias-beveled shape. 
Soft, pink pencil 
rubber joined to 
soft, gray ink 
eraser. For ink, pen- 
cil and crayon eras- 
ing. All of your cus- 
tomers can use it. 


8. 
oor. | 
, ‘ Ta: \ 
340 CORAL PINK. A soft, . We al —, aot. 
smooth pink pencil eraser y A O+* oi ee 
in immensely popular { ; AW ; 
“stubby” double-beveled  \ a) y 


shape. A big selling num- 
ber for general office, 
drafting, art and school 
use. = 


Make bigger eraser profits all the time by featuring the 
Weldon Roberts best-selling line. Newest price list de- 
scribes all, illustrates all. Write for it. NOW. 


WELDON ROBERTS RUBBER CO 
Newark 7, N. J. 


World's Eraser Specialists 


WELDON ROBERTS RUBBER CO. 


Newark 7, NJ 
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Victor Adding Machine Co., Chicago 1/8 | s 





Underwood Corp., New York 16, N. Y.—A 


we lerw 3 Sundstra rr 
; ne the +h 
E All Purpos ; inting machine wood § Fick 
5) wit Je) at payact with unit 
; u ece rY 
j chine 5) at 
} sDulatfor ) r 
“ Jard Rhy 
F. A. Greis, New Ww 


” 1ispiay wit 


M nhie Mati f the Chicac 
Yawman and Erbe Mfg. Co., Rochester 3, N.Y.—A 
bans a f Y and E's four dist ‘ ‘ 


w f phasis wa Jiv 





Green’s Uses Institutional Type Ads 


Green’s, an office appliance firm at. Albany, N. Y., 
promoted office equipment business with an institu- 
tional type newspaper ad built around the question: 
“Is Your Office Hurting Your Business?” 

The ad carried sketches of typical modern office set- 
tings. 

The copy said: “Your office is like a silent partner, 
you know. This is the place where new customers get 
their first impression of your business. This is the 
equipment that hinders or helps your staff. Green’s 
has one of the most complete selections of office furni- 
ture and furnishings in the country 

“From efficient, work-speeding equipment for small 
clerical offices to the finest executive decor, and every- 
thing in-between. It’s important to you and your 
business. Write or phone today, we'll be glad to have 
our salesman call on you.”—GET 


WYATT’S NEW STORE AT NACOGDOCHES 


« - won el 
PE ORE * 
‘ 





Two views of the new store of John S. Wyatt Office Supplies at 
Nacogdoches, Tex., where John S. Wyatt has moved his printing 
plant and office supply firm under one roof at 201 N. Fredonia St. 
The business was started in 1928 and has grown to the point 
where a new location was necessary to house the office furniture 
department, printing, business machine repair and supply lines. 
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¢-THRU yr plastic rulers and 
Jrawing give you a com- 
plete line to feature for back-to- 

h quality and mul- 
tiple vu won world wide 
renow! priced for profits— 


ed for eye appeal— 


Golden Rule” line. 





Send for Catalog. 


RULERS © TRIANGLES @ NAVIGATIONAL INSTRUMENTS © STENCILS © PROTRACTORS © OTHER DEVICES 


C-T lhl Fi ZZ, linn 


‘Gwe. V 


HARTFORD, 


LULUNEAL CARBON COMPANY 


Manufoecturcr 


5150 Church St., Skokic. | * Telephone Skok 41258 
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BRIEF COVERS 


A Complete Line — 133 Items — 
For Every Use—Business, Professional, School 


The easy, mod- 
ern way to pro- 
tect business 
papers and doc- 
uments, to keep 
presentation 
material clean 
and flat. One or 
more sheets are 
quickly changed 
at any time. 


COLOR RANGE TO SUIT 


EVERY NEED 
Red Deep Green 
Orange Blue 
Brown Midnight Blue 
Tan Grey 
Green Black 
No. 525 Covers are made of heavy weight leatherette to stand 


a lot of wear. Equipped with practical, built-in double prong 
fasteners to accommodate letter size sheets 8%” x 11”. Packed 
25 of a color (or 25 assorted) to a box. 5 boxes to shipping 
carton. 

Write for catalog and prices on complete line. 


AMBERG FILE & INDEX CO. 
Filing Specialties Since 1868 
1608 Duane Bivd., Kankakee, Ill. 











CONVOY chen-Foard/* 
STORAGE FILES a. 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 


Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files .. . are priced 
in the corrugated paper board 
range — with serviceability in 
the steel range .. . take less 
than 10% more space than steel 
files ... can be stacked to the 
ceiling without supports... 
mate together top-to-bottom 
and lock together side-to-side 
.. . have wax-like texture that 
makes drawers slide easily .. . 
are shipped assembled for easy 
installation without tools... ** 

" . more—are the same to the stand- 
are water resistant — moisture ard letter file drawer in this 
will not weaken them. 





unusual strength test! 


*) Chem-board is the product of Convoy’s exclusive chemical 
impregnation process that hardens the raw corrugated paper 
board and thoroughly binds the fibers. It is widely used to 
replace steel and wood industrial tote boxes. 


ys id 
14 standard sizes; and details “ t 
about our dealer franchise. STORAGE FILES 


CONVOY, INC. « P.O. Station B, Canton 6, Ohio 


You'll like Convoy quality and 
economy. Write today for de- 
scriptive folder and prices on 
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145 pounds—or 200 pounds and ~ 





coe —— 










"AUTOGRAPHS" sell new merchandise, 
resell the old whenever they leave your 
store because they permanently and 
prominently display your store name on 
the merchandise you sell. 


\\\ \ty 












eee 
Created specially for you . . . your 
"AUTOGRAPHS" design brilliantly 
reproduced in red and black on 
chrome metal to give your store im- 
pressive advertising. 


Adhesive-backed» for easy mounting 
on any surface. Order 100 or more 
in either size: No. | (shown); No. 2, 
2 3/8” x 9/16” 


ING IMPRESSIONS THAT S7/K/ 


ta! 







- ADVER 






WRITE TODAY 


__on your letterhead for 
. samples and prices. > \uses 


PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 
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Smartly Styled 


PORTFOLIOS 


ZIPPER RING BINDERS 
BRIEF BAGS + BUSINESS CASES 


A Quality Line, Carefully Fashioned for Business, 
School and Professional Use 






Here’s one 
of 
many items. 


WRITE FOR 
NEW ILLUSTRATED 
CATALOG & PRICES 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. CHICAGO 6, ILL. 


KOR crs 


63 Years Ago KOH-I-NOOR 
made the FIRST Drawing Pencil. . . in 
17 DEGREES, 6B to 9H. Since that time 
no other pencils have approached Koh- 
I-Noor’s Record for Unfailing Uniform 
Performance. 



















No Matter What Your Requirements . . 
you will find a KOH-I-NOOR 
Product to satisfy you completely. 


DRAWING PENCILS 
COPYING PENCILS 





e WRITING PENCILS 
Available eee CHECKING PENCILS 
No. 1600 KOH-I-NOOR CO. — 
Polycolor Pencils an ag 
with IMPORTED Leads HOLDERS LEADS 


. 67 PENHOLDERS ERASERS 
in colors 









The RIGHT pencil for the RIGHT job 
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Scrantom’s Modernizes Pen Department 


A well-rounded promotional program was conducted 
y Scranton stationery and office supply store, 
Rochester, N. Y., in conjunction with the recent formal 
pening of its modernized pen department. A con- 
entrated ne paper advertising effort and special 
tore displa vere employed to focus public attention 
n the ne' talled department and on a special 
intain erhaul offer. 


The promotional effort was launched with a large 
which carried a phote of the new pen 
the caption: “Scrantom’s Keeps Ahead 

The ad drew a contrast between 


the new department and the store’s original pen de- 

men ick in 1868. A sketch showed two pen re- 

pairmen at rk in the old department, copy reading: 
Our first pen department back in the days when our 
re was on State Street. This goes back many years 
to quill pens and homemade ink, and containers of 
ind for dryli ink.” 

The lowe ion of the ad carried photos of per- 
onnel in the pen department, including Ronald Gibbs, 
manager. Copy played up the long periods of service 
nd wide e ience of these people in the pen field 

The special fountain pen overhaul promoted by the 

ore in col tion with opening of the new section 
ffered a 9-point service program. The store offered 

oan tl istomer a pen free of charge while his 

a De U ea 

The ve il program included these steps: Clean 

| parts, put new sack, reset point, remove scratch, 
idjust flow of ink, check for leaking, tighten clip, wax 

rrel, refil h clean ink.—GET 





J. L. Wren Is Back on the Job 
J. L. Wre J of the House of Wren, Oklahoma 
City, Okla has been in ill health for several 
nths, i k at his desk again after three weeks 
the hospi However, J. L. is taking it easy, spend- 
ig only a hree hours a day at work. 
Meanwhile, Mr. Wren’s private office is undergoing 
( tion under direction of Hugh Bush, 
tore manag When finished, the office will be 
equipped wit] test executive type furnishings, which, 
ides servi Mr. Wren personally, will also serve as 
show roon ere prospective customers may visual- 
ze furnishi for their own offices. It is the blond 
Gunn, and executive’s chair uphol- 
stered in chartreuse leather that sets the style of the 
new private office. Walls are dark green, ceiling white, 
nd an old e twist-weave rug decorates the floor. 
[wo occasional chairs, by Habitant, are blond wood, 
ld-rose nubby fabric; and the divan 
ympanion ece, is in light green. Located on the 
vest wall e first floor, well toward the back, the 
new office have for the upper half of the front 
side v the new opaque-transparent mirror- 
las Thi ungement will afford Mr. Wren the 
desired pe privacy, yet, sitting at his desk, he 
vill have ll view practically the entire first floor 








Call-Crawford in New Location 


The Call-C ford Company, Springfield, Mo., re- 
ently mov m 323 S. Patton Ave. to 220 W. Walnut 
St. This is ympany’s first move since L. G. Call 
A. B. ( rd formed their partnership 11 years 
Amon iges gained by the change are four 
n the er floor space and better lighting ar- 
ngement th the sales floor and the service de- 
tment I ervice department occupies the rear 

ilf of the vehind a full partition 
A bral pink, luminous plastic, cut-out sign 
hanging i nt window reads: “CALL-CRAWFORD 
CO.” The ne itside, overhanging sign reads: “CALL- 


CRAWFORD Adding Machines—Cash Registers 


‘ A 
i Lis 
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Mr. small 


. here’s how 


YOU 


can 





become 
Mr. 
bi 


How does a small dealer expand his business and become the most 





successful in his area? It’s the knowledge that he gets from attend- 
ing shows and exhibits . . . talking with, and getting ideas from, 
manufacturers and other dealers . . . seeing the latest merchandise 
so that he knows just what kind of promotions to run. And for 
Mr. BIG he needs to keep up with this information in order to retain 
his bigness. Knowledge is necessary and to get this knowledge 


you should attend the 


National Luggage & Leather Goods Show 


HOTEL NEW YORKER 
New York City, New York 


July 29—August 3, 1951 = 


200 Exhibit Rooms . . . Displaying the latest in 
LUGGAGE—TRUNKS—BRIEF CASES and 
PERSONAL LEATHER GOODS ... with 


fashion to the fore 


Sponsored and Managed by 
LUGGAGE AND LEATHER GOODS MFRS. OF AMERICA, Inc. 
220 FIFTH AVENUE NEW YORK, N. Y. 
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STYLE V 


FOR A 

LIFETIME OF 

TROUBLE-FREE 
SERVICE 







SENG Chair Action Controls 


THAT'S the kind of merchandise 
that SELLS MORE office furniture 


and supplies for you. 


You know this is true. ..so, SPECIFY 
SENG CHAIR ACTION CONTROLS 


on the office chairs you buy. 


It’s good “profit-insurance.”’ 


SENG 1450 N. DAYTON STREET 
CHICAGO 22, ILLINOIS 


SINCE 1874 WORLD‘’S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 
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Pacific Northwest Stationers 
(Continued from page 52) 


Clint Martin of R. C. Smith Company was elected 
second vice-president. Following the usual practice, 
West Davis, Minnesota Mining & Manufacturing Com- 
pany, moved automatically from that office to first 
vice-president; Fred Carlson, Dennison Manufacturing 
Company, became president, while Chet Williams, Yaw- 
man and Erbe Manufacturing Company, and George 
Simmons, Eberhard Faber Pencil Company, retained 
the offices of secretary and treasurer respectively. The 
retiring president is Joe Dwyer, Automatic Pencil 
Sharpener Company, who presided at the meeting and 
served well as a member of the convention committee. 





Officers of Oregon Trail Travelers: Fred Carlson, Dennison Mfg. Co., 
president; Joe Dwyer, Automatic Pencil Sharpener Co., retiring presi- 
dent; West Davis, Minnesota Mining & Mfg. Co., first vice-president; 
George Simmons, Eberhard Faber Pencil Co., treasurer; Clint Martin, 
R. L. Smith Co., second vice-president; Chet Williams, Yawman and 
Erbe Mfg. Co., secretary. 


The general session on the 25th was opened by the 
governor, Tom Needham of Needham’s, Salem, Ore. 
Following introductions, addresses were delivered by 
Zac Smith, Mr. Bobbitt and H. H. Suender, The Gen- 
eral Fireproofing Company, whose comment on “Metal 
Business Equipment in 1951” was heard by an attentive 
audience. James Forsyth of Bindon’s Ltd., Vancouver, 
said that although a Canadian, the regional meetings 
in the Northwest always were an inspiration and ex- 
pressed the hope that before too long the meeting 
might be held in British Columbia. It was obvious that 
the fame of the luncheon speaker, William H. Gove 
of Minnesota Mining & Manufacturing Company, had 
preceded him. His “serve, show and suggest” with 
apt illustrations was received enthusiastically. The 
afternoon was used for golf and for the ladies tea at 
the Ocean Farm house a mile to the north. 

Addresses were made by Harry Fellowes, vice-presi- 
dent of NSOEA, and Mr. Burbank on the morning of 
the 26th. Mr. Fellowes presented his illustrated talk 
on “Stationers Can Work Together,’ Mr. Burbank his 
report of association activities plus important facts 
about operating under latest Governmental rules and 
regulations. Mr. McCall was the luncheon speaker. 


A regular feature 
of the Eleventh District program 
is the skit put on by the Oregon Trail Travelers apply- 
ing “Kickauver” committee inquisition methods to trav- 
elers representing manufacturers accused of exceeding 
their allotments of scarce materials. It provided 20 
minutes of welcome hilarity. 

Governor-elect for the district is Herbert Peterson 
of Rosser & Sutton. Lou Hilton of Ruggles Stationery 
Company, Seattle, is the new first vice-president and 
Bob Strawn, Strawn’s, Boise, Ida., second vice-presi- 
dent. Mrs. June Budd Claxton, McKee Printing Com- 
pany, Butte, Mont.; James Kalbus, Kalbus Supply 
Company, Nampa, Ida., and James Forsyth, Bindon’s 
Ltd., Vancouver, B. C., were elected directors. Harper 
Jamison, McMinnville, Ore., was chosen treasurer. 

A pleasant gesture on the part of Mr. Needham, who 
presided at the banquet, was an invitation to his par- 
ents, Mr. and Mrs. W. I. Needham, to stand for recog- 
nition. The occasion was their forty-first wedding 
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SAND URNS 






ELIMINATE 
TROUBLESOME 
MAINTENANCE 
PROBLEMS 


jj @ MINIMIZE 
FIRE HAZARDS 
e SAVE FLOORS 


AND CARPETS 
e KEEP PREMISES 
NEAT, CLEAN 


Foremost “Lobbyists” 


for the American Public 


ye) “\ 


* Pressed steel construction for 
greater strength. 


* Rolled inside top head for mex - 
imum rigidity. 


* 20 inches high, 10 inches in 
diameter. 
MODEL 


* Washable baked enamel! fin- 
209 . 


ishes 


+ Shipping weight approximate- 
ly 7 Ibs 


n: Write for 


ee a ee 


No oblizatic 
Prices and ¢ 
on other Compco Equipment 


Dept. | 2251 W. St. Paul Ave. CHICAGO 47, ILL 





THE WORLD’S 


MOST COPIED 
CHAIR! 


OFTEN IMITATED... 


sut Never he capa 


a 
seg — 
Paten 


re Md ilelael'ielilelateMlsl-l tila Mea) 


hairs are ae e 
and Patents Pe 
must have these Cramer 
features 
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the + 


complete 
line of 


STANLEY FINE LEATHER FURNITURE 


fits every 


need of OFFICES, 
CLUBS, INSTITUTIONS 






TAMLEY 


ROCKET Club Chairs, Matching Settees, and 
Sectionals are made by the manufacturer of 
STANLEY Fine Leather Furniture. Upholstered 
in Boltafiex and Fabrilite. Wide choice of 
colors. Write for prices and color samples. 


STANLEY 


MANUFACTURING COMPANY 
2310 N. MAIN ST. * FORT WORTH, TEXAS 











ADD-A-FILE 
Like Magic 


Corners acetylene welded and ground smooth for . 
@ rigidity ond beouty 


Reintorced case uprights for greater strength when sucht ng 
@ more thon one or two units | 


Rolled drawer edge gives strength and beauty when drawer is J 
@ extended 

Positive center locking follower block ond guide ood in each 
@ drawer | tt 


| Cobinet outside is full 20° deep giving more filing capacity 


Ww. : 


\ @\ per . , } j 








ay aay 


50 Church St., New York 7 


WESTERN MANUFACTURING COMPANY 


A RORA | L tae 


—_ 
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A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 


If 








34” Lip 
Greater 
Foot Space 





5 Colors 







EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets. Covers worn spots. Made of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 
Long Island, N. Y. © Chicago, lil. «¢ Laurel, Miss. 


WooDALL [NDUSTRIES [NC. 





3500 OAKTON ST. = Chicago Telepnone co 7-2600 SKOKIE, ILL. 








Designed and created by 


No. 1010P 
of ; Executive 
sa Posture Chair 


. ee! Se See eo 





Overall 
Height 35" 

Overall 
Width 27" 

Overall 
Depth 27" 


Sitting Depth 21" 
between arms 20" 


Height Overall 35" 


Back height 
from seat 
adjustable 20" 


Side Arm Chair 
to Match 








Write for Illustrated Literoture and Prices 








La Salle COSTUMERS 
SMOKERS () atrmeret snufter ype 
Designed especially for Office Use 

Four Weeks Delivery 



















No. 320 
SMOKER 





No. 155 heavy 
gauge steel cos- 
iumer. seconds by 


Emptied in 


merel lift 
Unbreakable = 
H k ing top ring Over | 
OOKS size all-metal re 
Sturdy con- ceptacie. Eliminates 


struction, de wel? 
signed for per 
fect balance un- 


sdors and fire 


hazards Heavily 





der oo weighted base pre | 
Height 6 
ts tippin F 

Post 11”. 16 vents i P q our 
gauge Steel beautiful finishes 
Base _ 21 bright and Satin [h} 
spread. Hooks Chrome. English 
made from sol 
id rod, finished bronze, Statuary | 
with rounded bronze plated In : 

| 
knobs. dividually boxed ' 
Finish: Shipping weiaht 12 \b 


Grey with Satin 

chrome hooks 
Packed in units 
of six. Shipping 
weight 60 Ibs 


Ibs 








Write for Catalog. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 
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GRAND RAPIDS 
LEATHER FURNITURE CO. 


Grand Rapids 4, Mich. 


201-207 Front Avenue, NW. 








Top Quality ° Non-Suspension 


STEEL FILING CABINETS 





AVAILABLE IN ALL SIZES 


. Ball-Bearing Rollers . . . Quality Hard- 
ware ... Olive Green or Modern Gray Baked Enamel finishes 
. Individually packed in Sturdy Cushioned Cartons 


Heavy gauge steel . . 


CATALOG AND PRICE LIST ON REQUEST 


Keystone Steet Equipment Co., Ine. 


15 Lombard St. Phila. 47, Pa. 
ENTE he aaa 
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anniversary which occurred on the day preceding. 
Each of the members of the troupe was rewarded with 
a generous package of Oregon cheese. 

The Oregon Trail Travelers presented a gift to Mr. 
and Mrs. Humphrey Griggs of Bellingham for their 
hearty co-operation at the Bellingham meeting in 
1950, at which time Mr. Griggs was governor of the 
district 





News Notes From NSOEA District No. 5 


JIM CRELL, CORRESPONDENT 
6236 BONA VISTA AVE., CINCINNATI 13, OHIO 
Your correspondent, Jim Crell, is now representing 
Tailor Chair Company and Commercial Furniture 
Company. Territory embraces the entire Fifth District 
and we'll be around to see you soon 
* * om 
Joe Wardman, Bates Manufacturing Company, was 
in Cincinnati recently, a guest of yours truly. Joe re- 
ports business good 
Don’t overlook the Cleveland outing June 29 at Co- 
lumbia Hills Country Club, Cleveland, Ohio. Contact 
Frank Graham for reservations. 
I haven’t heard anything regarding Detroit outing 
* - > 
Dashiell Office Supply Company has closed its Elkins 
branch 


> ” * 
Mr. Jackson of S. Spencer Moore Company, Charles- 
ton, W. Va., is recuperating nicely from a recent illness. 
. - * 


E. A. Lochner of W. K. Stewart Company, Louisville, 

Ky., is returning to work after a recent illness. 
* * 

Don Stewart, Office Equipment Company, Louisville, 
Ky., should join the Fifth District Travelers Club be- 
cause of his recent excursions to Paducah, Ky. Don 
says he can qualify 

> + * 

Bob Dean, formerly of Laird’s in Charleston, W. Va., 
is getting along nicely in Walter Reed Hospital, Wash- 
ington, D. C., after his very serious automobile acci- 
aent 


> ial « 


Transylvania Printing Company, Lexington, Ky., is 


expecting to move into its new quarters by July 1. 
+ : ~ 
I am glad to hear Mrs. Schumaker of Lexington, Ky.., 
is back in the store after a recent seige in the hospital. 
= > > 
Stewart-Carr Stationers is moving into a new loca- 
tion, 208 Pike St., Covington, Ky. 
= ~ * 


Ed Northam, CopCo, seen recently in Richmond, Ind., 
doing his usual efficient job. 


* * * 


Floyd: Zinkon, American Pencil Company, is to be 


commended for his fine work on the Cincinnati sta- 
tioners’ and travelers’ party. 
> > > 


Rose City Press, Charleston, W. Va., recently finished 
its renovation program. 
7 > > 
A hearty welcome to Paul Stoepel, who will repre- 
sent Will Winnes Company in the Fifth District. Frank 
Graham note, here is another prospect for the Trav- 


elers Club 


w > > 
After 40 years on the road, William D. “Bill” Utter 
has retired. In recent years Bill has only represented 


the Powers Paper Company, Springfield, Mass., and 
the National Brief Case Manufacturing Company, Chi- 


cago. Bill has been a registered pharmacist for 50 
years, expecting at some time or other he would go 
back into the drug business, but that is now a thing 
f the past. Best of luck, Bill 
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DARNELL 


dD 


Casters 


Possess Exceptional 
FEATURES That Will 
Command Instant 
Attention From Your 


CUSTOMERS 


WRITE FOR FREE 
DARNELL MANUAL 
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listinctive quality 


creates a nationwide demand 
for JASPER SEATING CHAIRS 











 -_— know ... Buvers 
of office furniture know .. 

there’s complete satisfaction 
for everyone in the JASPER 
SEATING line of office 
chairs. The 1600 line illus- 
trated on this page is an ex- 
cellent example of what we 
mean. Fair Price *¢ Un- 
equalled Comfort * Quality 
Construction * and Finish ¢ 
Eye Appeal. Available in 
Deep Buff or Top Grain 
leather—also Du Pont simu- 
lated leather. Offered in gen- 
uine American black walnut, 
northern birch and Indiana 
white quartered oak. Dealer 


No. 1602 





inquiries invited. 





JASPER SEATING COMPANY 


JASPER e INDIANA 
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Coronado Lends Resort Flavor 
(Continued from page 48 


opinions as to the availability of metal for files and 
furniture in the remainder of the current year and in 
1952, assuming the schedule is not upset by unexpected 
developments abroad. Mr. Gove, the fire ball of the 
1951 troupe, furnished a fitting climax with his dy- 
namic address on “Serve and Sell.” 

Entertainment consisted of a luncheon, a dinner 
dance, the annual banquet, aquatic exhibitions, a golf 
tournament, for which the Golden State travelers 
donated a trophy, and a boat trip through the harbor 
and San Diego Naval base. Other entertainment also 
was furnished by the Golden State Travelers Club. 
The boat trip was particularly interesting for the off 
shore view of San Diego and nearby communities and 
close view of units of the United States Navy’s Pacific 





LEFT: Bob Matthews and Bill Tonkin, both Sturgis Posture Chair Co., 
with Mrs. John Gilbert, Office Appliances, between them. RIGHT: 
Sam Flatau, manufacturers’ representative; Ralph Buckley, Automatic 
Pencil Sharpener Co.; M. White, Golden Rule Stationers, Long Beach. 





1. Carl Grimes, Grimes-Stassforth Co., Los Angeles, Calif.; Mrs. Paul 
Burbank; Mrs. Charles R. Barry and Arthur Carlson, both Charles 
R. Barry Co. 

2. Clifford W. Lord, Gregory Fount-O-Ink Co.; Bud Purdy, American 
Pencil Co.; Fred Beard, Wallace Pencil Co.; Ebenezer Wallace, 
Southern California Stationers, Los Angeles, Calif. 

3. Carl G. Grimes, Grimes-Stassforth Co., Los Angeles, Calif.; Frank- 
lin Rising, Bankers Box Co.; Al Best, Richard Best Pencil Co.; 
R. A. Thomas, Grimes-Stassforth Co. 

4. John B. Hibbard, The Globe-Wernicke Co.; Mrs. Arlette Paddock, 
Paddock’s Staty. Store, Glendale, Calif.; Gladys Condy; Lovis H. 
Condy, Valley Stationers, El Cajon, Calif. 
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OF 








MASO'S 


ALL-PURPOSE 


Ch 
1ampion 


UTILITY 
STAND 


LOCKING DEVICE ON 
2 FRONT CASTERS 


THE ELBOW TYPE OF 
DROP LEAF ARM No. 1618 


THE NEW GRAINED 
WALNUT FINISH 
TOP ON MASONITE 


ALL THESE dotejeangasin SELLING FEATURES! 


Mm. ite Top Contin. Plano Hinges 
Biack Camposition Casters All Stee! Tubing 
Baked Ename!, Walnut; Office Gray 1%," Wheels 


Improved to Increase Sales—Deliveries Fairly Prompt 


ea h those extra sales now that you can 
ffFer tome the 1618 Champion with all its 


is the new decorative grained 

n hard tempered masonite. Add 

ampion’s snag-proof, clatter-proof 

a y portability, the curved legs for 
eat and you have a winning sales 


ofit producer 


ORDER YOUR NEEDS TODAY! 


MASO STEEL PRODUCTS 
ts) | 8] W. Van Buren St. Chicago 5, III. 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y 
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— SSS 
BOSTON Model 
KS 
Pencil Sharpener 












All the famous BOSTON features in a completely 
all metal modern design 

Dial selector for 8 pencil sizes 

BOSTON twin milling 15 edge cutters 

All metal, nickel-plated receptacle 

Stream-lined, heavier stand for greater strength 











Write for Catalog 


Cc. HOWARD HUNT PEN CO., CAMDEN, N. J. 
Also manufacturers of Speedbo!! 


BOSTON 


PENCIL SHARPENE! 


Wr. Boston 
Srrep CuTTER 


Says ‘’Six Extra 


cutting edges 
make them last 
longer’’ 


Backed by a Full Year's Guarantee 











a complete line for Dealers... 


e SAFES e SAFETY DEPOSIT BOXES 
e VAULT DOORS e MONEY CHESTS 
e DRIVERS “after hours” DEPOSITOR 


EXCLUSIVE FRANCHISES AVAILABLE 


WRITE FOR CATALOG NO. 15 


UARDSMAN SAFE COMPANY 


John Robertion 
La Porte, Indiana 
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vour CLEARTYPE MAP | 


DEPARTMENT IS READY TO MOVE 










ve broken all precedent with the 


i f a dealer file 
ufacture and production © 
snd deploy ynit to handle a complete line of 


LEARTYPE MAPS. 
. Ask for details about how we install this 


ynit, help you to advertise and bring PROFITS 
to YOU. 


We ha 














Reply Dept. A-1 


AMERICAN MAP COMPANY, INC. 
L_ 16 East 42 Se. N.Y. 17, NY. 




















DESK PADS DESK SETS 


FEATURING ALL COLORS OF TOP GRAIN COWHIDE 
LEATHER to match UPHOLSTERED FURNITURE 








Inquire about our New PLAIDEE line of 
popular priced Desk Pads and Desk Sets. 








a ee 
ILLUSTRATED IS NO. 1050 EXECUTIVE SERIES OPEN STOCK, 
Matched Leather Desk Appointments, representing the finest in 
workmanship and materials, hand tooled in 24 Kt. GOLD. 











Ls 











° & 


WRITE FOR COMPLETE, ILLUSTRATED CATALOG. 


Gift ca f a 7 > 


350 LIVINGSTON ST. BROOKLYN 17, N. Y. 























CARBON PAPER SELLING TIPS 


FOR DEALERS 


NEV-R-KURL sells fast and moves 
rapidly from dealers’ shelves into 
the hands of satisfied customers 
because: 







1. NEV-R-KURL is plastic 
backed, can’t slip in 
the roller. 


2. It won't curl, lies per- 
fectly flat regardless 
of the weather. 


3. Never a smudged 
hand or paper with 
NEV-R-KURL — and it 
won't wrinkle or tree. 


When the question of saving enters a sale, recom- 
mend NEV-R-KURL. It lasts twice as long and 
makes up to 50 per cent more carbons that last 
forever. 














TrPtweree CLEAR. PRINT 
mB8ON WOOD STAMP PADS 





CARBON PAPER 











A PROFITABLE SALE 
Starts with a Sound Purchase 


Cram Globes are sound purchases because they have 
the eye-appeal your customers want. 


The Cram Line has what you want, too . . . Profitable 
turn-over . . . self-displaying merchandise, almost self- 
selling . . . easy to keep clean and salable. 
For example, Cram’s new 
fast-selling 7'2” illuminated 
globe. 


Accurate for geographic ref- 
erence, also highly decora- 
tive. 


Turns on its axis. Height over 
all, 10 inches. 


Just right for television. Ideal 
for night light. Makes won- 
derful gift. 





Model 812E Retails for only $9.95—ready 
Iluminated to plug in. 


Also 52 other popular models. All sizes and prices. 
Write today for Catalog No. 61. 


@ THE GEORGE F. CRAM CO. INC. 


730 E. Washington St. indianapolis 7, Ind. 
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prepared by the hotel were served 


At the banquet Mr. Harrington introduced San Diego 

! isted in committee work, members of 

troupe and Blake Lockard and members of his 

representing the Southern California stationers. 

President Smith and General Manager Burbank spoke 

few words, the ter for the second time presenting 

) Mr. Harrin 1 certificate acknowledging his good 
work as governor of the district 

Nominated { vernor is Russell Davis of Alhambra 

Office Supply « pany, Alhambra, Calif.; for lieuten- 


ant governor, W. M. Knapp of Los Angeles Stamp & 

Stationery Company. Some six or more cities and 

hotels made plication for the 1952 gathering. A 
ion on location is expected to be made soon. 





| Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


The John W. Graham Company of Spokane, Wash. 
recently received a contract for a large quantity of 
vood chairs t ised in the schools of Everett, Wash. 
A contract for steel chairs went to the Northern School 
Supply Company, while the desk contract from the 
Everett Board Education was landed by the Educa- 
tor Furniture & Supply Company for their desks made 


Tacoma, W 
> > o 

The gift f: unicipal employees of Seattle’s city 
light department to the retiring 65-year-old Thorlief 
Lee was a portable typewriter. He was asked to use it 

preparil rt of a diary in his tour of Scan- 
navia 
. - - 

The Northws Envelope Manufacturing Company of 
Seattle, Was! n first place for its direct-mail cam- 
paign in a sponsored by the Advertising & 
Sale s ¢ luk é 

. > + 

Several Pacific Northwest office appliance salesmen 
have won all-expense trips to California through the 
contest sponsored by the Friden Calculating Machine 
Company, In vith sales offices at 2332 Second Ave., 
Seattle. Chose1 their excellent sales results were 


C. A. Smith of Spokane, Richard Bulkan of Tacoma 
al Forrest Balyeat and Charles McDowell of Seattle. 


Dictaphone Achievement Club membership cer- 

ificates were presented at Virginia Beach, Va., to 

H. L. Van Ness, district sales manager for the Dicta- 

phone Corporation at Seattle, and three members of 

his staff: P. N. Adskim, J. A. Barnhill and L. A. Eades. 
can 

Looking back on 70 years of service in the typewriter 

isiness, George I. Briggs at 83 is still going strong 

| with the Puget Sound Typewriter Company, 222 James 

| St., Seattle. He rted with the L. C. Smith Company 

| the age of 13 years, recalling that he had to stand 

n imp! atform to reach the handle of a 

press He ter became a typewriter mechanic 

then a esman, selling some of the early-day 

write! Dakotas, Minnesota and Wisconsin 

Put the Part Partnership” was the slogan of the 

S Federat Business & Professional Women’s 

Clu hi hirtieth annual convention recently 





a Opportuni fies : 


rned-Out Firm 623 Ma 
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WALKIE—RECORDALL 


© ON THE SPOT ® 


BATTERY RECORDER 


THE ALL PURPOSE 















PORTABLE 
USED ELECTRONIC 
ON SECRETARY 
LAND Records aie con- 
SEA Soreness, dictation, a 
one conversotion, sales 
OR foothaien 
7 
AIR Weighs only 
9 Ibs 
Records With aw 
Bag Closed 
Simply turn ~~. 
Concealed 
Knob 


Records reports whispered into the mike while on 

trains, planes or cars. 

50c worth of batteries will last 50 working hours 
Write for Descriptive Bulletin No. 95 


MILES REPRODUCER CO., INC. 


812 BROADWAY NEW YORK 3.N.Y 




















PRECISION TIME STAMP 













FOUR STAR 

SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


A.D. JOSLAN wre. company 


MANISTEE MICHIGAN 


Tenth District of NSOEA 


(Continued from page 47 


government until he spent some time in conquered 
countries. Today, the United States has the greatest 
power and, consequently, the greatest responsibility of 
any country in the world. Because there is so much 
confusion extant as to just what our responsibilty is, 
Dr. Steiner advocates extension of the debates on world 
issue in order that all of us may achieve a better 
understanding of what we must do as a nation and 
as individuals in the present crisis 

Returning to the Hilton Hotel, the dealers went into 
executive session in the Greer Room and the members 
of the Rocky Mountain Travelers Club assembled in 
the Pine Room for the annual business meeting of 
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Mrs. Emery Davis; Mrs. J. B. Nusbaum, Albuquerque, N. M.; Mrs. 
Harold Richardson, Grand Junction, Colo.; Mrs. Paul Burbank, 
Washington, D. C.; Mrs. Frank Creer, Salt Lake City, Utah; Mrs. 
Ed Robinson, Denver, Colo.; Mrs. M. B. Wheeler, Casper, Wyo.; 
Mrs. C. L. Robbins, Salt Lake City, Utah; Mrs. Arthur Carlson, Los 
Angeles, Calif.; Mrs. Herbert Seidel, Albuquerque, N. M.; Mrs. Herb 
Riley, Colorado Springs, Colo.; Mrs. Evelyn T. Harper, General 
Supply Co., Albuquerque, N. M. 

Seated: Bronce Childers and Frank Calloway, both Mosler Safe Co. 
Standing: Joe Ashley, Mosler Safe Co.; C. A. Butler, Butler Staty. 
Co., La Junta, Colo. 

Joe Slagle, Salt Lake Desk Exchange, Salt Lake City, Utah; Bob 
Matthews, Sturgis Posture Chair Co.; Max Jensen, Salt Lake Desk 
Exchange; Carl Nicoulin, manufacturers’ representative. 

Mr. & Mrs. Frank Creer, Utah Idaho School Supply Co., Salt Lake 
City, Utah; Walter Lennartson, Office Appliances. 
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The PARKER line of VALUES! 
STEEL OFFICE EQUIPMENT 


STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





DOUBLE DOOR 
COUNTER HIGH CABINETS 





LEGAL AND LETTER ZE 
SPECIAL SIZES MADE 
ON REQUEST 





SIZE 42''x36"'xi8"" 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 


Made of heavy Gauge Steel . . . Electrically welded 
construction and completely reinforced throughout . . . 
Baked-on enamel finish in Green or Grey. 


Write for catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 


















300 New :TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
| seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


if you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 


Write for subscription rates 
and specimen copy. 





The Office Appliance Company 


600 W. Jacksen Bivd. Chicage 6, U. S. A. 
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_Furlton MARKING DEVICES 


have the quality that 
builds repeat business 
Carry a full line of these deluxe items 
Prompt Shipment of 
Service and Fulton Daters 
and Numberers 
DeLuxe and Special Business Outfits 
Sign Making Kits 
Dri-Kwik Stamp Pads, Sizes No. 0, |, 2— 
in New Drawn Boxes 
Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 


Complete Line of Crown Self-Inkers, 


Daters & Numberers 
Porous Price Marking Kits Now Available 


Write for Catalog 


Fulton. Marking. 
Equpment (o. 


Elizabeth 1, N. J. 

















82 Fulton Street 














Your Business will have a 
better chance to flourish 


promises this great new business 
guide by J. K. Lasser 

















TOW, J. K. Lasser has written a new guidebook especially 
for proprietors and operators of small stores, factories, and 
service companies that shows how to buy, sell, manufacture, 
operate, control . handle all parts of your business better. 
In it, you will find an amazing list of do's and don'ts—iceas, 
methods, pointers, to help the small businessman not only stay 
in business, but also, more important, make a satisfactory profit 


HOW TO RUN A 
SMALL BUSINESS 


1001 profit- 
building ideas 


By J. K. Lasser, C.P. A. on; 


Adjunct Professor of Taxation, Chairman, TAXES 
Institute on Federal Taxation, N. Y. University RETAILING 
350 pages, 6x 9, $3.95 PRICING 
To book is a valuable, realistic guide to sound, profit- FINANCING 
able, enduring business management. In the form of 
check-lists and brief fact-filled statements, it covers every- MAIL ORDER 
thing from how to get good records and check a customer's CREDITS 
eredit . . . to how to train new salespeople and lay out « 
plant. Presents every opportunity for building business etc., etc. 


plugs every loophdle for escaping profits. 


-SEE THIS BOOK 10 DAYS FREE - 


McGraw-Hill Book Co., Ine. OA-7-51 
330 W. 42nd St., New York 18 

Send me J. K. Lasser’s How to Run a Small 
Business for 10 days’ examination on approval. 
In 10 days I will remit $3.95, plus few cents for 
delivery, or return book postpaid. (We pay for 
delivery if you remit with this coupon; same 
return privilege.) 


13 big sections 
provide scores of 
ideas on: 

*® How to Build for Profits 


© How Bert to Handle Your 
Credit and Installment 
les 


N e oeecsoous peveseeseoesooet 
* How to Buy an Estab- — 
lished Business Address ° ee eve 
City . Zone State. 
© How to Operate a Store A 
Most Efficiently Company 
Position 





How to Make Profits in 
Wholesaling, etc. 


This offer applies to U. $s. only. 
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Extra Value Features 
To Help You Sell : 





BAUER ['WIN-POST” de 
1 1 actuall st ; 





I 1 osts from 
Olive Green or Air 
line Grey baked-o1 enamel 
| Built 













FREE ESTIMATES 


ry KR} 








NEUBAUER MFC. CO. Minneapolis 18, Minnesoto ff 






































will 





as 
active 
files 














OUTSTANDING FEATURES 


1. Brass finish cardholder and handle. 
2. Four rollers for ease of operation. 
3. Index guide rod with brass knob. 
4 
5 





Positive and simple stacking provisions. J 
. Self-locking follower available. A Sturdy Recessed 
Base with Toe 


Clearance at Front 


Available in both a beautiful Hammerloid 
Gray or Office Green oven baked finish. 


LETTER and LEGAL SIZES 


VANGUARD 


Engineering E Manufacturing Cao. 





























53 WEST JACKSON BLVD., CHICAGO, ILL. 
TT 
| the NEW line that wane sae Seve 
: ~ eee 
delivers EXTRA profit! oni ae 
iz Sn SECURITY | 
| TOMORROW 
i 
| 
' 
7 
| 3 BUTTON MAGIC 
'@fekismismelsmiil-miel lero lia 
| of P.E.C.'s new line of Post- 
Ma icehammelilemiiclilelwiilcl: 
i bring a new concept of 
reMelileM-tiilal-lale Alehiil 
hine posting depart- 
P.E.C. gives plus If it’s money worries that make 
) sa foci ana you act peculiar, like on the day 
g ures Thc before pay day when your pockets 
) extra profit. are empty, here’s YOUR OPPOR- 
| in 2 models Posting Equipment Corp TUNITY to get on the sunny side of 
. eine 444 Hertel Avenve life. Save the simple, trouble-free 
vffalo 7 way—with U. 8S. Savings Bonds. 
| Bisatiomen Automatic savings through the 
' >. Please rush your descriptive brochure and Payroll Savings Plan where you 
d aes ! . on the aes line of P. E. C. work, or, if self-employed, the Bond- 
osting Trays and Stands a-Month Plan where you bank, is a 
| POSTING EQUIPMENT sure cure for the between pay day 
4 CORPORATION mame ‘*theebie-jeebies.’”’ And—your money 
i GROWS—S4 for every $3 you im 
| 777 HERTEL AVENUE —- | vest, in ten short years. 
ql BUFFALO 7, N. Y. Clip and attach to company letterhead. OS. Tee Be 
O-1 
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the club. I 


tion to routine reports of offices, Paul 


Burbank was elected to honorary membership and the 

llowing staff chosen for 1951-52: Joe Davis, General 
Fireproofing Company, president; Jim Haynes, Ameri- 
‘ Pencil Company, first vice-president; Dan Koss, 
Eberhard Faber Pencil Company, second vice-president; 
Glen Barclay, W. H. Kistler Stationery Company, Den- 
ver, secreta! Ed Robinson, Sanford Ink Company, 
ergeant-at-arms and correspondent 

At the F morning session Paul Burbank gave 
his regular address and then conducted an informa- 


answer period on Washington regula- 
followed with his dynamic presenta- 
tion and then the annual business meeting was held 
vas left open for individual choice of 


tive questio1 


ecreatior é few selecting golf. 

Entertai1 was interesting and varied. Cocktail 
hours were ored both Wednesday and Friday eve- 
nings by the Rocky Mountain Travelers Club. In ad- 
lition, the club was host at a variety show on Thurs- 

y eveni 

Offering | ind cold dishes in wide variety, the 
cafeteria style banquet was a pleasant affair. In the 
brief pro followed the dinner, Zac Smith 
vas given estern hat by the Albuquerque Chamber 
of Commercs prizes were awarded to the fortunate 

fers. Mr. B ank thanked all who had participated 
in making the nvention a success, concluding with 
the awardil f the NSOEA certificate of merit to 
Gov. Richa Ballroom dancing completed the en- 
tertainment marked the end of the annual as- 

modi 





Break Up Cheque-Writing Scheme 


A new 1 et in which Montreal merchants were 

ently dup f cash and goods totalling $700 by use 

1 chequs iting machine is said to have been 

‘ken ul y detectives with the arrest of Robert 
Hamel, 33 ld electrician 

Police sai suspect, who used the aliases of 
Octave Goys Georges Martin, Rene Lepine and 
Joseph Pinar uld be arraigned on seven charges 

false pretenses and theft and one of attempt. 

Entering res where cheque-writing machines were 

Hame ild ask the clerk if he could test the 

hine by trying it on a blank cheque. After stamp- 

ig an amount—which usually ranged from $60 to $125 

he would < out after promising to return the 
llowing d to buy the machine 

Hamel the ed a rubber stamp to forge signatures 
ive the fol eck in payment and received the bal- 
nce in cas He had several unemployment insurance 

rds, whic! e also forged, to identify himself. 

He woul rder the purchase delivered to a rooming 

ise which | icked out before hand as near to the 

re as possil Once the delivery was made, he would 
take the g a new rooming house. 

He did t even times. We caught him when he 
ried it on often,” Detective Prsyky reported 
He said M eal merchants selling cheque-writing 

ichines should be on the look-out for similar tactics 

They ca e their customers test the machine on 

blank as long is it isn’t a blank cheque 





Announce NOFA Group Insurance Program 
John R. G executive director of the National 

Office Fu Association, has announced that the 

NOFA grou irance plan is being underwritten 
wy by tl e Mutual Life Insurance Company 
e tl f policy wanted was made possible 
gh tl rather than by another one 

is } the State Mutual NOFA group in- 

nee } be superimposed on another group 

lrance lready in force 

The pla be effective on June 1 if a sufficient 
ber ol! lad signed up 
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aluminum 
chairs 


In accordance with our policy of keeping our 
dealers informed, this is the picture as it stands 


at this writing. 


Effective June 1, NPA Order M-46 was amended 
prohibiting the use of DO-97 by the Petroleum 
and Gas Industries for certain items. Definitely 
specified in this list were “All office furniture and 
equipment items in which steel parts are used for 
any purpose other than joining hardware.” As 
FINE-REST chairs fall into this classification we will 
be unable to accept further orders under the 


M-46 regulation.” 


“America’s Standard of Business Seating” 


a 
4 


ALUMINUM SEATING f erporalion 


KRON 8,OHIO 


17 S$. CHERRY STREET * 





oo. 2 AETNA SAFE CO., 46-50 W. 29m ST., M. Y. 
Dishibuler Mermopouitan w. Y) & EXPORT DISTRIBUTOR 
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OTE SN 


SY 
RED BORDERED 


GUMMED LABELS 
30 POPULAR SIZES 


%& BEST QUALITY WHITE PAPER 
& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 











*® BOXES 


THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 


(4048 W. POLK ST., CHICAGO 24, ILL, 
WAREHOUSES) 610 &. SECOND ST., FT. WORTH, TEXAS 





216 


Northern California Dealers 
(Continued from page 50 


unusually profitable rewards for low net scores. First 
low net went to R. E. Wallace with a 69. Chuck Charles 
and Wally Jones tied for second with 71’s. Harry Or- 
man and Brew Towne tied for third with 72’s. Ladies 
entertainment included athletic and card games and 
a scenic trip by Greyhound buses. The first stop was 
the old historic El Dorado hotel where luncheon was 
served. Other points of interest were the Jack Lond 
ranch, the last home of General Hap Arnold, the old 
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1. Arch Allen, Industrial Tape Corp.; Tom Reese, Reese Staty., 
Berkeley; Sid Bradner, Art Metal Construction Co.; Herb Morgan, 
National Blank Book Co.; Bob Barwick, Dutton Staty., Napa. 

2. George Gingras, Gingras & St. Clair, Bakersfield; R. E. Wallace, 
Charles R. Barry Co.; Lee Martyr, Martyr's Staty. Co., Sacramento; 
H. P. Harrison, Burlingame Staty. Co., Burlingame, Calif. 

3. Fred Tietjen and Ray Muchmore, both H. S. Crocker Co.; Tom Mc- 
Whorter, McWhorter-Young, San Jose; Mack Hall, Hall’s Staty. 
Store, Marysville, Calif. 

4. Jack Mehan and Bill Gove, both Minnesota Mining & Mfg. Co.; 
Brew Towne, National Blank Book Co.; Ev Thomson, Minnesota 
Mining & Mfg. Co. 

5. F. C. Charles, manufacturers’ representative; Jack Shelburne, Shel- 
burne’s Staty. & Office Equipment Co., Fresno; Frank Morrill, Mor- 
rill & Machabee, Inc., Reno; Bob Smith, manufacturers’ representa- 
tive. 

6. Edward C. Schweitzer, Hall & Smith Co., San Francisco; Jack Autry, 
Wilson Jones Co.; Don and Curtis Lindsay, both Curtis Lindsay, 
Inc., San Jose. 
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NEW-Low Cost Addressing MACHINE! 


THE ADDRESS KIN 


Aas New and 
Gealures 


That Produce 
THOSE 
PROFITABLE 
SALES! 




















* Foolproof Wickless Fluid Con- e No Rewinding Necessary 
trol 
Automatic Tape Movement « Operating Lever May Be Heid 


Throughout Entire Run 


e Quickly, Easily Adjustable To 
Size Of ttem To Be Addressed 


Forward Or Reverse 
« Push-On Spools For Quicker 
Easier Loading, Unioading 


It’s A Real Trouble-Free Performer 


Every ( comes clear, clean, sharp with 
The Ad King The address tape moves 


rw i . 1utomatically, al operator's $42.50 


r} king or tearing of tape Is prac- (pus F.£.T 
’ machine only) 


Mode! A-List 


t) ily ¢ It’s speedy, fool proof, with 
othing t wrong or get out of order. And, 

ts qualit t for long and rugged wear... $48.75 
List, incltudes 


You wo kick or a comeback in a car- supplies for 
00 names 


p this new, worthwhile profit 38? sé 
r literature. Dealer's discounts. 


ORDER YOUR SAMPLE TODAY! 


AMERICAN PHOTO LABORATORIES 
DEPT. A—28 N. LOOMIS ST. CHICAGO 7, ILL. 
















( : 
al WEIRD GIGANTIC 
e's % «STATUES WARN EVERYONE 
WAN 1% AWAY FROM SACRED PLACES .. 
a 1S 
IN BUSINESS, GRAFFCO CELLUGRAF 
COLORED SIGNALS ON RECORDS 
AND CONTROL SYSTEMS WARN OF 
VITAL FACTS, AND SPARK ACTION . 


Se — 
— SSS 
SIGNALS 


and MAPTACKS 


CAMBRIDGE 40, MASS. 





GEORGE B. GRAFF CO., 

















When You're Asked 





anging daily. Are YOU keeping pace with 
rmation will help you plan sales, act de- 
fitable items, keep your stock up to date. 
your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi 
that otherwise we could not have gotten.” A. 
y phis, Tenn. 

FFICE A ANCES brings you the latest styles, news and 
ry month. The Service Bureau helps you 
ts and data gratis, almost impossible to 

any price. 
of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 


CAN YOU GIVE THEM? 


Ask for FREE copy 
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Explain your filing problem to him — and 
if he hasn't a Smead File, which completely 
satisfies your requirements, he'll get in touch 


with us and we'll build one to answer your 
needs. 






TH 


\. me MANUFACTURING CO..INC. HASTINGS. MINNESOTA 
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B 
Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 












STARK 
CALENDARS 
cid Pr | 


18 


A quality line of stands and pads featuring all . 
popular styles and sizes. All stands are made of write or 
metal and equipped with 4 rubber feet h f 
Calendar pads are lithographed—on high-grade phone tor 
bond paper with the date in red and the monthly complete 


calendar in black. 
Fast, 2-color lithograph printing enable us to details 
give you the best in quality and prompt service. 


GTARK CALENDARS écorporated 


100-112 BISSELL ST. + PHONE 7557 + JOLIET, ILL. 
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a+ @ 


a Because you have customers who need 


/ CHECKWRITERS 
/ CHECK SIGNERS 
/ COPYHOLDERS 








q | y, 
‘I¢ “ , - 


\ i 
ees |/ CHEXSIGNO 
/ ERROR-NO 






— 






Should be in your bine 
Demonstrate and sell these three business 
necessities and your sales and profits will 


grow. Every business is a prospect for one 


or all. 


Slakl Welty 


oe Ey Rae Soe Bee ee ee me 


ADDRESS: 40 MT. HOPE AVENUE 








YOIN THE 
OPPORTUNITY 





Invest in 


U. S. 


SAVINGS 
BONDS 
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Mariano Vallejo, the museum and 
mpagne cellars 


home of Gr 
. +h 
Haras Ay 


Governor-e] f the district is Tom McWhorter of 
McWhorter-Young, Inc., San Jose. Shortly before, 
Fred Aher1 f S. H. Crocker Company had been re- 
elected pl ent of the Stationers Association of 
Northern California. Jack Guerin of Eberhard Faber 
Pencil Company was chosen president of the field 
members n 

Tom Ta Schwabacher-Frey Company served 
vell as toast ster at the banquet. Zac Smith, Paul 
Burbank, Ernie Laird and Fred Ahern were called 
upon for brik emarks, William Gove for a bit of his 
well know! Special guests were Mr. and Mrs. Ed 
Wobber, Mr. Wobber having been governor of the dis- 
trict for er the regional idea first was planted 
Mr. Taylo! nded the guests of Mr. Wobber’s long 
inselfish ser e in the association. Mr. Wobber was 
vith Sanb Vail & Company 15 years and operated 
his stort n Ma rket St. for 38 years. He moved to 
Mission St. and about two years later sold his stationery 
and office equipme mnt business while retaining the 
printing. He recalled the good work of the late Charles 
P. Garvin i itting the national association on sound 
footing an plimented Mr. Burbank on expanding 
its service Paraphrasing General Douglas McArthur, 
ne Sala 


We old stationers never die, we just follow 


the conve! 





Make Awards for Best Paper Boxes 


Approxin 1,100 paper boxes entered in the 1951 
set-up pape x competition, manufactured by mem- 


bers of the National Paper Box Manufacturers Asso- 
ciation, we! ited at the thirty-third annual con- 
vention of ( esoainiiaie June 3-6 at Haddon Hall 
in Atlantic ‘| N. J 
Awards resented to winning paper box man- 
ifacture! their customers at that time in office 
equipment 
Among t inners of a “first award” to be honored 
John ( mpton-Adelphia Corporation, Philadel- 





a. 





Kee lox, 








CARBON parte DISPENSING 
AND cOLLAT! iwG ofvict 












WINNING KEE LOX BOX 


phi: carbon paper box designed for Kee 
Lox Manufacturing Company 
This hinged Kee Lox box, in —_ ion to being a car- 
n pape! uiner, is also a copy aligner, as is illus- 
n It is ivory pos Me with a slightly 
irker lid which bears the brand identification and 
irections f e, in maroon lettering 
1 the h le mention division was the automatic 
pencil box e by Friend Box Company, Danvers, 
Mass., for Sl | Company, Orange, Mass., and the pen 
und pencil x by Dennison Manufacturing Com- 
any, Marl Mass., for W. A. Sheaffer Pen Com- 
iny, Fort M n, Iowa 
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grt 






FORCE | 
improved = Fr 





MODEL 


150 
AUTOMATIC 
NUMBERING 

MACHINE 


Send for 
catalog “E”’ 


THREE QUARTERS OF A CENTURY’S SERVICE 





YY Ae: 


& COMPANY, INCORPORATED 
64 WHITE STR T NEW YORK 





wooD 
CLIP 
BOARDS 


The Trademark of Quality 


ASSORTMENT 
DISPLAY 
WiLL 
INCREASE 
YOUR SALES 


DISPLAY 
WITH 
ONE DOZEN 
EACH SIZE 


MEMO 
NOTE 
LETTER 
LEGAL 


e 
IN 
BEAUTIFUL, 
DURABLE 
LAMINATED 
woopD 


Write for catalog 
and price list. 


STEMPEL wanuracturine COMPANY 


2830 Roberta Street Dallas 16, Texas 














219 








a ae 


a Re weeny, 
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Precision-locked 


AUTOMATICALLY means 
BETTER STAPLING 






ARROW No. 202 
Standard Stapler 


*Precision-locked mechanism for Positive-Staple-Control. 


This AUTOMATICALLY means — 


¢ $-m-o-o-t-h, uninterrupted stapling per- 
formance. 

¢ Safety against JAM-CLOG conditions. 
The complete line of ARROW Stapling Products 


merit your attention. There’s a machine for 
every stapling purpose ...in every price range. 


SEND FOR DESCRIPTIVE CATALOG SHEET 
SOLD EXCLUSIVELY THROUGH DEALERS 











 Jaerow FASTENER [[0../NC. 


KLYN 6 









A good question 
with good 
answers 


First—Southworth 
makes only quality 
typewriter papers—a 
grade and weight for 
every typing need. 
Second—Southworth typewriter papers are sold only 
through stationers. 

Third—Good will and profits are built with the 
Southworth line. 


Inquiries invited on Southworth franchises. 











WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 
Chicago 7, Illinois 





527 South Wells Street, 
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In Other Lands 


(Continued from page 66) 


thousands of visitors came from all European coun- 
tries, excepting the eastern Russian-controlled areas, 
and from the Near East as well as from overseas coun- 
tries. Statistics show that in 1950 there were 21,000 buy- 
ers compared with the 32,000 at the recent technical 
fair. In 1950, each thirteenth foreign buyer came from 
overseas and in 1951 each eighth one was from’ the 
other continents. 

Today, 20 large halls are in operation covering a 
surface of 144,000 square metres in comparison to 
75,000 square metres of last year. To this large area 
must be added the 40,000 square metres of outdoor 
space. 

More than 250 German and foreign manufacturers 
exhibited their products of the office equipment indus- 
try, lines such as office machines, safes, treasury instal- 
lations, office furniture, business control systems, tech- 
nical office appliances, writing utensils and paper 
goods, advertising articles and packing goods, paper 
processing machines and printing machinery. 

All German office machine manufacturers were rep- 
resented and also some important foreign works, partly 
by German representatives, the list including Addres- 
rograph-Multigraph, Contina, Corema, Curta, Friden, 
Gestetner, Grandjean, Hermes, Hugin, IBM, Logabax, 
Madas, National, Olivetti, Precisa, Remington, Roneo, 
Royal, Smith-Corona, Taylorix, and others. 

Some old-established and important United States 
machines which were formerly seen at the Interna- 
tional Office Equipment Exposition (IBA) at Berlin, 
were not shown, although this last Hanover office 
equipment show has renewed the international char- 
acter of the last IBA show held at Berlin in 1934. 

This last Hanover Industries Fair was really a clear 
demonstration of Germany’s strong will to re-establish 
better economic conditions and co-operate with other 
nations.—RT 





News Notes From Australia 


W. BEECHAM, CORRESPONDENT, 
BOX E265, G.P.O. PERTH, W. A. 


Peter Mathieson, an 88-year-old Sydney businessman 
who recently claimed £106,112 from N. Le Roy Tracy, 
Pty., Ltd., office equipment manufacturers (the case has 
already been outlined in these columns) has now been 
awarded £103,455 by Justice Kinsella in the Supreme 
Court. Reporters who called at Mr. Mathieson’s home 
to inquire what he intended to do with the money were 
told by his housekeeper that, following a report that 
he might give the money away, he had been inundated 
with letters and telephone calls. She added: “The 
master will not make any decision for some time.” 

ne * a 

Government statistics for the three months to Sep- 
tember 30, 1950, show that imports in that period in- 
cluded: (figures in parenthesis are values for the cor- 
responding three months of the previous year) writing 
and typewriting paper, £292,000 (£161,000); pens and 
pencils, £368,000 (£354,000); and stationery, £492,000 
(£355,000). Value of exports of stationery was £232,000 
(£203,000). 

Ms * x 

The editor of “Ideas,” an Australian monthly circu- 
lating among buyers and sellers of office equipment, 
says in a recent editorial: “Never in the writer’s 48 
years’ association with the trade have the prices of 
paper from overseas gone so ‘hay-wire’ as they have 
at present. They are simply fantastic ... Like most 
responsible people in the trade, we find it impossible to 
forecast what is going to happen within the next 12 
months, but we say that anyone who does not make 
provision now for the inevitable fall in prices is run- 
ning a grave risk.” 

as + a 


It is to be hoped that the writer is correct when he 
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34” wide lip 
CHAIR 
MATS 


For That 
MODERN DESK 


(ISLAND BASE) 
IDEAL OVER HEAVY 













FLOORS — WORN 
SPOTS 


Made of 


TEMPERED 
HARDBOARD 


COLORS: BROWN - GREEN - MAROON - BLACK - GREY 


CIRCULAR PRICES 
UPON REQUEST 






59 BRANCH ST. . ST. LOUIS 7, MO 





ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
r ms. 





Made of Oak and Birch, 
n a variety of heights 
md styles, with vrheels 
znd) 6 Automatic Safety 
Brakes. 





Send for Folder 
and prices. 





Manufactured by Library Style 


Straight Sice Sty 








11D. COTTERMAN “5%;Reervoed Ave 
PLAS-T-CAP 


AMERICA’S OUTSTANDING 





taume tack VALUE 


TACK LIFTER wm tveey Packact 
21 DECORATOR COLORS 












NO MORE BROKEN FINGER NAS 
SAFE PIN WILL NOT PRESS THRU HEAD 


muy, ONE DOZEN PACKAGE 
FOUR DOZEN DISPLAY UNIT 
NATIONALLY ADVERTISED 


3 FAST SELLING STYLES 








WRITE 
NOW FOR 
COMPLETE 

INFORMATION 


AMERICA’S LARGEST THUMB TACK MFG 


AND SHELTONGS CO. 


SAMPLES SINCE 1836 SHELTON, CONN 
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Obviously you would have to study the pups closely to 


determine their differences . . . and yet there are many! 


Won't you agree then, that until you have explored the 
large and varied “U.S. Line’ of Carbon Papers and Inked 
Ribbons, you actually may not be realizing maximum profits 
on this type of merchandise? 


Why not give this idea more than a glance . . . let us 


send samples and prices . . . no obligation, of course! 








General Offices 


A Plant 


U. 5. TYPEWRITER.RIBBON MFG. CO. 


PHILADELPHIA 6, PENNA 


621-623 CHERRY ST 
/ ed 189 





CHUBB 
SAFE LEDGER FILES 


DESIGNED FOR CONSTANT FIRE PROTECTION 
Rae pe 
SS 


; 





MAXIMUM SAFETY 
EASIER HANDLING 
SIMPLER POSTING 


DEALERSHIPS 
AVAILABLE 


Manufactured by 
CHUBB & SONS LOCK & SAFE CO. LTD., LONDON, ENGLAND 
Makers to the Bank of England 


WRITE FOR ILLUSTRATED LITERATURE 
AND DEALERS PRICES TO 


L. O'D. LEE 


90 WALL STREET NEW YORK 5, N. Y. 








a 
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‘DAV-SON 


The Standard of 
Bulletin Board 
Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up Announcements, 
Photographs, Letters, etc. 

e Indoor and Outdoor Styles 

e@ Hardwood or Metal Frames 

@ With or Without Locking Glass Doors 
@ Many Sizes in Stock 


Dav-Son Changeable Letter Direc- 

tories For Lobby, Office or Outdoor 

Use. 

e@ Wide Variety of Styles and Sizes 

eGlass Enclosed Front 

e Hardwood or Metal Frames , 

e@ Highest Quality Felt Background in 
Choice of Several Colors 

@ Many Letter Styles and Sizes 


INFORMATION 


Dav-Son Name Plates For 

Desk, Door or Wall Mounting 

e Choice of Matching Wood Bases 

e Names May Be Changed at Low Cost 





WRITE TODAY FOR FULL 
PARTICULARS AND PRICES 


AG. DAV SN POR? & SOW UNC. 











Plaques of Distinction} 


Plastic « Walnut e Bronze 


Per! Suter Vem Cee 


2 he mee we Ore Comme 


HONOR ROLLS 


for Servicemen 
other purposes. 


and many 


NAME PLATES, 


all kinds. Office Identification 
Signs, Door Plates, Directories, 
etc. 


Walter E. Kutch Co. 





Plaque & Name Plate 
Specialists Since 1942) 




























’ BULLETIN BOARDS FOR EVERY NEED 


formed 

edges. 
Sehnenbbere. | FOLDING CHAIRS 

enamel! finish. Rigidly con lit chairs 
@ Joining and iy frame 


in channe nd t halle, X an 


kts 7 to meet every budget. W rite 


Rm eG i 


METAL PRODUCTS © GREEN BAY @ WISCONSIN 


$ pri ced 
r brochure. 
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_ = ESTABLISHED 1932 
311 N. DESPLAINES ST., CHICAGO 6, ILL. 





18229 W. McNichols Rd., Detroit 19, Mich. | 





The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
; leaves no brown stains. 

“24 @ INK-OUT makes permanent eradica- 
we tions quickly with one application. 
; @ INK-OUT removes ink, iodine, fruit 

, and medicine stains from peper, 
hands and clothing. 


CARDINELL CORPORATION = § MONTCLAIR NEW JERSEY 










WORLD WIDE SERVICE HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


egister 


2810 W ADDISON ST CHICAGO 18, ILL 


ManKILO” 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made ‘of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markiloe Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. S. A 
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forecasts a drop in prices, for merchants here today 
are convinced that continual rises are keeping back 
sales. As stance of a small item—the paper on 
which these tes are typed each month has soared 
from 6s. 6d. per ream to 16s. 6d. per ream in a period 


f about three months. Such rises are certainly not 
ooa for traae 

a > > 
Among the firms registered during the past month 


vere: Ell’s Consolidated Holdings Pty., Ltd., capital 
£150,000, manufacturers of stationery and office sup- 
plies; subscribers, C. V. and A. M. Ell; office, 78-80 


Hunter Street, Newcastle, New South Wales. . . . Pitt 
Credits Pty., Ltd., capital £10,000, manufacturers of 
office and factory equipment; subscribers, A. C. Pitt 


and H. R. Griffiths, office, % Otto Brown, 10 O’Connell 
St., Sydney D. Warboys & Company, manufac- 

irers of office stationery; factory, 102 Booth St., 
Annandale, N.S.W 


» 7 * 

Stott and Underwood, Ltd., a major firm of dis- 
tributors of office equipment, is to sell a parcel of 
120,000 5s. stock units to the public at 7s. per unit plus 
brokerage f e placement is being made to ensure 
qualification a public company for taxation pur- 
poses. In addition, a bonus issue of 19,211 ordinary 
shares has been made from assets revaluation. Paid 

ipital of the mpany is £90,000 in 5s. ordinary shares, 
and net tangible assets backing for each 5s. stock unit 

= lld. Although adjusted profit for the five years 
en 5 Mi Ly 31, 1950, averaged £9,593 (10.7% on capital), 
i for the six months to November 30, 1950, 
amounted £16,000 (equal to more than 30% per 
annun 
> = 

C. R. Chynoweth, a director of Collins Bros. (Sta- 
ioners) Pty., Ltd., Sydney, has been appointed di- 
rector-in-charge of Waterman’s Pen Agency in Aus- 
ralia. Mr. ¢ yweth joined Collins Bros. in 1916 and 
vas in cha he Waterman’s department from 1922 
o 1942. S e returning from war service in 1946, he 
has been warehouse manager, succeeding C. C. Dixon 
on his retirement. Mr. Chynoweth will now travel 
regularly throughout Australia, keeping in touch with 

ributo! 
* = 
The Minister in Charge of Import Licensing in New 


Zealand (J. Watts) announces that further items have 


been freed f1 mport licensing if from soft currency 
areas. Thes« lude showcards and calenders. 
- * * 
The South Australian Government Statistician re- 


ng the month of February, 1951, im- 
ports of stationery from overseas were valued at £26,692 





Adapt Hebrew Pe 6 to Typewriter Terms 


The proble f designing characters and developing 
typewriter te to permit technical description in 
the Hebrev iage has recently been completed by 
cientists under the direction of D. Wengrinowitch, 
managing r of The Palestine Orient Company, 


I 30, 4 Herzl St., Tel-Aviv, Palestine. 
The resul in published form, have been submit- 
1 by rinowitch to F. D. Lehn, treasurer of 
the Underw Corporation, New York, N. Y. 

In making 1 study, the Underwood typewriter was 

sen and it pointed out that the idea was to pro- 

for expression in the Hebrew language of certain 
ne parts. 


— 
— 
U 09 





Amplify Australian Firm’s Financial Report 
Cc. W. Bi AnagiNg director of E. T. Brown, 
Victoria, Australia, has amplified a reference to 
compa! hacen’ statement appearing in a 
evious issue. He noted that no reference was made 
to rofits from the wholly-owned subsidiary com- 
pany in Ne South Wales (now Brownbuilt [NSW], 
Ltd.—formerly Forster’s Products Pty., Ltd.). These 
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Unholstered Furniture 
Yalowed to the Moods of thé 


OFFICE EQUIPMENT DEALER 





Building upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed a 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So . .. . boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 


Write for complete information on our line. 





TATIONERS pe 


MANUFACTURING CO. wanda 























quality 


performance 
THE BENTSON 


“‘Gop-F lzte 


3200 Series FILE 


Guaranteed long-lasting perform 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 


If you haven't received your con- 
venient file folder of BENTSON 
catalogs, write for it today. 


| “The Line of Most Assistance” 


‘(ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 
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SERVICE GUARANTEE 














You can 
depend on 
These MASTER 


Geatures 


PERFORMANCE 
DURABILITY 


* DOUBLE BALL BEARING 
SWIVEL 


* HARDENED BEARING 
RACES 






For Increased 


Sales from 
MASTER PRODUCTS * SEALED IN FLOATING 
Write for ACTION 


* ENGINEERED FOR 
SERVICE BY CRAFTSMAN 


CATALOG NO. 10 


MASTER MANUFACTURING CO. 
1676 East 28th St., Lorain, Ohio 








INTER- 


PLASTIC CHANGEABLE 
NAME PLATES 





e Desk, easel 






type, plate Queue $]00 

l” by 6%, LIST 

e Door name plate, 2"°x10 <—5200 
e : LIST 

e Executive style easel type $200 
same size as door name plate <— goo 


Beautiful, dignified, permanent. Desk type in grey or brown. Door 
plate transparent plastic with name embossed on black background 
with gold or white lettering. For desk type plate imprinted name 
board can be interchanged quick as a flash make the change 
to suit your requirements. 

PROMPT DELIVERY 


Write for Catalog Sheets and Dealer Discounts 


ACME PRODUCTS CoO. 


406-408 N. VAN BUREN ST. 
GREEN BAY, WIS. 
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profits amounted to £4,800, making the total profits 
for the organization £14,131 as against the £9,331 men- 
tioned. 

The total shareholders’ funds now exceed £250,000, 
and this year to-date is a record one for the company, 
with sales and profits far better than ever before 

The general manager, Percy J. Newton, has been 
visiting England and the United States on the com- 
pany’s business. He planned to be in New York about 
June 20 before going to Chicago. 





Survey Reveals Why Businesses Fail 

“Survival Qualities of American Business,” a 16-page 
comprehensive study made by Dun & Bradstreet, Inc., 
traces the expansion of business throughout the coun- 
try by analyzing commercial and industrial failure 
trends. 

In a section titled “Why Do Some Businesses Succeed 
and Others Fail?” the study brings out the fact that 
business failures are human failures—failures in judg- 
ment, personality, decision, ability and know-how. An 
analysis of the 9,162 failures which occurred in 1950 
shows that 96% of them were directly traceable to 
the individual who owned the business 

Business expansion and rate of failure during the 
past decade are compared separately in nine geograph- 
ical regions of the U. S. While the Middle Atlantic 
states during 1950 accounted for 31.9% of all the fail- 
ures reported in the country, this was a substantial 
decline from the 43.5% of 1940. The greatest failure 
upswing has occurred on the Pacific Coast. In 1940, 
only 9.7% of all failures were reported in that region, 
but in 1950 almost one out of every four failures in 
the U. S. was taking place on the West Coast. 

Two out of every three concerns that failed in 1950 
had been in business for five years or less. In a sec- 
tion called “The First Five Years Are The Hardest,” 
the study shows the year in which the concerns that 
failed during 1950 started in business. Failure trends 
by 44 lines of industry and trade are also covered from 
1940 through 1950. 





3-M Provides Cost-of-living Increases 

Cost of living increases of $20 per month went into 
effect June 1 for general office, technical and engineer- 
ing employees of Minnesota Mining & Manufacturing 
Company. 

The increase applies to more than 3,500 of the firm’s 
10,500 employees and will be effective in all plants and 
offices. 

Production employees not covered by the increase 
already have received wage boosts which, in most 
cases, amount to the full increase permitted under the 
Wage Stabilization Act. 

The cost of living increase was granted in recogni- 
tion of the inflationary trend caused by the Korean 
War and the speeded up defense effort. It is in addi- 
tion to merit raises provided by 3-M’s regular job 
classification and employee performance program 

“We are supplementing our established program by 
granting a general increase of $20 per month to all 
office, technical and engineering employees on general 
payrolls,” R. P. Carlton, 3-M president, wrote in a 
letter to employees. 

“We shall continue our policy of studying the rela- 
tionship between the cost of living, area practice and 
salary range, as well as employee performance and 
responsibility to assure proper compensation and ad- 
vancement of our employees,” Mr. Carlton said 





Grant Charter to Emporia, Kans., Firm 

Eckdall & McCarty, Inc., a book and office supply 
company at Emporia, Kans., was recently granted a 
charter. Capital stock is $100,000 and incorporators 
are Zerne P. Hanning, Virginia Sue Hanning and Joe 
Kopke, all of Emporia.—_WLF 
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KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


King chairs are scientifically 
designed and engineered for 
true posture seating . . . all 
chairs feature instant 3-way 
finger-tip adjustment. (The 
ultimate in luxurious comfort, 
beauty and durability.) Mod- 
ern massive molded aluminum 
base, wide caster spread and 
optional backrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models available. 


WRITE TODAY FOR OUR NEW 
ILLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 








MR. DEALER... | 
DON’T LOSE THOSE ORDERS | 
NEEDLESSLY! | 


IT COSTS YOU LESS TO DRAW | 
FROM OUR LARGE STOCK OF | 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES | 
IMMEDIATE SHIPMENTS | 


Write or call for complete information, 
prices and dealer discounts 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


74 Broad St., New York 4, N. Y. BOling Green 9-8231 
WAREHOUSES—MIAM FLORIDA—NEW YORK, WN. Y.—LOS ANGELES, CALIF. 


&  SALESMEN 
aa 

\Guaa ¢ 1951 1890 > 

© ~ Different? — Yes— but 

exactly alike in their 

dependence upon 

BEACH’S 

“COMMON SENSE” 

EXPENSE BOOKS 


to keep track of their 
traveling expenses. 


Beach Publishing Co. : 














7338 Woodward Ave. 








Detroit 2, Mich. 


BARKLEY 744 











| All. INDEX 
{/ #\|\ et 
[( feaTEX CARDS 
\ cao 3 // Ruled and Plain 
WA White and Colors 





~ 


C. L. BARKLEY & CO. 


TURERS OF FILING SUPPLIES 





i 
' 


| 1220 W. Van Buren St. Chicago 7, Illinois 
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This 
STEEL 


STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
6 





Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 





Finished in olive green or gray baked enamel. In 
two sizes — 
36” wide, 18” deep and either 72 or 78” high. 
Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL MANUFACTURING Co. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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the NEW. IMPROVED ‘Lesauroest” 


Pat. Ne. 0144,677, ether Patents Pending 
















® Ideal f 

e rete . . « Raise the headpiece to any desired 
© OFFICES iti 

© eGnmmcnns position . . . it will automatically stay at 
@ HOTELS that position . .. To release the ‘“Magic- 
© GAME ROOMS 


© DENS Hold,’’ raise the headpiece all the way. 


e NIGHT CLUBS lid ted i 
© TERMINALS it can then be lowered to the ““flat’’ posi- 
® pocTors tion. Available in the finest plastic mate- 


° GYMS ‘ 
© INSTITUTIONS rials in a wide variety of colors. Show 





Leisurest for extra sales!!! 
WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 










fe wae Attention California & Western 
: DEALERS °f Typewriters, Stationery, ] 


Adding Machines, Printing, 














iF 
"g 
it mm ete. . . . and Free-Lance Salesmen—who do not s 
f = ‘g stock the heavier items of Office Furniture—SELL s 
ei ak ee. FROM OUR STOCK—Office Chairs, Drafting Lay- ¥ 
/ peace outs, Files, Desks, Steel Shelving, Clothes Lockers, J 
i etc. ... Call, write or Wire to f 
p 


: SEAT MORE PEOPLE The Bil ank Desk Co. " 


; ‘ WITH MORE LEG ROOM! 





















































Automatic Lock Secures Legs : “ : 5 : 
Bice FE cot SEALERS $30 Wilshire Blvd., Los Angeles, California 
tt "If you're working on an order, we can help you. 
if MIDWEST FOLDING PRODUCTS . « « Warehouses ‘ae in N.Y.C. and Miami, Fla I 
i] ROSELLE, ILLINOIS 
H 4 
; f fo 
if ATTENTION DEALER SALESMEN 00 THE “HANDI-MATIC = 
if Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 0 0 b Wa fo 
rt © Radio @ Appliance Stores 5 ) We er 4 ri 
ti es>* OF ADDRESSING Ne 
| ddte'450" pe 
| Make Those Extra Commissions as Se St i 
MECHANICAL ADDRESSER fo 
Watch for the direct-by-mail adver- 
tising program we've prepared to help 
you sell Weber Addressing Machines and 
if a host of other products in your stock 
ie Incentive awards—and everything IN 
H Today's most saleable mechanical ad- ] 
j Gomes A owe ~~ An 
etails. Weber 
droning mocks, FREE! ® fo 
tral Rd., Mt. Pros “HOW TO ton 
pect, Illinois. BOOST SALES : in 
| 9 Witiam OAXLINE xc ath 
4 WEBER ADDRESSING MACHINE COMPANY pe 
i Vmmmn'270 Ontario Street Cleveland 13, Ohio mms } = Sibi 
Ilir 
. less 
This punch has a 3-INCH REACH the 
yac 
ann 












For punching bonds and other documents, but useful for 
any long reach job. Supplied to punch %”, 3/16” or %4" 
round holes, also assorted standard designs. Letters and 


= 














figures made to order. — 

== rT! 

sea 6 ASK FOR Holl 
} et loca 
| 4 «NO. 470 oe 
' > = be fi 
; me Loos 
' ~ — oran 
— was 
= Assi 

Write for circulars and prices inbu 

| THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven 7, Conn. —_e 
OFF 
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IN JULY OF 1881, WHEN: 


Baseba representing A. W. Faber, New York, and J. B. 
Lippincott & ny, Philadelphia, met in a baseball game at 
Philadelphia 4. The A. W. Faber employees won 25-24, 
iccording to tl y scorekeepers. The sad event of the 


1ssassination of President Garfield, was 
sation to the exclusion of active business. 
umes Buckle stationer of New Orleans, admitted to part- 
The Hektograph Company added 


‘ement t ne of products. From files of the Ameri 


IN JULY 


ies 1 


OF 1891, WHEN: 

| ker, treasurer of the H. S. Crocker Company, 
Asa L. Shipman’s 
Vew Y N. Y 1dvertised a fountain pen which “will 
te without blotting until the last drop of ink is used.”. . . The 
h Dixor ‘ompany issued a unique card calendar 
f the card was an enthusiastic and 
small g tting off fireworks Bamboo penholders 
Bainbridge & Company, New York, N. Y 

American Stationer 


Franci r rned from his vacation 


WHEN: 


IN JULY OF 190] 
ead pen facturers of Germany began to feel the com 
Practically all the cedar now available 


naking pi jrows in this country and it naturally cost 
secure t i here and ship it to Europe than it does 

ere, reported the American Stationer. . 
The jest esta ment for the manufacture of blank books in 
New York City w ted as the J. G. Shaw Blank Book Com 
par It was four 1 by the late J]. G. Shaw more than 60 years 


ise of steel pens in the world was reported 
irths of the number made in this country 
American Stationer 


WHEN: 


was the inventor of the Universal Pedal 
ment m«é ypewriter stand and a 
rk, N. ] . Milton Heynemann of Mil 


HY nemor mnan 
é r y ) 


ny, San Francisco, Calif., was quoted 


IN JULY OF 


factory was planned 


saying, “We consider today a station 

with yood office furniture stock almost an impos 
Cole of Chicago was known all over 

uplift organizations. He was a fear 

ections Col. William N. Pelouze of 

Manufacturing Company was an ardent 

»f the trophies won by his boat in the 

From files of Office Appliances. 


IN JULY OF WHEN: 
Hague f Ruys’ Handelsvereeniging, of Rotterdam, 
H nd, wa 1 from Prinsestraat 27 to a more spacious 


The Hammond Typewriter Com 
Vew York, N. Y., introduced a typewriter which could 
The Wilson Jones 
nnounced a Buddy line of pocket mem 

zes Charles L. Safford of Chicago 

A elected pr t of the International Stamp Manufacturers 


1 traveling case 


imal tabulator was advertised as an 
Smith & Bros. typewriter. . . . (From 
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One of the 


most 


— 


useful 
items in 
your stock 
and 
therefore 
one of the 





MOST PROFITABLE 


ACCOPRESS 
BINDERS 


Some firms use thousands of Accopress 

Binders every year—because there is no de- 

partment where they are not useful. For 
| temporary or permanent binding, for current 
files or long storage, for a few letters or 
2000 invoices, Accopress Binders keep all 
kinds of papers safe at minimum cost. Fea- 
ture them all year around, 


See Your Acco Catalog for Styles. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co., Lid., Torente 
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“Something Extra”—the care and skill and research that 
goes into every index system designed and produced by 


the G. J. Aigner Company. 


AIGNER INDEXES 


Chicago: 444 South Clinton Street (7) 
New York: 97 Reade Street 
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FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 














Write us when you 
have inquiries 
from churches, 


schools, clubs, etc 







All types of wood and steel folding, 
non-folding chairs and folding tables 
in stock. Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. 1, 1140 Broadway (Nr. 26th St.) N.Y. 1, 











All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


1717-19 S$. HALSTED ST. ® CHICAGO &, ILLINOIS 











ACCURACY 
means QUALITY 


* Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers, Stationers and 
Printers who have reputa- 
tions to maintain. 
As to quality, neither can 
be excelled at any price. 
Samples on request. 
@ Carried by the following paper merchants: 





ORIGINATORS 
SCORED CARDS 


New York City Cineinnati Grand Rapids 
Allan & Gray The Chatfield Paper Co Carpenter Paper Co 
Pittsburgh Detroit Housten 


Chatfield & Woods Co. Seaman-Patrick Paper Co. L. 8S. Bosworth Co., Inc 


THE JOHN B. WIGGINS COMPANY 
634 S. FEDERAL ST. . CHICAGO 5, ILL. 
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MUSCATINE. IOWA 







4x6 and 3x5 FILES 

Handsome appearance and 
excellent finish of H-O-N card files please your customers, add 
to your profit. The Home-O-Nize Company, Muscatine, lowa. 


YEAR-ROUND SALES, PROFITS WITH 


‘“DAWN-AIRE” 


Ultra-violet FRESH AIR Generator 
Freshens the Air and Keeps it Fresh! 





The use of DAWN-AIRE averag room 
s the equivalent of obtaining man fresh 
clean air changes an hour It is as though 
you re aced the air in the room with I 
shine Praia ted air about « e every 
three minutes 
Destroys unwanted odor inhibits for 
o te @em- [ ld and mildew. Low « t electri init 
plete o chemicals—the most effective 1 thod 
e No Servic- yet devised. Plugs into any 110 v. 60 Ss 
"g Re ‘ : ‘ ¥ 
quired ri Designed especia rr office home 
. oe business and professior 1 Sur é 
e 2c per day 
to use a I Write for literature bet 
e Fully gquar- oO a Sar nple today 
anteed 


sees MIDWEST NATURLITE CO. 


vesoee 228 W. Kinzie St. Chicago 10, lil. 
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DEX THE PLASTIC INDEX « * KIN-DEX THE PLASTIC INDEX «+ 
SOLID COLORS OR TWO-TONED COMBINATIONS OF SILVER AND BLACK 
MOTTLED, BROWN Ar >REEN - 


~ 


Y x 1:38" 4“ 











500 WHITE CARDS 
TINTED INDEX TABS 


rculars Available 





KINETIC NOVELTY CO., INC 
JJ KS 625 BROADWAY, N_Y.12, N.Y 





228 








JSOIM THE 























OFFICE APPLIANCES, July, 1957 














opens as 
































f a Ne. 160 Woo oe X32 
+ - 18 No. 170 
+] oe 
“ MY ° © First wality Phone CHelsea 3-3600 
4 minimum order _ _ Craftsmanship © N.Y. C. Office 
: | Coston of 3 Tete © Satin Rubbed Finish Mfg. by Wil-Ray Produets 
@ FINISHES: Oak walnut mahogany — (also, y 
s office grey or green). F.O.B. Factory, N. C. 
ret age pat (27") of or Desk (30") heights ana Maximum Dealer Discounts Available. 
_— x wit rawer lea 
ial — (18 x 32) with casters 15.80 COMPLETE CIRCULAR AVAILABLE 
- — (18 x 32) (not illus.) With 5” extra wide drawer, no slide leaf 19.30 WaT: 
Box 141 Oakland Garden Ste 






a Approx.Wt. 27 Ibs. per Table 2 in a carton — legs shipped separate 
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MASTER 
SPEED 
KEYS 


“The Spring Cushion Keys” 


Thousands of typists are purchasing 
cushion keys every year. Get your 
share of this profitable key business 
with Master Speed Keys, the newest 
and best cushion key yet devised. 


Speed Keys improve typebar action and increase speed 
oesides cushioning the fingers. They give greoter satis- 
faction to the user, and bring you bigger profits. 
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Write NOW for Time 






































ot Card specimen sheet ————-—-—- —~) Write for information and price list. 
eee J price Het, end circular — Sample key, literature and price list on request. 
268 L Chauncey Street 
ACME PUBLISHING CO. caw Veen 1 a Y. SPEED KEY CORPORATION ffuc"sse” N'Y 











TYPE CLEANING MADE EASIER 


with the amazing 


a i" 


CLEANS 
¢ Typewriters 
/, Billing Machines 
¢ Adding Machines 
¢ Addressing Plates G 4S 
¢ Marking Devices, etc. , 


_— deve tsi ng ita TYPE CLEANER ry Wane), “baa lee 
NORTA DISTRIBUTING COMPANY WORKS CO.°4'8" 


3 Broadway, New York 10, N_Y 

















Your customers will 








LH y | want to buy 
ave /ou | The NEW 
a Friend—o business acquaint- Gov RIGHT 
" + fj e + (line-by-line) 
™ : jht like to keep in touch COPYHOLDER 
equipment by reading Roveletosery memenee = 
pliances? If so, send us the *'Getenee ” economy cresting 
name, address and business and we will Yee 
r nie copy =" our com- ments to a up for defense. 
pliments. Copy Right Mfg. Corp. 
53 Park Place, Dept. D-7 
THE OFFICE APPLIANCE COMPANY New York 7, N. Y. 
600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A Canadian Agents 


UNDERWOOD Ltd. Toronto |. 
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Royal puts in extra time to bring you 


Steel furniture of superior design 


One ten thousandth of an inch can make a lot 
of difference. That’s why Royal’s expert de- 
signers and die-makers spend many extra hours 
fashioning the special tools it takes to bring you 
a better product. All their knowledge, their skill 
and their time is used with one object in mind: 
to make the most beautiful, most durable steel 
furniture in the world! For over 53 years, long 
use and abuse prove . . 


Time hardly touches long-wearing Royal 
furniture because Royal takes the 
EXTRA time to bring you the very best! 
We could skimp on time what with defense 
orders piling up, and civilian demand greater 
than ever . . . but we never will! Whatever hap- 
pens, our careful “individualized assembly”’ 
methods will continue . . . from drawing board 


230 


















thru final inspection. After all, that’s what 
makes the big Quality Difference you’ve come 
to know as Royal. 

If you need metal furniture and cannot wait for 
Royal’s extended deliveries, may we suggest 
the lines of our worthy competitors. Many of 
them make products of good quality which we 
recommend. 





METAL FURNITURE SINCE '97 


ROYAL METAL MANUFACTURING CO. 


175J NORTH MICHIGAN AVENUE, CHICAGO 1 


New York « Los Angeles + Michigan City, Indiana 
Warren, Pennsylvania « Preston and Galt, Ontario 
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— another example of Heyer's engineered efficiency— 


A complete ‘‘direct-mail department” 
for your desk—for your home! 


BOTH MACHINES IN THE 


dupli-kit 


WITH INITIAL SUPPLIES 


rig QMmieto! 


ANYWHERE WRITE OR 
ANY USES i ve Oe ADDRESSES 


PLACE FOR EVERYTHING—EVERYTHING IN ITS PLACE! 


CORPORATION, 1852 S. Kostner Ave., Chicago 23, ll. 


Eastern Office Inter-Mountain Office Western Office Canadian Distributors : 
17 East 17th Street 1073 Madison Street 444 Market Street The Brown Brothers, Ltd. Dy ’ 
New York 11,N. Y Denver 6, Colo San Francisco 11, Calif. Montreal e TORONTO « Vancouver 4 

‘ , tee 
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Hecto Sets and Hecto Carbons... 
they're Overcoted and Finger-proof 


You can’t blame girls for complaining when 
hands and clothes get stained from hectograph 
carbon . . . especially when they know it’s 

so needless now. 

Underwood Corporation has put an end to 
this nuisance of stains and smudges. 

The new Overcoted Master Sets are finger-proof 
and stainless. They eliminate stained hands 
and clothing, avoid need for special stain- 
removing soaps and cleaners. 

Sell Underwood Corporation Masters! 

That’s the easy way to overcome employee 
reluctance to use hectograph carbon. 


Prove it FREE. Just ask on your letterhead for free samples. The Key 
Please specify purple, black, or blue. to Better Impressions 











Urge your Customers to 


ma +4 jis ‘Change to UNDERWOOD CORPORATION 
0 





In addition: 


Underwood Corporation Hecto Master Sets 
and Hectograph Carbon Papers give sharper 
masters, more and better reproductions. 

There are no typewriter feed roll smudges. . . 
always uniform intensity of type characters. 
“Summerized,” too! Even on the hottest, most 
humid days, reproductions are sharp, crisp — 
and, of course, free from stains! 











